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State of the Nation’ Economy: 
Up \ 
INVENTORIES — Valued at the end 
of July at $77.3 billion, according 
to Commerce Department, about 
the same as a month earlier, but 
: $6 billion higher than in 
952. 


: mM EmpLoyMent—In August 

was 11,283,000, or about 500,000 more 
than in July, but down one percent 
from like 1952 period. 

Sree. Output—A total of 76,- 
522,609 tons was produced during 
the first eight months, a new high. 
for any eight-month period. For 
the year ended Aug. 31, the fur- 
naces turned out 114.6 million 
tons, the greatest for any year’s 
output, according to American 
Iron & Steel Institute. 


Russer Output— World natural 
rubber production in July exceeded 
consumption by 35,000 tons. Con- 
sumers’ stocks at the end of July 
rose to 397,500 tons, up 47,500 from 

| January. 

Divwenp Payments—U. S. corpor- 
ations, in the first eight months, 
paid stockholders $4.8 billion, an 
imcrease of 4 percent over the 1952 
period. 

Automotive Output — Increased 
last week by 21,650 units to 138,- 
3865, according to Automotive News 

estimates. The previous week’s 
output was 116,715 vehicles. 

Ore SHipMeNTs—August hauls to- 
taled 15,236,527 tons, marking the 
first time in Great Lakes shipping 
for a single month that tonnage 
exceeded 15 million. 


* * * 


Down 


Business Inpex—Declined to 108.6 
in week ended Sept. 5 from 110.7 
the preceding week, according to 
Barron’s Index. 


Freight Loapincs—Totaled 799,- 
079 in week ended Sept. 5, com- 
pared with 818,461 the previous 
week. 

On. Strocks—Dropped to 281,227,- 
000 barrels last week, a decline of 
1,484,000 from the preceding week, 
according to Bureau of Mines. 

7 7 = 


General 


WHo.eEsaLe Prices—Remained un- 
changed in week ended Sept. 8 at 
110.3 percent of 1947-49 average. 
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Armacost, Bell Warn Against Fear Epidemic .. . 


Dealer Chiefs See Good Future 


* * * 
By Ira Alexander 
Staff Correspondent 

YLORADO SPRINGS.—Automo- 

bile dealers have become ac- 
‘customed to the “gravy train,” and 
now that we are 
returning to 
normal merchan- 
dising, some are 
inclinded to be- 
come panicky, de- 
clared Robert S. 
Armacost, NADA 
president, in ad- 
dressing the 20th 
annual convention 
of the Colorado 
Automobile Deal- 
ers Assn. at the 
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Hudson Unveils 1954 a. 


Heading the 1954 Hudson line is the Hornet. The new model has a lower and longer appearance and features a luxurious 


interior. Its “Instant Action” 


* * * 


Increased Power, 


New Jet Model 


Mark °54 Hudson 


Witt increased horsepower a 
feature, Hudson’s line of 1954 
cars include the Hornet, Wasp and 
Super Wasp, Jet, Super Jet and a 
new Jet-Liner. Prices have not yet 
been announced, but it is expected 
that tags on the Wasp models will 


so = be down slightly. 


New power and performance is 
(Continued on Page 70, Col. 1) 





Cleanup Drives Boosting 


Sales in Some Areas 


By Sam Sampson 
Staff Writer 

S THE new model season draws 

closer, it is apparent in some 
areas that hard-selling campaigns 
are finding some success as dealers 
attempt to clear the deck for ’54 
introductions. 

In several parts of the country, 
late reports show that sales are 

up slightly. For example, Akron 

), dealers moved out 507 new 
cars during the week ended Sept. 
5, as compared to 483 for the 
week earlier. 

It is reported from Pittsburgh 
that new-car sales are up slightly 
as public interest has apparently 
swung to buying new units rather 
than late-model used cars. In Otta- 
wa, Ont., dealers are predicting a 





new September sales record this 
year, as they have noticed a spec- 
tacular increase in sales for the 
month so far. 

~ ” * 


ir MANY parts of the country, 
better sales were reported for 
August than for July. At New Or- 
leans, it is reported that the area 
chalked up in August the best new- 
car sales month so far this year 
when dealers moved out 1,722 new 
cars and 289 new trucks. 

In Milwaukee County, sales in- 
creased 14 percent in August over 
duly, Dealers sold 3,608 new units 
—453 cars above the July total. 

And throughout Wisconsin, Au- 
gust sales were up 11 percent over 
(Continued on Page 71, Col. 2) 









Broadmoor hotel here last sane tuit week! 

“Many oldtime dealers,” he con- 

tinued, “seem to be stampeded 
into unbusinesslike merchandis- 
ing. They should run their own 
business regardless of this feel- 
ing and not be stampeded. 

“Some believe that their is suffici- 
ent evidence of a recession when 
the peg has been pulled out from 
under government bonds, and that 
now is the time to unload. 

* * * 
‘I AM not selling anything,” Arma- 
cost declared. “I believe any re- 
cession that occurs will be gradual. 
I think the national administration 
is seeking to bring about an orderly 





engine with Super Induction develops 160 horsepower. 
The Monobilt body-and-frame construction again features Hudson's step-down design and low center of gravity. 


Output Up After Holiday 


Week’s Total Is 138,365 Vehicles; Chevrolet 
And Ford Build 77,613 


By Tom Hewitt 
Staff Writer 

Y SEICLE production in U. S. 

plants last week climbed to 
138,365 units, compared with 116,- 
715 in the previous holiday-cur- 
tailed week, according to AuTomo- 
TiveE News estimates. 

Of the total, 115,282 were cars 
and 23,083 were trucks, against 
98,0938 cars and 18,622 trucks a 
week earlier. 

The 17.5 percent hike in car pro- 
duction was accomplished despite 
reduced operations at Chrysler 
Corp., caused by model changeovers 
and parts shortages. 

7 * * 


LYMOUTH last week went into 
1954 production, a week after 
Dodge. Chrysler division will begin 
new-model output next week after 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


138,577 


li n ial 
1952 


Week Wook Week 


For complete production totals 
makes, see table, page 74. 
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liquidation of mistakes of the past. 
It is my firm belief that, as we 
return to normal and again apply 
historical ratios to used cars, our 
selling problem will be minimized. 


“Used-car prices are controlled, 
in the main, by the supply of new 
cars, When new cars are plenti- 
ful, we will always have an over- 
supply of used cars. Conversely, 
when new cars are not in good 
supply, it creates a demand for 
the used ones. This used-car de- 
mand has prevailed almost con- 
tinuously since 1942, 

“We have now reached full pro- 
duction on new cars and must, 
(Continued on Page 66, Col. 1) 


Power steering and power brakes are 


being closed last week by a lack of 
parts, DeSoto, which will change 
over the second week in October, 
was down Wednesday and Thurs- 
day because of a parts shortage. 

Ford division last week contin- 
ued to pump out cars at break- 
neck speed, scheduling more pro- 
duction than Chevrolet for the 

second consecutive week. 

Together Ford and Chevrolet pro- 
duced 62,500 cars and 15,113 trucks 
last week. 

A week earlier Ford Motor’s rec- 
ord-busters wrote three new marks 
into the ledgers. On Sept. 10 the 
company made more cars—8,789— 
than on any single day. since Sept. 
20, 1950. On the same day 1,855 
Mercurys were turned out, an all- 
time daily record. A day earlier 
Ford division rolled 5,400 cars, its 
biggest day since Sept. 28, 1950. 

“And we intend to keep up that 
pace,” a Ford spokesman said. 

* * s 


i CLEVELAND last week, Ray 
Sullivan, Ford vice-president, 
said the firm expects to boost pro- 
ductive capacity of Ford cars 
“equal to or better than Chevrolet’s 
capacity” by early 1955. He said 
plant expansions now underway 
will make that goal possible. 
Nash reentered the output col- 
umns last week after reporting 
no-production since early July. 
The company called back some 
2,200 workers at its body plant in 
Milwaukee and 5,300 at the Ken- 
(Continued on Page 74, Col. 1) 








ARANAC Inn, N. Y.—“Sad 
songs are contagious,” members 
of the New York State Automobile 
Dealers Assn. 
were warned here 
at their 30th an- 
nual convention 
last week. 
Frederick J. 
Bell, NADA’s 
new executive 
vice-president, 
made the state- 
ment here in his 
first address to 
any state dealer 
Pred 5. Bel association, warn- 
ing that dealer grumbling has got- 
ten into the newspapers, with the 
result that people have been led to 





= think that the industry is facing a 


bad slump. 

Instead of any slump, Bell pre- 
dicted a bright future for auto- 
mobile dealers and for the indus- 
try. He said that they must ex- 
pect a certain amount of “rainy 

(Continued on Page 73, Col. 1) 


Auto Makers Hit 
Gloomy Talk 
By Uninformed 


p_ Bann auto makers took issue 
last week with what they 
termed “uninformed” pessimism re- 
garding auto-industry prospects. 
Many of the makers look for- 
ward to 1954 as one of the best 
auto years. 

The unfavorable publicity that 
has been current of late was at- 
tributed to people who are unfamil- 
iar with a competitive auto market. 

Following are individual com- 
ments from auto makers: 

* * * 


G{sonee W. MASON, president 
of AMA and Nash-Kelvinator: 

I have the feeling that much of 
this talk comes from people who 
never before have experienced a 
competitive market. How anyone 
can look at the wealth of this 
country, its rapid growth, its ex- 
panding cities, etc., and still have 

(Continued on Page 67, Col. 1) 


Top Cars 


New-car resgistrations for 
seven months, plus four states 
for August: 
1953 Pos. 
1—807,363 










Make 
Chev, 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Mercury 
Nash 
Stude. 
Chrysler 
DeSoto 
Cadillac 
Packard 
Hudson 


1952 Pos. 
511,731— 1 
404,866— 2 


278,861— 3 
187,562— 4 
157,4387— 6 


Willys 
Lincoln 
Kaiser 
Henry J 
MG 


For further details see page 
56, today’s issue. 
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U. S. Predicts 2. : Pet. Gain Over 52... 


54.7 Million Vehicles 
Due by End of Year 


WASHINGTON, — U. S. motor 
vehicle registrations are expected 
to climb to 54.7 million this year, 
a 2.7 percent increase over 1952, 
according to a Bureau of Public 
Roads estimate. 

Cars will number 45,035,000, a 
2.8 percent gain over 1952, while 
trucks and buses are expected to 
total 9,674,000 a 2.4 percent rise, 
BPR said. 

California, with 5,405,000 regis- 
trations, will lead all other states 
by more than a million vehicles, 
according to BPR. The _ second- 
ranking state, New York, for the 
first time will pass the four-million 
mark, 

The largest gains are taking 
place in the 11 western states, with 
increases ranging from 6.3 to 1.8 
percent, and averaging 4.3. 

Next in line are the 16 southern 
states and the District of Columbia 
with an average increase of 2.6 
percent, The nine northeastern 
states rank third with a 2.4 per- 
cent rise, and lastly the 12 north 
central states with an average gain 
of 2.2 percent. 

More than two-thirds of the 
western states, one-half of the 
southern states, one-third of the 
northeastern states and one of 
the twelve north central states 


(Michigan) are above the 
national average increase in 
registrations. 


The growth in numbers of vehi- 
cles follows generally the rise in 
population by regions since the 
1950 census, BPR said. 


In the west there will be one 


2 More Speakers 
Announced for 


NUCDA Meeting 


DETROIT.—Two more speakers 
at the seventh annual convention 
of the National Used Car Dealers 
Assn. in Biloxi, Miss., have been 
announced by Ray Hayward, presi- 
dent. 


Appearing on the Oct. 8 program 
will be Robert R. Nadal, assistant 
general sales manager of Lincoln- 
Mercury, and L. Flowers Hamrick, 
Ford dealer of Greenwood, Miss. 


Nadal’s topic will be, “This Used- 
Car Business of Ours,” while Ham- 
rick will discuss the question, “How 
Can a Used-Car Dealer Improve 
Public Relations?” 


Hamrick is a past president of 
the Mississippi Automobile Dealers 
Assn. and at present is NADA 
director for Mississippi. 


A panel discussion on Oct. 9 will 
include the following speakers and 
subjects: 

E. P. Latimer, president of Amer- 
ican Discount Co., Charlotte, N. C., 
“Current Financing Practices”; 
Paul A. McKeown, national used- 
car manager of Nash, “Used-Car 
Merchandising”; Hamrick, “Public 
Relations,” and William A. Keller, 
national used-car manager of Lin- 
coln-Mercury, “How Can New and 
Used-Car Dealer Relations Be Im- 
proved?” 

Joseph B. Danzansky, NUCDA 
general counsel, will serve as mod- 
erator. 


car for every 2.2 persons, in the 
south the ratio will be one to 3.1, 
in the northeast one to 3.3, and 
in the north central one to 2.6, 
BPR believes, 


272 Cars Bootlegged 


In N. C. During Month 


RALEIGH, N. C.—A total of 272 
new cars were sold in the state 
by non-franchised dealers during 
August, according to the North 
Carolina Automobile Dealers 
Assn. 

Sales by makes were as follows: 
Chevrolet, 129; Ford, 75; Plym- 
outh, 17; Oldsmobile, 15; Pontiac, 
12; Buick, 4; Mercury, 4; Chrys- 
ler, 3; DeSoto, 3; 

Dodge, 2; Studebaker, 2; om 
1; Nash, 1; Packard, 1, and 
Willys, L 











Nash for Miss America— 


Evelyn Margaret Ay, Miss America of 
1954, accepts the keys to a Nash Am- 
bassador from H. C. Doss, Nash sales vice- 
president, after winning her title in the 
Atlantic City contest. She comes from 
Ephrata, Pa. Nash is a Miss America 
pageant scholarship fund sponsor. 





Hydra-Matic Timetable 


Full-Scale Production at Willow Run Scheduled 
For Mid-December, GM Tells Union 


By Tom Hewitt 
Staff Writer 

Dore» production of Hydra- 

Matics will begin at Willow 
Run on Nov. 9 and by mid-Decem- 
ber the plant will be turning out 
200 units an hour, a union official 
said he has been informed by Gen- 
eral Motors. 

Michael Loverich, president of 
Local 735 UAW (CIO) said the 
7,000 workers with seniority, who 
were laid off after the fire at 
Livonia, will be recalled. 

This means that three shifts 
probably will be in operation, al- 
lowing output of some 4,500 units 
daily, equal that of the Livonia 
plant. 

* * ” 
a for production 
continue to boom along at Wil- 
low Run. Some 800 machines, about 
one-fourth of those necessary, have 
been moved to the plant. 

GM plans to turn out Hydra- 
Matics in two separate operations 
—the production setup at Willow 
Run and the assembly operation 
at the Riopelle plant in Detroit, 
which formerly was used for 
Hydra-Matic output. 

The Riopelle unit will receive 
parts made by suppliers from many 
sections of the country and they 
will be assembled into completed 
units. It is expected that Hydra- 
Matics will begin rolling in limited 
quantities at Riopelle same time 
before Willow Run gets into pro- 
duction. 

* = * 

O SPEED “Operation Hydra- 

Matic,” GM recently launched 
a drive to recruit 350 highly skilled 
tool and machine experts. By 
week’s end 130 had been hired. 

These skilled workers, describ- 
ed as “scarcer than hen’s teeth,” 
are important because for each 
one hired an additional 25 pro- 
duction workers can be put to 
work at Willow Run. 

A GM official last week said the 
fire eventually will cause the loss 
of 100,000 vehicles. 

* a2 7” 
yee users of Hydra-Matic 
still were undecided about sub- 


Changing Times. Changing Lines 


Changing times in the auto industry are finding familiar names 
changing lines: 
Ernie Dock, former sales manager of Dodge, has formed a Buick 
dealership at Jenkintown, Pa., to be known as Ernie Dock Buick, Inc. 


Russ Haysell, formerly with 














Kaiser in Los Angeles, now is 
office manager for Walter deMar- 
tini. DeMartini, once was Kaiser- 
Frazer sales vice-president, now 
is a Chevrolet dealer in Medford, 
Ore. 


Carison Buick Co., San Fran- 
cisco, has been purchased by 
Beverly Spencer, son of Roy 
Spencer, Pacific Coast sales man- 
ager for Packard. 





stitute transmissions at presstime 
Thursday. 

Another question which re- 
mains to be answered is: When 
will the Livonia plant be rebuilt? 
GM says only that it will be re- 
built, but will not say when. 

A spokesman said no decision 
has been reached because of the 
more immediate problem of resum- 
ing Hydra-Matic output. Since GM 
leased the 1.5-million square feet at 
Willow Run for only 18 months, 
plans to rebuild the burned-out fac- 
tory probably will be completed 
sometime shortly after production 
at Willow Run begins. 





Showroom Traffic 
Picks Up, Hikes 
N. Y. Business 


NEW YORK.—Business here has 
picked up perceptibly since Labor 
Day. 

Commenting on this, Joseph W. 
Farlow, executive vice-president of 
the Automobile Merchants Assn. of 
New York said that since Labor 
Day a check of many dealers re- 
veals that showroom traffic has in- 
creased remarkably. 


“If this short period can be used 
as a barometer, there is more inter- 
est being shown by the public in 
both new and used cars now than 
at any time in the last two months,” 
Farlow said .“Sales, too, have picked 
up over this short period.” 

Further checks with dealers indi- 
cate that the interest in cars on the 
part of the public seems to have 
returned. 

However, most dealers admit that 
people coming into the showrooms 
are shoppers who are hard to con- 
vince. 


2 Florida Groups 
Elect Officers 


DAYTONA BEACH, Fla.—Two| € 
Florida dealer associations have}: 


elected new officers. 

President of the Daytona Beach 
Automobile Dealers Assn. is W. B. 
Shaw jr., San Juan Motor Co. 
(Chrysler - Plymouth). Vice - presi- 
dent is G. V. Clem, Willys of Day- 
tona, and secretary-treasurer is W. 


Lewandowski, Heintzelman Motors, |™ 


Inc, (Ford). 


The Lakeland Automobile Dealers 
Assn. elected the following: Presi- 
dent, M. P. Tomlinson, M. P. Tom- 
linson Co. (Oldsmobile - Cadillac); 
vice-president, Horace Jones, Ham- 
mond Jones, Inc, (Chevrolet), and 
secretary-treasurer, Robert Forsley, 
Lakeland Hudson Co. 


Doran Names Hartsfield 


Merle Hartsfield has been ap- 
pointed truck sales manager of 
Doran Chevrolet Co., Inc., Dallas. 


Race for No. 1 Spot Nears 
The Year of Decision 


CLEVELAND.—By Ford reckon- 
ing, 1955 is the year in which Ford 
will catch up with Chevrolet on a 


car production basis. 

(However, some observers predict 
1954 will be a year in which sales, 
rather than production, will be the 
limiting factor. As a result, they 
say that 1954 may be the year of 
decision in Ford’s challenge to 


+|Chevrolet for No. 1 sales place in 


the industry.) 

The production-capacity goal was 
revealed here last week by Ray 
Sullivan, Ford vice-president, who 
said: 


“By 1955, we hope Ford produc- 
tion facilities will be on a par 
with those of Chevrolet.” 

Sullivan’s remarks were of par- 
ticular interest to industry observ- 
ers who have been watching Ford 
gird for an epic sales battle with 
Chevrolet. Any Ford aspirations for 
leadership have been curbed here- 
tofore by production limitations. 

With manufacturing facilities 
equal, observers believe, a free- 
wheeling fight for sales leadership 
would not be long in developing 
between Ford and Chevrolet. 

Sullivan is in charge of Ford 
engine and foundry operations, 
metal stamping and parts and 
equipment man He 
was in Cleveland for the pre- 
miere of a company-made movie, 
“Technique for Tomorrow.” 

In detailing the production ex- 
pansion of Ford, Sullivan said the 
company has earmarked $500 mil- 
lion to be spent in the next five 
years for added assembly lines, a 
new engine plant, foundry and 
stamping plant. 

This, he said, is in addition to 
$900 million Ford has spent since 
the end of World War IL. Projects 
now complete, built from these 
funds, include 13 manufacturing 
plants, seven assembly plants, 16 
parts depots or warehouses and 
four engineering buildings. Approx- 
| imately 20 other plants or facilities 
| have been enlarged or modernized. 
| In the Cleveland area, produc- 
tion at a huge new engine and 
foundry plant at suburban Brook 
Park Village is just getting under 
way. Sullivan said a second en- 
gine plant is scheduled at Brook 


Park, with production intended 
for early 1955. 

Work has started on a stamping 

plant at Walton Hills, another «ub- 
urb. The stamping plant, Sullivan 
said, would employ 2,400 workcrs 
and would also be ready early in 
1955. 
“We surely will be needing them 
in 1954 and 1955, we think,” Sulli- 
van said, in speaking of facilities 
newly added or planned. 

“The company’s schedules are at 
the highest levels in history right 
now, and we expect they’re going 
to be still higher next year.” 

On the basis of 1953 production 
to date, it can be estimated that 

(Continued on Page 74, Col. 3) 


Ford Car Sales 
Break 23-Year 
Monthly Mark 


DEARBORN. — National sales of 
Ford cars, which broke a 23-year 
monthly record in August, are ex- 
pected to continue 
at record rates 
throughout the 
balance of 1953, 
L. W. Smead, 
Ford division 
sales manager, 
said last week. 

“We confidently 
expect sales dur- 
ing the last half 
of 1953 will ap- 
proximate sales of 

L. W. Smend 1950—the postwar 
record year,” Smead said. 

August sales of Ford cars were 
6 percent higher than July sales 
and they exceeded sales for any 
month since June, 1930; Smead said. 
Ford dealers also reported that 
sales of used cars during August 
were the highest for any month 
since March, 1950. 

New-truck sales for August were 
the best since September, 1950, and 
sales of used trucks during August 
broke all existing Ford monthly 
used truck sales records, Smead 
sai 





d. 

A significant factor in the record 
August passenger car and truck 
sales is the fact that dealers’ stocks 
remained at less than 10 days’ sup- 
ply, Smead said. 





Olds’ Memory Honored in Lansing— 


Ransom E. Olds, founder of Olds Motor Vehicle Co. in 1897, was honored recently 
in Lansing when this granite shaft was unveiled to his memory in a small city park 
near the site of his first auto plant. On the left are Olds’ two daughters, Mrs. Clarence 
Roe and Mrs. Gladys Olds Anderson. On the right are J. F. Wolfram, general manager 
of Oldsmobile, and R. E. Griffin, executive assistant to Wolfram. At the top of the 
column is sculptured a reproduction of the curved dash Oldsmobile. The monument was 


provided for in the will of Olds’ widow. 
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Sealers tell me 


[By John O. Munn 





oe are many good examples 
of public relations programs 
promoted by individual dealers and 
associations. I am indebted to Els- 
worth Du Teau (Chevrolet), past 
president of the Nebraska Dealers 
Assn., for the text of a 1,500-line 
ad appearing in the Lincoln Sunday 
Journal, Aug. 30. 

This text is surrounded by 
names and car monograms of the 
dealers in this city. In my opinion 
it is the perfect example of good 
public relations. First, it reminds 
people of the importance of the 
contribution that the automobile 
makes to their daily living. Then 
it sets forth the important contri- 
bution that the dealer makes in 
maintaining the automobile. 

It benefits every dealer when 
more people of America appreciate 
the importance of the automobile 
to their daily living— when they 
realize that an automobile dealer- 
ship is not just another place to 
buy a car—but an institution in 
which many thousands of dollars 
are invested and many experts are 
employed for the exclusive purpose 
of seeing that the people who have 


_ invested money in automobiles get 


the greatest possible use from them. 
* * * 


Understanding Public 


ENEVER we get the automo- 

bile story across, as well as the 
wonderful story regarding the au- 
tomobile dealer, then we have really 
fulfilled the definition of a perfect 


Burger Indicted 


| On Charge of 


Evading Taxes 


ST. LOUIS. — Adolph C. Burger, 
president of Andy Burger Motors, 
Inc. (Ford), has been indicted by 
a Federal grand jury on charges of 


' evading income tax. 


Carlisle Cooper, general manager 


| of Burger Motors, has been charged 
| in another indictment with having 


“aided, abetted, counseled, de- 


| manded and induced” Burger to at- 


tempt the evasion. 

The indictment said that for the 
fiscal year ending June 30, 1947, 
Burger paid tax of $179,615 on re- 
ported corporation income of $472,- 
672, whereas the tax should have 
been $233,602 on an actual income 
of $614,744. 

In a previous tax encounter with 
the Government, Burger settled a 
civil claim of $810,562 for $107,680. 

Cooper is under another Federal 
indictment returned Feb. 19 in 
which he was charged with having 
committed perjury in connection 
with an investigation of Burger’s 
tax returns by U. S. agents. 

Burger and Cooper surrendered 
to the U. S. marshal after the in- 
dictments were made public. They 
were released on bonds of $2,500 
each. 
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public relations program. Because 
this Lincoln (Neb.) ad fully meets 
these requirements, I give you the 
complete text. 

I am sure my Nebraska friends 
will be glad to have dealers make 
individual adaptation for personal 
use, as well as delighted to have 
groups of dealers use it. 

When we develop a better under- 
standing about our product and 
about the contribution dealers make 
in servicing that product, then we 
have an understanding public, a 
friendly public and a public that 
is concerned more about the bene- 
fits that the use of a car brings 
them, rather than how much allow- 
ance they obtain for their old car. 

Here is the text of the ad: 

* * * 


Your Automobile 


... has become part and parcel 
of your daily living ... an in- 
strument for expediting most of 
your activities. It is the servant 
of the entire family, and its pow- 
er, amazing and ready, is used 
for the family’s recreation and 
happiness, its emergencies, travel, 
business, vacation, religious and 
cultural life ... and its health. 
It is the means by which Amer- 
icans reach the horizons of their 
life and country. 

For all these reasons it should 
be given proper care and atten- 
tion by you and by the people 
who know best how to repair, 
service and maintain it ... Your 
new car dealer is your car’s best 
friend. Other than yourself, there 
is no person in town as interested 
in the efficient operation of your 
car and your satisfaction with it. 
Bring it, therefore, to him and his 
Service Department when it is in 
need of help—so it can help you 
best. 


Your automobile is also very 
important to your community, 
your state and your nation. 

Why? ... Because... 

1—It provides 9,264,000 jobs 
(one in every seven jobs in the 
United States). 

2.—27,000,000 people living on 
farms are almost entirely depend- 
ent upon it. 

3.—5,000,000 people living in 
small towns are greatly depend- 
ent upon it. 

4—56 percent of all car trips 
are made to get to work or for 
business purposes. 

5.—Motor vehicle use in the 
United States brings the United 
States 714 billions in taxes yearly. 
(29 cents of each dollar you spend 
for your car goes to taxes.) 

6.—It has brought cities and 
oceans closer together, promoted 
suburban growth and life, and 
made the mountains accessible to 
Americans of modest means. 

7.—Your automobile has become 
an instrument of national secur- 
ity, a power which moves through 
our entire economic world, the 
backbone of our transportation 
system. 

So have it checked regularly for 
safety .. . your safety, your fam- 
ily’s safety, your fellow-Ameri- 
can’s safety ... That’s being a 
good citizen; that’s also good 
business. 

Lincoln’s new-car dealers ap- 
preciate your patronage and wel- 
come the opportunity to continue 
serving you. 





Chicago Association 


Plans Golden Jubilee 

CHICAGO.—The 50th anniver- 
sary of the founding of the Chi- 
cago Automobile Trade Assn. will 
be observed during the Chicago 
Automobile Show, March 13-21, 
1954. 

President Steve Barrett has ap- 
pointed a committee of CATA 
past presidents to arrange plans 
for a jubilee. On the committee 
are Ben T. Wright, Lynn S. Snow, 
Paul B. Smithson, William D. 
Reagan, James F. McManus jr., 
Frank H. Yarnall and James F. 
Goodwin. 





Farlow Sees Customer Givi 


Sales Talk... 











Dealers Selling or Buying? 


NEW YORK.— Joseph W. Far- 
low, executive vice-president of the 
Automobile Merchants Assn. of 
New York, said that while dealers 
in the past few months have been 
complaining more about discounts 
and overallowances than at any 
time in the postwar period, he feels 
that the customer is giving the 
dealers one of the biggest sales 
talks “in the history of this busi- 
ness.” 

In an article titled, “Are You 
Selling or Buying?” Farlow said 
that although dealers complain 
that it is the “other fellow” who 
forces his prices down, he believes 
that in 85 percent of the cases 
the “other fellow” is an imagin- 
ary character created by the cus- 
tomer to force higher discounts. 

“So it narrows down to just one 
question,” Farlow said, “are you 





selling or buying? We think the|was selling a used car and most of 
majority of your customers give| you are buying it.” 


you the biggest selling in the his- 
tory of this business. 

“In our business, with its back- 
ground of aggressive salesmanship 
by dealers, it is purely a new pitch 
to find the master salesman on the 
buying end.” 

Farlow said that a prospect at 
a Broadway showroom recently 
asked to have his car appraised. 
The prospect said that another 
dealer had just offered him $900 
for it. 

The car was found to be practic- 
ally a junker. The appraiser told 
the prospect that $900 was way out 
of line. However, the customer in- 
sisted on an offer, which was fin- 
ally made — $500. The prospect 
grabbed it. 

Farlow remarked: “The customer 


New Officers Named in Maine— 


The Maine Automobile Dealers Assn. has elected officers for the coming year. 
Shown here are (from left), Dewey Couri, second vice-president; H. R. Brooke, treas- 
urer; Stanley Brewer, president; Lawrence Miller, retiring president; William B. Hood, 


manager, and Henry Sprout, director. 
* * * 


= * 


Brewer Elected President 
As Maine Dealers Gather 


ROCKLAND, Me.—Stanley Brew- 
er, Caribou, was elected president 
of the Maine Automobile Dealers 
Assn, during annual convention at 
the Samoset Hotel here. 


Brewer succeeded Lawrence 
Miller, Rockland, who was pre- 
sented a watch in recognition of 
his outstanding services to the as- 
sociation. The retiring president 
usually goes to the board of di- 
rectors for one year. Miller, how- 


N. H. Panel Urges 
Tight Control 
On Used Cars 


LAKE SUNAPEE, N. H.—The 
importance of tight account con- 
trol in used-car merchandising was 
stressed at a panel discussion high- 
lighting the annual convention of 
the New Hampshire Automobile 
Dealer Assn. held here. 


James P. Mayo, Nashua Pon- 
tiac dealer, served as moderator 
of the panel discussion on trade, 
conditioning, merchandising, cred- 
it policies and profit. 

Also on the panel were A. P. 
Bergeron (Chrysler), Keane; King 
Shelton (Hudson-Willys), New- 
market; Howard A. Bailey (Ford), 
Keane, and Ted C. Fraser (Chev- 
rolet-Pontiac), Manchester. 

The panel brought out that many 
dealers believed they were carrying 
on a highly successful used-car op- 
eration, only to find in the final 
analysis that it was a losing propo- 
sition, 

Ralph T. Wood (Dodge-Plym- 
outh), Portsmouth, and President 
of the Association, presided over 
the second day’s session. Mem- 
bers heard addresses by Senator 
Styles Bridges and J. C. Doyle, 
sales and advertising manager of 
Ford Motor Co. 

Bridges predicted that the pres- 
ent high economy rate would con- 
tinue for the foreseeable future. 

Doyle told the dealers the sellers’ 
market was now a buyers’ market 
and they must work hard to main- 
tain profits. 


ever, was honored by being voted 
into a two-year term. 

Henry M. Strout, Bangor, was ad- 
vanced to the position of first vice- 
president. Dewey Couri, Portland, 
was named second vice-president. 

H. R. Brooke, Bath, was reelected 
treasurer and William V. Hood, Au- 
burn, returned as manager-clerk. 

New directors include Clayton A. 
Turner, Rumford; W. Hazen Jew- 
ett, Lewiston, and J. Eric Love, 
Dover-Foxcroft, 

rs whose terms continue 
are Miller; Couri; Strout; Brew- 
er; John E, Carman, Skowhegan; 
Clarence E. Beckett, Calais, and 
Elias A. Joseph, Waterville. 

Miller welcomed the convention 
at the opening business session. 
Gov. Burton M. Cross spoke briefly 
at the luncheon at which Thomas 
J. O'Neil of Ford Motor Co., was 
principal speaker. 

O'Neil, an official of the office 
of product sales and dealer or- 
ganzations of Ford, spoke on, 
“Today—Yesterday’s Future.” 

Brewer spoke at the closing ses- 
sion, touching on dealer problems 
and sketching plans for MADA in 
the coming year. 


On the House . 





Palm Springs . 
Sept. 28 in Flint. 


It was later learned that the most 
the dealer ever was offered for the 
car was $300. 

Farlow also wrote that several 
times in the last month he has 
heard salesmen approach a dealer 
with the routine about a cus- 
tomer being offered $100 more by 
another dealer, but the customer 
wants to do business with him 
and if the salesman can get $50 
more he can swing the deal. 

“Why anybody who has been con- 
nected with this business for more 
than a week will fall for that line 
is beyond me,” Farlow said, 

“As we all know, the average au- 
tomobile purchaser wouldn’t buy a 
car from his grandmother if his 
worst enemy offered him $50 more 
on a tradein. 

“We are not,” Farlow continued, 
“Naive enough to think that there 
is no discounting or overallowing 
going on, but we do think the pro- 
portions of this practice are being 
greatly exaggerated. 

“Among our _  nonautomotive 
friends, we have found that the 
first they know of discounts are 
when they enter a showroom to buy 
and the first thing the salesman 
says is that he can give them sev- 
eral hundred dollars off. 

“So why not approach the cus- 
tomer on a selling basis and watch 
the difference in the results.” 


4 NADA Officials 
Slate Forum at 


N. J. Convention 


ATLANTIC CITY.—Frederick J. 
Bell, executive vice-president of 
NADA, along with three other 
officials of the organization, will 
discuss “This Business of Ours” at 
the 35th annual convention of the 
New Jersey Automotive Trade 
Assn., which will be held here 
Thursday and Friday (Sept. 24-25). 

With Bell will be Fred Sutter, 
chairman of NADA’s industry rela- 
tions committee; William L. Mal- 
lon, chairman of the planning com- 
mittee, and J. Eustace Wolfington, 
of the planning committee. 

Other speakers will be: 

Dr. Alfred P. Haake, labor and 
management authority, whose topic 
will be “Looking Ahead.” 

Marcus E. Feder, an auto dealer 
since 1920, will dicuss “Used Cars— 
A Problem or a Business.” Feder, 
who employes 175 people, moves 
more than 2,000 used cars annually. 

Walter W. Belson, public rela- 
tions director of the American 
Trucking Assns., will speak on 
“Highways Aren’t Happy Ways.” 


Traffic Club Plans 
Mock ICC Hearing 


DETROIT.—The Motor City 
Traffic Club will present a mock 
Interstate Commerce Commission 
hearing at its first fall forum meet- 
ing Sept. 28. 

The meeting, at 7 p.m. in the De- 
troit-Leland Hotel, is planned as an 
educational program on ICC pro- 
cedure. Hugh Campbell, of the De- 
troit Board of Commerce, will act 
as chairman of the meeting. 












The 1954 Dodge automatic transmission selector dial is a good candi- 
date for standard use in the industry; the transmission performs 
wonderfully, too . . . Bill Newberg, Dodge president, is also very proud 

of his new line of trucks, which are being shown 

to dealers simultaneously with the '54 cars... The 

1954 Southern California auto show is set for the 

Los Angeles Pan Pacific auditorium, Jan. 21-27... 

Tennessee association is polling its members on 

whether its 1954 convention should take the form 
of a cruise to some Caribbean port . .. Five more 
counties have joined the seven which so far this 
year have recorded 100 percent dealer member- 
ship in the Iowa association .. . Texas association 
has just added seven new members... 

L. M. Kauffman has been elected NADA director 
from Washington state .. . Southern California deal- 
ers will stage annual golf tourney Oct. 20-25 at 

. . Chevrolet will hold a press preview of its Corvette 


—Perre Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, — and accessories. § 2. A fair profit to 
used vehicle accepted in partial payment for a new 
k. | 3. Every dollar of gasoline tax collected by state or federal 
to the building and maintenance of —.. 
\ rnment and bureaucratic controls over 
——— 15. A return to 
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precepts of independence and the rewards of 
energy and ability, which made America and gave more of her 
the better things of life than anywhere else in the world. 
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Constructive Action Needed 
By Factories, Dealers 


> H. VANCE, president of Studebaker, deserves 
high praise for his forthright statement in announcing 
a cut in production. He said: 


“We are cutting back . . . because we want to decrease, 
not increase, the number of new cars in dealers’ hands. 


“We feel sure that from a long-range standpoint this is 
a constructive thing to do. We also feel that over a period 
of time it will result in more cars being built and sold than 
would otherwise be the case.” 


The auto market is still a healthy one, and it will remain 
so if dealers refrain from panicky sales practices and factor- 


ies in general display the good sense exemplified in Vance’s 
statement. 


There are still some in the auto industry who subscribe to 
the theory that the way to get dealers to sell cars is to load 
them to such an extent that they have to either sell or sink. 


Even some dealers tell us that there is nothing that 
stimulates selling as much as a back lot full of cars and 
more due on the next haulaway. 


But most factory men—as well as dealers—have learned 
that such selling is distress selling which sets up a destruc- 
tive cycle. 


No doubt the present cleanup season will be a difficult 
one for many dealers. And it may be the end of the line 
for inefficient dealers. 


But it is not as black as some dealers paint it in their 
advertising. Responsible men in other lines of business have 
called us frequently of late to ask us if the auto business 
has gone to pot. 


They cite dealer advertising in their cities which blares 
forth unreasonable tradein offers and discounts. 


One dealer put it to us this way: 


“Mental attitude (confidence) of management has con- 


siderable to do with meeting present-day competition. It’ 
nothing new to us.” &P y petition. It’s 


Don’t panic yourself out of business. 
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Pentagonians get a “secur- 
ity” reminder at mealtime: A 
napkin distributed at Defense 
Department restaurants shows 
a hand reaching for a secret 
document.—Wa .. Street Jour- 


NAL. 
* * 


* 
Designed for Half 

We can’t keep pouring out 
millions of cars, trucks and buses 
every year and expect them to 
fit into a highway system de- 
signed for only about half of the 
vehicles now registered.—Walter 
F. Carey, president, American 
Trucking Assns. 
* * 


* 


Bright Future 


I believe the future of the 
automobile industry is very 
bright, and I am proceeding 
along that course.—Harlow H. 
Curtice, president of General 
Motors. 


* = * 


Attraction of Legs 


The first section of anyone 
lighted by a car’s headlamps on 
streets and highways at night 
are feet and legs. Thus, as the 
hemline goes up the gal who is 
wearing light stockings is safer 
from accidents than ever before. 
—Burton Marsh, safety expert 
for the American Automobile 
Assn. 


THE CAREFUL DRIVER 
COMES _INTO HIS OWN 


* * * 


Adequate roads don’t cost— 
they pay.—Ciem D. JoHNSON, 
chairman, Project Adequate 
Roads. 

* od * 

The theory that you should 
forget your work when the 
office closes is perfectly ab- 
surd. When a man _ doesn’t 
worry about his business he’s 
not interested in his job. Such 
@ man would never be happy 
at Bethlehem.—Eugene G. 
Grace, chairman of the board, 
Bethlehem Steel Corp. 

+ * * 


No Need? 


Most manufacturers have said 
until recently that there was no 
need for a small United States 
car. This has been somewhat 
disproved by the influx of the 
many small cars from Europe, 
and the interest that some of 
our builders have been taking 
in the problem.—Motor Trend. 

* ” * 


Big Fist 
Because we are in a fight for 
our security, the U. S. must 
maintain world supremacy on 
the ground, in the air and on 
the seas. — House Speaker Jo- 
seph Martin. 
* 







Fears Mortality 


| 
Have been in the automotive bus- 
iness for the past 39 years, as a 
salesman and an automobile dealer. 
Over-production of new automo- 
biles has forced approximately 25 
percent of the automobile dealers 
out of business this year. 
= Studebaker Corp. has never 
“a forced their dealers to accept auto- 
Driving Force mobiles and trucks not ordered, but 
Companies will face problems | most other automobile manufactur- 
as they are compelled to bid |ers are shipping cars and trucks 
more aggressively for the con- | without specified orders, forcing 
sumer’s dollar, but competition |their dealers to make abnormal al- 
is the driving force behind |lowances on used cars. 
America’s greatness as an in- This puts the automobile business 
dustrial nation.— Standard & |in the lowest category, not only in 
Poor’s. my estimation but in the public’s. 
Also, in my humble estimation, 
this will force a good many other 
automobile dealers out of business 
this year. 
Please use your good publication 
to enroll more automobile dealers 


* * * 


Remember, the consumer 
never started a depression. So 
business must be careful of its 
thoughts and acts.—CoLUMNIST 
JoHN O. Munn. 


10 Years Ago ee 


The Big Story 


C. E. Wilson, president of General Motors, believes there probably 
will be 20 makes of automobiles after the war, an increase of three 
over the prewar level . . . Car-sharing has declined and the apparent 
slackening of effort is “a serious blow to the wartime conservation 
movement,” the Highway Traffic Advisory Committee to the War De- 
partment said . . . Those fantastic dreams of tear-drop, rear-engine 
cars made of “super” materials with curved glass tops and plastic 
bodies belong to the next decade. That’s the opinion of Delmar G. 
Roos, engineering vice-president for Willys-Overland, who predicted 
that postwar automobiles will be lighter, easier to handle, better 
riding and cheaper to operate. In addition, he added, they will feature 
small but powerful engines which will deliver more miles per gallon 
. . . Sensing that there would be a serious shortage of farm help, 
International Harvester suggested to its dealers that it would be help- 
ful if they instituted a “tractorette” training program for women... 
Latest figures show that the average automotive worker is receiving 
a weekly paycheck of $58.47. 


—From the Files of Automotive News. 





‘Hits “Over-Production” ...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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to stop this practice—Victor FREE- 
MAN, Scherman-Shaus-Freeman Co. 
(Studebaker), South Bend, Ind. 


* * * 


Getting Around 


The story of the $50 Cadillac has 
been on a cross-country hop. 

When Walter Winchell used it 
several weeks ago in his column, 
the widow who owned the car lived 
on Long Island, in New York.— 
G. F. Atcort, 1120 E. Grove &t., 
Bloomington, Il. 


The Great Armistice 

Once in awhile one reads a paper 
that makes such sense and shatters 
the bull’s-eye with such a thunder- 
ing crash that one immediately 
wonders why it hasn’t been written 
long before. This is the case of 
“Fiercest Battle of All: Engineer 
Vs. Stylist” in your Aug. 31 issue. 

While reading it, many of my 
“designers—assistants” had a wist- 
ful look in their eyes, remembering 
only too well the bloody carnage 
of a few years past when the battle 
was on. Battle isn’t exactly the 
word, it was more like gang war- 
fare complete with fake-data- 
double-crossing and slide rule dead- 
end slaughter. 


Those of us, tough guys, who 
survived the rash of stomach 
ulcers and high blood pressure 
can now faintly hear the gentle 
sound of heavenly bells and dis- 
tant harps. We are nearing the 
stylist heaven, a dream world 
where the engineer and the styl- 
ist will walk in peace, hand in 
hand, a smile on their faces, gaz- 
ing at the miracle curve of 
increased production. 

For a miracle has happened, in- 
deed. The stylist is falling in love 

with the engineer. And there are, 
I am told, some identified cases 
(Continued on Page 12, Col. 1) 
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Sparked by Durkin Resignation o's 


Unions Widen Rift 
With Administration 


By Gerhardt Neumann 
Staff Writer 

NION leaders last week were 

quick to seize upon the political 
implications of Secretary of Labor 
Durkin’s resignation by trying to 
drive deeper the wedge between 
unions and the Administration. 


Walter P. Reuther, CIO presi- 
dent, said that labor had hailed 
the appointment of Durkin as an 
indication that the Administra- 
tion intended to carry out its 
campaign promise to strengthen 
the Department of Labor. 


“However,” he added, “the Re- 
publican 83rd Congress had done 
nothing but slash at, weaken and 
cripple the department. Every ef- 
fort on the part of the secretary of 


25% of Cadillacs 


Soon May Have 
o as e a 

Air Conditioning 

BOSTON.—In the near future 
power steering may become stand- 
ard equipment on fine cars and as 
many as one in four Cadillacs may 
be air-conditioned, J. M. Roche, 
general sales manager, told a meet- 
ing of 39 Cadillac dealers here. 

Roche said he saw a growing 
demand for Cadillacs in the steady 
increase in population and rea] in- 
come. 

“American families with annual 
incomes of $10,000 or more before 
taxes increased 36 percent from 
1951 to 1952,” Roche said. 

In the five-year period ending 
this winter, Cadillac will have pro- 
duced 500,000 cars, he predicted. 
That is more than a third of the 
Cadillacs made since 1902. 

So far in 1953, he said, 85,000 
Cadillacs have been sold, 20,000 
more than Cadillac built during the 
same period of 1952. 

Thus far, Roche said, 93.4 of all 
1953 models have been equipped 
with power steering, and more than 
one-third of the Cadillac customers 
in the south and southwest are 
currently buying cars with air 
conditioning units. 











Sept. 16 


(Prices slightly lower. Sold 88 cars 
out of 131 offerings.) 


BUICK—’53 RM Riviera 2-dr., $2,400°; 


Super Riviera 2-dr., $1,950; RM 
4-dr., $1,775*. ’50 RM 4-dr., $880; 
RM Riviera coupe, $1,070*. “49 RM 
2-dr., $710*. 
OCADILLAC—’47 (61) 2-dr., $705. 
CHEVROLET — '52 SL Deluxe 4-dr., 


$1,210; %-ton pickup, $880. '51 SL 
Deluxe 4-dr., $850; $800, $890. 
50 SL Deluxe 2-dr., $825; SL Spe- 
cial 2-dr., $655. 49 FL Special 2-dr., 
$450. '48'SM sedan, $210. 
CHRYSLER—’50 NY 4-dr., $750; club 
coupe, $875, '49 NY 4-dr., $750. '48 
Windsor 4-dr., $340. 
DeSOTO—’ 52 Custom club coupe, $1,- 
305*. '50 Deluxe 4-dr., 2 at $750. 
DODGE—’51 Coronet club coupe, $850. 
"50 Coronet 4-dr., $755; Meadow- 
oaeae 4-dr., $715: Wayfarer 2-dr., 
FORD—'52 Custom (8) 4-dr., $1,300; 
$1,225; Main (8) 2-dr., $1,- 


2-dr., 
275°. 51 Victoria, $1,150*. '50 ‘conv., 
$635; Main (8) 4-dr., $585; Custom 


(6) club coupe, $675, $620, '49 Cus- 
tom (6) 2-dr., $535. ‘46 SD (8) 
sedan, $255, $250. 

HUDSON —'53 Jet 4-dr., $1,200. °51 
Hornet 4-dr., $835, $810. 

KAISER—’51 4-dr., $800*. 

LINCOLN—’47 4-dr., $175. 

MERCURY—’51 2- ar., $1,065. ’50 2-dr., 
$740. '49 2-dr. $550, $505. 

NASH—’51 Rambler conv., $775*. °50 
ooo conv., $535; Statesman 

dr., $610. 
0) OBILE — '49 (78) 2-dr., $530; 


(76) 2-dr., $440. 

PACKARD—’51 (200) 4-dr., $1,070*. 
PLYMOUTH—’53 Cambridge 4-dr., $1,- 
360. "52 Cambridge club coupe, $1,- 
015, $955, $925. '51 Cranbrook ‘4-dr. 
$775, $740; club coupe, $765, $755. 

"60 SD sedan, $705, $650. 
PONTIAO—’52 Sateline, $1,845*, $1,- 
730°, '51 Chieftain (8) 2-dr., $1,100*, 
$1.085*, $1,025*; SL (8) 2-dr. $825°, 
grist 4-dr., $730; Chieftain (6) conv., 
STUDEBAKER — '51 Commander (8) 
2-dr., $715, $675; 4-dr., $750. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 50, 51, 52 


labor to strengthen the department 
and carry out the commitments of 
President Eisenhower has been 
frustrated.” 
+ . - 
IMILARLY, the executive board 
of the UAW-CIO passed a reso- 
lution commending Durkin for “his 
courageous action in pointing out 
to the people, through his resigna- 
tion, that there is no place in the 
big-business dominated Washington 
scene today for the voice of the 
working man and the policies of or- 
ganized labor.” 

Durkin himself, meanwhile, gave 
as reasons for his resignation the 
“failure” of the President to live 
up to an agreement concerning the 
Taft-Hartley Law. 

According to Durkin, 19 amend- 
ments to the law had been worked 
and approved by the Labor De- 
partment and staff members of 
the White House who “repre- 
sented the President.” 

Later, however, Durkin charged, 
the message prepared for Congress 
leaked out, with changes in the 
amendments, and he was informed 
that the secretaries of commerce 
and treasury would have to be con- 
sulted on the proposed amendments. 

Durkin considered this an “un- 
usual procedure” and informed the 
President that he would resign. He 
did so when the President refused 
to go along with Durkin on his 
original proposals. 

+ * * 

LTHOUGH a number of names 

have been mentioned, there is 
still no indication as to Durkin’s 
successor. It appears certain to po- 
litical observers that the next sec- 
retary of labor will not come from 
the union ranks, since neither the 
AFL nor the CIO can be expected 
to go back on their views regarding 
the necessity to revamp the labor 
law. 

It appears equally certain that 
the new secretary can, of necessity, 
not be an anti-union man. 

Among those mentioned as pos- 
sible candidates is Rep. Samuel 
K. McConnell jr., Pennsylvania 
Republican and chairman of the 
House Labor Committee, who is 

(Continued on Page 8, Col. 1) 





Sept. 9 
(Sale good for post-holiday time. 

Sold 72 cars out of 99 offerings.) 

BUICK—’'49 RM 4-dr., $630*. '48 Spe- 
cial 4-dr., $340. 

CHEVROLET—’'53 (210) 2-dr., $1,630. 
"52 SL Deluxe club coupe, $1,175, $1,- 
110*; 2-dr., $1,070. °51 Bel Air, $1,- 
175*, $1,180*; conv., $1,025; SL De- 
luxe 2-dr., $925, $975, $960; 4-dr., 
$990; club coupe, $970. '50 SL De- 
luxe sedan, $700, $760. '49 SL De- 
luxe 2-dr., $610. '46 SM 4-dr., $210. 

CHRYSLER — '53 NY 4-dr., $2,560* 
(ps). "51 NY 4-dr., $1,030, "$1, 175. 

DeSOTO—’'49 Custom 4-dr., $700. 

DODGE—’52 Coronet club coupe, $1,- 
085°. ’°51 Meadowbrook 4-dr., $930*. 
"49 Coronet club coupe, $650, 

FORD—’52 Custom (8) 2-dr., $1,330*, 

; 4-dr., $1,365°, 51 Custom 

$1, 050°, $870; conv., $975*. 

"50 Custom (8) 2-dr. $575, $625, 

$775, $675; conv., $810; Custom (6) 




















4-dr., $600. °49 Custom (8) 2-dr., 
$525, $290; conv., $525. °47 SD (8) 
4-dr., $300. 






HUDSON—'50 PM 4-dr., $610. 


HENRY J—’51 Henry J (6) sedan, 
$375. 


LINCOLN—’50 club coupe, $850. 















MEROURY — '52 4-dr., $1,520*. '51 
4-dr., $1,125*, $1,170*, $1,040. °50 
2-dr., $845. °49 2-dr., $680*, $620; 
conv., $550. 

OLDSMOBILE—’52 (88) 4-dr., $1,560°*. 
"49 (76) 2-dr., $635. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,- 
100; club coupe, $1,025; Cambridge 
4-dr., $930. °51 Cranbrook conv., 
$889; Concord 2-dr. $700, °50 SD 






club coupe, $760, $750. 
club coupe, $490. 


‘49 Deluxe 








PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
205*. ‘50 Chieftain (8) 2-dr., $800; 
4-dr., $685. 

STUDEBAKER — '51 Commander (8) 
4-dr., $780, $750, $900*; club coupe, 
+4 ‘50 Champion 4-dr.. $525*, 





NADA Advisory Council of Region Nine Meets in Tulsa— 


Problems of mutual interest were discussed at the recent meeting of NADA's Advisory Council of Region Nine in Tulsa, Oklo. 
Shown here are (standing from left), Searcy Wilcoxon, president of the Arkansas Automobile Dealers Assn.; Jerry D. Skinner, 
secretary of the Wichita Automobile Dealers Assn.; Roscoe Hambric; secretary-manager of the Kansas Motor Car Dealers Assn.; 
R. L. Ledterman, Tulsa, former regional NADA vice-president; L. D. Byers, Chevrolet dealer of Tulsa; R. D. McKay, regional 
vice-president; Chip Norton, Buick dealer of Tulsa; Herbert Kincaid, first vice-president of the Missouri Automobile Dealers Assn., 
and Byron Stout, first vice-president of the Kansas Motor Car Dealers Assn. 

Seated on the far side of the table are A. N. Roeper, president of the Greater St. Lowis Assn.; James A. Gorman, manager of 
the Missouri association; Dave Castles, past president of NADA; Robert S. Armacost, NADA president, and W. D. Dysart, past 
president of the Oklahoma Automobile Dealers Assn. 

Seated (from left), are H. Mead Norton, Oklahoma NADA director; Rudd J. Ross, Arkansas NADA director; Roy Tant; secretary 
of the Oklahoma association, and Cal Newport, president of the Oklahoma association. Seated in the front row are Ralph Perry, 
president of the Kansas association; Hubert L. Tate, president of the Missouri association; John Bale, vice-president of the Arkansas 
association, and George Benjamin, secretary of the Arkansas association. 





Used-Car Score in Washington 


WASHINGTON.—For 10 out of 19 
makes, the supply of used cars held 
by new-car dealers in the capital 
area topped 30 days on Sept. 1, ac- 
cording to a recapitulation by the 
Washington Automotive Trade 
Assn. 

There was less than a 30-day 


Minneapolis Firm 
Named Regional 


K-W Distributor 


MINNEAPOLIS. — Northwest 
Kaiser-Willys has been appointed 
upper midwest distributor of Kai- 
ser, Willys and Henry J passenger 
cars and commercial vehicles. 

Combination of the Kaiser and 
Willys distributorships is in line 
with the policy established at the 
time of the merger of Kaiser and 
Willys, according to Irving H. Eng- 
lish, president and general manager 
of Northwest Kaiser-Willys. 

Combining the distributorships 
makes the firm here one of the 
largest automobile distributors in 
the world, Joe Carr, district sales 
manager for Kaiser-Willys, said. 
English signed the first Kaiser- 
Frazer franchise in 1945 and since 
then has sold more than 22,000 
Kaiser-built cars. 

Northwest Kaiser-Willys will 
maintain its own retail staff under 
the supervision of Eldon F. Burg, 
assistant general manager. The 
wholesale staff will include Phil 
Iverson, district manager for west- 
ern ‘Wisconsin and southeastern 
Minnesota; Arnold J. Nesheim, 
northern Wisconsin and northern 
Minnesota, and Lee LEichinger, 
North Dakota. 

Arnold Bassett is parts and serv- 
ice district Hianager. Marc N. May- 
berg heads ‘the wholesale depart- 
ment. 

E. L. Anderson has been named 
to supervise the new program for 
the Kaiser-Willys sales division of 
Willys Motors, Inc., in Minnesota. 
He will serve as regional sales 
manager for the Kaiser-Willys 
division for the Great Lakes region. 


Detroit Harvester Buys 


Moto-Mower Firm 


DETROIT.—The purchase of 
Moto-Mower Co. by Detroit Har- 
vester Co. has been announced by 
J. Thomas Smith, Harvester presi- 
dent. 

Harvester takes over, along with 
all stock, the mower company’s 
100,000-square-foot manufacturing 
plant in Richmond, Ind. Harvester, 
which began as a manufacturer of 
farm mowers, has developed into 
a supplier of precision parts and 
equipment for the automotive, avia- 
tion and farm implement industries. 


supply of used Buicks, Cadillacs, | 


Chevrolets, Fords, Kaisers, Mer- 
curys, Plymouths, Pontiacs and 
Willys cars. 


Makes on which there was a sup- 
ply higher than 30 days were Chrys- 
ler, DeSoto, Dodge, Henry J, Hud- 
son, Lincoln, Nash, Oldsmobile, 
Packard and Studebaker. 

In lowest supply were used Wil- 
lys, Cadillacs, Fords and Mercurys. 
During August, dealers sold 25 
used Willys and had nine in stock 
at the end of the month. On Cad- 
illac, sales were 31 and stocks 16; 
Ford, 557 and 349; Mercury, 127 and 
85, 


Other makes with sales higher 
than stocks included: 

Chevrolet, sales 554, stocks 434; 
Kaiser, 58 and 49; Plymouth, 330 
and 251; Pontiac, 213 and 179; 
Buick, 315 and 301. 

Makes on which sales were less 
than stocks were: 

Chrysler, with sales of 113 and 
stocks of 166; Henry J, 16 and 23; 
Packard, 53 and 76; Lincoln, 21 
and 29; Studebaker, 143 and 192; 
Oldsmobile, 220 and 277; Nash, 134 
and 168; Hudson, 127 and 147; De- 
Soto, 71 and 82; Dodge, 199 and 223. 

On used 1953 models, this was the 
score: 

Buick, 11 sold, 10 in stock; Cad- 
illac, 2 and 0; Chevrolet, 10 and 
4; Chrysler, 2 and 6; DeSoto, 2 
and 0; Dodge, 6 and 1; Ford, 25 


New Chicago Terminal 

CHICAGO. — Interstate Motor 
Lines, Inc., which operates 300 
trucks between Chicago and west 
coast cities, has opened a new 
$250,000 terminal and office building 
at 3800 S. Cicero Ave. The terminal 
accommodates 34 trailers and has 
space for expansion, according to 
T. S. Carter, president. 


and 10; Henry J, 0 and 0; Hud- 
son, 2 and 1, 

Kaiser, 0 and 0; Lincoln, 1 and 
0; Mercury, 8 and 1; Nash, 0 and 0; 
Oldsmobile, 3 and 5; Packard, 3 
and 2; Plymouth, 3 and 5; Pontiac, 
8 and 5; Studebaker, 1 and 1; Wil- 
lys, 1 and 1. 

The 75 dealers participating in 
the survey sold 3,342 used cars in 
August and had 3,075 used cars in 
stock at the end of the month. 

This was a 28.5-day supply. At 
the end of July, dealers had a 25.3- 
day supply; at the end of June a 
26.7-day supply. 


Pacific Auto Show 


Sends Invitations 
To Parts Firms 


LOS ANGELES. — The nation’s 
leading manufacturers of automo- 
tive goods are now receiving their 
invitations to exhibit in the 1954 
Pacific Automotive Show. 

This sixth annual all-west “manu- 
facturer -through-wholesaler-to-re- 
tailer” trade event will be held 
Mar. 4-7 in Seattle’s Civic Audi- 
torium. Show officials anticipate 
that some 300 manufacturers will 
respond to the invitations and com- 
pletely occupy the 532 available 
booth spaces. 

J. Leonard Gibson, executive 
manager of the show, says appli- 
cations should be returned quickly 
for processing. Show sponsors will 
be sent brochures, stickers, posters 
and other advertising material de- 
signed to promote a farge trade 
attendance. 

The show committee is headed by 
Frank B. Smith, Portland, Ore. 
Heavy participation by segments of 
the auto service industry is antici- 
pated from the 11 western states. 





Detroit Police Get Dodge Cruisers— 


Delivery of 10 Dodge V-8 cars, specially built and equipped for use as police 
cruisers, was made last week to the Detroit Police Department by Ken Brown, Inc. 
(Dodge-Plymouth), Detroit. The cars have automatic drive and heavy-duty brakes. 
According to Carl H. Guider, superintendent of the City Motor Vehicle Transport 
Department, the cruisers have a speed of more than 100 miles per hour. 
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ation... 


Union Rift With Administration 


(Continued from Page 6) 


described as a middle-of-the-road- 
er as far as the Taft-Hartley act 
is concerned. 

Others mentioned were John A. 
Hannah, former president of Mich- 
igan State College and now in 
charge of manpower at the Penta- 
gon; Gov. Alfred E. Driscoll of 
New Jersey, and Dr. Clarence Man- 
ion, former dean of Notre Dame 
University law school and now 
chairman of the President’s com- 
mission on intergovernmental rela- 


tionships. 
+ * 


Taft-Hartley decision by Congress. 

According to a Wall Street Jour- 
nal report, the expected changes 
may include the following: 

1, Greater freedom for small em- 
ployers to handle their own labor 
relations. 

2. More authority for states to 
regulate labor relations. 

8. More freedom for employers 


Production Begins 


At New Tool Plant 


TYNEMOUTH, England. — Pro- 
duction has begun at the new plant 


| APPEARS, however, that it istof Armstrong Whitworth & Co., a 


not only the Taft-Hartley act 
that is at stake, but that the whole 
area of Federal regulations of la- 
bor-managment relations is under- 
going basic changes. 

It is believed that new members 
recently appointed to the National 
Labor Relations Board, in their 
policy, could leave a deeper im- 
print on the labor scene than any 





subsidiary of Thor Power Tool Co., 
Aurora, Ill., after one of the fastest 
industrial transfers in English his- 
tory. 

The entire equipment and ma- 
chinery of the old factory at New- 
castle, 10 miles distant, was moved 
in less than two weeks, using 100 
men and 20 trucks in a ’round-the- 
clock shuttle operation. 





to express their views on union- 
ism without fear of reprisals by 

bureaucrats, 

4. An appeal to both employers 
and unions to cease seeking special 
treatment, 

An example of the board’s new 
attitude is the case of a small Wis- 
consin garage run by John A. Klin- 
ka and his wife, with a franchise 
to sell General Motors cars and 
trucks. 

Klinka was accused by his two 
mechanics of unfair labor practices 
and found guilty by the majority 
of the holdover board. Guy Farmer, 
the new chairman, however, dis- 
sented on the grounds that NLRB 
should not assert jurisdiction in this 
case and that time and money spent 
on the investigation “could have 
been better employed in dealing 
with cases having a more substan- 
tial impact on our national life.” 

* * = 

N ANOTHER decision of the 

holdover board, the UAW had 
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No lost time—no need to send this handle away 
for servicing! You can easily replace parts in a 


few minutes .. . just use this kit. 
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Nash Paces Detroit Stock Car Race— 
A 1953 Nash Ambassador Country Club paced the recent 250-mile stock car race at 
| the Michigan State Fair. Fifteen cars out of the 52 that entered were still in at the 
finish of the race. 





to Monroe, N. C. 

The union had never proved, in 
an election, that it spoke for a 
majority of Brown workers at the 
new plant. 

Farmer again dissented, pointing 
to the lack of an election and stat- 
ing, “we must not deprive employes 
of their freedom to choose their 
bargaining agent in a manner 
which can leave no doubt as to 
their real choice—a secret ballot 
election.” 

While these changes on the na- 
tional labor scene are slowly pro- 
ceeding backstage, the UAW is 
also continuing behind closed 
doors to work out the details of 
its fight for an annual wage, 
which has been set as goal for 
1955. 

In order to study the matter in 
its economic and social implications 
before entering into negotiations 
with the auto makers, the union has 
set up a 10-member committee con- 
sisting mainly of professors of eco- 
nomics and social security experts. 

According to union sources, the 

group has not yet come to any 
definite decisions, but intends to 
meet again next January, by which 
time its findings may be made 
public. 

On a recent television program, 
however, Reuther made it plain 
that he considered the question of 
guaranteed wages the backbone of 
a stable economy, and that the ad- 
visory board was to work out the 
material which the UAW was to 
use in its later discussions with 
the auto manufacturers. 

« + + 
Ohio Association Hires 
Labor Relations Counsel 

COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. has retained 
Walter J. Mackey, of Columbus, as 
a labor relations counsel, according 

to John T. Glackin, president. 

The association has informed its 
members that Mackey will be avail- 
able to local associations or indi- 
vidual dealers to help them solve 
their labor problems. 


Jobbers’ Counsel 


Expands Service, 
Moves to Chicago 


CHICAGO. — Management coun- 
sel to the automotive parts whole- 
saling and jobbing field, George D. 
Snook & Associates, Inc., has an- 
nounced an expansion of its facili- 
ties and transfer of its headquarters 
from Indianapolis to 30 North 
LaSalle, Chicago. 

Ted E. Allen has become a mem- 
ber of the firm and will direct head- 
quarters activities. A personnel 
clearing house has been added. The 
firm also is entering a new field: 
Automotive parts manufacturers. 

The Cycle System, invented by 
another member of the firm, Ray B. 
McLure, has been further adapted 
to offer its positive control of in- 
ventory and sales to producers as 
well as distributors. It employs 4 
punched card system for its basic 
functions. Production facilities will 
be continued in Indianapolis. 

Allen served the American Auto- 
mobile Assn. for many years, head- 
ing the activities of its contest 
board and national technical com- 
mittee. 

Later, he became executive vic«- 
president of the Brake Lining 
Manufacturers Assn., an assistant 
to the president of a large manv- 
facturer and a sales counsel. 


| been upheld in its contention that 
Brown Truck & Trailer Mfg. Co. 
had to bargain with the union, 
after it had moved its ammunition 
| box factory from Charlotte, N. C., 


for all details. 
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This medium sees 43% more car buyers 


You don’t need a swami to see you will have These American Home families have always 
more car sales in your future when you ring bought more cars. The latest American Home 
the doorbells of those who absolutely need cars. Automotive Survey proves it. 

That’s what you do when you advertise to 93% now own a car—the national aver- 

the 3 million plus families who read The age is only 65%. 

; American Home. Every one of them is a home- 87.6% drive cars bought since 1948. 
making family. And nobody needs—or uses—a And—39% actually plan to buy a car in 
car like the homemaking family. the next 12 months. 

Its whole way of life revolves around a ear. Why not call Ed Sullivan at The American Home 


It’s the car that speeds Daddy to the 8:12 every Detroit office? He can give you all the facts. 
morning—picks up the bacon and soap powder 
at the grocer’s—pilots the kids to and from THERE’S NO PLACE LIKE 


school—and even takes the family out for an 


THE AMERICAN HOME FOR RESULTS 


evening to the drive-in. 
, Yes, there is a big car-buying future ahead 
for these families. And The American Home is 
the medium that can introduce you to those 
: 437% more car buyers. For The American Home 
audience shows only 9.6% inter-duplication with 
that of the other mass-circulation home magazine. 


i_—.elUl™ 
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THE AMERICAN HOME ° PENOBSCOT BUILDING * DETROIT, MICH. * WOODWARD 5-9878 
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Goodrich to Boost || 
Production of 


Tubeless Tires 






Letter to Salesmen 
By John O. Munn 


Pe a 


o> WO ee 




















ens ieee a ee Dear Son: which he offers in lieu of | | 
e Ss es -\s : ; 
count for a substantial part of a THE longer a prospect is cash for the new one. 

$22 million expansion program | permitted to keep the con- Many prospects are allowed 
planned this year by B. F. Good- versation on what he would S ae Se ae See ee 
rich, according to Arthur Kelly, extra $50, and the longer they 


like for his old bicker the more important the 


president of the tire and equipment NO. 17 . 
. car, the more he allowance becomes and the 


division. 






















IN 
A total of $13.5 million is being | series becomes obsessed | ess important tie new car 
oe to “oe ~ Ey with the idea that pn ina G08 a cee . 
Rigg adie igh oe oD gpa he should have that | willing to argue for an extra 
a., he said. Goodrich recently 
amount. $50 is positive proof that he 





completed major expansions at its | 
tire plants here and at Los Angeles | Safford Gives Away Miami Trip— 
and Miami, Okla. A Washington (D.C.) man was the winner of a trip to Florida given away by L. 
The company said production is Saftord Nash, Inc., Silver Spring, Md., on the occasion of the opening of the firm's 
already more than double that of | used-car lot in Wheaton. Participating in the drawing were (from left), Henry G. Gobeil, 
last year, and that more than 2/of Eastern Airlines, on whose plane the trip will be made; W. J. Audrusic, Nash 
million tubeless tires have been put | district manager; Thomas A. Amatucci jr., president of the Wheaton Chamber of 
on the road since Goodrich intro- Commerce; James F. Hadden, manager of the lot; L. P. Safford, president, and Harlan 
duced the first tubeless tires in 1947. | Walters, Washington zone manager. 
Last year tubeless tires made the | STE ; a ae ae 
greatest sales gain of any tire in| Newman Buys Control 
the replacement market, Kelly said.| Robert W. Newman, former part- | interest in the business, Newman | 
While unit sales of all makes of ner in the R. E. Smith, Inc. dealer-| will operate the dealership under | 
passenger car tires increased 34|ship (Chrysler- Plymouth) at 168|the name of Burnside Motors, Inc., | 
percent, he said, tubeless tires Burnside Ave., East Hartford,/retaining the Chrysler - Plymouth | 
gained 90 percent. |Conn., has purchased controlling | franchise. 





cannot get the amount else- 
where. 

Anyway, $50 over an 18- 
_ month contract amounts to 
the allowance is given. But | about 75 cents a week. The 
when the discussion of the | gasoline economy of the 


Of course, the presenta- 
amount of the allowance new car will far offset it. 


tion and demonstration of 
the new car is made before 



































comes up, the sales canvas | The cost of immediate re- 
should be again directed | pairs on the old car is an 
against the new car and not | amount that would exceed 
on what the prospect ex- | it by far. 


pects for the used car i Al Te a 
IF THE owner tried to 


sell his old car direct, the 
first thing he would learn 
is that the buying public 
would not consider it un- 
less it was put in condition. 
Furthermore, the buyer 
would want it guaranteed, 
and no owner wants to as- 

p a |} sume that responsibility. 
. 7 a ; : Most prospects would want 
w 4 — = , a; to buy it on time payments, 
aaa Lae 7 ee while the owner must dis- 

0 ne pose of it for cash. 

Most salesmen know that it 
isn’t particularly difficult to 
change the trend of con- 
versation, Instead of permit- 
ting the prospect to dwell on 
what he thinks he should have 
for his old car, direct his at- 
tention to one of the many de- 
sirable features that the new 
one offers. 

The more desirable the 
new car becomes to the 
prospect, the less desirable 

is his old car to him and 
the less important the al- 
lowance becomes. It is no 
more difficult to sell a fair 
used-car allowance than it 
is to sell a new car. So, sell 
both. It will accomplish 
wonders. 












































Cordially yours, 


Dad 














\Piston Ring Firm 


‘Elevates Vaughan 


MUSKEGON, Mich.— Harold G. 
Vaughan has been elected presi- 
|dent of Muskegon Piston Ring Co., 


z ® e succeeding T. E. 
\ McFall, who will 
} continue as chair- 

; man of the board. 






Vaughan has 
been associated ~ 
with the firm 
since 1927 and has 
been first vice- 
president since 
1936. Before join- 
a ing the company, 
ae. Be he was associated 
> H. G. Vaughan with Continental 
Motors and Sealed Power Corp 


acetal —ady 
Tho Q| Nn Store Modernization Show 
Slated for 33-City Tour 
NEW YORK.—The Store Modern- 


ization Institute, sponsor of the re- 
cent fourth national Store Modern- 

; i i ization Show at Madison Square 
means genuine Chrysler Corporation parts and accessories ell fh ll Be ogg 
assembling a traveling edition of 
the show that will embark on an 


for every shop that services Plymouth, Dodge, 
De Soto, Chrysler, Dodge Yob-Rated” Trucks 
































Display the MoPar sign and tell customers you use the right parts for ee ee eS 

every Chrysler Corporation car and truck. Show the sign that stands for be known as “Operation Mode rn- 

CHRYSLER CORPORATION = qyatity . . . that inspires customer confidence . . . that brings in business! lent = fet bel pir ort 
acturers, wi nationa istri- 

PARTS DIVISION MoPar parts are always your best choice because they’re made to exactly a who will — = 

the same high standards as original parts. They’re certain to be right— i al og lil lle 

pments for use in store and 

DETROIT 31, MICHIGAN to fit right—to work right. warel, use modernization, “said 





. ; : . . John W. H. Evans, director of the 
Sell satisfaction. Recommend and install MoPar parts and accessories! institute. 
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| What Fidelity Bad Check Insurance Means 


. 


| To The Greater Shreveport Auto Auction 


i as a Mr. Auto Auction Owner: 


f 





Fidelity Bad Check Insurance means just as much to your 


auction as it means to the Greater Shreveport Auto 





Auction. By protecting your customers it builds greater 
confidence in your auction ... and greater confidence 


in your auction builds volume for you. 








Fidelity Insured Automobile Auctions 


AUCTION NAME ADDRESS AUCTION DAY 
Aptco Auto Auction 19241 Dix-Toledo Hyw., Melvindale, Mich. Wednesday 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday 
20h wile 3» TS Capitol Auto Auction 4365 Florida Ave., Baton Rouge, la. Friday 
Cofield Auto Auction Boaz, Alabama Monday 
Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thursday 
a Columbus Auto Auction 662 East Broad St., Columbus, Ohio Thursday 
+ in keeping Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Mon. & Fri. 
Decatur Auto Auction Highway 48, N., Decatur, Illinois Monday 
nas pLeyes carers, Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday 
ao —, aoe} Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Georgia Tues. & Fri. 
e in new CaF J omers we Were not ad Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. Wednesday 
y nose St cere from saon ona cortais? Secon fate Hacion | Sh eaten My eetink Gite Mealy 
jes throug —_ a ere insured. Greater Shreveport Auto Auction ‘ et St., reveport, ; Thursday 
1, too, seit auton checks I Te pee snaefinitely- Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday 
reel safer knowing satisfied customer © Indianapolis Auto Auction 4501 West 16th St., Indianapolis. Ind. Wednesday 
we nope *° reasin ® sincerely YOUr®s Lapiner’s Auction Co. 125 So. Delaware, Mason City, lowa Wednesday 
HREVEPORT AUGT ION Maney Auto Auction Jordon Lane, Huntsville, Ala. Friday 
GREATER § e Mauldin Auction Sales, Inc. 1227 New Buncombe Rd., Greenville, S.C. Tuesday 
Montgomery Auto Auction 729 N. Court St., Montgomery, Ala. Wednesday 
$ Jack E. Loy? Muncie Auto Auction 3344 So. Madison St., Muncie, Ind. Friday 
Nashville Auto Auction, Inc. 1406 Lebanon Rd., Nashville, Tenn. Wednesday 
Owosso Auto Auction 1450 E. Main St., Owosso, Mich. Thursday 
Rockford Auto Auction 6402 Forest Hills Rd., Rockford, Ill. Thursday 
Slaton Auto Auction #1 U. S. Highway 11, Cleveland, Tenn. Wednesday 
Southern Auto Sales Route 5, Warehouse Point, Conn. Wednesday 
- E. M. Stafford, Inc. 2615 Wilkinson Blvd., Charlotte, N. C. Wednesday 
Tinnin Auto Auction Buckwalter Stadium, Meridian, Miss. Tuesday 
Tri-State Auction Co. 3021 N. Front St., Fargo, N. Dakota Thursday 
Tri-State Auto Auction, Inc. Valley Springs, S. D. Friday 
West Kentucky Auto Auction Chestnut at W. 12th St., Murray, Ky. Monday 
Middle Georgia Auto Auction Eastside Highway, Macon, Georgia Wednesday 
Don Kelly's Auto Auction West Lytle St., Murfreesboro, Tenn. Thursday 
State Line Auto Auction Highway 41, Wis.-lll. State Line Wednesday 
Browers Auto Auction Old Airport, Route 40, Richmond, Ind. Wednesday 
Cliff Soderberg Auto Auction 13th and Locust, Omaha, Nebraska Thursday 
Grand Rapids Auctions, Inc. 0168-M21, Jenison, Michigan Tuesday 
Montpelier Auto Auction Co. Route #1, Montpelier, Ohio Monday 
Baker Auto Auction Gulfport Airport, Gulfport, Miss. Thursday 
Louisville Auto Auction 3601 S. 7th St. Road, Louisville, Ky. Tuesday 
Quincy Auto Auction 3200 Broadway, Quincy, Illinois Friday 





I?ll pay you to get the full story. Write, wire, or call TODAY. 
204 Stahiman Building, Nashville, Tennessee. Phone 5-4101. 


FIDE 
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OF TENNESSEE 





AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 


In the Letterbox 


(Continued from Page 4) 


where the engineer too, is “that 
way” about the stylist. 

In the particular case of Ray- 
mond Loewy Associates and our 
client in the automotive field 
(Studebaker), the situation has de- 
veloped to a point where styling 
work has become an enjoyable 
process. The reason is that a new 
crop of young engineers have 
emerged, style-minded in their 
home, their dress, as well as in 
their way of life. They are gifted 
with a rather keen sense of aes- 
thetic appreciation and they bring 
it to the office. The designer and 
the “new engineer” are beginning 
to talk the same language. 

The responsibility to bring about 
the blossoming of this budding ro- 
mance rests, in my opinion, with 
the stylist. If he happens to be a 
decent individual, free from con- 
ceit, sensible in his requests, ready 
to consider fairly the other side’s 
viewpoint, the battle is half won. 

If he has any sense, he will com- 
prehend the engineer’s viewpoint 





@ Most drivers in the snow-belt buy 


and try to achieve his design goal 
without overstepping the boundar- 
ies of reasonable cost, sound engi- 
neering and easy manufacturing. 
This is a challenge to the stylist’s 
ingenuity and intelligence. 


In the past, even such a concili- 
atory attitude led to nothing but 
trouble. It is not so any more. The 
stylist is getting a break, It is up 
to him to go out of his way to 
express his gratitude. It is up to 
him to realize that a minor 
change on a clay model, done in a 
minute with a scraper, may raise 
a great variety of extremely com- 
plex problems with infinite rami- 
fications. When the stylist goes 
home feeling aesthetically con- 
tent, it is up to the engineer to 
try to solve all the new problems 
created at the stroke of a clay- 
knife, 

The least the designer can do is 
to be conscious of his great con- 
tribution and to appreciate it at its 
true value. He will keep it con- 


George F. Hamilton, 


stantly in mind and endeaver to 


make the engineer’s task easier. It} ; 


can be done; it is all in a state of 
mind. 

Here, at Raymond Loewy Associ- 
ates, we try to do it to the best 
of our ability. As a result we have 
a warm affection for the engineers 
and the results seem to be success- 
ful. Cases of stomach ulcers are at 
a minimum and we are beginning 
to believe that Heaven is in Indiana. 
—Raymonp Loewy, South Bend, Ind. 


+ * * 


Constructive 

Your article under “FOB Fac- 
tory” in the issue of Aug. 31— 
stressing the interplay of ideas and 
the necessary compromises between 
engineering, styling and manufac- 
turing — brought into the open a 
little appreciated back-stage phase 
of this industry’s activity which 
impressed me as constructive and 
good. 

I would like to commend the 
anonymous author for deft han- 
dling of a ticklish subject and you 
for printing it. But, then, we always 
expect good things from AvutTomo- 
tive News.—GeorGe W. WALKER, 
George W. Walker Industrial De- 
sign, New Center Building, Detroit. 





Oldsmobile Wins Southern ‘500’ Race— 


A pit crew speeds a tire change on the Oldsmobile Super 88 sedan which Buck 
Baker, Charlotte, N. C., drove to victory in the fourth annual southern ‘500 stock 
car race in Darlington, S. C. Baker set a record of 92.7 miles per hour for the 500 
miles. There were 59 cars in the race, which was witnessed by 36,000 persons. Baker's 
car was sponsored by Griffin Motors, Inc., Florence, S. C. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


of 169 Park Avenue, Portland, Maine, says: 


“1 Sell WEED CHAINS 
with Anti-freeze” 


"These two winter products go together like ham and eggs. 
So / always recommend both to my customers before 
winter hits. Now last year we had an open winter and 

* 1 had some chains and anti-freeze left over. 

But some years we have blizzards before Thanksgiving 
and this year we could have alulu. You never know. 


anti-freeze automatically. That’s a 


00d time to point out that just one 
skid can cause more damage than a 
freeze-up. It will sell chains for you! 


e When you talk WEED V-Bar Chains, 
point out that the V-Bars are slanted 
left and right for balanced traction 
which reduces side skid. They have 288 
or more steel gripping points that stop 
the vehicle shorter, straighter, safer. 
These great chains—the finest ever 
madé— give real protection when it is 
needed. But without chains (even with 
the best tires) it’s dangerous driving 


on hard-packed snow 


and ice. When 


you sell WEED V-Bar Tire Chains you 
provide your customers with traction 


they can trust. 


co American Chain & Cable Company, inc. 
York, Pa. and Bridgeport, Conn. 


In Canada: Dominion Chain Company, Ltd. 
Niagara Falls, Ont. 


Don’t S’kid Yourself 
STOPPING ON GLARE ICE AT 20 M.P.H. 
with Reinforced Tire Chains 


*For stopping or starting on ice or snow, synthetic rubber 
tires skid or spin 10% to 50% more than natural rubber 
(All figures in this panel are quoted from National Safety Council Tests) 


The Tire Chain that Doubles the Wear 
and Doubles the Bite on Ice or Snow... 


WEED V-BARS 


That's why | like to sell WEED V-Bar tire chains early.” 


Flaring Reinforcements with Right-Left Construction 


GIVE DOUBLE GRIP and REDUCE SIDE-SKID 


APPLIERS 
make it easier 
to put on 
chains... 
Sell a pair with 
every pair of 
WEEDS 


DeFoe Defends 
One-Day Sale, 


Rips Association 


BALTIMORE. —P. W. DeFoe, 
owner of DeFoe Motor Co. (Ford) 
here, blames a “sour grapes” atti- 
tude for criticism of his sales pro- 
motion which sold 128 new cars 
in a one-day drive. 

The Automobile Trade. Assn. of 
Maryland, of which DeFoe is a 
member, had called the DeFoe sale 
“low-grade merchandising” and 
had said it “cheapened” the indus- 
try. The association accused Ford 
Motor Co. of promoting the sale 
and demoralizing other dealers. 

The Washington district office of 
Ford defended the sale and denied 
that Ford had suggested or spon- 
sored it. 

“It was entirely an original pro- 
motion of my own and Mike Ship- 
ley’s (Defoe used-car manager),” 
DeFoe said. 

“Frankly, I am displeased that 
the association criticized the sales 
methods we used. I feel it was an 
honest sale and there are many 
people in Baltimore happy that they 
got this opportunity to buy new 
Fords. I am going to continue to 
see that more people buy more 
Fords.” 

DeFoe claimed other Baltimore 
dealers were unhappy because they 
couldn’t match his sales records, 
even though they imitate his ad- 
vertising. That, he believes, is the 
root of the criticism. 

DeFoe said he felt criticism by 
the association was particularly un- 
just, because it never protested di- 
rectly to him about the sale or 
techniques used. 

“If they had something to com- 
plain about,” he said, “they should 
have come to me instead of going 
to Ford.” 


Jaycee of Month— 


Ernie Williams (left), general manager 
of the Portland (Ore.) Automobile Dealers 
Assn. has been named Jaycee of the 
Month for August for “outstanding work 
on traffic safety, particularly in the Lite-A- 
Bumper campaign." Williams is chairman 
of the Junior Chamber traffic safety com- 
mittee, which under his leadership led su<- 
cessful campaigns in the teen-age roadeo 
and holiday safety program, as well cs 
the drive to cover rear bumpers witt 
Scotchlite. Williams is shown receiving 9 
special necktie from Walker Treece, Jaycee 
president. 
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TRIBUNE NEWSPRINT COLOR pages will add a distinctive qual- 
ity to your advertising that no other medium in this market 
can provide. They hit with greater impact. They deliver 
market-wide penetration that starts more buying action. 
You can concentrate the selling power of Tribune news- 
print color pages on a single model or your full line. You can 
use them to drive home your strongest selling points or to 
present your models in the setting that enhances prestige. 
Your dealers know how Tribune newsprint color gets re- 
sponse for other sales organizations. They would like to have 


it help them get more sales. 








- 


AS de 





drive 


Chicago has always been one of the industry’s top markets. 
It invites and rewards special attention. Tribune readers do 
the bulk of Chicago’s new car buying. 

To help your dealers get more of Chicago’s buying now 
and to build solidly for the future, add the power of pages in 
Chicago Tribune newsprint color to your promotion. 

For full details, get in touch with W. E. Bates, Veenhatot 


Building, Detroit, WOodward 2-8422. 


/ 


Auto dealers and the public place 
more automotive want ads in the 
Tribune than in all other Chicago 
newspapers combined. 
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FOB FACTORY 
Automation in Factories 


Sull Far from Peak 


_ automation is undoubtedly the fastest growing 
development in Detroit automobile factories it is doubt- 
ful if the peak of this activity has been reached—even 
though the auto industry has already spent millions to make 
its processing completely responsive to push buttons, limit 


. > 
switches and dozens of gadg- ‘who does not consider ways and 
ets which eliminate manual | means to feed his machines auto- 
handling. At the September | matically, make them foolproof in 
meeting of the American Society of | operation and discharge parts au- 
Tool Engineers at the Rackham /tomatically, will soon find himself 
Memorial Bldg. it was necessary to| at a considerable disadvantage. 

+ * 


hang out the “Standing Room Only” 
Problems Created, Too 


signs. Before the year is ended, 

most of the technical societies in 

Detroit will have one or more ses- Picea “seraeeene te hs 

sions on automation. machine tool and press field of op- 
This development has already (erations. But automation has also 

come so far and so fast that it | created its own problems that will 

now touches every manufacturer | require a solution in the very near 

| future. 


of equipment from unloading de- 
vices to assembly equipment. | As Ralph Cross, of Cross Co., 


The supplier to the auto industry | Detroit pointed out, it may be ad- | 
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visable to permit buildup of parts 
in long transfer machines if the 
cost of labor to change tools and 
the penalty of downtime is not 
to prove uneconomic. 

Cross told how some machines as 
originally conceived might have re- 
quired half of the total operating 
time to make tool changes. One 
way to avoid these high production 
losses, he said, is to carry banks of 
parts between sections of a long 
transfer machine. 

Thus, only one unit of the ma- 
chine need be idle while the rest 
of the line continues to produce. 
It is contemplated, of course, that 
parts will be handled automatically 


in and out of the bank. 
* * * 


Parts Form Bottleneck 


ae at the ASTE meeting 
agree that getting parts in and 
out of machines is today’s bottle- 
neck in the factory. Some of the 
newer presses, for example, oper- 
ate at rates as high as 120 strokes 
per minute. 

In many of these machines a 
part is picked off a conveyor, 
hopper fed into the machine, 
oriented into the proper position 
and fed into a die, A few years 
ago, if a part did not feed prop- 
erly or jammed in the die, the 


a es 


6 Indiana Dealers Win Fo 


Marsh, Bluffton; Henry Schwartz, Grabill; 
of Portland. 

machine stopped. After clearing 
by the operator, production was 

resumed. 

In some of today’s machines, 
gaging is automatic. If the part is 
outside gage limits, it is kicked 
out automatically but the machine 
continues to produce. 

Sometimes parts are assembled 
|in the same machine. In most of 


Ford dealer ups painting volume 1/3 
with a new DeVilbiss paint shop! 


Says DeVilbiss equipment simplifies his entire 
painting operation, handles more jobs faster. 


“If you're going to be in the 
bump-and-paint business, you 
might as well do it right,” says 
Larry Jerome, Rochester, 
Michigan Ford dealer. 


“About a year ago, we de- 
cided to expand our bump- 
and-paint operation. We went 
whole hog . . . constructed a 
separate new building and in- 


stalled only quality equip- 


Visit Larry 


ment. 





Larry Jerome, Inc., uses two DeVilbiss all-steel, easy-to-erect booths 
end to end... one for spray painting, one for infrared drying. 





“The investment’s really 
worthwhile. Our volume is up 
one third, and we're averag- 
ing 25 complete refinish jobs 
and 100 jobs of all kinds every 
month. A large part of the 
credit goes to our DeVilbiss 
spray equipment. It’s simpli- 
fied our entire painting oper- 
ation so we can handle more 
business than ever before.” 


and you'll see many kinds of 
DeVilbiss equipment: spray 
guns, air transformers, two 
standard booths, a traveling 
infrared oven, a 5-h.p. air com- 
pressor. You'll see they're in- 
tegrated for top efficiency, 
tailored to fit his needs exactly. 


Your DeVilbiss jobber can 
do the same for you. He’s 
ready with the latest informa- 
tion on spray methods and 
materials; he has complete 
data on all DeVilbiss equip- 
ment. Why not call him today? 


Jerome, Inc., 





Air Compressors 


ro 


Hose and 
Connections 


Spray Guns 





Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 


rd Award— 
Four-Letter Award plaques were recently presented to six Indiana Ford dealers by 


A. F. Baverbach, Indianapolis district sales manager. They are (from left), Palmer 
Moser, Berne; Dwight Zent, Roanoke; R. R. Rowlin, Fort Wayne; Baverbach; Glen O. 


Interiors have clean, smooth walls, built-in 
scientific lighting, positive ventilation. 


Drying of synthetics is accomplished in 30 
minutes or less with traveling infrared oven. 


THE DEVILBISS COMPANY, Toledo, Ohio 


Windsor, Ontario ¢ 


London, England ¢ 
BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED 


Santa Clara, Calif. 





STATES, CANADA AND THE WORLD 








George Maitlen and Henry Theurer, both 


the newer machines, ejection is au- 
tomatic. 
> * * 


Credit to Engineers 


7 ingenuity of engineers in de- 
vising automatic feeding devices 
for machines explains why the de- 
velopment of automation has come 
so far in such a short period of 
time. 
In modern factory presses, for 
example, there are roll feeds, slide 
feeds, dial feeds, hopper feeds, 
ratchet and friction-driven feeds 
and the Geneva motion. One of 
the newer methods is the use of 
a roller gear in place of the Gen- 
eva motion or some similar de- 
vice, 
An important phase of automa- 
jtion is the use of carbide tools. 
| Without carbide cutting tools, au- 
tomation might not have been pos- 
| sible. Using high-speed steel cutters, 
|loading time was short compared 
with cutting time. Using carbide, 
loading time is the major problem. 

Two of the newest type lathes 
with hopper and conveyor feeds 
were shown to engineers attending 
the September ASTE meeting. 

* ” * 


New No-Rust Treatment 


Called Longer Lasting 


CAMBRIDGE, Mass.—A revolu- 
tionary chemical treatment for rust- 
proofing iron and steel has been 
announced by Rust-Proofing & 
Metal Finishing Corp. here. 

Products treated by the new proc- 
ess, the firm says, withstand stand- 
|ard salt-spray tests from 12 to 24 
|times as many hours as those 
| treated by the standard phosphate 
| method. 





* x x 


|Automotive Use Seen 
‘For Aluminum Chain 


BUFFALO.—The automotive and 
aviation industry may see oppor- 
tunities for use of an aluminum 
chain just introduced. 

The new chain, has one-third 
the weight of iron, needs no paint- 
ing and will not rust, says Bison 


Metals, its manufacturer, Buffalo. 
” * * 


Cleaning Tissue 


A cleaning tissue which is claimed 
to work equally well on glass or 
plastics is marketed by Carhoff Co., 
11706 Kinsman Rd., Cleveland 20, 
O. Called No-Fog, it is said to clean 
grease and grime from glass as 
well as prevent fogging. 


New Gas Tanks 
Offered by Reo 


LANSING.—Development of two 
new fuel tanks as optional equip- 
ment has been announced by Reo. 

W. M. Walworth, engineering 
vice-president, reported that factory 
installation of single or dual step- 
type gasoline fuel tanks of 50-gal- 
|lon capacity is now available on all 
tractors. 

In addition, a new 16-gallon fuel 
tank has been designed to permit 
mounting of a skirted body on a 
regular truck chassis. 

The step-type tank redistributes 
| weight from the rear to the front 
axle, resulting in higher rear-axle 
| payloads. 

Marback Names 2 

Lou Marback, general manager 
of Morby GMC Truck Co., North 
Hollywood, Calif. has appointec 
Andy Anderson as used-truck sale: 
manager and Scotty Ische as assist- 
ant manager of the new-truck di 
vision. 
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Specified by More Car Manufacturers 
Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 
this advanced feature has a decided advantage over competition. 


That this is an established fact and not a theory is unmistakably proven 
by the ever increasing percent of car buyers specifying the Bendix Low 
Pedal Power Brake on cars offering it as optional equipment. . . tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered the public in years. 


This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 


For any car manufacturer interested in adding a big plus to his sales 
story, the Bendix Low Pedal Power Brake is the answer. *REG. U.S. PAT. OFF, 


lt is no longer necessary to lift the foot and exert leg 

power pressure to bring your car to a stop. With the “( ° PRODUCTS 

Bendix Low Pedal Power Brake on about the same level a C/f pd BEN DIX DIVISION SOUTH BEN D 
as the accelerator, an easy ankle movement, much like a 

working the accelerator, is all the physical effort re- 


auired Yor baking. And by merely pvaing the tot | BMT ATTY Pah Bendix 


made in far less time. AVIATION CORPORATION 


LE! MORE DRIVING COMFORT, | ya V/S/ON 


LESS FATIGUE AND GREATER SAFETY enteh Guat Ghallic Winendined: Whdhek- tee Gand 


42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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Salesmen Paid on Basis of Profit .. . 





Dealer Keeps Paring Overhead 


RUSHVILLE, Ill.—The narrowing 
margin of profit has been fattened 
to some extent by Guy Pickinpaugh, 
owner of Pickinpaugh Motor Co. 
(Chevrolet-Buick). 

Pickinpaugh, a veteran of 32 
years as a Chevrolet- Buick 
dealer, has done this in two ways: 
By whittling at his overhead costs 


3M Signs Agreement 


For Glass-Pipe Patents 

ST. PAUL.—Minnesota Mining & 
Mfg. Co. and Gustin-Bacon Mfg. 
Co., Kansas City, have announced 
an agreement under which 3M ac- 
quires certain Gustin-Bacon patents 
relating to the manufacture of glass 
fiber reinforced plastic pipe. 

The agreement also provides that 
the two companies cooperate in re- 
search and development work con- 
cerned with perfecting and im- 
proving glass-plastic pipe, fittings 
and couplings. 





and by revising his pay system 
for salesmen. 

One of the things wrong with the 
auto business, Pickinpaugh says, is 
that there are too many salesmen 
who are specialists in “trading 
high.” When a salesman doesn’t 
keep profit in mind in making a 
deal, Pickinpaugh says, the dealer- 
ship is headed for trouble. 

He is working out a system 
whereby his sales staff will be paid 
on a basis of profit, rather than 
volume. He believes it will make 
his crew sharper traders. 


No revision in operating pro- 
cedure is too minor, Pickinpaugh 
believes, if it cuts overhead costs. 
He has had his own gas pumps at 
the curb for years, but found that 
most customers for new or used 
ears held out for a full tank of 
gasoline as part of a deal. Since a 
full tank of gasoline now costs 
about $5, Pickinpaugh is removing 
the pumps. 

He has also cut overhead in 





the parts department by eliminat- 
ing small orders. Through con- 
centrating parts orders in a 
limited number of firms, Pickin- 
paugh can take advantage of 
quantity discounts, Freight rates 
are also reduced, he says. 

Another reduction in overhead 
was accomplished by assigning one 
mechanic to used-car service and 
overhauls. Formerly, tradeins were 
put directly through the service 
shop. Needed work was sometimes 
overlooked or ignored. 

The used-car mechanic checks 
the cars, does as much as he can 
of what is needed and expedites the 
rest through the service depart- 
ment. There it is sandwiched be- 
tween regular service customers 
and readying new cars. 

In this way, Pickinpaugh says, 
the work is done more quickly, 
there are fewer complaints and 
fewer make-good jobs—which are 








s 


Inspecting Olds School Equipment— 


Myrle St. Aubin (second from left), director of the General Motors service section, 
examines a quadri-jet carburetor at the Oldsmobile classroom in the new GM training 
center in Detroit. Making the tour with him were Detroit area Oldsmobile dealers. 
Shown here are C. J. Fryxell (left); D. A. Mcintyre (right), and S. Rund (third from left). 


Standing between them is E. D. Ruth, Detroit zone manager. 


always expensive. The used-car man 
is on a straight salary. 
Pickinpaugh emphasizes that 
there can be no profit until the 
cost of the operation is paid. To 








Clear vision ahead 
with a SOLEX GLASS windshield 


Why don’t you cash in on the growing demand for 


N° wonder thousands of car-owners are enthusiastic 


about the advantages of Solex Heat-Absorbing 


Glass in their cars. They’ve found through experience 


how much more comfortable it is to ride in a Solex- 


equipped car .. . how much cooler the interior of the car 


remains... 


and, most important of all, how much less 


eyestrain and nervous tension there is for the driver. 


Solex cuts sun-glare substantially while admitting 75% 


of the sun’s visible light. Green-tint Solex adds to the 


smart appearance of a car, too. 


PAINTS 


de le de ch se 


* GLASS - CHEMICALS - 
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Solex? Tell your customers about the advantages of 
Solex Safety Glass in their cars. You'll find that Solex 


practically sells itself. 


BRUSHES - PLASTICS 
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IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES 


LIMITED 








keep the profit margin healthy, 
he says, overhead must be pared 
and each deal must be sound 
enough to carry its portion of the 
load. 

“Five good deals are not a license 
to make five bad deals,” Pickin- 
paugh says, “In this period every 
deal must show a profit.” 


Missouri Ready 


‘For Nominations 


'To NADA Posts 


JEFFERSON CITY, Mo.— Dis- 
trict committees to nominate can- 
didates for NADA’s Industry Rela- 
tions Committee have been ap- 
pointed by the Missouri Automobile 
Dealers Assn, 

For District 1 the committee con- 
sists of M. B. Roys (Dodge), St. 
Joseph, chairman; Roland Curnutt 
(Chevrolet), Marysville; H. H. Car- 
lisle (Ford), Princeton; Ned Carnes 
(Studebaker), St. Joseph, and M. C. 
Cole (Cadillac), Bethany. 

District 2: John Cowgill (Chev- 
rolet), Milan, chairman; E. D. Love- 
green (Ford), Palmyra; W. W. Ol- 
son (Pontiac), Louisiana; Jack 
Greathouse (Studebaker), Hanni- 
bal, and M. F. Duvall (Chrysler- 
Plymouth), Clarksville. 

District 4: R. W. Sexton (Ford), 
Jefferson City, chairman; Henry A. 
Taylor (Dodge- Plymouth), Mo- 
berly; L. H. Maughs (Buick), Ful- 
ton; C. C. Vandiver (Studebaker), 
Columbia, and John Ellis (Chevro- 
let), Paris. 

District 5: C. H. Martin (Chrys- 
ler - Plymouth), Springfield, chair- 
man; L. F. Richardson (Dod ge- 
Plymouth), Nevada; Paul Johnson 
(Chevrolet), West Plains; Leslie 
Mason (Ford), Monett, and Charles 
White (Pontiac), Aurora. 

District 6: Ivan J. Sharp (Olds- 
mobile), Poplar Bluff, chairman; E. 
K. Striegel (DeSoto - Plymouth), 
Kennett; Fred A. Groves (Ford), 
Cape Girardeau; Joe K. Swisher 
(Chevrolet), Fredericktown, and 
Ernest Kellett (Dodge - Plymouth), 
Sikeston. 

Committees for Districts 3 and 7 
will consist of directors of the Mo- 
tor Car Dealers Assn. of Greater 
Kansas City and the Greater St. 
Louis Automotive Assn., respec- 
tively. 


Cartoon History 
Story of Autos Published 


In Colored Booklet 


ST. PAUL.—A cartoon history of 
the automobile is told in full color 
in a new pocketsized booklet just 
published by Brown & Bigelow, St 
Paul advertising firm. 

Pictures from the facile pen of 
Brown & Bigelow’s Tadlock portray 
the car’s evolution in “The Story 
of Your Car.” The early, noisy 
steam car and the sleek, silent 
greyhound of today’s highways 
with all sorts of conveyances in be- 
tween, are pictured and described 


Early cars are as authentic i: 
detail as months of research anc 
painstaking art work can produce 
The rise of good roads, the progres: 
of auto clubs, the boom in the oi! 
industry, the development of the 
handy corner filling station and th 
growth of accessory and repai 
businesses are included. 
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for Former Automobile Dealers 

















or Topnotch Salesmen”’’ 





We have several territories available now. We are going to close all ter- 
ritories before we introduce our 1954 models. Our 1954 Models will be intro- 
duced at the National Convention of the Funeral Director’s Association in 
Washington, D. C., in early October. 


If you are in an open territory and can qualify, this is an excellent 





opportunity for you to make a profitable connection for the sale of the fastest 
moving line of quality ambulances, funeral cars, combination cars, service 


cars, etc. 


WE ARE NATIONALLY RECOGNIZED AS BUILDERS OF THE FINEST QUALITY LINE OF PRECISION 
BUILT BODIES AVAILABLE ON PONTIAC 8 CYLINDER CHASSIS. THESE ARE OUR OWN BODIES 
BUILT UP FROM CHASSIS AND COWL ONLY. 


GUY BARNETTE & COMPANY ’S INTENSIVE, POWERFUL, and constant national advertising makes 
your selling job easier. Strong, bard-selling two-color advertisements in all leading publications of the trade provide a 
constant flow of good quality leads. 


CALL, WRITE OR VISIT OUR FACTORY FOR FULL DETAILS 


Guy Barnette & Company, Ine. 


TELEPHONE NOS. 36-5437 — 36-5438 © DUDLEY AND EASTMORELAND STREETS © MEMPHIS, TENNESSEE © (CABLE ADDRESS ‘‘GUYCO”’) 


* We have foreign distributors in Canada, Guatemala, Colombia, Cuba, Venezuela, Dominican Republic and Haiti. 
Inquiries for exclusive distributorsbips solicited from other countries. 
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Sales Conditions i in Vatlous Arens co 





Auto Market Reports 


New Orleans 

New Orleans enjoyed its best 
new-car and truck business for a 
single month thus far this year, 
with registrations totaling 1,722 for 
August, and truck sales amounting 
to 289. 

The August new-car figure was 
36 better than the previous month 
and 1,110 more than the correspond- 
ing period of last year, when the 
steel strike cut down sales. 

Truck sales were 32 units over 
July and 158 over the same period 
of last year. 

Individual sales by makes 
through authorized dealers were: 

Chevrolet, 434; Ford, 384; Plym- 
outh, 195; Pontiac, 88; Stude- 
baker, 82; Buick, 79; Mercury, 79; 
Oldsmobile, 74; DeSoto, 68; Nash, 
33; Dodge, 31; Chrysler, 27; Cad- 
illac, 12; Lincoln, 11; Packard, 





11; Hudson, 7; Willys, 4; Kaiser, 
8; Henry J, 2, and Jaguar, 1, 
Individual sales by makes through 
unauthorized outlets were Chevro- 
let, 61; Plymouth, 16; Pontiac, 19; 
Oldsmobile, 13; Ford, 12; Buick, 13; 
Cadillac, 3; Chrysler, 1, and De- 
Soto, 1 

Truck sales by individual makes 
were Ford, 127; Chevrolet, 82; In- 
ternational, 18; Dodge, 17; GMC, 
22; Studebaker, 10; Diamond T, 6; 


White, 2; Reo,° 2; Mack, 1, and 
Willys, 2.—-(Gordon Hebert.) 
a x * 
Cincinnati 


New-car sales in Hamilton 
County (Cincinnati) reached a 
monthly high of 3,026 units in July, 
then tapered off to 2,799 units dur- 
ing August, a figure comparable to 
the May and June performances. 

There was no change in the 
ranking of the first ten makers 
in sales, with Chevrolet, Ford, 


Plymouth, Buick, Oldsmobile, 
Pontiac, Mercury, Dodge, Nash 
and Studebaker stacking up in 
that order. Changes in the rest 
of the list were as follows: 


Chrysler moved up from 12th to 
llth place, Cadillac from 14th to 
13th, Packard from 15th to 14th 
and ‘Lincoln from 19th to 16th. Mov- | 
ing downward were DeSoto from| 
llth to 12th, Hudson from 13th to 
|15th, Willys from 16th to 18th and 
Henry J from 17th to 19th. 


Packard had a phenomenal record | 
in August and ranked ninth for the | 
month with 78 sales. | 


Used-car sales followed pretty 
much the same pattern as new Cars, | 
with a drop to 3,915 units during 
August as compared to 4,350 in| 
July. The volume was considerably | 
higher than August, 1952, however, | 
when 3,359 units were moved. 


Sales of new trucks varied little 
in August as compared to July. 
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American Brakeblok Test Trucks follow this 
course daily. Under all conditions of load the 
lining is put through every possible test—per- 
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“You wished to consult with 
me about my approach to selling, 
chief?” 





The total, which includes sedan 
deliveries, tractors, etc., came to 
296 units as compared to 288 the 
previous month, 


New-car sales by make during 


| August: Chevrolet, 590; Ford, 635; 
Plymouth, 242; Buick, 280; Oldsmo- 
bile, 


167; Pontiac, 203; Mercury, 
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PROFILE OF AMERICAN BRAKEBLOK TEST ROUTE NO. 1 


ON U.S. 30 FROM LAUREL SUMMIT TO BOTTOM OF GRANDVIEW. 


... fo develop the best brake lining for you 


formance, fade, recovery, moisture sensitivity, 


wear, glaze, and maximum heat resistance. Accu- 


rate instrumentation records test data for inter- 


pretation by our research staff. 


The mountains of Pennsylvania were selected 


ee 


because of their sharp grades, long descents, hair- 


pin curves and dangerous intersections, giving 


the best opportunity for testing brake lining 


through a wide range of operating conditions. 





AMERICAN 





On this track... today’s brake linings 
are perfected—tomorrow’s proven... for 
maximum safety, performance and life. 


THE SAFETY BRAKE LINING 


Copyright 1953, American Brake Shoe Company 


- DETROIT 9, MICHIGAN 


ii ta tila 


AMERICAN BRAKEBLOK DIVISION 


cee tal Det, Michigan; Wincor, Virgins; Lindy, Ona; Oi, rane 








167; Dodge, 64; Nash, 72; Stude 
baker, 108; Chrysler, 58; DeSoto 
36; Cadillac, 37; Packard, 78; Hud- 


son, 28; Lincoln, 16; Kaiser, 7 
Willys, 4; Henry J, 5, Others, 2 
Total, 2,799.—(Emery Bacon.) 
+. * +. 
Pittsburgh 


Business in the Pittsburgh area 
declined sharply in the week ended 
Sept. 5 from the peak reached in 
the final week of August, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 


New-car registrations slumped 
sharply, while industrial produc- 
tion and freight shipments were 
down moderately, the bureau said. 
The seasonally adjusted index of 
general business tumbled to 188.9 
percent of the 1935-39 average 
from 210.5 the previous week, It 
was 191.8 a month ago and 184.4 
in early July. 

Steel production was 94 percent 
of practical capacity, the lowest in 
two weeks. With many mills laying 
off employes, the used-car business 
is slowing up. Workers are keeping 
and repairing their current cars, 
one used-car dealer says. 


A used-car dealer in an upper-in- 
come area says new-car dealers 
are getting the most trade because 
many persons feel they might as 
well purchase a new car instead of 
a late-model used vehicle.—(Leon 
| M. Leffingwell.) 


* * ok 


Buffalo 


New-car sales in the Buffalo area 
during July showed a sharp in- 
crease over the corresponding 
month a year ago, according to 
figures released by the Buffalo 
Automobile Dealers Assn. 


July sales totaled 4,201, as com- 
|pared with 2,601 in July, 1952, and 
| 2,791 in July, 1951. July sales, how- 
|ever, were down a shade from the 


4,516 total of June. 
Sales of new cars in the Buf- 


falo area during the first seven 
| months of 1953 totaled 25,459, as 
| compared with 18,758 in the cor- 
responding 1952 period and 24,- 
775 in the same period of 1951. 


New-truck sales in Buffalo dur- 
ing July totaled 276, as compared 
with 273 in July, 1952, and 323 in 
| July, 1951. They were down from 
|the 408 total recorded during June 
jof this year. New-truck sales in 
|the first seven months of the year 
| totaled 2,054, as compared with 1,- 
|\772 in the same 1952 period and 


2,513 in the corresponding 1951 
period.—(George E. Toles.) 

a * + 

Tacoma 


Chevrolet moved back into first 
place for total sales throughout 
Pierce county (Wash.), not only in 
new cars but also in trucks, after 
relinquishing the new-car lead in 
July to Ford. 

Total sales of trucks and new cars 
for August totaled 595 units, or 
the same grand total achieved in 
July. An increase in truck sales 
for the month held August even, 
as new-cars slumped slightly. 

Notable increases during the 
month were recorded in the new- 
car sales by Dodge, with 36 units, 
and Hudson, with 19. Hudson’s 
sales almost doubled over the 
July totals, 

Breakdown of total sales: 
| Buick, 23; Cadillac, 9; Chevrolet, 
|113; Chevrolet truck, 21; Chrysler, 
|8; DeSoto, 17; Dodge, 36; Dodge 
truck, 6; Ford, 103; Ford truck, 19: 
|GMC truck, 9; Henry J, 2. 


Hudson, 19; International Har- 
|vester truck, 3; Kaiser, 1; Ken- 
worth bus, 3; Lincoln, 4; MG, 2 


Mercury, 20; Nash, 16; Oldsmobile, 
27; Packard, 4; Plymouth, 67; Pon- 
tiac, 32; Studebaker, 23; Studebaker 


truck, 4; Willys, 3, and White 
}truck, 1.—(R. E. Sconce.) 

Bs * & 
Milwaukee 


August new-car sales in Milwau- 
kee broke the July slump, with the 
|total up 14 percent. Sales for the 
state were up 11 percent. 
| In Milwaukee county, sales for 
| the month totaled 3,608, or 453 more 
| than in July. Sales for the rest of 
| the state were 8,580, an increase of 
| 847. The month’s figure was 84 per- 
}ecent higher than August, 1952, in 
| Milwaukee and 73 percent higher 
outstate. 

The year is running third highest 
| (Continued on Page 24, Col. 1) 
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By William Ullman 
Washington Correspondent 
NTERNAL Revenue Commissioner Coleman Andrews told 
newsmen last week that tax collectors “eventually will 
start new programs of canvassing for delinquent taxpayers.” 
Andrews’ statement was prompted by reports that recent 
door-knocking programs were being dropped. These were 


not quite true, he said. The 
impression arose from new 
instructions which had been 
given Internal Revenue Officials. 
Tax agents in recent weeks have 
been trying door-to-door visits, 
checking classified telephone direc- 
tories and conducting other types of 
surveys intended to turn up citizens 
who have not filed income - tax 
returns. 

“Results already obtained,” said 
Andrews, “and the experience and 
knowledge gained from different 
types of canvassing have shown 
conclusively that well - organized 

i and well-directed 
effort is necessary 
and highly pro- 
ductive from the 


revenues. 


“Consequently, 
the canvassing 
programs will be 
continued, and be- 
gun where none 
have already been 





William Ullman 


been previously announced. “Far 


from being halted, the surveys will | 


be stepped up and intensified on 
the basis of techniques that have 
proved to be most effective.” 


Agents have been told, Andrews | 
said, that programs which had not) 


already been started should not be 
started until the various types of 
canvassing had been tested in other 
areas and the most efficient system 
determined. 

After that, he added, the canvass- 
ing would go on—but in still other 
areas. 

+ + * 


No Sales Tax, Reed Says 


EP. DANIEL A. REED, New 

York Republican and chairman 
of the House Ways and Means 
Committee, last week issued the 
following statement: 

“A general sales tax will not be 
approved during the coming 
second session of the 83rd Con- 
gress. I base this prediction on 
reports coming to me from mem- 
bers of the Ways and Means 
Committee and other members 
of the House who are in their 
home districts. They confirm my 
recent first-hand appraisal of 
sentiment in my own district, the 
48rd District of New York. 

“It is encouraging to have so 
many members of Congress report 
widespread demand for relief from 
high taxes. 

“Tt just means failure for those 
who run out on promises made last 
year and also guarantees prompt 
repudiation of any more attempts 
to bypass the Ways and Means 
Committee and delegate responsi- 
bility for tax legislation to some 
other committee. As usual, the 
American people control the situa- 


tion.” 
* ~ * 


Little Hope for Labor 
(TUERE is strong belief in Wash- 

ington that the resignation of 
Martin Durkin as Secretary of 
Labor virtually ends any possibility 
of organized labor obtaining union- 
desired major changes in the Taft- 
Hartley Act from the 83rd Con- 
gress. 

Durkin’s resignation is viewed 
by astute political observers here 
as having special significance, 
not only because it is the first 
break in the Eisenhower Admin- 
istration, but because it brings 
into the open the sharp differ- 
ences existing over amendment 
of the Taft-Hartley law. 

It was pointed out that Durkin, 


©o-——— a" 


standpoint of tax 


started, as has. 





ton Post, “has now failed, and it is 

all too obvious that the incident 

has aroused animosities which will 

greatly complicate the task of writ- 

ing any labor legislation next year.” 
* * * 


Safety Crusade Launched 
ae by the high Washing- 
ton traffic-death rate, which has 
been moving steadily toward the 
worst record in a dozen years, Dis- 
trict of Columbia authorities last 
week launched a new traffic safety 








crusade. 

Nearby Maryland and Virginia 
counties have been asked to join 
in a pledge-signing drive. 

* ok * 


Taxes Double Savings 
CCORDING to “Tax Facts,” a 


ber of Commerce, the American 
people are paying $2 in personal 
taxes for every dollar they save. 
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For example, says the publication: | 
“Last year Americans paid $33.1| 


billion in Federal, State and local 
personal taxes, while personal sav- 
ings were only $16.9 billion, about 
half as much. The $33.1 billion sets 
a new record. It averages $1.98 a 
day for every family in the United 
States. And it does not include 
corporate and other business taxes.” 
* * o 


Crown to Be Fitted 


Aww of prominent Ameri- 
cans will meet in Washington 
today (Sept. 21) to select the na- 
tion’s outstanding industrialist for 
1953. More than a score of candi- 
dates will be considered. 

The award recognizes “a most 
significant contribution to the in- 
dustrial development of North 
America, in the public interest.” 

Alfred P. Sloan jr., was the win- 
ner in 1949; Thomas J. Watson in 





Ten minutes 


behind the wheel 


of a GMC with Truck Hydra- Matic 


2 


Drive* is an eye-opening experience. 
That’s all it takes most truck-users to 
sell themselves on the many advan- 
tages this great self-shifting GMC 
can bring to them—and to their 


businesses. 


This Hydra-Matic demonstration has 


a Democrat, was chosen to head | 


the labor department in the hope 
that his presence in the Cabinet 
would lead to mutually satisfactory 
changes in the act. 

“That hope,” says the Washing- 





| Rs 
publication of the U. S. Cham-| § 








Worcester Buick Opens New Branch— 


A new outlet in Worcester, Mass., has been opened by Worcester Buick Co. under 


| the name of Park Ave. Buick Co., according to Chester M. Stanley, president. During 
| the opening days the new firm had on display the Buick Wildcat. 


1950; Benjamin F. Fairless in 1951, | T. Farley, president, Assn. of Amer- 
and K. T. Keller in 1952. ican Railroads; William J. Jame- 

The award board this year, with| son, president American Bar Assn.; 
Eric Johnston as chairman, in-| Charles R. Sligh jr., president, Na- 
cludes George C. Biggers, president, | tional Assn. of Manufacturers, and 


American Newspaper Publishers|C. P. Street, president, Associated 
Assn.; Richard L. Bowditch, presi- | General Contractors of America. 


dent, U. S. Chamber of Commerce; The 1953 winner will receive his 
W. Harold Brenton, president,|trophy at an award dinner Nov. 
American Bankers Assn.; William/| 11, in Los Angeles. 


A General Motors Value 


become a powerful sales weapon in 
the well-stocked arsenal of GMC 
dealers. If your territory is still open, 


GMC advances like this would work 
for you. Why not find out? 


“Standard equipment on Package Delivery 


model; optional at moderate extra cost on 
18 other light-duty models. 


Sell a real truck { 


GMC Truck & Coach Division of General Motors 


See The TV Football Game of the Week every Soturday — a General Motors Key Event 
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Moves Ahead! 


As a family man you know how excited you get when something important happens 


at your house. You just can’t keep it to yourself! Well, we’re a family magazine... 


and when something BIG happens at our house, we feel just like you do. We want to 


tell everyone the good news! 






Our circulation is UP! 


Once again for the fifth straight year The American Magazine— 
without artificial stimulatiom shows a significant increase in cir- 
odieticn. For the first six months of this year, despite an increased newsstand 
price of 35¢, circulation averaged 2,614,150--49,240 per month more than 
during the same period of 1952. Significant? You bet it is! 


The American Magazine Moves Ahead 
in Circulation! 


We’ve added 96 new advertisers! 


So far this year, we’ve added 96 new friends to our growing list 





x of advertisers—notables like Plymouth cars, Chrysler Corporation, 
7-Up, Security Mutual Life Insurance Co., Trailer Coach Manufacturers’ 
Assn., The Armour Laboratories, Teacher’s Scotch Whisky, Air France and 
15 other new Travel Advertisers. These are the kind of advertisers who appre- 
ciate the need to reach and sell the kind of people who read our magazine. 






We get action from our readers! 


When we offered reprints of Vance Packard’s informative article, 
d “‘Why Your Auto Insurance Costs So Much” we were flooded with 
wlai for 200,000 copies! Orders poured in from retailers for over 60,000 re- 
prints of the Publisher’s stimulating article, “It’s No Sin To Make A Profit.” 
If that’s the kind of alert, responsive people you want to reach, consider using 
The American Magazine for your advertising message! 


The American Magazine Moves Ahead 


with Responsive Readers! 





We get record-breaking readership! 


No other family magazine delivers such readership!* While other 

J family magazine readers average an hour or more reading every 

issue, The American Magazine receives an average reading of 2 hours and 

58 minutes per reader! And even television can’t seem to capture our readers! 

While other magazines show from 10% to 28% less reading time in TV homes, 
The American Magazine’s loss is a mere 2%! 
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The American Magazine Moves Ahead 
in New Advertisers! 


HO reads The American Magazine? Of our more than ten million readers,* 

we know that 42.5% are in the 20 to 34 age groups—the most active buying 
age bracket in the country! And our readers are substantial wage earners. 81% 
earn $3,000 or more a year and over one third are in the desirable $5,000 a year 
and more family income group! 

American Magazine readers love to travel! That’s why we’re first in editorial 
pages devoted to travel and transportation among leading family magazines! 
That’s why travel advertising revenue is up 27.4% for the first six months of 
this year! 

As you reconsider your advertising lists for the coming buyers’ market—please 
take a new look at the sure selling power of The American Magazine. 

Call Ted Hellier at TRinity 5-5613 in Detroit. Get all the new facts. Then 
compare The American Magazine with all family magazines! 











eTican 


MAGAZINE 
Each month it reaches 10,230,000 readers 


The American Magazine Moves Ahead 
in Readership! 


Don’t Miss This Outstanding Article 
in the September Issue Now 
On Your Newsstands! 


How to make‘l10,000 a year 


BY ROYCE G. MARTIN 


The President of Electric Auto-Lite Company tells 10 
ways to hit the upper tax bracket without marrying the 
boss's daughter. Here are the rules that helped Royce 
G. Martin rise from mechanic to chief executive of a 
$300,000,000 corporation. 


* Based upon data supplied by W. R. Simmons and 
Associates from the oo and most cure mag- 
azine readership study ever made. 33,452 detailed 
personal interviews were made, using the most pre- 
cise research techniques known. 





... who pick it up 40,920,000 times 
...and read it 30,349,000 hours. 


The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N. Y. Publishers of The American Magazine, Collier's and Woman's Home Companion. 











HIS is a column in which seem- 
ingly the most widely read part 


of my literary efforts, the 
postscript, comes first. This 
postscript reads, “P.S.: Don’t you 
love to talk about your children. 
N-O-O-H, of course not. Well, any- 
way, I started it first.” 

Some of my most friendly women 
readers seem curious to know 
about my personal adventures—at 
least those that have kept me out 
of the wheelchair bracket. 

The answer is simple. Frankly, 
I'm sure that a guy stays young 
just as long as his children and 
his grandchildren contrive to 
keep him that way. 

For example, take Jane Sr., my 
oldest daughter. She flew to Lon- 
don in February to “give away” my 
oldest grandchild, Jane jr., to an 
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intelligent young man. He works 
for the British Broadcasting Co., 
while his new wife is out touring 
the provinces as a young star in a 
theatrical company, determined to 
justify that scholarship which she 
won from the “Old Vic,” the best 
dramatic school in England. 
* * * 


Love and Lollipops 


_ you ought to know Kate, my 
youngest daughter. She’s goin’ 
on 15, and is eight years younger 
than Jane jr., my oldest grandchild. 
She writes: ‘Dear Dad .. . Having 
a grand time. Had a talent night 
and I was in an “a la Shakespeare” 
thing with Walt Wilmerding and a 
girl from Dallas. It was quite suc- 
cessful. Nothing has been happen- 
ing to write about ... except that 
I am happy. Love and Lollipops, 
Kate.” 


The other day I received a 
characteristic postal from Jane 
sr., who is director of public re- 
lations for a large national 
organization with headquarters 
in New York. She was then in 
Denver where her organization 
was holding a convention. But 
she has a month’s vacation and I 
knew she was “itching” to get to 
the Navaho country of Arizona, 
where she has so many loyal 





Hoover Motors Expands U. C. Facilities— 

Adding 25,000 square feet of outside space to its main sales and service building, 
Hoover Motors, Inc., Boston, has opened expanded downtown used-car headquarters 
on Dartmouth St. Indoor facilities, according to Howard K. Schramm, president, will 
continue to be devoted exclusively to new-car sales and service. The outside area 
will be divided between service station and used-car sales. 


from Denver over rained-out roads 
through outlying Navaho country. 
Spent the night out on the mesa. 
Rescued by the Indians at dawn. 
Made me feel wonderful. Leaving 


friends among the most intelli- 
gent and industrious Indians in 
America, 

Read the postal, then I’ll tell you 
what it means. It was mailed in 
Gallup, N. M. for Monument Valley .. . Kayenta 

“Dear Daddy: Took rough trip|in the morning. Met many old 


L-O-F Super-Fine Fiber-Glass is installed 
throughout modern cars to 

senger comfort and safety. § 
efficient sound and thermal insulation. 


rovide greater pas- 
per’Fine is highly 


Your tinal step in muting 
high-frequency engine noise! 


The successful effort to quiet an engine begins with 
attention to moving parts, and ends with a blanket of 
L-O-F Super-Fine Fiber-Glass installed under the 
hood and on the fire wall. There are few owner satis- 
factions to compare with an engine that never speaks 


above a whisper. 


Inherently suited to those applications, L-O-F 
Super-Fine muffies high-frequency engine noise, tire 
whine, airstream whistle, helps block heat passage 
into car body. The glass fibers resist fire, oil, grease and 


most acids. 


Other applications of L-O-F Super: Fine Fiber-Glass 
—liners in roof, under package trays, on dashboard— 


further support your continuing effort to offer cus- 
tomers engines that speak only in whispers and auto 
bodies that offer increased passenger comfort. 

On your production lines, featherweight L-O-F 
Super’Fine is easily handled, quickly applied without 
lost motion. Of course, it almost goes without saying 
that you can depend on Libbey-Owens:Ford, with 
its long automotive experience, to deliver top-quality 
Super:Fine Fiber-Glass right on schedule. 

For further information, call L:O-F’s Detroit office, 
610 Fisher Building, TRinity 5-0080. Or write us for 
the names of Hoodliner-Kit suppliers. Libbey-Owens: 
Ford Glass Co., Fiber-Glass Division, 593 Wayne 
Building, Toledo 3, Ohio 


LIBBEY-OWENS-FORD GLASS COMPANY 
FIBER-GLASS DIVISION 


FIBERGLASS 








Navaho friends. Sat in on a Triba! 
Council. Love, Jane.” 


* * * 


‘Silver Girl’ 


pepe engre Valley presents one 
of the most historic scenes in 
the southwest. Kayenta is the old 
home ranch of the famous John 
Wetherill, friend of the Navahos 
and honored by Theodore Roosevelt 
as the discoverer of Rainbow 
Bridge. It was in that country that 
Jane spent her vacations while a 
student at the University of 
Arizona, driving that Jordan Play- 
boy all over the desert country, 
winning prizes in the rodeos, racing 
her horse “Dixie” against the 
Indian cowboys, and widely known 
as the “Silver Girl” by all the 
Navahos because she _ treasured 
those silver ornaments created by 
the Navaho women. 

I got a real kick out of that 
message. That girl would sleep 
out on the desert . . . hoping, I 
’spose, to hear the nostalgic yelp 
of the lonely “ki-oo-tee.” It re- 
called the night she was “held 
up” out on the desert by a smart 
aleck who thought he could brag 
about making her give up some 
of those silver ornaments. 

That guy didn’t have a gun and 
didn’t know that she had a big .45 
in the side pocket of the door. It 
had been presented to her by 
Arthur Hinchcliffe, Jordan  dis- 
tributor in Boston, given him by 
the Common Council of Boston in 
recognition of his service in the 
famous Boston police strike. 

I’m tellin’ you that child can 
shoot, too. 

Well, she bluffed the guy without 
pulling her gun. The next day he 
(a student at the university) made 
the front pages of the Tucson 
newspapers as the lad who didn’t 
know by what a small margin he 
missed meeting the undertaker. 
Then he left college—just couldn’t 
stand being the laughing stock of 
the campus. 

Yuh know what? I’ve always 
thought that girl had what I call 
GAZOOMPAH. 


Outstanding Uses 
Of Metal Powder 
‘Cited to Engineers 


NEW YORK. — Metal powder is 
no panacea for all metal-forming 
problems, but there are many 
places where it can reduce costs 
|}and speed production, according to 
| Robert L. Zeigfeld, secretary of the 
Metal Powder Assn. 
| He svoke before the greater New 
York chavter of the American So- 
|ciety of Tool Engineers. 
| In general, he said, there are two 
|broad fields where powder metal- 
|lurgv is coming into its own. The 
| first is in producing articles which 
|cannot be made in any other way 
| because of their inherent character- 
|istics. The second is in competing 
|with other precision processes, 
|where metal powder has advan- 
taves peculiar to itself. 

Examples of the first field are 
refractory metals and porous bear- 
ings, he said. In the other group are 
vrocesses where waste can be elimi- 
nated, shrinkage controlled and 
complex operations reduced, he said 

Powder metallurgy, Ziegfeld said 
|is finding wide application not onlv 
jin the automotive and home appli- 
ance fields, but in such varied in- 
dustries as timing devices, locks 
business machines, machine tools 
|and aircraft. 

Specialized uses of powder metals 
are in electronics, permanent mag- 
nets. flake powders for paints and 

| nrinting inks, pharmaceuticals and 
fireworks. 

The most important metal pow- 
| ders, he said, are iron, copper, brass 
| and aluminum. Others are stainless. 
titanium. tungsten, tin and lead. 
| Consumovtion of iron powder, he 
|said, is six to eight times greater 
than in 1944, while the use of copper 
powder has about doubled in the 
is period. 
| 


Wolfard Names Peterson 


As General Manager 


R. E. Peterson has been name i 
general manager of Wolfard Motor 
Co. (Ford), Portland, Ore. 

J. L. Nussbaumer has been named 
|new-car sales manager; Verl En- 
mons, used-car manager; J. Hi;z- 
ginbotham, truck sales manage’. 
and Q. E. Sidensinger, used-truc « 
manager. 
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BOSTON. — Charges that the re- 
ent rise in interest rates was 
yrought about to give lenders ex- 
wrbitant profits at the expense of 
borrowers were assailed by the 
Hirst National Bank of Boston in 
its New England Letter. 

“This distortion of the facts, 
with false implications, calls for 
correction, as it involves funda- 
mental issues of vital concern to 
our economy and Federal credit,” 
the bank said. 

Americans, it added, should have 
a good understanding of Federal 


fiscal affairs in order not to be 
misled by false financial propa- 
ganda. 


“While opponents of higher in- 
terest rates aim their shaft at the 
bankers and other lenders, it is 
the many millions of savers who 
would be hurt by the measures 
they advocate,” the bank said. 


It urged the public to support 
the Administration’s endeavor to 
maintain flexible interest rates in 
order to check the overexpansion 
of credit and to prevent the 
Federal Reserve System from 
being used as an instrument of 
inflation. 


“The degree of restrictions im- 





Defense Problems 
Theme at Parley 
Of Transporters 


WASHINGTON. — Leaders from 


every phase of the transportation | 


industry and from the armed forces 
will study defense problems at the 
convention of the National Defense 
Transportation Assn. 

Oct. 11-13 in Louisville. 

With the first day devoted pri- 
marily to business, including the 
election of officers, general sessions 
will open Oct. 12. Heading the list 
of speakers will be Arthur S. Flem- 
ing, director of the Office of De- 
fense Mobilization. 

Other experts who will outline 
the role of transportation in de- 
fense on the first day include Maj. 
Gen. Edmond H. Leavey, former 
Army chief of transportation, who 
will speak on “The Importance of 
Transportation in Logistics,” and 
Charles S. Thomas, assistant secre- 
tary of defense. 

Delegates from the 60 chapters 
of the association will witness a 
demonstration of an attack prob- 
lem in which a tank-infantry team 
with artillery support demonstrates 
close overhead fire over tanks and 
personnel carriers. 

A feature of the Tuesday session 
will be a panel discussion with rep- 
resentatives of the government, 
armed forces and industry partici- 
pating. 

At the annual banquet Oct. 13, 
which will officially close the meet- 
ing, the National Transportation 


Award will be presented to William 
Francis Gibbs, architect and de- 
signer of the SS United States. 





Measuring Gas Flow— 


Tiny valves which trap small amounts of 
exhaust gases from each cylinder have 
speeded up research on fuel distribution 
problems in Ford Motor Co.'s research. A 
test of fuel distribution can be made in 
30 minutes. Shown here installing sampling 
valves is High E. Pritchard, Ford carbure- 
tion engineer and originator of the test. 


Interest Hike Defended 


Boost in Rates Linked to Law of Supply 
And Demand, Bank Says 


to be held | 


posed will be dictated by domestic 
business trends and international 
developments,” the bank said. 
“When there are definite signs of 
business slackening, the Adminis- 
tration has indicated that it will 
pursue a liberal easing of monetary 
policies to provide for orderly 
business adjustments. 

“Since our economy is in rel- 
atively delicate balance, the Ad- 
ministration faces the difficult task 
of using the brake to check in- 
flationary developments but at the 
same time to avoid applying them 
so hard as to cause a jolt to the 
economy.” 

The bank said that interest— 
the price paid for the use of 
money — can be generally com- 
pared to wages for labor and 
prices for commodities. In effect, 
the bank said, interest rates are 
determined by the basic economic 
law of supply and demand. 

The bank said the current rise in 
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BETTER THINGS FOR BETTER 


Du Pont Refinishing 
























money rates also partially com- 
pensates those who were “unfairly 
and severely penalized by the 
artificially low interest rates under 
the cheap money policy.” 

These persons, the bank said, are 
savers — the real creditors whose 
funds are held in trust by the 
savings and commercial banks, life 
insurance companies and other fi- 
nancial institutions. 

Total debt of all nonfinancial 
corporations in the U. S. as of 
last Dec. 31, the bank said, was 
$167 billion, against credits of 
$120 billion. 


“The rise in interest rates is not 
an unmixed blessing to banks,” it 
said. “While higher rates provide 
an increase in gross earnings, at 
the same time they place restraint 
on the expansion of loans, cause 
substantial losses on holdings on 
Government and other bonds and 
bring about withdrawal of corpo- 
rate balances, as well as compel 
banks to pay higher rates on time 
deposits.” 

The bank said that money rates 
actually are abnormally low when 
compared to other boom periods. 
The current average interest rate 
is 3.73 percent, it said, 36 percent 
below 1929. 
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New L-M Dealer— 


D. V. Weston (right), general manager 
of Mecklenburg Motors, Inc., signs contract 
which makes his firm the new Lincoln-Mer- 
cury outlet in Charlotte, N. C. Formerly 
general sales manager of Greater Dallas 
Motors, Dallas, Weston will be in charge 
of the Charlotte operation. Present at the 
signing were Glen H. Schricker, Atlanta, 
(left), district manager, and Jay 
Hoskins, sales manager for Mecklenburg. 
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Save time, money and materials 
with Duco® factory-controlled color matching 


materials. 


DUCO is so easy to use, too! It sprays on smooth... gives full 


DUCO Lacquer colors are factory-controlled to conform exactly with 
car-makers’ standards ... save you the trouble of matching colors on 
the job. 
It is easy to find just the right color for any refinish job by consulting 
your Du Pont Color Bulletin . . . just call your Du Pont jobber and 
order that color. It’s quick, economical—no waste of time and 


coverage . . . polishes to a hard, bright gloss. 
So for fast, controlled color matching every time, call the 


ae 
~~ 


Du Pont jobber nearest your shop today. 


E. I. du Pont de Nemours & Co. (Inc.), 
Refinish Sales, Wilmington, Delaware. 
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LIVING...THROUGH CHEMISTRY 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 





FOR BIGGER 
PROFITS —pytT 
“DUCO” TO 

WORK FOR 
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Truck Deemed 
Proving Ground 


For Car Tires 


DAYTON, O.—Choice of tires by 
businessmen follows a psychologi- 
cal pattern, and the tires that give 
the best performance on his truck 
often become a_ businessman’s 
choice for his family car, accord- 
ing to Irve Eisbrouch, tire sales 
—_— of Dayton Rubber 

o. 

An operator whose business in- 
volves the use of trucks, Eisbrouch 
said, understands the part tires 
play in dependable and economical 
operation. 


“Motor carriers,” according to 
Eisbrouch, “put tires through every 
conceivable test. As a matter of 
fact, the tire industry is indebted 
to trucking operators for providing 
it with the most effective tire-test- 
ing laboratory that could be 
imagined. 


“Tires that give the best per- 
formance on trucks and trailers,” 
he added, “automatically become 
the businessman’s choice for his 
family car.” 
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Auto Markets 


(Continued from Page 18) 


on record. Through August, motor-|as to whether car production is too 
ists in Milwaukee had purchased|high, Bradenton auto dealers are 
26,385 cars, while sales for the|cheerfully moving them out at a 
state totaled 91,009.— (John E.|/record clip. Competition is back; 
Hubel.) business in general is fine. 


But it isn’t sunshine for all deal- 
ers. A few who sell less popular 
makes are running behind their 
1952 sales. 

Records show that dealers are an 
average of 25 percent ahead of last 
year. Some dealers show a 50 per- 
cent increase, while others show a 
decrease running from 15 percent 
to 40 percent. 


Summer business — usually slow 


+. * #*# As of Aug. 1 there had been | after the vacation rush is over—has 
Birmingham 1,000 new cars sold by the County’s | been good. One dealer said, “This is 
New-car sales g Birmingham,| 16 new-car dealers, Last year, |the best summer I can remember, 


dealers thought they had a pretty 
good year when they sold 870. 


Ala., for August declined 11 percent except possibly the summer of ’50 


from the July figure. 

Total sales were 1,519, compared 
to 1,530 for July. Prices on used 
cars were lower, and were reported 
to be unsteady with a trend toward | 
a continuing drop. 

New-car sales by make were: 
Ford, 432; Chevrolet, 386; Buick, 
123; Plymouth, 110; Mercury, 98; 
Pontiac, 75; Oldsmobile, 60; Dodge, 
58; Studebaker, 49; Nash, 26; 
DeSoto, 22; Cadillac, 21; Chrysler, 
19; Lincoln, 9; Willys, 9; Kaiser, 8; 
Packard, 8; Hudson, 6; Austin, 2; | 
Henry J, 1; International, 1, and) 
MG, 1.—(Stuart Riddle.) 

* ok oa 


Ottawa 

Some dealers report a spectcular 
increase in sales of both new and 
used cars for early September, and 
sales records may be smashed for | 
the month. 

When questioned about the 
sudden boom, a number of deal- 
ers said that good driving | 
weather, continuing high employ- | 
ment, no immediate prospect of | 
tax relief for cars and lower | 
prices accounted for the increase 
in business. 

In addition, it is learned that, 
dealers showing readiness to accept | 
liberal tradeins are having the big- | 
gest turnover and selling most cars. | 

“This past week has produced a 
record number of sales for this sea- 
son at any time in Cabeldu’s his- 
tory, both in new and used cars,” 
reported Cabeldu Motors, Ltd., 
adding that the “tremendous num- 
ber of fresh tradeins gives the 
buyer an ever-changing selection.” 
—(M. L, Schwartz.) 

+ * 


when the Korean War started, and 
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Bradenton, Fla. 
Manatee County (Bradenton) 
new-car sales are bounding along 
as briskly as a rabbit outrunning 
shotgun pellets. 
While economists worry in print 


Drivers Called 
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every one thought they would stop 
making cars and began grabbing. 
But this is solid business we are 
doing now—no panic behind it.” 

All dealers are hustling for bus- 
iness, but they find the public in 
a receptive frame of mind. 

What brought on this buying 
spree? 

Well, cars of all makes are avail- 
able in quantity. Dealers are offer- 
ing good tradeins and a customer 


doesn’t have to buy accessories he | 


doesn’t want, And people in Mana- 
tee County generally are making 
money .and can afford to buy a 





new car. 

“Repossessions are still below 
normal,” a dealer said. “People 
have the money to make pay- 
ments. Most repossessions are 
junk cars.” 

The used-car situation is a prob- 
lem in Bradenton, but not one to 
make dealers break down in grief. 
They are taking in many used cars 
on new-car sales, but they are sell- 
ing a large number. 

“There are more used cars on the 
market than ever before, and more 
are being sold than ever before,” a 
dealer said.—(Joseph Lawren.) 





240 Pages of Automotive Advertising 


These Leading Automotive Manufacturers Placed 240 Pages 
of Advertising in THE PROGRESSIVE FARMER, 
January-October, 1953 


— im 
2 evrolet or 
Key to Price Chrysler Oldsmobile 
Plymouth 





Of Insurance 


NEW YORK.— Motorists can do | TRUCKS 



















Pontiac 
Studebaker 
Willys 












plenty to hold the price line for Chevrolet Ford Studebaker 

their car insurance, the Assn. of Dodge G.M.C. Willys Trucks 

Casualty & Surety Companies de- International & Jeeps 

clares, citing the safe-driving rec- 

ord in Detroit which has given TRACTORS 

ee ee oe Se Allis-Chalmers John Deere Massey-Harris 

major U. S. cities. J.1. Case Farmall (1.H.C.) Minneapolis- Moline 
To tell drivers what they can do Caterpillar Ferguson Oliver 

to help bring about lower insurance Ford 

rates, the association is cooperating TIRES 

with the American magazine in 

distributing a brochure based on Armstrong General B. F. Goodrich 

the article, “Why Your Auto Insur- Firestone Gillette Goodyear 











ance Costs So Much,” which ap- 
peared in the May issue of that 
publication. More than 250,000 bro- 
chures have been sent to motorists 
in every state. 

The key to the whole problem of 
auto insurance costs, the booklet 
states, is that rates do not have 
to rise if drivers want to prevent it, 
for no amount of inflation can af- 
fect the accident that does not 
happen. ‘ 

Referring to the “spectacularly 
successful” safety program in De- 
troit, the booklet says: 

“For several years this home of 
the auto has been warring against 
persons who abuse the automobile. 
Drunken drivers are jailed and de- 
prived of their licenses for at least 
90 days. Speeders going more than 
15 miles per hour above the limit 
are also jailed. When crackups 
begin occurring in abnormal num- 
bers at any intersection, the police 
and city engineers descend on it 
and give it special attention.” 

Safe and sane driving, however, 
is only one part of the picture. 
What happens after a wreck is 
also part of the insurance cost. The 
brochure cities “jacked-up garage 
bills for collision repairs” and “ex- 
travagant jury awards for minor 
injuries” as contributing factors 
that motorists can help to correct. 






























PARTS AND ACCESSORIES 


Alemite Lubricating 





PETROLEUM PRODUCTS 


Cities Service Lubricants & Fuels 





MOTORCYCLES 


Editorial and Advertising Offices: 
Advertising Offices: 


A.C. Fuel Pumps 
A.€. Oil Filters 
A.C. Spark Plugs 
quipment 
Auto-Lite Batteries 
Auto-Lite Spark Plugs 
Bowes “Seal Fast” Products 
Champion Spark Plugs 
Eaton Axles 


Alemite Lubricants 
American Petroleum Institute 
Conoco Lubricants & Fuels 


Emerol Marvel Oil 
Esso Standard Oil Products 
Ethyl Gasoline 


BIRMINGHAM - 


NEW YORK + CHICAGO - 


Harley-Davidson 





Ford Parts & Service 

Hasting ‘“‘Steel Vent” Piston Rings 
Perfect Circle Piston Rings 
Prest-O-Lite Batteries 

Sealed Power Piston Rings 
Timken Tapered Roller Bearings 
Western Auto Supplies 

Willard Storage Batteries 

Wix Oil Filters 

Fram Oil-Air-Fuel Filters 


Penn. Grade Crude Oil 

Phillips Chemical Co. ( Philgas) 
Pure Oil Products 

Quaker State Oil 

Sinclair Lubricants & Fuels 
Standard Oil of Ky. Products 
Texaco Lubricants & Fuels 

Gulf Lubricants & Fuels 


MEMPHIS « 
LOS ANGE‘ES 


RALEIGH - 
SAN FRANCISCO” «+ 
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: general trend of collections 

from state sales taxes, reflect- 
ing retail business activity, is con- 
tinuing at a higher level than a 
year ago, according to a sampling 
of revenue reports from state capi- 





5,000 Attend Reliable's Lot Opening— 


Reliable Chevrolet Co., Meridian, Miss., has opened a used-car lot on Sixth St., 
with a 305-foot frontage. According to R. S. Lincoln, president, more than 5,000 
visitors attended the opening, at which various prizes were given away. The office on 


the right is air-conditioned and has four closing rooms and a waiting room. The Illinois 2 percent sales tax, 


Sales-Tax Gold Rolls In 


Collections Continue to Gain, Reflecting 
Increased Business Activity 


for example, yielded $18,162,000 
during July, compared with $16,- 
176,000 in the _ corresponding 
month last year. 

Alabama’s sales tax produced 
$4,767,994 in July, an increase of 
7.11 percent over the same month 
a year ago. During the first 10 








America’s leading automotive manufacturers 
are placing more and more advertising in The 
Progressive Farmer to sell their products to 
farm families of the 16 Southern states. 

The rural South — The Progressive Farmer 
market — is the fastest-growing, big, regional, 
farm market for automotive products. Con- 
sider these figures* for 1952 as compared to 
1940... 


.--Farm-owned AUTOMOBILES were UP 
19.4% in the South. The Nation gained 5%. 


..-Farm-owned TRUCKS were up 192.5% in 
the South. The Nation gained 130.2%. 


..-Farm-owned TRACTORS were up 316.8% 
in the South. The Nation gained 166%. 


*Census figures, 1940-50. USDA-BAE figures, 1952. 





THE PROGRESSIVE FARMER market leads in gains in 
farm-owned AUTOMOBILES, TRUCKS and TRACTORS 


The rural South is a vast and growing market 
for all kinds of consumer goods. Its cash farm 
income was $6.9 BILLION higher in 1952 
than in 1940. With a near record income 
already assured for 1953, the rural South re- 
mains America’s No. 1 sales opportunity. 


The Progressive Farmer dominates the 
rural South as no other magazine dominates 
a market of similar size. Leading advertisers 
recognize this fact. That’s why The Progres- 
sive Farmer stands first among all farm maga- 
zines in lines and pages of advertising. You 
add the prosperous, up-and-coming rural 
South to your market, when you add The 
Progressive Farmer to your advertising list. 


The SOUTH subscribes to 


The Progressive Farmer 


25 


months of the state’s fiscal year, 


which starts Oct. 1, the 3 percent 
Alabama levy yielded a total of 
$47,519,445, an increase of 10.08 per- 
cent over the corresponding period 
of the preceding year. 

Receipts from the Arkansas sales 
tax increased from $2,331,163 in 
July, 1952, to $2,538,512 in July this 
year. 

* * + 

ANSAS | sales-tax collections 

during July totaled $3,676,024, 
an increase of 3.6 percent over the 
same period last year. 

North Carolina sales-tax 
receipts amounted to $2,802,594 
in July, an increase of 9.73 per- 
cent over the corresponding 
month last year. North Carolina 
Revenue Commissioner Eugene 
Shaw said the increase, by com- 
parison, was “indicative of sta- 
bility.” 

Shaw said that North Carolina 
sales tax collections registered a 
gain of 6.52 during the fiscal year 
ended June 30. During that year 
the schedule showed no greater in- 
crease for any month than the 
12.27 percent of July, 1952. 

Ohio State Treasurer Roger W. 
Tracy reported that sales-tax col- 
lections for the week ended Aug. 8 
totaled $3,283,180, marking the 
second consecutive week that re- 
ceipts exceeded the $3,000,000 
figure in the current fiscal year, 
which started July 1. 


* * * 


7 Ohio collections brought the 
total for the first 39 days of the 
fiscal year to $20,355,614 which, 
Tracy noted, is $4,229,355 more 
than receipts for the corresponding 
period last year. 

Georgia retail sales during July 
were 20 percent ahead of the cor- 
responding month a year ago, ac- 
cording to the University of 
Georgia’s Bureau of Business 
Research, 


The increases ranged from one 
percent in family apparel to 42 
percent in the automotive group. 
There was no change in food sales 
over the period. 


Collyer Forecasts 


Sales of Up to 
102 Million Tires 


AKRON.—John L. Collyer, presi- 
dent of B. F. Goodrich Co., said last 
week that company estimates indi- 
cated the U. S. would consume 
more new rubber this year than 
ever before and that sales of all 
types of pneumatic tires would be 
the second highest in history. 

Collyer estimated that consump- 
tion of new rubber would total 
about 1,375,000 long tons, an in- 
crease of 9 percent over the 1952 
record of 1,261,000 long tons. Syn- 
thetic rubber, which constituted 64 
percent of the 1952 total, currently 
is comprising about 56 percent, he 
said. 

Sales of car, truck, bus, farm, 
airplane and industrial tires may 
be as high as 102 million units this 
year, a volume surpassed only by 
1950’s record 106 million, Collyer 
said. 

He predicted that although tire 
sales during the last half of 1953 
would reflect normal seasonal de- 
clines, they, too, probably would be 
the second-highest in industry his- 
tory, exceeded only by 1950’s last- 
half sales. 

Collyer said that the industry’s 
stocks of tires declined more than 
1,200,000 units in July and that 
another substantial decrease was 
indicated in August. 

He explained that industry in- 
ventories usually were built up to 
an annual peak at the end of June 
in order to meet the demand for 
tires during the heavy summer sel- 
ling season. 


Hudsons Sweep 


Wisconsin Race 


MILWAUKEE.—H udson swept 
the first three places in the 100- 
mile race held here during the 
Wisconsin State Fair. 

Sam Hanks was first, Marshall 
Teague second and Frank Mundy 
third. 

In the 150-mile race at the fair, 
Bob O’Dell, driving a Packard, was 
first, followed by Bob Christie in 
a Nash and Norm Nelson in an 
Oldsmobile. 
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Roundup from State Capitals. . . 


wha egisla lion Affect ng eds Sndustry 


, ception this year. They were killed 


By Bethune Jones 
Legislative Correspondent 
ON’T look for a new trend in the fact that the Alabama 
Legislature, the last of the 1953 state lawmills to grind 
out regular session grist, enacted a bill outlawing the union 
shop and other forms of compulsory unionism. 


Despite the isolated significance of 
which Gov. Gordon Persons¢ 


said he signed “because I be- 
lieve in free labor and free 
enterprise,” there is little evidence 
warranting interpretation of the 
development as the forerunner of 
a new wave of similar laws in 
other states. 

Earlier this year, similar propo- 
sals in at least 11 states —Cali- 


fornia, Colorado, Connecticut, 
Idaho, Kansas, Missouri, Ohio, Ok- 
lahoma, Oregon, Utah and Wyo- 
ming — were rejected. 

Legislatures in general have con- 


tinued the cool-. 
ness toward all 
types of contro- 
versial labor rela- 
tions legislation 
they have shown 
ever since 1947, 
when union re- 
strictive laws 
were widely en- 
acted. Bills to re- 
peal or modify 
existing laws pro- 
hibiting compul- 
sory unionism also got a chilly re- 


Bethune Jones 





15123-15245 IS THE BRIEF and handy iden- 
tification fora certain size tapered roller bearing 
used on front wheels. When it’s on 
earing, we make it say a good deal 
more; it becomes a full report on the bearing’s 
quality and the service that goes with it. 


oe 
a Timken 


FOR USE IN OUR RESEARCH LABORA- 
TORY, we developed an instrument that can 
check contours and smoothness of circular sur- 
faces within a micro-inch. With it, we’ ve found 
ways to make Timken bearings truer, smoother, 
hence quieter, longer wearing in your car's 
moving parts—the vital zone. 





TAKING 


the Alabama measure, | 








STEEL in a glass capsule from 
one of our nine electric fur- 
naces. It will be analyzed and 
results flashed back to the fur- 
nace, in less than ten minutes 
—an example of the kind of 
quality control that’s carried 
through every step in the 
making of Timken bearings. 


in Arkansas, Iowa, Nevada, North 


Carolina and Tennessee. 
* * # 


Union Shop Bans 
i ns Alabama act brings to 14 
the number of states which now 
have laws banning compulsory 
unionism. Other states with such 
laws, all adopted in previous years, 
are Arizona, Arkansas, Florida, 
Georgia, Iowa, Nebraska, Nevada, 
North Carolina, North Dakota, 
South Dakota, Tennessee, Texas 
and Virginia. 


Modeled on the Virginia “right to 
work” law, which has been upheld 
by the U. S. Supreme Court, the 
Alabama measure provides that the 
right of a person to work “shall 
not be denied” on account of mem- 
bership or non-membership in a 
labor union. It also prohibits the 





checkoff of union dues where em- 
ployes object. 

Latest tally shows that legisla- 
tion liberalizing unemployment 
| benefits was enacted this year in 


at least 17 states—Colorado, Con- 


necticut, Delaware, Maine, Mary- 
| land, Massachusetts, Minnesota, 
Montana, Nevada, New Hamp- 
shire, New Mexico, North Dakota, 
Ohio, Oklahoma, South Dakota, 





Tennessee and West Virginia. 

| Legislation providing for lower 
unemployment tax contributions 
| by employers was enacted in Colo- 
|rado, Massachusetts, Montana, 
| North Dakota, Ohio and Oklahoma. 


A Michigan bill, which would 


have reduced the contributions of | 


some employers to the unemploy- 
ment compensation fund and ex- 
tended the benefit period from 20 
to 26 weeks, was vetoed by Gov. G. 
Mennen Williams, who criticized 
the lawmakers for not boosting 
| benefit rates. 


Unemployment resulting from the 
recent fire at the General Motors 
transmission plant in Livonia led 
to pleas for a special session in 
Michigan to liberalize unemploy- 
ment benefits, but Williams de- 
clined to call such a session with 
the statement that the Republican 


We make this 
number talk 


A SAMPLE OF 


AFTER FINISH-GRINDING ROLL- 
ERS, we hone them super-smooth—an 
added step to make Timken bearings 
super-quiet. Specify ‘“Timken” as well 
as a bearing number. And for fu// value, 
always use a Timken bearing cup with a 
Timken bearing cone. The Timken Roller 
Bearing Company, Canton 6 Ohio. 





OUR STATISTICAL QUALITY CONTROL beats errors to the punch. 
The chart—there’s one on every grinder—plots the dimensions of several 
cups or cones from each lot. Trends toward off-size bearing parts show up 
on the chart. We “‘catch’’ rejects before they happen. 





TIMKEN is number 1 for VALUE where value counts most: in the vital zone 


TRADE-MARK REG. U. S. PAT. OFF. 


+ / 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL LY AND THRUST =(§— LOADS OR ANY COMBINATION 7% - 





majority “would merely reenact the 
measure I vetoed last spring.” 
* * * 


Idle Fund Legislation 


N? LEGISLATURES this year 
increased employer tax contri- 
butions to unemployment funds or 
decreased benefits, although meas- 
ures tightening eligibility require- 
ments and aimed at curbing chisel- 
ing were enacted in some instances. 


Proposals to broaden the cover- 
age of unemployment compensation 
laws were rejected in California, 
Florida, Illinois, Iowa, Maine, New 
Jersey, New York, Oregon, Rhode 
| Island, Vermont and Wisconsin, 


|  Workmen’s compensation law 
benefit provisions were liberalized 
in one or more respects this year 
in at least 28 states—Colorado, 
Connecticut, Delaware, Florida, 
Idaho, Mlinois, Indiana, Kansas, 
Maine, Maryland, Michigan, Min- 
nesota, Montana, Nebraska, Ne- 
vada, New Hampshire, New Jer- 
sey, North Dakota, Ohio, Oregon, 
Pennsylvania, South Carolina, 
South Dakota, Tennessee, Ver- 
mont, West Virginia, Wisconsin 
and Wyoming. 

Laws providing compensation for 
occupational diseases were enacted 
in Kansas and Oklahoma. Nevada 
broadened its occupational disease 
law, and such coverage was ex- 
| tended in Colorado. Interim studies 
of workmen’s compensation laws 
were authorized in Massachusetts, 
| Montana, New York and Utah. 


| Authorities favoring compulsory 
motor vehicle inspection apparently 
| will have to do considerably more 
educational work to stir up public 
acceptance before legislation of this 
type spreads much further. 


No new or stronger inspection 
laws were enacted this year, while 
such proposals were rejected in 
Arizona, California, Colorado, Con- 
necticut, Florida, Indiana, Iowa, 
Maryland, Michigan, Missouri, New 
York, North Carolina, Ohio, Ore- 
gon, Wisconsin and Wyoming, and 
vetoed in Illinois. 

Repeal of existing inspection laws 
was unsuccessfully proposed in 
Texas and West Virginia, but the 
| Texas law was modified to soften 
| opposition. 





x * * 


For Uniform Plates 


N AGREEMENT on a uniform 

license plate for all states will 
be proposed by Oregon Secretary 
of State Earl T. Newbry when the 
|American Assn. of Motor Vehicle 
| Administrators meets in October in 
| Richmond, Va. 


Newbry, who previously has ad- 
vocated such.action, says that 
auto manufacturers have long as- 
| sured the states that once a uni- 
|form plate was adopted motor ve- 
|hicles would be manufactured With 
provision for a permanent and pro- 
tected license plate holder. This, 
Newbry points out, would result in 
economies in plate materials. 


| Described as the first of its kind 
| to be enacted by any state, a Penn- 
lsylvania law permits the use of 
trucks with double axles in front 
to carry loads similar to those per- 
mitted for truck-tractors and semi- 
trailers with tandem axles. 


D. Herbert Spangler, of Ham- 
burg, Pa., president of Hahn 
Motors, Inc., who devised the 
double front axle innovation, says 
it so equalizes the load as to 
make it safe to haul 5,000 pounds 
more than with the single front 
axle. 

New Jersey has a new law au- 
thorizing municipalities with at 
least 12,000 population to establish 
truck routes. The measure em- 
powers the municipalities to ex- 
clude from some streets trucks 

|}carrying heavy loads (four tons 
|gross). The act specifies that the 
|exclusion should not apply to 
| trucks making deliveries on restric- 
| ted streets. 
| Under another new law, New Jer- 
|sey is setting a precedent by 
jlaunching a new program of 
|mental, physical and driving skill 
tests for trailer-truck drivers. Pro- 
visions of the act require some 
15,000 drivers of heavy trucks to 
submit this fall and winter to ex- 
aminations for a special license if 
they wish to continue operating 
such vehicles after Apr. 1, 1954. 
* os * 





Use Tax in Georgia 
74x developmens in state cap'- 
tals include a Georgia rulin 
under which dealers will be re 
(Continued on Page 49, Col. 1) 

















Administrator Details Setup .. . 


Small-Business Help 





Planned at 


WASHINGTON.—The new Small 
Business Administration is designed 
to serve the three primary needs 
of the nation’s 
small firms, ac- 
cording to its ad- 
ministrator, Wil- 
liam D. Mitchell. 

The needs, he 
said, are: 

1. Access to ade- 
quate sources of 
capital and credit 
on reasonable 
terms. This, he 
said, is particular- 
ly true of long- 
term credit. 

2. Greater opportunity to share 
in a growing economy through gov- 
ernment contracts and equitable 
orders from large private indus- 
tries. 

3. Managerial and technical con- 
sultation, frequently too expensive 
for small firms, even for occasional | 
short periods. | 

“Obviously,” said Mitchell, “if 





W. D. Mitchell 


Ford to Construct 
Stamping Plant 
Near Cleveland 


DEARBORN. — Ford Motor Co. 
will construct a new stamping plant 
containing 960,000 square feet of 
floor space and employing 2,400 per- 
sons in Walton Hills, O., southeast 
of Cleveland, it was announced last 
week by R. H. Sullivan, vice-presi- 
dent and group executive, | 

The company has an agreement 
to purchase 116 acres on Northfield | 
road at the Cuyahoga - Summit | 
county line from the Pennsylvania 
Railroad. 

Production in the new plant is 
expected to get under way late in| 
1954, with full operation scheduled | 
for early 1955. The plant will con-| 
tain 15 major press lines and will | 
be devoted to production of steel | 
body parts and assemblies for 
Ford and Mercurys. 

“The Cleveland Stamping Plant, | 
as it will be known, will help Ford | 
Motor Co. to meet projected sched- | 
ules for passenger car compon-| 
ents,” Sullivan said. “Its capacity | 
will be added to those of the com-| 
pany’s Buffalo, N. Y., and Dear- | 
born, Mich., stamping plants, both 
of which are being expanded.” 

The 116-acre site is well situated | 
with respect to incoming transpor- 
tation of steel and other raw ma- 
terials and outgoing finished parts, 
Ford said. The new plant will! be 
equally distant from the center of 
Cleveland and Ford’s engine plant 
and foundry in Brookpark Village. 

Equipment and methods in the 
new plant will be more advanced 
than those at the Buffalo plant, | 
which opened in 1950. 


Houdaille-Hershey 
Lays Off 125 


BUFFALO.—The Buffalo division 
of Houdaille- Hershey Corp., has 
laid off more than 125 employes 
during the past two weeks and is 
gradually eliminating most Satur- 
day overtime work. 

All workers laid off were on the 
third shift which is being elimi- 
nated. It was reported that the 
order backlog remains substantial, 
however, and work for the automo- 
tive industry continues at a high 
level. 


Tool Engineers Schedule 
Philadelphia Exposition 


PHILADELPHIA.—The conven- 
tion center here will be the site 
of the 10th biennial American So- 
ciety of Tool Engineers’ Industrial 
Exposition, Apr. 26-30, 1954, Harry 
E. Conrad, executive secretary, has 
announced. 

Floor plans and regulations for 
the exposition are available from 
the society’s headquarters, 10700 
Puritan Ave., Detroit 21. 
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fund as a means of stimulating 
private financial assistance. 

Mitchell said SBA is developing 
plans for promoting a larger 
share of business, from public 
and private purchasers alike, for 
small firms. New products and 
new methods will be opened to 
small concerns, he said. 


SBA will meet small businesses’ 
third problem, Mitchell said, by 
stimulating the use of home talent 


and know-how to assist with man- 
empire of employes and huge ex- agerial and technic&él problems. Co- 


es of public funds. operative endeavors involving col- 
‘This would be the antithesis of leges, business and civic organi- 

the free enterprise system. The} zations and experts of various kinds 

long-range problems of small busi-| wij] pe encouraged, he said. 

ness cannot be met with Govern-| ur. short” h F id. “th 

ment handouts, red tape and orders grams of SBA in ail fields aie die 

ae a mam Petagnae gman |signed to generate self-help and 
Instead,” he said, “we will have/ cooperation at the grass-roots 

an agency which will be strong and | jeye],” 

lean—composed of people who| 

know their jobs, and streamlined to 

do an effective job.” 


In the field of financial assistance, 
Mitchell said, SBA is fostering the 
development of pools of private 
capital, in which financial institu- 
tions, business leaders and _ indi- 
vidual citizens can participate. SBA 
will use its $55 million revolving 





3 Levels 


we in SBA attempted to serve 
directly the needs of all small 
businesses, it would require an 








Stan Bloch announces that Stan 
Bloch Motors (Willys), has moved 
its showroom from 3747 N.E. 
Sandy Blvd., around the corner to 
1615 N.E. Thirty-eighth Ave., where 
the dealership has had its service 
shop for some time. 





BUICK DEALER PROVES 


Fewer Major 
Overhauls 
With Amazing 
Purple Oil 


MR. LAWRENCE BECKER, owner of Becker Buick Incorporated, South 
Milwaukee, Wisconsin, recommends ROYAL TRITON to his customers. 





Lawrence Becker says: “After having 
sold ROYAL TRITON for more than two 
years, we are very happy to report the fine 
results it has given. We find cleaner en- 
gines, better performance and fewer motors 
requiring major overhaul. 

“We have also had outstanding results 
with hydraulic valve lifters. We, as well as 
our customers, have found it to be most 
economical to use only the finest motor oil. 
So, of course, we highly recommend ROYAL 
TRITON, the amazing purple motor oil!” 

Here's how heavy-duty ROYAL TRITON 
keeps engines clean and combats sticking 
lifters: 

1. ROYAL TRITON contains special com- 
pounds that reduce the formation of lac- 
quer and varnish. 


2. ROYAL TRITON’S greater detergency 
retards sludge from clogging hydraulic 
valve lifters. Instead of depositing on en- 
gine parts, sludge and gum stay suspended 
in the oil until drained. 

Inquire about handling heavy-duty 
ROYAL TRITON motor oil in your automo- 
bile agency. Write your nearest Union Oil 
Company office: 


LOS ANGELES 
Union Oil Building 


NEW YORK 
45 Rockefeller Plaza 
1060 International Bidg. 
CHICAGO, 1612 Bankers Building 
NEW ORLEANS 
644 National Bank of Commerce Building 
ATLANTA, 401-02 Atianta National Bidg. 
50 Whitehall St. 





COMPANY 


OF CALIFORNIA 


UNION OIL A —G 
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Texas Cattle Man 
Orders $20,000 Lincoln 


Derham Custom Body Co., Rosemont, 
Pa., recently built the 1953 Lincoln Capri t 
shown here for a dealer in Texas who / 
ordered it for a wealthy cattle man. The ‘ 
car is valued at $20,000. It is air-condi- 
tioned, has short-wave telephone, regular 
radio and a special instrument panel with 
some unusual instruments, among them an 
Italian tachimedion, which records average 
speed. Upholstery is in fine broadcloth, 
and nylon carpet at $51 per square yard 
is used. 










Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 








Dealer Business Counsel 


Demonstration Expenses Now Average $4.31 
For Each New Car Sold 


AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 


By J. B. Van Tassel 


Buginess Consultant 


8 onan adapt expense is 
currently averaging $4.31 for 
each new car 
sold. This average 
varied from a low 
of $2.22 to a high 
of $8.19, as taken 
from the state- 
ments of more 
than 100 new-car 
dealer operations, 
which were sent 
in to me for anal- 
ysis for the six- 
month period 
ended June 30. 





4. B. Van Tassel 





It’s gentle because Steel-Vent’s two 
wall-contacting steel sections have 
rounded edges which provide hairline 
contact, reduce drag to a minimum. 












Customers are no longer begging 
for new and used cars, and the 
days of long profits on both are 
over. New cars must be sold, and 
a demonstration is one of the most 
effective sales weapons that I know 
of. 

Of course, while people were beg- 
ging for new cars it was not neces- 
sary to demonstrate, because they 









demonstration in their sales con- 
tests. 

It would be my suggestion that 
dealers start now to allow at least 


demonstrating expenses in their 
forecasts, because if you don’t dem- 
onstrate you will not sell. 

* ° * 


Question of Ownership 


A important point to 
consider in the discussion of 


cars is the question of whether the 
company or the salseman should 
own the demonstrator. 

The trend of late has been to 
sell a new car to the salesman to 
be used as his demonstrator. This 
may or may not be a good idea, 


were willing to take anything they | put from my past experience I 


could get in the way of transporta- 


| tion. 


Many dealers are now including 


|a small bonus for salesmen for each 


think the company should own the 
demonstrator. 
Where the salesman owns the 








It’s gentle because Steel-Vent’s flex- 
ible, low-tension innerspring works 
only against the steel sections—holds 
them on wall with soft pressure. 


demonstrator, he uses it for every- 


os 


inder 
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HAST 


senger cars—in regular and 
neered for each make and 


your plans for demonstrating new | 










oS 


an average amount of money for; __~\ 


| HIGH VOLUME 
Low PROFIT 


— 


| “We give such good deals I wish 
someone else owned the place so I 
could buy a car from myself.” 





thing under the sun. Many new-car 
deals have been lost due to the 
demonstrator being in poor condi- 
tion as a result of negligence on 
the part of the salesman. 





TOUGH ON OIL-PUMPING, 
Hastings gives you the famous Steel-Vent oil control ring 
with the right combination of companion rings to meet the 
particular operating characteristics of each engine. And 
Hastings gives you the set that’s Motor Engineered for 
replacement service exclusively and for all replacement 
service—re-bore, re-ring, re-sleeve. 


OPI PEED BM Rs! A 


Where the company owns the 





GENTLE ON C R WALLS 





It’s gentle because the Steel-Vent 
spacer has extra wide vents that let 
oil flow through freely for extra cyl- 


wall lubrication. 


NGS 


STEEL-VENT PISTON RINGS 


@ Hastings gives you complete coverage for all pas- 


chrome sets—Motor Engi- 
type of engine, for every 


engine condition and operating need. Motor Engineered 
Sets for trucks, buses and tractors, too. Hastings Manu- 
facturing Co., Hastings, Mich. ; Hastings Ltd., Toronto. 
(Piston Rings, Spark Plugs, Oil Filters, Casite, Drout) 





car, it can direct and control its 
appearance and proper maintenance 
at all times. 

> * m 


Care of Demonstrator 


cr CERTAINLY should be permis- 
sible for the salesman to take 
the car occasionally for his own 
personal use, but the car should 
have regularly scheduled inspection, 
lubrication, wash and everything 
that is necessary to keep it in top 
performance and appearance at all 
times. 

Only by having the demonstrator 
in top shape can you expect maxi- 
mum results from a demonstration. 


Where the demonstrator is owned 
by the salesman, there should be a 
stipulation that it will be inspected 
periodically and maintained at reg- 
ular time intervals, because without 
this understanding, the dealer and 
the salesman stand to lose a lot of 
business. 

(Any questions you may have 
concerning dealer business man- 
agement will be answered gladly 
by J. B. Van Tassel, care of Av- 
TOMOTIVE News.) 


Harrison Studying 
‘Aluminum Use 


‘In Car Radiators 


TROY, N. Y.—A research project 

for the Harrison Radiator Division 
|}of General Motors Corp., is being 
|conducted at Rensselaer Polytech- 
|nic Institute by Dr. Ernest F. 
| Nippes, head of welding research at 
| the Institute. 
Dr. Nippes and associates are in- 
| vestigating joining problems in the 
substitution of aluminum for copper 
|in automotive radiator and heating 
| unit construction. The present con- 
tract is a renewal of one under 
which a year’s study has already 
been made. 

The contract calls for completion 
\of this phase of the investigation 
by July 15, 1954, reports Dr. Wen- 
|dell F. Hess, director of Rensselaer 
| Research. 
| 


AAA Membership 
Establishes Mark 
Of Four Million 


LOS ANGELES.—Membership in 
the 780 motor clubs and branches 
affiliated with the American Auto- 
mobile Assn. has reached an all- 
time high of more than four 
million, Russell E. Singer, AAA 
executive vice-president, last week 
told some 800 delegates attending 
the organization’s 51st annual 
meeting here. 

At the present rate of growth, 
membership will reach more than 
4.25 million by the end of the year, 
he said. 

The AAA’s 1953 operations repert, 
submitted by Singer, said that the 
AAA is working constantly to 
maintain the downward ratio of 
traffic deaths, and that the 1952 
death rate of 7.3 per 100 million 
miles of travel was the best in 
history. 

High school driver education 
courses have gained steadily, it 
was reported, with about 6,000 high 
schools, or one-fourth of U. S. high 
scheols, providing a full course 
with practice driving in dual-con- 
trol cars, supplied by auto dealers. 
Another 3,000 high schools provide 
classroom work only. Approximate- 
ly 6,300 duail-control cars were used 
in the courses last year, the AAA 
reported, and seme 315,000 students 
drove 22 million training miles. 

The report stressed that there 
is still much to be done. “Less than 
one-sixth of the eligible two million 
new drivers who take to the road 
each year are being properly pre- 
pared to meet their responsibilities 
on our crowded highways,” the 
AAA contends. 

The AAA said that 1953 is, 
travelwise, a time of transition. A 
gradual leveling off is at hand, and 
vacationing Americans are more 
careful in planning their trips and 
more conservative in spending their 
travel dollars. 


Hulings Change to Buick 

Huling Bros., Inc., a Chrysle-- 
Plymouth dealership in Seattle fr 
seven years, has dropped th:t 
franchise and become Huling Brc 3. 
Buick Co. The dealership is head: 1 
by Deryl T. and Dale M. Huling. 


| 
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53 Another Bumper Year... 





Huge Harvest Accents |i rimit ate tsi 
Farm Policy Problem pires in 1954. Ideas ao Sammenist 


CHICAGO.—A picture of bumper 
harvests, bulging bins and loaded 
tables is sketched in The Agricul- 
tural Situation, a bimonthly publi- 
cation of the Corn Belt Farm 
Dailies. 

The pamphlet says 1953 will 
probably rank as the second best 
production year in the history of 
the U. S. farmer. 

For the first time since the early 
war years, it says, farmers in 1954 
will deliberately grow less wheat, 
on orders of the Government. Each 
farmer will be told how many acres 
he can sow. 

Corn and cotton face a similar 


Politicos’ Efforts 


To Curb Credit | 
Called a Danger 


MILWAUKEE.—Efforts of some) 
officials in Washington to give} 
permanent control over consumer | 
credit to the Federal Reserve| 
Board are an indication of how 
even a conservative government 
can threaten the existence of an 
industry that has not won public 
goodwill, Philip Lesly, Chicago and 
New York public relations counsel, 
told the Institute on Consumer Fi- 
nance at Marquette University. 

“If the public fully realized the in- 
dispensable function of installment 
credit in making possible the 
American standard of living,” Lesly 
said, “it would not be possible for 
any government agency to seek 
absolute power over the consumer 
credit industry. 

“Increased eduction, higher liv- 
ing standards and greater leisure 
time in the past generation have 
greatly broadened the interests and 
demands of the American public,” 
he said. 

“Today the public demands that 
every activity and enterprise clear- 
ly operates in the public interest, 
or else be forced by government 
control to operate in the manner 
the public believes is in the public 
interest. 

“The many years of prejudice 
against the finance industry, the 
psychological dislike for a creditor 
and the lingering memories of the 
abuses of years ago remain the 
guiding factors in determining the 
public’s attitude toward this in- 
dustry,” he said. 

“It is in this atmosphere,” he 
added, “that considerable public 
support can be obtained for a 
government proposal that would 
give a small group of men in 
Washington the right to tell every 
American how he can spend his 
money, what he can buy, when and 
on what terms.” 

Attending the institute were ex- 
ecutives and personnel of sales fi- 
nance and consumer finance com- 
panies in Wisconsin. 


Holt Cashier Vanishes, 


And So Does $35.000 


MINNEAPOLIS. — (UTPS) — A 
warrant charging first-degree 
grand larceny has been issued 
against Paul R. Salisbury, book- 
keeper and cashier at Holt Motor 
Co. (Chrysler - Plymouth), who 
vanished at the same time as near- 
ly $35,000 of the firm’s cash and 
checks. 

Salisbury failed to report for 
work last week, and officials of the 
firm said they later received a 
letter, postmarked Chicago, inform- 
ing them that when they found his 
car they would “find what you are 
looking for.” 


Police believed he abandoned his | 


car and the checks. The missing 
funds included $3,825.99 in cash 
and $30,565.34 in checks. 


Pellon Now with Burnett 


George E. Pellon, formerly a | 


Dodge-Plymouth dealer at Aber- 
deen, Wash., has been named 
new-car retail sales manager for 
Roy Burnett Motors (DeSoto- 








Plymouth), Portland, Ore. Pellon 
has been in the automotive 
business 27 years. 
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general resentment of the taxpay- 
ing public against the policy of 
using millions from the Treasury 
to encourage unneeded production 


says. 
The present agricultural act ex- 


gram vary widely, 
. says. 

curtailment, the publication says, campaignin 
because of big harvests and carry- ans 2 pecan 6 ee 
overs. Peanuts and tobacco are al- supports, instead of the present 
ready under controls. high, rigid props. Still others 

In return for limiting acreage, | favor a two-price setup te work 
wheat farmers will receive a | off surpluses through stimulation 
guaranteed support price of | of exports, 
about $2.20 a bushel for the 1954 | The hope of the Eisenhower Ad- 
crop, Situation says. The alter- sninietration, Shuation saga, is thet Uptown Motor Renovates Facilities— 
x ale Ge tele aes lcm a ih seevide hang aos oh ap Keeping in step with the general improvement of the section in which _ is — 
a bushel maximum of price protection and a Uptown Motor Co. (Chrysler-Plymouth), Denver, has renovated completely its building 

“The growing problem of over-|minimum of Government interfer-| ond used-car lot. The firm is located in the center of the downtown section, where new 
supplied current markets and the/ ence in his affairs. office buildings are now under construction. 














“Casey” Casite Tells Your Customers. . 
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Smoother Performance or 
Double-Your-Money-Back! 


FREES STICKY VALVES AND RINGS! 
























PREVENTS HYDRAULIC 
VALVE LIFTERS STICKING! 





CUTS START-UP WEAR! 
WK 







GETS RID OF 


£ 


BREAK-IN! 


SPEEDS OIL TO 
FRICTION ZONES! 


QUICK STARTS 
IN COLDEST WEATHER! 






~ @uarantee 17 
SMOOTHER PERFORMANCE ALL YEAR ‘ROUND 
QUICKER STARTING IN WINTER WEATHER 
OR DOUBLE-YOUR-MONEY-BACK! 


CASITE DIVISION, HASTINGS MANUFACTURING CO. - HASTINGS, MICH. 


MADE INU. S.A 











America’s Newest, Finest Upper Cylinder Lubricant! 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old cars and for all 
top oilers. Just add Caslube to the gasoline. Retails prefitably at only 25¢. Casite Division, 
Hastings Manufacturing Co., Hastings, Michigan (Casite, Caslube, Drout, Hastings Piston 
Rings, Spark Plugs, Oil Filters) 





Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

General Motors again topped all 
other manufacturers in magazine, 
radio and television advertising for 
the first six months of 1953, ac- 
cording to figures compiled by 
Leading National Advertisers, Inc. 

GM also showed the largest in- 
crease in expenditures over 1952— 
$5,600,000. 

The figures are based on meas- 
urement of 86 magazines, six na- 
tional farm publications, four radio 
networks, four television networks, 
and First 3 Markets Group, New 
York Herald Tribune edition of 
This Week Magazine, New York 
Mirror Magazine, New York Times 
Magazine, and Puck —in addition 
to the American Weekly, Parade 
and This Week Magazine. 

GM, in the first six months, 
spent $15,016,396 in total adver- 
tising in these media, with $9,- 
390,348 going for general maga- 
zine advertising, and $957,007 for 


farm publications—a total of $10,- 
347,355. 

Showing a swing toward televi- 
sion, GM expended $2,807,980 in that 
medium during the first six months, 
as compared with $1,171,596 for ra- 
dio time. Cost of space in news- 
paper sections totaled $689,465, the 
report said. 

Ford Motor Co., boosting its ex- 
penditures by $2 million over the 
same period of 1952, climbed into 
the No. 10 spot among the nation’s 
top 100 advertisers. 

Expending $6,677,641 for over- 
all advertising, Ford gave a large 
share of its budget to television. 
The video networks picked up 
$2,107,256 during the first six 
months, a sizable amount being 
credited to the 50th Anniversary 
Program over NBC and CBS. 
Radio networks received only 
$200,769 from Ford. 

Ford’s general magazine adver- 
tising totaled $3,830,481, with $3,- 

| 664,108 going to magazines and 
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$166,373 to farm publication. The 
remainder of the money, $539,135, 
went for newspaper sections. 

The only other auto manufac- 
turer to get into the top 20 during 
the first six months was Chrysler 
Corp., with an expenditure of $6,- 
163,169. Ranked twelfth, Chrysler 
also made a substantial swing to- 
ward television. It spent $1,024,845 
for video advertising, compared 
with $396,087 for radio. 


Chrysler’s magazine advertising 
totaled $4,122,082, with $3,774,084 
going for general advertising and 
$347,998 for farm publications. 
Advertising in newspaper sec- 
tions amounted to $620,155. 

Other manufacturers, their rating 
and amount spent for the various 
media, were as follows: 


(34) Kaiser Motors Corp. with a 
total expenditure of $2,212,867, of 
which $703,690 went for general 
magazine advertising, $112,500 for 
farm publications, $262,250 for news- 
paper sections, $651,550 for radio, 
and $482,877 for television; (40) 
Nash-Kelvinator Corp. with a total 
expenditure of $2,018,533, of which 
$1,531,588 went for general maga- 
zine advertising, $44,415 for farm 
publications, $331.610 for newspaper 
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“Do you give any discount for 
cash?” 











sections, $110,950 for television, and 
nothing for radio; (73) Packard 
with a total expenditure of $1,129,- 
546, of which $973,542 went to gen- 
eral magazine advertising, $44,000 
to radio, $112,004 to television and 
nothing to farm publications or 
newspaper sections, and (88) Stu- 
debaker Corp. with a total expend- 
iture of $970,528, of which $707,906 
went for general magazine advertis- 
ing, $190,720 for farm publications, 





You 





Can’t Deliver 


ina STREETOAR 





—_ SALES depend on the retail movement of things and stuff which 


have to be delivered to customers. Particularly, the delivery of “consumers 


durable goods” underpins the trucking business. 


When sales of refrigerators, freezers, TV sets, and ranges fall off, the 
cream of the trucking business disappears. 


That's been happening lately. 


BUT —an exciting PROMISE for bigger truck sales has appeared. 


Air Conditioning, at long last, has captured public fancy. No product 


since the early days of radio and television has shot ahead so fast. In 1952 
sales doubled. Believe it or not, in 1953 sales have tripled! Next year, and 
the years to come, this sales curve will continue to ZOOM upward 


astonishingly. 


Furthermore: air conditioners must be delivered by truck. They are 


bulky and they are individualistic. 


MEMO TO 
TRUCK 
PRODUCERS: 


0. E. D. 





them. Advertise in 


Those business specialists who deliver and install air conditioners read 
Air Conditioning and Refrigeration News religiously. It is their “Bible.” 


Wanta sell more trucks? Advertise now to the people who will need 


AIR CONDITIONING AND 


REFRIGERATION ‘éb- 


450 W. FORT ST., DETROIT 26, MICH. 


521 Fifth Ave., New York, N. Y. 











134 S. La Salle St., Chicago, IIL. 









$71,902 to television, and nothing 
for radio or newspaper sections. 


ANA Opens Parley Today 

Henry Arthur, economist for 
Swift & Co. and H. F. Smiddy 
vice-president for management con- 
sultation service of General Elec- 
tric Co., will be featured speakers 
at the opening session of the 44th 
annual meeting of the Assn. of Na- 
tional Advertisers today (Sept. 21) 
at the Hotel Drake, Chicago. 


Other speakers for the three-day 
parley include Sherman Adams, as- 
sistant to President Eisenhower; 
Carlton R. Asher, advertising man- 
ager of James Lees & Sons Co.; 
M. F. Peckels, manager of the 
consumer relation department of 
International Harvester Co.; Rosel 
Hyde, chairman of the Federal 
Communications Commission; Ed- 
ward Ebel, of General Food Corp.; 
John H. Boyle, manager of radio 
and television advertising for Rey- 
nolds Metals Co.; Robert Stolz, ad- 
vertising manager of Brown Shoe 
Co. 


Linton Bagley, advertising man- 
ager of J. A. Folger & Co.; John 
|H, Tinker jr., creative director and 
|senior vice-president of McCann- 
Erickson, Inc.; C. J. Allen, vice- 
president of Gardner Advertising 
'Co.; C. H. Percy, president of Bell 
& Howell; Ben C. Duffy, president 
lof Batten, Barton, Durstine & Os- 
|born, and Sigurd S. Larmon, 
| president of Young & Rubicam, Inc. 


Adcraft Elects Power 


William G. Power, Chevrolet ad- 
vertising manager, has been elected 
president of the Detroit Adcraft 
Club. Power, who 
was first vice- 
president of the 
club, succeeds N. 
F. Lawler, who 
has resigned to 
become sales vice- 
president of Fos- 
ter & Kleiser, 
West Coast out- 
door ad firm. 

Pete Wembhoff, 

. editor of AuTomo- 
Wm. G. Power Tive News, was 
moved up from second vice-presi- 
| dent to succeed Power as first vice- 
| president of the club. Worth Kram- 
er, general manager of Station 
|\WJR, Detroit, was named to the 
| Second vice-presidency. “Case” De- 
| vine is secretary of the club, while 
|Harold Hastings remains as man- 
ager. 








* * * 


‘Timken Names Ramey 


Appointment of Sherman T. 

|Ramey as advertising manager of 
| Timken-Detroit Axle Co. has been 
| announced by F. 
W. Parker jr., ex- 
ecutive vice-presi- 
dent. He succeeds 
Harvey R. Cooke, 
who resigned. 

Ramey was 
formerly advertis- 
ing and sales pro- 
motion manager 
of Highway Trail- 
er Co., Edgerton, 
Wis.; sales pro- 
motion manager 
of the Home Appliance division of 
Murray Corp. of America, Scran- 
ton, Pa.; director of promotion for 
Bakers of America, a trade associa- 
tion, and advertising manager of 
American Hospital Supply Corp., 
Chicago. During World War II, he 
was director of training at Emerson 
Electric Mfg. Co., St. Louis. 

In his new post Ramey will be 
in charge of the advertising activ- 
ities of both The Timken-Detroit 
Axle division and the Timken Silent 
Automatic division, Parker said. 

* < x 


New Planned Sales Office 


Planned Sales Inc. has opened 
new offices in the Guardian Build- 
ing, Detroit. 

Managers of the United Stats 
and Canadian branches in New 
York, Detroit, Toronto and Mon- 
treal played host to clients at the 
official opening on Sept. 17. 





S. T. Ramey 


* * * 


Parade Ups Distribution 


The Sunday Enterprise, Bea:- 
mont, Tex., has become the 39.h 
paper to distribute Parade, Sund:y 
picture magazine. With this add d 
paper, Parade’s total circulation 
reaches a new high of 5,705,3:6. 
There will be no advertising ree 
increase through 1953, officials sa 4. 








Automobiles. 


The most amazing feature of an 
automobile plant is outside it! 


If you were to ask a visitor from 
another country what impresses 
him most about American auto- 
mobile factories, you might get a 
surprising answer. Our guess is he 
would pass completely over the 
wonder of the assembly lines, and 
make no reference to the super- 
powered ‘“‘cars of the future’”’ that 
will be rolling off them soon. 


He probably wouldn’t even 
refer to the astounding total of 
$5 billion in special taxes collected 


20 eee 


on motor vehicles in 1952, or the 
900,000 people who earned nearly 
$3 billion making automobiles 
and trucks that year. 


What he’d most likely mention 
first is the size of the parking lot 
around each factory! In other 
countries such lots are small. Only 
comparatively few of the top ex- 
ecutives can afford automobiles. 
Only in America do we need plant 
parking lots acres in extent — 
large enough to park a car for 
every employee! This fact symbo- 
lizes the triumph not only of the 
American automobile industry, 
but of all American enterprise. 


..and The National City Bank of New York 


Like many other industries, 
large and small, the automobile 
industry has found the extensive 
resources, long experience and far- 
reaching domestic and overseas 
facilities of The National City 
Bank of New York extremely 
helpful. If we may be of service to 
you in your business or personal 
banking, please write or call The 
National City Bank of New York, 
55 Wall Street, New York City. 


Member Federa! Deposit Insurance Corporation 


First in World Wide Banking 
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$25,000 Grant for ATA Foundation— 


To further ATA's educational activities, Dayton Rubber Co. has given the American 
Trucking Assns. Foundation a grant of $25,000. Walter F. Carey (second from left), 
ATA president, receives the check from A. L. Freedlander, president of Dayton Rubber, 
while Irve Eisbrouch (right), Dayton's tires sales vice-president, and Les Allman, 
president of Allman Co., look on. 


Metnick Gets Oldsmobile 


Jack Metnick, who has been as-;dealership at 5817 W. Madison St. 
sociated with the automobile | Metnick formerly was with Down- 
business in Chicago for 20 years,|town Nash Auto Sales, 1200 W. 
has opened a new Oldsmobile | Madison St. 





WHEN YOU BUY 
GARAGE EQUIPMENT 
AT KRW’s FACTORY- 








By Douglas Grahame 
Staff Correspondent 

EXICO CIT Y.—The sale of 
buses, trolley buses and taxis 
to the Municipal Government is 
being pushed by Daimler Benz 

A. G., Stuttgart, Germany. 
Mexico City is in dire need of 
such vehicles, admits Mayor 
Ernesto P, Uruchurti. He has 
been conferring with Daimler 
officials Arnt deKorff and Gunter 
Eggert, who are in Mexico mak- 
ing arrangements for the German 
trade show scheduled for next 

spring at University City. 
Mercedes Benz taxis are doing 
well in Madrid, Lisbon and Buenos 
Aires, the Daimler representatives 
said. They said the vehicles could 
travel one kilometer (%-mile) at 

a fuel cost of 1/9-of-a-cent. 
Federal Judge Ignacio Burgoa 
has rejected a petition of a group 
of taxi owners for an injunc- 
tion against the Municipal Govern- 
ment’s refusal to grant taxi licenses 

on a block basis. 

Judge Burgoa held that such li- 





Auto News from Mexico 


Daimler Benz Seeks to Sell Buses, Taxis 
To Ride-Hungry Mexico City 
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censing is a monopoly and all mon- 


opolies are unconstitutional. 
+ * * 


Studebaker to Expand 


ETER O. PETERSON, Stude- 

baker production chief, has an- 
nounced that Studebaker plans to 
expand its assembly operations in 
| Mexico. . 


| sembly plant at Tlalnepantila, near 
Mexico City, last spring. Output 
was geared to 900 cars and 900 
trucks annually. Peterson said in- 
creased facilities were necessi- 
tated by the growing demand for 
Studebaker products in Mexico. 
Base prices for the purpose of 
applying import tax have been 
fixed by the Ministry of Finance 
for two top-bracket deluxe cars. 
They are the Cadillac ElDorado, 
$9,250, and the Buick Skylark, 
$6,350. 





* * + 


Mack Bus Tested 


UCCESSFUL tests have been 
made in heavy traffic of the 45- 





Getting the best automotive service equipment 
at lowest cost is just sane business! That’s why 
it'll pay you to order yours direct from the 


K. R. Wilson factory. The 


world’s oldest manu- 


facturer of garage tools and equipment, KRW 
has been the leader in the automotive equipment field for 35 
years. And KRW products are sold direct from the factory. 
You save the middleman’s profit! KRW manufactures motor 


stands, rear axle dollies, jacks, air compressors, shop presses, 


TO-YOU PRICES! 








NO. 40-B 2 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


aaa 


NO. 181 5 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


$5179 


valve refacers, battery chargers, hand tools and many other 
automotive service products. Next time, buy KRW and you 
pocket the profits. 





COMPARE QUALITY! 
COMPARE PRICE! 


On these KRW Air Compressors 


You'll find that KRW Air Compressors have all the 
features of other air compressors ard are priced 
20-40% less, because of KRW’s factory-to-you selling 
policy. They have PLATE-TYPE, EASILY REMOVED 
VALVES, CONSTANT LEVEL OILING SYSTEM, 
COMBINATION FILTER AND AIR CLEANER, LOAD- 
LESS STARTING —a tamper-proof automatic device 


that unloads the compressor when it 
CONTROL SWITCH 


stops, PRESSURE 


with THERMAL RELAY that 


protects motor against overload. All KRW compressors 
available with Quincy DRI-R-AIR tank drain that 
automatically removes all water that collects in tank. 
Order your KRW compressor today ! 


NO. 839 10 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


7-1/2 HP. MODEL ALSO AVAILABLE 
ALL PRICES F.O.B, FACTORY, ARCADE, N. Y., PRICES SUBJECT TO CHANGE WITHOUT NOTICE. ORDER FROM DEP’T. 67 


se 


rae ed 2 


$850°° 


BUFFALO 3, N. Y. 


World’s Oldest Manufacturer of Garage Tools and Equipment 





Studebaker established its as- | 





passenger Mack bus, according to 
the semi-official National Transport 
Bank. 

The bank is striving to improve 
urban and interurban bus service 
throughout Mexico. The vehicle was 
provided by J. G. Goldstein and 
Jose Celaya, Mack agents in Mexico. 
| * * * 


Tourists Increase 


| peated of U. S. tourists through 
Nuevo Laredo, opposite Laredo, 
| Tex., was up slightly in July. 
Entry was 16,262 persons in 4,- 
|900 cars. That compares to 11,198 
| persons in 4,143 cars in June. 

+ * + 


| Bird Dogs Thrive 


MEXICO CITY used-car dealer, 
using blind ads in newspapers, 
is offering $17.34 cash to anyone 
who tips him off to a prospect who 
becomes a buyer. 
* * * 
Siestas Kept Quiet 
AY horn honking is forbidden 
in cities, towns and villages in 
Tabasco State. In order to fully 
obey the law, many drivers dis- 
connect horns when in populated 
| places. 


* * * 


| Banks on Wheels 


— Body Co., St. Louis, 
has completed three trucks 
|which are virtually banks on 
|wheels for Banco del Pequeno 
|Comercio del Distrito Federal. The 
bank finances public market stands 
and other small-scale merchants. 

| The trucks will circulate to en- 
|}able customers to change money, 
cash checks and make deposits and 
withdrawals. Each is equipped with 
a radio and will be staffed by a 
driver, a cashier, two. clerks, 


policeman and supervisor. 
7 oa oa 


Ford Milestone Marked 


| aap golden anniversary was 
celebrated with an oldtime 
fiesta staged by Fraine B. Rhu- 
berry, president, and the executive 
staff of Ford Motor Co. de Mexico, 
S.A. 

Ford, Mercury and Lincoln dis- 
tributors throughout Mexico and 
their wives were guests. 

A highlight of the affair was Mr. 
and Mrs. Rhuberry, in _ period 
costumes, driving a 1903 Ford up 
and down the aisles of the night 


club where the event was held. 
* od ~ 


Death Takes Canalizo 


A Cornejo Canalizo, 59, 
one of Mexico City’s most 
prominent auto dealers and an 
organizer of the annual Pan Ameri- 
can Road Race, died in Mexico 
City after a long illness. 


Sales Tax Panel 
To Be Highlight 
Of Pa. Parley 


HARRISBURG, Pa. — (UTPS) — 
Tentative plans for the 33rd annual 
convention of the Pennsylvania Au- 
tomotive Assn., to be held Oct. 8-10 
at the William Penn Hotel in Pitts- 
burgh, include a panel on the new 
Pennsylvania sales tax and a dis- 
cussion on employer-employe rela- 
tions, it is announced by Claude S. 
Klugh, of Harrisburg, general man- 
ager of PAA. 

Klugh reported that arrange- 
ments have been made with state 
officials, counsel for PAA and a 
prominent automobile dealer mem- 
ber of the association to discuss all 
phases on the state’s new one per- 
cent sales tax as it pertains to the 
automotive industry. 

The first quarterly sales tax re- 
turns from the new levy, which be- 
came effective Sept. 1, are due 
Nov. 20. 

Klugh also reported that the re- 
sults of PAA’s 8th annual wage and 
hour survey, now underway, will be 
available at convention time, and 
information from the survey will be 
included in the discussion of em- 
ployer-employe relations. 

In regard to the wage-and-hour 
survey, Klugh said response “is 
better this year than in any pre- 
vious year,” and urged PAA mem- 
bers to return a completed survey 
form to PAA headquarters in Har- 
risburg immediately. 


Nash-La Brea Bows 


Nash-La Brea Co., is a new Nash 
dealership in Los Angeles. The 
Nash-Healey sports car was 
featured at the opening. 
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On the Financial Front. . . 





Dip in Business Called 
No Cause for Fears 


TC E prospective slackening in 
business is not something great- 
ly to be feared, according to Stand- | 
ard & Poor’s Corp. 

The extent of the decline is likely 
to be quite moderate, leaving a de- 
gree of prosperity that is unusually 
high when measured against all 
standards except the recent past, 
the financial organization said. It 
continued: 

“Companies will face problems 
as they are compelled to bid more 
aggressively for the consumer’s | 
dollar, but competition is the 
driving force behind America’s 
greatness as an industrial nation. 


“Some corporations will continue 
to thrive at the expense of others 
unable to adjust themselves to the | 
realities of a more competitive 
market. Premiums will be placed | 
on good management and strong 
trade positions.” 

* * * 


Small Rebound 


S EXPECTED, the August re- 
bound of industrial production | 
failed to reach the levels that pre-| 
vailed before the usual July let-| 
down, said Lewis L. Schellbach, 
vice-president of Standard and'| 
Poor’s. The Federal Reserve Board’s | 
production index was tentatively | 
placed at 238 for August, against | 
233 for July and 241 for June. 
Deficit spending was officially | 
buried for the remainder of this | 
| 
| 








fiscal year with the official esti- 
mate that the Federal deficit for 
the 12 months through June, 1954, 
would amount to only $3.3 billion, 
Schellbach said. 
Daily Treasury statements a 
a deficit of approximately that 
amount for the first two months. | 
The expectation is that the surplus 
in the tax-heavy first half of 1954 
will virtually balance the deficit to 
be reported for the remaining 
months of this calendar year. 


“In view of the good start already 
made and the projected further cuts 
in expenditures, we believe the Ad- 
ministration can achieve its an- 
nounced goal, opinion in Washing- 
ton to the contrary notwithstand- 
ing,” Schellbach said. 


* * * 


Order Backlogs Slip 


ANUFACTURERS ' sales in July 
again exceeded new orders, 
with the result that the whittling 
of order backlogs continued, he 
added. This process has been going 
on for some time, suggesting that 
billings of manufacturers have been 
exceeding actual going needs of 
their customers. Similarly, inven- 
tories at all levels—manufacturing, 
wholesaling and retailing—have 
been building up. 

“The rate of accumulation has 
not been alarming, nor is the ac- 
tual level of inventories in rela- 
tion to sales,” Schellbach stated. 
“Nevertheless, this is the pattern 
of events that logically precedes a 
slump in business activity,” he 
said, “It is very similar to the 
pattern that developed late in 1948 
and was followed by an 8.3 per- 
cent drop in average industrial 
production in 1949, 


“Recent banking statistics like- 
wise point to reduced activity and 
a soggy price structure. Total mon- 
ey supply shrank by $2.4 billion in 
the first half, compared with a drop 
of $1.1 billion a year earlier. Total 
bank credit was reduced by $3 bil- 
lion, while in the first half of 1952 
it was being increased by $1.6 bil- 
lion. 

* + + 


Business Slide Seen 


“T,OR the reasons cited above, we 

look for an industrial decline, 
perhaps of the proportion of 1949 
(which was largely an inventory 
correction), but we can also en- 
visage potential ‘brakes’ on that 
decline,” he said. 

The first “brake,” he said, would 
be a 10 percent cut in personal 
income taxes and elimination of 
excess profits taxes on Jan. 1, 
followed by reductions in excise 


taxes and a drop in corporate in- | 


come taxes. 
The second would be moves to} 
ease credit, he said. 
The third would be a reversion to 
deficit spending, Schellbach said. 
* * * 


Hollingshead to Offer Sale 


Of 20,000 Common Shares 


For the first time in its 65-year | 
history, R. M. Hollingshead Corp., | 
of Camden, N. J., chemical manu- 
facturer, will make a public offer- 
ing of the firm’s common stock. | 

Hollingshead has filed a letter of | 
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| notification with the Securities and 


Exchange Commission covering the | 


‘sale of 20,000 of its common shares. | 


The offering price is not expected 
to be above $15 a share. 

The firm revealed that it plans 
a $1 million expansion at its Cam-)| 
den plant, construction of a plant) 


—it is also a fact 


Land and Air Versions of Starfire— 


Oldsmobile's experimental Starfire (foreground), finished in turquoise and chrome, 
is contrasted with Lockheed's F-94B Starfire all-weather fighter. The car was named 
after the plane. Advanced design and low, 


The performance of the car you build and sell today may very 
well be the deciding factor in some future automobile sale. 
It is just good business, therefore, to choose your engine 
components on the basis of longarange economy. In carbu- 
retors, the name Stromberg is famous for better performance 


ECLIPSE MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. Y. 
¢ Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 
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| research and engineering agency of 
the motor carrier industry in the 11 
Western states and Alaska, The 
45-page bulletin is a stenographic 
report of a finance panel. 

* * + 


Gould-National Reports 


Sales and Profit Down 


Earnings after taxes of Gould- 
| National Batteries, Inc., St. Paul, 
|for the quarter ended July 31, de- 
clined to $684,700 from $756,199 in 
the corresponding period last year, 
Albert H. Daggett, president, an- 
nounced. 
| Sales were $15,009,633, compared 
to $15,563,754 in the same quarter 
es of vial The si net profit 
° ° ° | was influenced by er deprecia- 
Financing Terminals |tion rates now in effect or new 
Motor carrier terminal financing| plants in Monroe, Mich., and Kan- 








sleek lines are characteristics of both. 


near San Francisco and intensifi- 
cation of its research. 


|—its planning and construction—is kakee, Ill., Daggett explained. Both 


the latest technical bulletin pub- 
lished this month by Western High- 
way Institute, San Francisco, the 


| Plants were built under certificates 
of necessity, permitting accelerated 
amortization. 





















that Stromberg Carburetors last longer. 


Judge value as your customers will and you will agree— 
Stromberg* Carburetors are the logical choice. 


*REG. U. S. PAT. OFF. 


Bendix 


AVIATION CORPORATION 
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bg | By Leo T. Parker 
Attorney at Law 

| HE manager of Tony’s Used 

Cars, Reno, asks: “If a seller of 
automobiles takes a deposit from 
a purchaser, who is the loser if the 
seller cannot make delivery of the 
auto he sold? 

“What higher court decisions 
do you have in your files I can 
read to know the law where an 


Smith Motor in New Home— 

A modern building has been completed by Smith Motor Co. 
15,776 square feet of floor space. Among its features are twin post lifts for each 
mechanic, and an overhead reel-type air line, water line and light cord, as well Qs | 
an intercommunication system. The firm, located at Broadway and Terry St., is headed | 


Cuero, Tex., with 


wy &. NN. Smith. _| auto dealer is sued for his re- 
| fusal to deliver an auto on which 
Wondering how new-car and truck production and sales are making out? AUTOMO- he took a cash deposit?” 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the i 
The higher court cases you want 


automotive industry, every week throughout the year. 
















MAKE WAY FOR RATTAN...- 
the striking new pattern in QUIL 


a new line of seat covers with add 


Make way for sales! Two names you know . . . two names your cus- 
tomers know — Crump and Bolta — pool their long experience in the 
automotive field to bring you seat covers as different as they are beautiful! 


And wait till you see the trim! Everyone’s favorite — Quilted Bolta- 
flex — now introduced in a new and handsome Rattan pattern...a unique, 
latticed-lovely design with universal appeal. Easy to care for, Quilted 
Boltaflex wipes clean with a damp cloth, is long wearing and truly 
luxurious. What’s more, it carries a name that’s nationally known for top 
quality! 


Stock and promote seat covers trimmed with Rattan Quilted Boltaflex 
for fast turnover to style-minded motorists. Write for free sales aids, 
Box 553. BOLTA, Lawrence, Massachusetts. 


Lolla fr 


the name that identifies the most complete line of quality automotive plastics 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


are: Crawder, 218 S. W. (2d) 679. 


Also see the cases: Stewart, 192 
Pac. (2d) 362; Moss, 72 N. E. (2d) 


158; and Allied 150 Pac. (2u) 384. 


t * 


Must Deliver Auto 


F YOU take a deposit on a new 

car and make an agreement to 
deliver said car, you are liable in 
damages for your failure to com- 
plete your contract. 

But if you take a deposit under 
the agreement that you will de- 
liver the car if and when you 


| demands it. This 





may receives it, you must give 
back the deposit when the buyer 
is so because 
under the latter circumstances 
you have made no absolute con- 
tract to deliver a car. 

Of course, if there is an absolute 
contract by which you agree to sell 
a car and the buyer agrees to ac- 
cept it, either the buyer or your- 


self is liable for failure to fulfill 
the contract. 
+e * = 
Breach of Contract 
F THE buyer refuses, you can 


keep his deposit and also you 
can sue him for damages because 
he breached his contract. 

Harrison Motor Co. of Searcy, 
Ark., asks: “If an automobile 
dealer in good faith buys a stolen 
auto and sells it, can the buyer 
come back on the dealer and get 
back the purchase price?” 

The seller had no good title to 
this auto, so he could convey no 
good tit!>. Therefore, the buyer can 
sue and recover from the dealer 
the amount of money paid for the 
stolen auto. 


Canadian Record 
For Auto Finance 


Set in First Half 


MONTREAL. — With automobiles 


|leaving assembly lines at a record 


rate and consumer credit free of 
Government restriction, the financ- 
ing of motor vehicles etsablished a 


| record for the first six months of 


1953. 

The six-month total, according to 
the Bureau of Statistics, increased 
28 percent to $389,763,850 from 
the $305,763,850 registered in the 
first half of last year. It was more 
than double the comparable 1951 
figure of $187,668,665, when credit 
restrictions were in effect. 

The financing of new cars has 
shown the sharpest increase in the 
present year, with a gain of 55 
percent, from $86,665,820 to $134,166,- 
729. 

Financing of used cars also regis- 
tered a substantial increase of 26 
percent, from $137,960,953 to $173,- 
771,084. Financing of commercial 
vehicles was little changed from a 
year ago, at $48,854,393, or one per- 
cent lower than the 1952 figure of 


| $49,429,806. Financing of used com- 
|mercial vehicles showed a gain of 
|5 percent at $32,951,644, compared 


with $31,306,350. 


30-Stories Light 
First Aluminum Skyscraper 


In U. S. Opened 
PITTSBURGH. — America’s first 
aluminum skyscraper—the 410-foot 
Alcoa building in the heart of Pitts- 
burgh’s Golden Triangle—was dedi- 


| cated last week marking completion 


of the lightest building for its size 
ever built. 

Twenty-five floors of the ultra- 
modern, 30-story structure are now 
occupied by Aluminum Co. of 


America; the balance has been 
rented. 
Begun in May, 1950, the Alcoa 


building claims more building in- 
novations than any other structure 
of modern times. Its exterior walls 
are sheated with hundreds of six- 
foot by 12-foot aluminum panels 
Its aluminum windows — roughly 
four feet square—are reversed for 
cleaning from inside the building. 
Weather is kept out by means of 
an inflatable rubber tube recessed 
in the window’s aluminum frame. 

Completely air-conditioned, the 
buildings’ offices are heated and 
cooled from aluminum ceilings. All 
electrical wiring and most of the 
plumbing is aluminum, as are light- 
ing fixtures, elevator cabs, parti- 
tion framing and many thousands 


|of pounds of interior trim. 


The 4'%-story glass and aluminum 
entrance—-separated from the sheer, 
410-foot tower —is built from the 
top down. Framing members are 
suspended from two huge canti- 


|lever beams which jut out at the 
| fifth-floor level. 


White Back in Salina 

Armand White has returned !o 
Salina, Kans., to be service maii- 
ager of Boyer Nash Motor C>. 
Once employed in Salina by Davis- 
Child Motors, Inc., White hid 
moved to Chanute, Kans., to oper- 
ate his own Nash dealership. 
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Service Management 


{ Regular Monthly Section for Those Who Maintain 


America’s Motor Vehicles 





Backshop 


.. + by Jack Weed 





ILL HUFSTADER, Merle St. Au- 
bin, Paul McDonald, et al, of 
General Motors Corp., kicked off 
the christening of their newest} 
baby, devoted to the improving of 
customer relations and better au- 
tomotive operation, in Detroit, Sept. 
8 when they officiated at the open- 
ing of the first of 35 technical train- 
ing centers the corporation is 
pledged to have in operation two 
years from now. 


These mechanic-training facilities 
will be located in strategic points 
coast to coast and Gulf to the Great 
Lakes. 


The first to be opened in De- 
troit is in a revamped Buick re- 
tail sales building that became 
available just at the proper mo- 
ment since it did not have to be 
built from the ground up as most 
of the other 34 are planned to be. 
Judging from the number and 
calibre of the “brass” that attended 
this opening, it is easy to see that 
St. Aubin is not far wrong when he 
says that the GM officers and direc- | 
tors are sincerely service - minded 
and very aware of the growing 
threat to customer goodwill and 


economic operation of our automo- | 


tive vehicles by the continuing 
shortage of good mechanics. 
* « * 


No Ear, No Dime 


S OUR engineers add more new 
gadgets to take the work out 
of driving and improve our vehi- 


cles, aimed always at more econ- | 


omy and safety of operation, the 
need for higher trained men in- 
creases in progressive ratio to keep 
these vehicles operating efficiently. 


What good, for instance, is high- | 
er compression hooked up with a) 
torque convertor or automatic | 
transmission if there aren’t suffi- | 
cient mechanics in the dealerships, | 


or the nation for that matter, who 
can properly tune the engines and 


synchronize them with the trans- | 


missions? 

Gone are the days when carbu- 
retors can be set by ear and 
spark plugs spaced with a thin 
dime. 


Today mechanics must know how | 
to deal with electronics, hydraulics, | 
vacuums and other sciences that | 
were never thought of as applying | 


to the automotive vehicle, when 
the majority of our present me- 


chanics in the field got their initial | 


training. 


The world moves along fast, and jection. The equipment is inspected by G. W. Otto (left), 


also move fast to keep a balance 
between engineering and service. 
* * * 


|Must Keep Pace 


| N THESE new mechanic training | 
facilities, General Motors is lead- | 


ing the way for the industry. To 
keep pace with the demands of en- 
gineering and the public, other 
makers will have to follow suit. 
While other car and truck makers 
now furnish a similar type of me- 
chanic refresher training to its 
dealer mechanics, as GM will be 
furnishing in these new facilities, | 
|they are doing it in their dealers’ | 
|shops or in whatever facility is 
available in the area in which their 
schools are held. 

The Sun Electric Corp. took the 
initial lead in developing special 
school facilities in which to train 
mechanics several years ago, but 
up to now these schools have been 
limited mainly to training on 
electrical problems. While these 
facilities have been available to 

| vehicle makers for many of their 
| school programs, they are not 
equipped to go into all phases of 
mechanic training. 

Nor could Sun afford to allow the 
vehicle makers to take over the fa- 
cilities to the extent that the field 
need required, even if the vehicle 
makers had seen fit to do so. 

Most of the vehicle makers have 
similar school facilities in their 

_(Continued on ) Page 36, Col. 1) 








Lube Hoist Is Service Sales Spot . : ; 





Grease Holds Gold 


HERE seems to be considerable 

apprehension that if and when 
other companies adopt the ball-type 
steering now used by Lincoln, the 
lubrication department in the deal- 
er’s service shop will lose much of 
its present importance. 

While it is true that Lincoln 
engineers cut off 15 points of 
chassis lubrication that existed in 
the 1949, ’50 and ’51 models and 
left but 14, that doesn’t mean 
that the chassis—and particularly 
the steering mechanism— doesn’t 
| need frequent lubrication. 


Many engineers feel that the ball 
socket of the new-type steering 
|should be lubricated more often 
| than the old type of steering, be- 
cause of the greater chance of wear 
|in the ball and socket should any 
| appreciable amount of abrasive ma- 
iterial be allowed to seep into this 
unit. 

Being at the front of the car and 
low to the road, the unit is sub- 
jected to water, dirt and ice. It is 


|located in a vulnerable spot where | 


it easily can pick up abrasive ma- 

terial, if it is not lubricated regu- 

| larly with the highest type of water- 

repellant grease. 
* 

ILE the common conception 

is that lubrication is used sole- 


* * 


ly to offset heat and wear developed | 


by friction, 


out that it is just as important to) 


i bec | j 
Seunnse qeenee SR Res Beceeee |the shop every 1,000 miles tends to 


even slightly impregnated with 
abrasive materials. 

Because of a gradual length- 
ening of the mileage requirement 
of crankcase drains—as suggested 
by several auto manufacturers in 





Cadillac Classroom Goes 3-Dimensional— 


When service classes start Sept. 


general parts and service | 


lubrication men point | 


their owners’ manuals—the Amer- 
ican Petroleum Institute now 
suggests that chassis lubrication 
be divorced from engine-oil re- 
newal, 


The institute says that while 
some vehicle makers have length- 


|'ened the period between crankcase | 


|drains to 2,000 miles or more, they 
still adhere to the 1,000-mile chassis 
| lubrication period. 

The importance of stressing that 
vehicles should be lubricated every 
1,000 miles is just as vital to the 
‘franchised dealer as 
car owner, 

* a 

UBRICATE for Safety Every 

41,000 Miles” has been pushed 
by oil companies and filling sta- 
tions as well as by manufacturers 
and is accepted by the majority of 
{the driving public. Lubrication at 


* 


such frequency gives some assur- | 


ance that grease in the points of 
friction will be sufficient for prop- 
er service and should be reasonably 
free from contaminants. 

The other and more vital rea- 
son for the franchised dealer to 
| stress the 1,000-mile lubrication 
period is to get more frequent 
service visits from the car owner. 
The lubrication hoist should be 
|the focal point of selling needed 


| service in the well-managed dealer 
Getting the 
| owner into the habit of coming into 


|service department. 


|make him a regular customer. 


Letting him drift to the corner | 


filling station only increases the 


|opportunity of the customer to be-| 


come just another owner of the 
make of car the dealer sells. 
*” * * 

ORE needed service drives out 

of the average dealer’s shop 
lho is performed on the car while 
it is in for the work the owner 
happened to note he needed. 

If this were not true, the aver- 
| age dealer across the country 
| would be writing more than 1.25 
items per repair order. 

Yet, an analysis of more than 1,- 
500,000 repair orders each month} 
|shows that the average number of | 


|items appearing on a repair ticket | 
|}did not actually reach 1.25 items | 


jin any month during the first half 
| of the year. 


| Every owner comes in for at least 


one service item or he would not 


come in. Many come in for two or} 


more. 


A check of 60,000 repair orders | 
21 at Cadillac's school in the General Motors | written by 68 dealers during a five-| 
Training Center, Detroit, something new will be added: three-dimensional slide pro-| month period this year showed that | 


57 percent of the repair orders writ- 


companies making vehicles to keep | manager of Cadillac, together with R. M. Phillips (center), assistant general service |ten were for only one item, and 
our transportation at its peak must | | manager, and c. Ww. Ferrell, resident instructor. 











ithe _majority of these did not ‘bring | 


Chrome Piston Rings Due on All ’54 Cars 


DAY’S automobile engines will 

run twice as many miles as pre- 
war-built engines did before need- 
ing major repair, and that story of 
greater longevity is wrapped up in 
a postwar trend that has brought 
about the widespread use of chrome 
piston rings. 

Chrome rings made their bow 
as original equipment in a single 
line of cars in 1948. At the outset 
of 1953 production, only two 
makes of cars were not using 
them, but both are expected in 
the chrome ring class for 1954. 
The trend to chrome rings has 
traveled hand in hand with the 
auto industry’s so-called horse- 
power race. This race has seen 
compression ratios increased, cylin- 
der bore sizes made larger, and 





ing. 


* * * 


UCH changes have increased the | 


power ratings of engines with- 
out any appreciable changes in de- 
sign, but manufacturers soon found 
that engines must have the pro- 
tection of better rings. 

For example, one car’s engine 
was gradually souped up to 100 
horsepower, from an original 75 
horsepower rating. This brought 
higher combustion temperatures, 
greater pressures and greater 
loads on the top rings. 

The top rings get the bulk of an 
engine’s workload, and it naturally 
|followed that if these rings failed 
ithe rest of the rings couldn’t get 


sequently, the top ring was the 
first ring in the industry to be 


chrome-plated. 
* 


* 


TRICTLY speaking, there is 

really nothing new about the 
chrome-plating of piston rings. The 
process was started back in 1938, | 
and many experts peg that year) 
as the start of a third chapter in 
the piston ring industry. 

The first chapter featured steel 
rings; the second, steel rings and 
variations upon them. 


rated as the best likely to ever be 
produced. But just prior to the out- 
break of World War II the rebuilt 
engine industry was extremely com- 
petitive, and the best mileage a 





For years steel rings had been | 


carburetion and manifolding!|a chance to do their job. Con-|customer could expect from a re- 
changed for better engine breath- | 


built engine was 25,000 to 30,000. 
Manufacturers generally had 


chosen to concentrate their de-| 


velopment efforts on oil rings. But 
| higher compression ratios mani- 
| fested problems of heat transfer | 
and upper- -cylinder wear. 


ONCENTRATION “mines to the 


| top compression ring, and| 
eventually —the chrome top com- | 


| pression ring. 
There was something to go on 
(Continued on Page 38, Col. 1) 
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it is to the) 


in sufficient money to cover the 
cost of writing the order. 
Another 23 percent of the orders 
| were written for two items and 20 
percent for three or more items. 
+ + * 


AN INTERESTING thing about 
these orders was that 63 per- 
cent were written for cars less 
than two years old, 13 percent for 
| cars three years old, 9 percent for 
cars four years old, 3 percent for 
cars five years old, and 12 percent 
for cars beyond the five-year age. 
This seems to indicate clearly 
that most dealers not only lose 
67 percent of their new car cus- 
tomers the first year after they 
have bought the vehicle and 3 
percent more of them during the 
second year, but that they are 
making little or no effort to get 
the buyer of the used car into 
the shop as a service customer. 

The percentage of owners of cars 
three years old and older who do 
come back, indicates that these 
owners are afraid to take their car 
elsewhere for the type of service 
| needed. 

Since the average number of 
items per R.O. was part of a per- 
centage point less than 1.25 for the 
highest two months of the first half 
of the year, it indicates strongly 
that little or no selling was done 
by the order writer. 


It is possible that the men who 
| write the tickets are too ousy to do 
any selling. If that is not the case, 

(Continued on Page 37, Col. 3) 


‘Vapor Locks’ Still 
Baffling Problem 
To Car Makers 


RTO. Cor makers frankly 
admit that they have failed to 
lick the problem of fuel pump 
“vapor locks.” Toronto police say 
summer traffic jams invariably can 
be traced to this fuel pump trouble. 


Soaring summer temperatures, 
| which turn gasoline in the fuel 
| line into vapor, are the real vil- 

lain. The vaporizing of the gaso- 
| line causes a “vapor bubble” 
which halts the flow of liquid 
fuel to the carburetor. 


Servicemen say the trouble can 
|be quickly overcome by throwing 
cold water on the fuel pump or 
pouring a little gasoline in the 
carburetor. 





* * * 


“WE HAVE been working on the 
problem for 25 years,” com- 
mented a Ford official. “Eventually 
it will be solved. 

“Our engineers have found that 
a car in good running condition 
should not suffer until the tem- 
perature reaches 95 degrees. At 
lower temperatures, the blockade 
may result from dirt in the feed 
| line.” 

A few years ago, Ford moved the 
fuel pump toward the rear of the 
engine in an attempt to remove it 
from the range of engine heat. But 
blockades did not cease, 

* a * 

| GTOCE-CAR drivers have rigged 

ingenious fittings for fuel pumps 
inside cars in an effort to reduce 
|temperature effects. The only so- 
lution they have discovered is an 
electrically operated fuel pump. 
“Any fuel pump will give 
| trouble if the temperature gets 
| too high,” one Toronto service 

authority says. 
| “It’s not due to faulty equipment. 
| When makers come up with a car 
|in which the pump is located in a 
cool place, the trouble may be over- 
come.” 
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home base. Some have them in one 
or two other spots in the nation, 
but GM has taken the initiative in 
providing the type of facility most 
urgently needed on a national basis. 


The Detroit training center, which 
we of the press previewed recently, 
has eight separate instruction 
rooms, one for each of the corpo- 
ration’s six vehicle divisions and 
one each for Fisher Body and 
United Motors Service. In addition, 
there are two big lecture rooms 
and a theater complete with stage 
and lighting effects. 


* * * 


Many Innovations 


HE Detroit center will be under 

the management of Franz L. 
Rooney. Buick’s facility in the 
building will be under the direc- 
tion of Guy Jenkins, Buick instruc- 
tor. Chevrolet will have Harold 
Wilson as instructor in its facility; 
Cadillac will have C. W. (Red) 
Farrell; GMC will have Harold 
Babb; the Oldsmobile instructor is 
John Rinehart; Pontiac’s is Dean 
Smale; U.M.S.’s is T. W. Rowleigh 
and Fisher Body instruction will be | 
under Robert Russell. 

While it may not be doing jus- 
tice to the car divisions, because 
they have not completed furnishing 
their quarters completely, the most 
interesting facilities in the Detroit 
center were those of Fisher Body | 
and United Motors Service. 

Fisher Body not only had more 
modern equipment for the train- 
ing of painting and body work, 
but some of the innovations were 
absolutely new to me. For in- 
stance, they not only had one of 





the most modern spray booths 
built, but had painted the interior | 
white with a type of finish that | 
can be peeled off once it becomes | 
dirty and the room refinished. 
This white interior added greatly 
to the ability to see over the kind 
of battleship grey that most spray 
booths are customarily painted. 
Fisher craftsmen had rigged up 
a shutoff for the air line so that it 
would cut off the exhaust when the 
side door to the booth was opened 
and thus prevent the exhaust from 
drawing in a great deal of dust and 
dirt to collect on the new finished | 
surface of the vehicle being painted. 
They had the latest in hydraulic 
body repair tools, a number of in- 
genious body cutouts to show the 
working of the window lifts, the 
dual wipers, door hardware, wind- 
shield moulds, etc. They also had a | 
cleaning stand with swatches of 
every cloth being used in General 
Motors upholstery to demonstrate | 
to the mechanic the different man- | 
ner in which various cloths must 
be handled while cleaning. 
UMS had exploded working pan- 
els of both a radio and an Autronic | 
Eye. Here on a large panel the} 
mechanic could see just how the | 
complicated wiring went to each | 








Aluminum Import 
In Court Battle 


NEW YORK.—Aluminum Import | 
Corp., U. S. sales distributor for the | 
Aluminum Co. of Canada, has been 
granted leave by Judge John C. 
Knox in U. S. District Court to in- 
tervene in the Department of 
Justice suit against Alcoa, which 
seeks cancellation of the recent | 
contract between Aluminum Import | 
and Alcoa. 

The company explained its inter- | 
vention on the grounds that the| 
contract was made between Alcoa 
and Import and therefore Import 
is an indispensable party to the! 
proceedings. 

In an answer to the Department | 
of Justice allegations, Aluminum 
Import declared that its contracts 
for delivery of Canadian aluminum | 
ingot to Alcoa and also to Kaiser 
Aluminum and Chemical Corp. dur- | 
ing 1953-1958 are not illegal either | 
under the antitrust laws of the} 
U. S. or the judgments in the Alcoa | 
case. | 

Furthermore, Aluminum Import 
declared that the tonnage involved 
in the two contracts—1,200 million 
pounds for Alcoa and 373 million 
pounds for Kaiser—was not predi- 
cated on the diversion of metal Im- 
port had available to meet normal 
requirements of the non-integrated 
fabricators. 


part. In many places on each panel, 
tubes, condensers and other parts 
were fitted in so that they could be 
lifted out to show how each would 
affect the whole if it weren’t work- 
ing. 

+ + 2 


Ford’s Milestone 
NOTHER deal that I attended 
that same week had “top brass” 
scattered all over the lot. That was 
the showing of the 40,000,000th ve- 
hicle produced by Ford Motor in 
this country. 5 


I don’t know if it was a coinci- | 


dence, or whether it was planned 
that way, but Ford Motor had a 
directors meeting the day the shiny 
red Mercury convertible was shown 
to the press, and they all came over 
to the Rotunda lawn to view the 
ceremonies. 

Just as a matter of interest, I 
looked up in our 1953 Almanac 
the number of Ford vehicles still 
on the road, and it is well over 
10 million cars and trucks, I don’t 
know how many farm tractors 
built by Ford are still working, 





nor do I think Ford Motor knows. 


I did, however, run into an inter- 
esting bit of data and that is that 


there were 467,068 Ford cars in| 


operation, as of July 1, 1952, built 
prior to 1934. That is more than 
three times the next make with a 
margin to spare. And I'll bet a lot 
of them are Model T’s. 

* oe + 
Pioneer Dies 


iY THE passing of Bill Dammann, 
founder of the Bear Mfg. Co., 


Rock Island, Ill., this industry of | 


ours not only lost a pioneer whose 
engineering con- 
tributions played 
a major role in 
the ability of the 


Tome, 


| 
| 
| 





low-pressure tires 
and thus provide 
the smooth ride 
which we all en- 
joy today, but 
your columnist 
lost a man whom 
he felt he could 
call friend. 


Bill spent a lifetime developing 
balancing. First he attacked the 
problem of out-of-balance wheels 
| and years ago Bear balancers be- 
|came practically the standard of 


the industry. From automotive 


Dammann 
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industry to go to) 








Faithful 38 Years— 


Anton Peterson (center), who has owned 
Cadillac cars since 1915, takes delivery of 
a 1953 Series 62 sedan at Cadillac's San 
Francisco branch. M. S. Lester (left), man- 
ager of the branch, and Henry Schindler, 
branch salesman, are presenting the keys. 
wheels his interest spread to rail- 
road wheels and axles, and from 


there to industrial balancing of 








components, such as clutches, fly- 
wheels, big blowers and midget 
parts, such as small electric motors. 
He never lost one smidgen of 
interest in automotive progress, 
regardless of his activity in other 
fields to which his pioneering 
spirit took him, His automotive 
shop equipment was always the 
pride of his life and I never 
knew a manufacturer who took 
greater pride than Bill Dammann 
in taking an interested party 
| through his plant. 
| Somewhere an epitaph should be 
|inscribed in an automotive Hall of 


_|Fame, “to an automotive pioneer 


|whose engineering achievements 
|did much to pave the way for the 
successful use of low pressure tires 
and the elimination of vibrations in 
| swiftly revolving automotive parts.” 
| 








| Packard Minneapolis Files 


Petition of Bankruptcy 


Packard Minneapolis, Inc., has 
| filed a voluntary petition of 
| bankruptcy in Hennepin County 
District Court, Judge Theodore 

B. Knudson has named Theodore 
Wynn as temporary receiver. 

Associated in the company are 
Paul B. Wishart and Fred E. 
King, both of Minneapolis, and 
Cecil B. Myers, of Duluth, 


} 


Of the top LOO National 


P General Motors Corp. .......... $20,251,551 18 Packard Motor Car Co. ........ 2,800,214 34 
® Lever Bros. Co. 2... 12,878,250 9 Swift&Co. 2... 2,703,671 % 
D Colgate-Palmolive-Peet Co. .... 12,088,261 29 Gillette Safety Razor Co. ...... 2,681,656 %6 
® Chrysler Corp. .................. 11,702,787 @P National Dairy Products Corp. 2,648,329 97 
5 Ford Motor Co. ................ 10,859,548  @2 Quaker Oats(o................. 2,614,988 9&8 
© Distillers Corp.-Seagram’s Ltd. 9,157,887 @B Bristol-Myers Co. .............. 2,283,824 
7D General Foods Corp. .......... 8,112,999  @@ Hudson Motor Car Co. ........ 2,104,610 

® Procter & Gamble Co. ........ 7,973,507 45 Liebmann Breweries Inc. ...... 2,054,746 4 
% Schenley Industries, Inc. ...... 6,354,098 9% Doubleday & Co. Inc. .......... 2,054,197 4 
10 National Distillers Prod. Corp... 4,610,218 | @P American Home Products Corp. 2,030,730 42 
TP Standard Brands, Inc. .......... 4,312,040 @ Time lnc. .......................- 1,973,208 43 
12 General Mills Inc. .............. 4,039,833 9 Armour & Co. .................. 1,924,859 44 
13 Morris & Co., Lid. Inc., Philip 3,806,571 $9 Nash-Kelvinator Corp. ....... 1,919,984 45 
14 General Electric Co. ............ 3,709,415  @P Studebaker Corp. .............. 1,904,828 46 
15 Reynolds Tobacco Co.,R.J..... 3,331,311 9B Block Drug(o. ................. 1,858,104 47 
16 Sterling Drug Inc. .............. 2,919,483 43 International Cellucotton 48 
1? American Tobacco Co. ........ 2,905,659 Products Co. .............0.-.. 1,854,324 4 


Q ran in 


Q-+ used 


Wm. Wrigley, Jr. Co. 1,803,929 
Radio Corp. of America ......... 1,748,712 
Ballantine & Sons, P. ............ 1,744,917 
Coca-Cola Co. .................. 1,682,395 
Borden Co. ......... mccteataha 1,681,703 
Hiram Walker-Gooderham & 

SL Se 1,680,834 
Goodyear Tire & Rubber Co..... 1,675,175 
Willys-Overland Motors Inc... 1,562,201 
McKesson & Robbins Inc. ...... 1,523,246 
Kaiser-Frazer Corp. ............ 1,499,204 
Nestle Co. Inc. .................. 1,484,158 
Glenmore Distilleries Co. ...... 1,428,829 
Hunt Foods Inc. .................. 1,423,849 
Park & Tilford Distillers Corp. 1,408,053 
Publicker Industries Inc. . 1,403,435 
Westinghouse Electric Corp. 1,393,037 
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(Continued from Page 35) 
the dealer himself is guilty of exer- 
cising poor management. 
ad * * 


= next best thing is to have 
the needed service pointed up 
by the one man in the shop who 
has the opportunity to see every 
part of the working parts of the 
vehicle, the lubrication man. 

But this man must be more 





Aluminum Industries 


Adds Bohn Bearings 


: CINCINNATI — Aluminum 

| Industries, Inc., has taken over 
| distribution of the entire after- 
| market production of the motor 
bearing business formerly serv- 
iced by Bohn Aluminum & Brass 
Corp., according to John W. 
Craig, Aluminum Industries presi- 
dent. 

The Bohn line has become an 
integral part of the Permite line, 
Craig said, and will carry the 
brand name Permite-Bohn. 


25 Years With Studebaker— 


J. G. Motors, Inc., Waterbury, Conn., has been presented with a plaque commemo- 
rating the completion of 25 years of service as a Studebaker dealership. Grouped 
around the award are (from left), George E. Read, regional manager; Martin Sasso, 
president of J. G. Motors; A. J. Wise, assistant regional manager; Richard Geghan, | 
vice-president of the dealership; H. W. Crawford, district manager, and Louis Verras- 


tro, treasurer of the firm. | 








ea \Lube Man Can Spot Repair Needs... 


There’s Gold in Grease Jobs 


than just a “grease gun pusher.” 

He must be enough of a mechanic 
to recognize needed service when 
he sees it. 

He must be properly compensated 
for the extra time it takes him to 
inspect the car as he goes about 
his regular job of lubrication. 

He must be provided with forms 
that make it easy for him to note 
things which should be done to the 
car he is working on. The average 
mechanic doesn’t relish the task of 
writing out lengthy reports, even 
when he is paid to do it, and few 
lube men are paid sufficiently to 
make it interesting to do this dis- 
tasteful part of the job. 

* * aa 





he prem system should be set up so 

that the things the lube man 

|notes are called to the attention of 

|the owner before he comes in for 
| his car. 

It is an inconvenience, if not a 

| hardship, for the average owner 

to bring his car to the shop for 

repairs. It is much easier for the 

| average owner to drop in at a 


Newspaper Advertisers in 1952 


New York newspapers, and 


the New York News. 


e @ 
50 Standard Oil Co. (New Jersey) 1,372,527 67 Seven-Up Co. .................. 1,088,131 84 National Biscuit Co. ........... 949,271 
$1 Curtis Publishing Co. 1,371,047 68 Standard Oil Co. (Indiana) ... ‘1,074,286 85 Johnson & Son inc, $.C.... 948,419 
$2 Sinclair Refining Co. ... 1,330,824 69 Wesson Oil & Snowdrift Co. Inc. 1,070,398 BP MON oo cnsecses esses 947,211 
53 Heinz Co., H. J. ....... 1,298,497 70 Socony-Vacuum Oil Co. Inc..... 1,064,017 67 International Harvester Co... 912,605 
54 Greyhound Corp. ... 1,281,192 ©} Motorola lac. .................... 1,059,757 88 F. & M. Schaefer Brewing Co. 911,757 
S§ Eastern Airlines Inc. ............ 1,248,145 72 Continental Baking Co. Inc..... 1,049,226 89 Liggett & Myers Tobacco Co... =—-911,161 
$6 Admiral Corp. ................. 1,236,847 73 Noxzema Chemical Co. ........ 1,040,412 90 Warner-Hudnut Inc. ......... 892,534 
57 E. 1. DuPont De Nemours & Co. 1,218,243 74 Consolidated Cigar Corp...... 1,022,774 91 Pan American World Airways 892,298 
$8 Campbell Soup Co. ............ 1,199,311 75 Brown-Forman Distillers Corp. 995,657 92 Scott Paper Co. ................ 886,683 
59 Prudential Insurance Co. ...... 1,197,707 76 Carnation Co. .................. 983,864 93 Rubinstein Inc., Helena ...... 874,924 
60 Union Carbide & Carbon Corp. ‘1,197,434 77 ‘Pillsbury Mills Inc. ............ 980,906 Oe MO OD nic cneccaseoscsce 855,388 
61 Avco Mfg. Corp. ................ 1,182,726 78 Norwich Pharmacal Co. ........ 978,210 95 Clorox Chemical Co............. 852,201 
62 Phillips Petroleum Co. ........ 1,181,982 79 = Institute of Life Insurance .... 976,808 96 Firestone Tire & Rubber Co... 849,959 
63 Philco Corp. ................... 1,136,055 80 Pacquin Inc. .................. 975,852 97 Black Inc., Walter J. ...... 836,286 
64 Sylvania Electric Products Inc. 1,104,850 81 United States Rubber Co. ...... 960,988 98 American Airlines Inc........ 828,129 
65 Thomas Leeming & Co.inc..... 1,093,854 62 Owen Nursery ................. 954,329 99 Sun Oil Co. 816,294 
MP RINE, a cescesisscsseresiccntes 1,088,152 83 Kellogg Co. oo... 951,486 100 Plough Inc. 806,617 
Of every dollar spentin New York newspapers 
in 1952 by these national advertisers... 36% was 
spent in The New York News! 
I he Ne W S © New York's Picture Newspaper 


with twice the circulation of any other newspaper in America... 
220 East 42nd St., New York 17; 1127 Wilshire Blvd., Los Angeles 17 
Tribune Tower, Chicago 11; 155 Montgomery St., San Francisco 4 





convenient filling station in his 
neighborhood for his lubrication 
and oil changes. 


Many owners never come in just 
for lubrication, They are brought in 
by the need of a tuneup or some 
other work which they are afraid 
to trust to anyone else but the 
dealer in the make of car they 
drive. 

Thus, a franchised dealer with 
an eye to his absorption and cus- 
tomer labor sales, who does set up 
his lubrication stalls as service sell- 
ing stations, must also insist upon 
his order writers endeavoring to get 
the customer to buy lubrication. 

* * * 


S TECHNOLOGICAL advances 
in engineering cut down on the 
number of lubrication points in the 
car he sells, the dealer should make 
an effort to sell the customer on the 
added importance of the fewer 
points, to the safety and long life 
of his car or truck. 

It should be emphasized that the 
dealer should make certain that he 
is dispensing the highest quality 
lubricants, each designed and built 
for the particular service that each 
part of the car or truck he sells 
requires. 


Synthetic Resins 
Revolutionized by 
Water Solvent 


NEW YORK.—A new process 





utilizing water as a solvent for syn- 
thetic resin surface coating ma- 
terials has been developed by Dr. 
Hergert Hoenel, a member of the 
international research staff of 
Reichhold Chemicals, Inc., it has 
been announced. 

The new material, Reichhold 
said, promises to provide the indus- 
try with revolutionary techniques 
and economical coating materials 
of multi-resistant qualities. Reich- 
hold has completed pilot runs and 
is ready to begin large-scale pro- 
duction of the resin, called “hydro- 
phen,” at its Detroit-area plant. 

In ordinary enamels, lacquers 
and varnishes, about 50 percent of 
the composition is an organic sol- 
vent which is costly, toxic and flam- 
mable. Water as a solvent elimi- 
nates both cost and danger, Reich- 
hold said. 

The new resin may be applied 
directly to a metallic surface as a 
clear finish, Reichhold said, or 
pigmented to produce colored 
enamel. After application, Reich- 
hold said, the water is allowed to 
|}evaporate and heat is applied to 
yield a finished coating which is 
resistant to water, weather, oil, cor- 
|rosion and solvents. 

Chief uses of the new solvent are 
|expected to be for surface coating 
|of autos, farm machinery and other 
durable goods fabricated from 
| metal. 

| Reichhold said the new solvent 
|is expected to cut present coating 
costs 10 to 25 percent. 


TH Expands Line 
Of Chromed Rings 


CHICAGO. — The motor truck di- 
vision of International Harvester 
Co. is making available chrome- 
plated 2-in-1 piston ring sets in the 
most popular sizes for International 
Green, Silver, Blue, Black and Red 
Diamond engines, according to W. 
K. Perkins, sales manager. 

“There has been increasing in- 
terest in the use of chrome plating 
of piston rings,” Perkins noted. 

For several years, the firm has 
been providing a top chrome ring 
in the International Red Diamond 
piston ring sets. The 2-in-1 sets are 
being made available to dealers in 
addition to the regular sets, 

Each oil ring is offered with both 
a@ normal pressure and _.high- 
pressure expander. 





Armorply Display Set 

| CLEVELAND.— Armorply, used 
|in the truck body-building indus- 
try, will feature the exhibit of 
United States Plywood Corp. at the 
National Metal Exposition here, 
Oct. 19-23. Armorply has a metal 
facing bonded to one or both sides 
of a plywood core. 
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Vital Phase in Engine Progress... 


Chrome Piston Rings 


Due on All 


54 Cars 


(Continued from Page 35) 


in that chrome-plating of rings had 


engines to the fact that their best 


_AUTOMOTIVE 


| 
| 


already proved highly successful in| break-in procedure is to run the| 
| Harding Gets Fourth 4-Letter Award— 


Ford's four-letter award has been presented to Harding Motors, Inc., Liberal, Kans., 


lengthening the life of aircraft 
engines by reducing both ring and 
bore wear. 

However, the application of 
chrome rings to automotive 
engines brought a multitude of 
problems, some of which still 
exist as far as rebuilt engines 
and re-ring jobs are concerned. 


One of the stubbornest of these 
problems has been engine break-in. 
That has long been solved for new 
cars, because car manufacturers 
break engines in on test blocks be- 
fore they are installed on the final 


assembly line. 
aa + + 


been a good deal of reluctance 
to educate buyers of rebuilt 


Whatever 





engine hard immediately. The 
harder the engine is run, say the 
experts, the shorter the break-in 
period. 

Today’s top compression rings 
are made of material twice the 
strength of cast iron, have far 
greater resistance to combustion 
shock and breakage and twice 
the wear characteristics of rings 
that were considered the ultimate 
15 years ago, 

Meanwhile, manufacturers are 
designing engines so that chrome 
rings will work even better. They 
are seeking more hardness in cylin- 


| der blocks so that chrome rings will 
OWEVER, there seems to have | 


seat themselves even more quickly. 


Metallurgists have made amazing | 


progress in developing a harder 


your 


| for the fourth time. Handing the citation 


president, is Dick McClure (right), zone manager. 


|cast iron for blocks. However, 
service mechanics are warned that 
they should be on the lookout for 
| chrome-plated cylinder liners which | 
| some engine manufacturers have | 
| experimented with. 
| + * + 

With that one exception, today’s 
| chrome-plated piston rings are | 
|cited as compatible for use in any 
| engine. 

Chrome rings are now a tried 


Engine 


Bearing Needs may be... 


NEWS, SEPTEMBER 21, 1953 


to Otis G. Harding (second from right), 


As pointed out, only two of the 
1953 car lines are not equipped 
with chrome, but the _ service 
bulletins of both firms involved 
recommend chrome for _ re-ring 


| jobs. 


One of the auto industry’s most 
elusive prewar goals was the elimi- 
nation of wear in piston rings and 
cylinders. That a great deal of 
progress has been made along that 
line is evident in the fact that 


|today’s cars will run up to 70,000 
and proven auto engine product. miles before needing major engin- | 


You'll Find the Best 


Answer in the 


FEDERAL: MOGU 
PACKAGE! 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


Engine Bearings (Main, Connecting Rod 


and Camshaft) 


¢ Bushings + Connecting 


Rod Service—Exchange Insert Rods, Re- 


babbitted Rods 
.« V- 


and Nuts 


* Connecting Rod Bolts 
Seam Piston Pin Bushings 


Shims and Shim Stock 


|lem. The recent General 
| contest, he said, not only created a 


repairs, and most manufacturers 
are now using chrome rings. 
Chrome rings, of course, involve 
increased cost. However, the ad- 
vantages appear to make the cost 
factor negligible. 
* * 


— scuffing comes when the 
temperature on the face of the 
ring reaches the melting point of 
the material. 

The melted metal recedes, leav- 
ing voids through which oil may 
pass into the engine’s combustion 

chamber where it will burn. 

However, the application of 
chrome to risgs has created a melt- 
ing point which is many hundreds 
of degrees higher than that of the 
grey iron in cylinder blocks. 

Thus, chrome rings will with- 
stand highertemperatures and 
more severe operating conditions 
than will unplated rings. 


Better Highways 
'Termed Key to 
Auto Production 


| 

| DETROIT.— Walter F. Carey, 
president of the American Trucking 
Assns., told the Detroit Rotary Club 
last week that decisive action to 
|develop adequate highways is im- 
|perative if the auto industry is to 
continue to produce vehicles in in- 
creasing volume. 

“We can’t keep pouring out mil- 
lions of cars, trucks and buses 
|every year and expect them to fit 
into a highwav system designed for 
|only about half of the vehicles now 
registered,” Carey said. “Sooner or 
later, such conditions will build up 
a resistance to automobile owner- 
| ship which could have consequences 


| for our city and state which I need 


|not discuss, they are so obvious.” 
Carey praised the auto industry 
for its efforts to create and stimu- 
late interest in the highway prob- 
Motors 


tremendous amount of intelligent 
interest but capitalized on an as- 
tonishing amount of interest al- 
ready existing. 

“T am confident that, working to- 
gether, we will lick that problem, 
but I bespeak the active interest 
of Rotarians here and everywhere,” 
he said. “No more constructive ob- 
jective could be imagined than this 
goal of seeking to insure adequate 
roads.” 

Carey, affirming his belief that 
the future of the auto industry 
looks encouraging if the highway 
problem is solved, predicted that 
for trucks alone production in 1975 
would reach 2,285,000 and be valued 
at $6 billion and that the trucking 
industry by 1975 would employ 13,- 
800,000, instead of the present six 
million, with a payroll of $47 billion 
per year. 


Insurance Change 


Rejected by Colo. 


DENVER. — Colorado State In- 
surance Commissioner Luke J. 
Kavanaugh has rejected the new 
automobile insurance rate schedule 
proposed by the National Bureau of 
Casualty Underwriters on the 
grounds that it is too complicated 
and the rates are too high. 

In announcing his decision after 
studying the new schedule adopted 
nationally by representatives of 21% 
insurance firms, Kavanaugh said 
his main objection, in addition to 
the higher rates, involved new !ia- 
bility classifications which would 
spread the present two classes of 
drivers into six classes and increase 
insurance rates sharply for young 
motorists. 

He said he saw no justification 
for the complicated new formulas 
and regroupings in Colorado which, 
according to studies by his office. 
would force the average Denver 
motorist to pay $35 for personal 
liability and proverty damage pro- 
tection now available for $31. 


South Florida Motor Sold 


L. L. Linder and H. A, Strickland 
have purchased South Florida 
| Motor Co., International Harvester 
| dealership in Wauchula, Fla. Name 
of the new company is Peninsular 
Equipment Co. Linder will continue 
to operate Superior Grove Service. 
while Strickland, manager and part 
| owner of South Florida Motor, wil! 
|manage the sales and_ service 
lorganization of the new company. 
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Thomas Accents Service and Satisfaction .. . 





Dealer Finds Payoff in Trucks 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—Five years after 
he opened the dealership that now 
bears his name, William L. Thomas 
was given the distinction of being 
able to call his operation “Ohio's 
largest Ford dealer.” 

Therein lies the story of mer- 
chandising, promotion and, above 


all, customer service and satisfac- | 


tion. 

Thomas’ policy is to satisfy a 
customer to the point where he'll 
come back again. What’s more, 
Thomas moved into a field where 
other dealers feared to tread— 
truck sales. 

In 1950, after having been with 
the Rudy Frick chain for seven 
years, Thomas purchased the deal- 
ership at 5310 St. Clair Ave., re- 
named it William L. Thomas, Inc., 
and started his march to success. 

Those were the days when deal- 
ers merely opened their doors, an- 
nounced they had new cars to sell 
and awaited the rush. 

But that wasn’t for Thomas. 

Within a stone’s throw there was 
a busy trucking area. Furthermore, 
trucks meant added time and spe- 
cialized handling. But Thomas real- 
ized that a satisfied truck operator 
was also a potential long-term car 
buyer. 

And so Thomas instituted an ag- 
gressive truck sales and service 
policy that has paid dividends. 

Then there’s the service and 
parts department. Business Man- 
ager Joe Friedman puts it this 
way: “We strive to make our serv- 
ice and parts department offset our 
overhead. When this is realized we 
are in a position to present a far 
stronger case for our new truck 
and passenger sales.” 

As a result, parts and service 
have shown a sparkling increase. 
In July, the service department 
showed more than 100 percent in- 
crease in receipts over July, 1950. 
Parts sales were up proportion- 
ately. 

At the same time, the dealership 


* % * 





Anniversary Cake— 


William Ll. Thomas, (left), president of | 


William L. Thomas, Inc. (Ford), Cleveland, 
cuts the cake during an anniversary cele- 
bration, while Harry Lidgard, Cleveland 
district manager for Ford, looks on. 


Plastic Materials 


To Be Displayed 


TOLEDO.—Plastic coated fabrics 
and textiles for use in automobiles 
will be shown by Textileather Corp. 
at the American Society of Body 
Engineers convention Oct. 28-30 in 
Detroit. 

Textileather supplies headlining, 
crash paneling, door paneling, up- 
holstery, floor covering, seat cover 
trim and convertible topping to the 
auto industry. 


Pentel in Minneapolis Deal 

Ervin Pent:] has purchased the 
Service Garage (Chrysler - Plym- 
outh), Minneapolis, and has 
changed the name to Pentel Motor 
Co., Inc. The firm operates two 
used-car lots. Pentel formerly was 
used-car manager of Twin City 
Motor, Inc., Minneapolis. 


|has become one of the few in this 
|area to achieve a successful night 
operation, staying open until 3 a.m. 
five nights a week. Monthly labor 
|sales are well over $26,000. 

This coordinates with the firm’s 
truck department. It can service 
trucks over night so that the oper- 
j}ator of the vehicle does not lose 
|a day’s work. 

Truck salesmen, under the guid- 


Westinghouse to Lump 


Sealed-Beam Output 


FAIRMONT, W. Va.—All pro- 
duction of Westinghouse Electric 
Corp. sealed-beam headlights will 
be concentrated at the Fairmont 
plant, George Lambert, manager of 
|the company’s lamp operation here, 
has announced. 

The decision alters earlier pro- 
posals, he said, to transfer the 
sealed-beam section to a new and 
llarger building at Madison, Ind. 
| Two new warehouses are to be 
|; erected at the Fairmont plant. 





| ods, 


ance of Jim McDermott, are young 
and aggressive. They have learned 
well from the older salesmen on the 
staff how best to fit the job the 
trucker has in mind, and how to 
suggest the truck best needed to 
meet the job. On-the-job movies, 
twice-a-day meetings and a two- 
week training course round out the 
program that makes Thomas truck 
salesmen “tops in the business.” 

Salesmen make at least 25 tele- 
phone calls and send out from 25 
to 50 cards daily, at least five cold 
approaches, 25 “would-you-take” 
per day, and 15 calls to contact 
leads who can secure potential 
car buyers. 

For Thomas salesmen this means 
a monthly sales program of a least 
40 vehicles. Because of the large 


| truck turnover, the firm also has a 
| desirable used-truck inventory. 


Utilizing aggressive sales meth- 
used trucks, too, are moved. 
There are two independent truck 
lots; one on St. Clair, near the 
dealership, the other in the Brook- 
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We have had the Kent-—Moore "Head—On" 
Carbon Blast in operation for a period 
of eight months and within that time we 
have increased our customer labor sales 
The Carbon Blaster has 

paid for itself many times over and has 

proven to be the biggest profit maker of 


to a new high. 
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KENT-MOORE orGaNiZzAtION, INC. 
5-105 GENERAL MOTORS BLDG. © DETROIT 2, MICHIGAN 






Bob Massip, Service Manager 


combustion chambers . . . 


We have two of ’ 
Blasters in our service 
very proud to ta 
car after removing 
machine. 


pay envelope 


T. H. Poe, 
Triangle Motors, 


Here’s what users are saying about their “Head-On” Carbon 
Blasters . . . the amazing new machine that “blast-cleans” ” 
restores “lost” engine power. 
If you're not equipped to perform this profitable new service 
get in touch with your nearest Kent-Moore Distributor today! 


Thomas' Used-Truck Lot— 


This is one of the two truck lots 


* * * 


park area, near a farming center. 

Thomas is planning an expansion 
soon that will add an additional 
2,600 square feet to its service unit. 


Thomas is shooting for 300 new- 
car sales a month. Having already 
passed the 200-mark, the next ob- 
jective does not seem out of line. 


Thomas entered the automotive 
field in Kansas City in 1937. 

At Thomas the efforts of many 
persons have helped the move 
towards success. Along with Mc- 


Fred Brown, Service Manager 
O'Daniel Ranes, Inc., Evansville, Ind. 
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Shop Foreman 
Dallas, Texas 


“Profits” Plan Book today! 





your "Head-On" Carbon 
department. 
take a customer out in his 
the carbon with this 
We make a very nice profit, and 


we make our owners happy. 


Kent-Moore Organization, Inc. 
5-105 General Motors Bidg., Detroit 2, Michigan 


Available to all Carbon Blaster owners . . 
campaign to help you sell Carbon Blast Tune-up! Send for your 





of William L. Thomas, Inc. (Ford), Cleveland. 
Satisfying truck and car buyers is the firm's basic policy. 


* * * 


Dermott in truck sales, Bill Miller 
and Joe Check help truckers méet 
their needs. 

Jack Berlin is the first salesman 
in Ohio to attain Ford’s coveted 
honor—three years successively in 
the exclusive “500 Club.” Richard 
Yorkavitz and Harold O’Hara are 
day and night service managers, 
respectively. Joc Turner is in 
charge of fleet sales, D. H, Bibler is 
sales manager, and Lloyd Charles- 
worth is used-car manager. 
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New Salon Lounge Interiors 


—color-harmonized with sparkling new 
exterior car colors. Here are magnificent 
new worsted Bedford Cord fabrics, pleated 
and tailored to perfection. Hudson for 
1954 is the most luxurious thing on wheels 
—both inside and out! And Hudson’s 
extremely low center of gravity (due to 
exclusive ‘‘step-down’”’ design in all models) 
gives a ride that is smooth, steady, safe 
beyond anything else in all motoring! ! 


} 


‘ 


* 


Introducing Instant 


mee Beautiful 


Quickest Power Response You’ve Ever Seen! 





Here’s new power and performance at every point in the 
driving range. Touch your toe to the pedal and feel instan- 
. taneous response—not only at highway speeds, but in everyday 
" traffic driving! There’s no lag, no fiat spot in power response. J 
For this is Hudson’s Instant Action Engine with Super Induc- ad 
tion—an entirely new development—offered in no other car. 4 
ff 


i er eeeeiemnasainet 





Fabulous 1954 Hudson Hornet 


ee ae a ee DSON CREATES a new mode in motor-car fashions 


oe for 1954 with the most beautiful Hudsons ever 





built . . . the newest new cars in years! 


From their massive grilles back to the sleek flight lines 
of the continental-type rear fenders, the 1954 Hudsons 
are all-new! Their clean, low, sweeping lines are 
dynamic, beautiful in the modern manner. And inside, 
sheer luxury takes over. New Salon Lounge Interiors 
offer richness, new elegance that is unsurpassed. 


And that’s not all! Exclusive Hudson Instant Action 
Engines with Super Induction set a breath-taking * 
new standard in every price class. Here’s great new 
power... power that responds instantly in any driv- 





New Perfected Power Steering 


New Improved Power Brakes 


—the most advanced intheindustry! Power 
Steeringt combines with Hudson’s true 
center-point mounting to bring you the 
easiest, most accurate control in any car. 
Hudson’s Improved Power Brakes} oper- 
ate from a pendulum-type foot pedal, and 
require no more effort to operate than 


’ 
the accelerator! tOptional at extra cost on the 
Hornet, Super Wasp and Wasp. 





} 


( Action Engines with Super Induction in 


All-New Hudsons for’54 





SOG CCEE RCT MLR ue 





New Flight-Line Styling 
New Salon Lounge Interiors 
New Power, New Performance 
New Perfected Power Steering! 
New Improved Power Brakes! 
Exclusive Twin H-Power' 
Exclusive “Step-Down” Design 
Exclusive Monobilt Body-and-Frame 
Exclusive Triple-Safe Brakes* 
New Dual-Range Hydra-Matic Drive’ 


+Optional at extra cost on various Hudson models. 
*Available on various models at no extra cost. 





Standard trim and other specifications and accessories subject to change without notice. 





as the Hornet rules the stock-car tracks of America! 


What does this new power and all-new styling mean | Hudson’s All-New Line Covers 


to a Hudson dealer? It means that he sells not only 

the hottest performer in every price field—but also i 
the most beautiful! It means that he’s a triple-threat 94% of the New-Car Market 
man in 94% of the U. S. new-car market, including 


the lowest price field! and Presents One of the Greatest 


If that sounds good, you’d better get in touch with us. ' 
There are a few Hudson franchises open in some terri- ct? ’ 

= tories. For complete information, write, wire or phone: D ealer Op iP or tun ules un a D ecade . 
C. A. J. Hadley, Sales Manager, Hudson Motor Car 
Company, Detroit 15, Michigan. ss = ae 


ing range... power that will rule the road as surely 
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Dealer Doings 


Floyd’s Sales & Service (DeSoto- | four days in Seaside, Ore., as a 
Plymouth), Winfield, Kans., has| guest of General Motors. Francis 
opened its new building on US-160|earned the award in a_ recent 
east of Winfield. | salesmanship contest sponsored by 

. GM. 
Wilson in New Job ; ; 
t=) Woody Wilson, manager of Ray Superior Buys Land 
|| Shepherd Motor Co., Fort Scott, Superior Chevrolet Co., 
i|Kans., has resigned to accept a/| nati, has purchased the property at 
similar post with Schwindt Motors,|the northwest corner of Cooper 
and Apple Sts. for new-car pur- 
| Poses. 
be Rayl Heads Drive a 

= Charles Rayl, auto and implement Bauman Chevrolet Sold 
*\dealer of Hutchinson, Kans., has| Bauman Chevrolet, Inc., of 
» |served as head of the 1954 Reno! Huron, O., has been sold to Roy 
County Community Chest Drive. | Bloomfield, of Canal Fulton. The 
ee business will be renamed Anchor 
Crawford Sells 


Chevrolet Co. 

+ 

i Tom Crawford has sold Tom ‘ ‘ 
Corvette Captures County Fair Visitors— ; cautees Meters (reeds, Paske,! Hagen Buick Expands 
At the Allegheny County (Pittsburgh) Free Fair, Chevrolet's feature attraction, the Kans., to Raymond A, Miller and| George F. Hagen, who recently 
plastic sports car Corvette, which was never exhibited before in the Pittsburgh area, Jack Rhea, who are operating the| opened Hagen Buick Co. in Cincin- 
was studied carefully by visitors, young and old. firm as Miller-Rhea Motors. nati, will install a new body and 
a a | * = ~ 9 aes used-car shop. 
* 





* * 
* * * 


| Pittsburg, Kans. 
* 


| * S 


+ * 





* * 


GM Contest Winner 
John Francis, head salesman of Follestad Opens Lot 
Monroe, S. G. Follestad, owner of Folle- 
Wash., has returned after spending | stad Nash, Everett, Wash., has an- 


Mitchell Sells Deal 

wood. The firm, which handles Pon- | 
tiac and Cadillac, is now known/|Don’s Chevrolet Service, 
as Ableson and Heywood Co. 


Leonard Mitchell has sold Mit- 
chell Motor Co., Iola, Kans., to 
Charles Ableson and K. G. Hey- 
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How would you 
like 4 customer 





“For several years, I’ve used WOLF’S HEAD 
exclusively. | have 70,000 miles on my car 
and still use less than one quart per thousand.” 


Brand loyalty is strong among users of WoLFr’s HEAD 
Motor Oil. Once you sell a customer, you never have 
to re-sell him. And you can bet he’ll steer plenty of 
friends to you through the years. 


Wo r’s HEap Motor Oil is 100°% Pure Pennsylvania, 
Specially Refined and Scientifically Fortified. It meets 
the requirements of all makes of cars and all types of 
service. It cleans as it lubricates . . . provides richer, 
tougher, longer-lasting protection against power-rob- 
bing sludge, rusting and corrosive acids. 


FREE! “Guide to the 
Weather” Folder tells how 
to forecast weather by cloud 
formations. Write for a 


copy. 





Sell your customers superior engine performance and 
economy with WoLrF’s Heap! 


WOLF'S HEAD 


MOTOR OIL AND LUBES 


100% Pure Pennsylvania 
Scientifically Fortified 


WOLF'S HEAD OjJL REFINING CO., INC. 
Oil City, Pa. © New York 10, N. Y. 





Member, Penna. Grade 
Crude Oil Association 





Cincin- | 


nounced the opening of a used-car 
lot. Opening ceremonies featured 
the new Nash-Healey. 


* * * 


Billings Adds Lot 


Richard Billings (Chrysler-Plym- 
outh) has added a used-car lot 
covering an entire city block at 
Twenty-seventh Ave. and Sandy 
Blvd., Portland, Ore., New Offices 
have been constructed and the en- 
tire area _ blacktopped. Orville 
Sheets is manager. 

* am * 


Chauncey Joins Buxton 
James Chauncey, formerly of 
Ralph Hoyt Co. (Chrysler-Piym- 
|outh), Portland, Ore., has been ap- 
| pointed general manager of Buxton 
|Motors (DeSoto - Plymouth), Port- 
land. 





* * os 
Bruce in New Home 
| Bruce Motors (DeSoto-Plymouth), 
|Fort Pierce, Fla., has opened en- 
| targed quarters at 1416 S. U.S. 1. 
| * * * 
| Hillsboro Deal Renamed 


| Dohoney Motor Co., Hillsboro, 
| Tex., is the new name of Wolaver- 
| Dohoney Motor Co., it has been an- 
nounced. 
* ok . 


Pontiac Deal Starts 


| Palmer Pontiac, Inc., has been 
| chartered in Leesville, La. 
| * * 


Parts Firm Discontinued 


| The charter of Central Auto 
| Parts Corp., Shreveport, La., has 
| been dissolved. 

ok cd * 


Wallace to Yazell 


W. R. Yazell has announced the 
purchase of Oil Belt Motor Co. 
| (Buick), Kilgore, Tex., by his firm, 
Center Chevrolet Co., from W., B. 
Wallace. Yazell will continue to 
|operate the business at the same 


location and under the same name. 
* * oo 


Kaiser Dealer Edwards 


Again Closes Doors 

A Kaiser dealership in Spring- 
field, Ill. which was recently re- 
|opened by Paul C. Edwards under 
the name Kaiser City, has been 
|closed again. 

Arrangements are being made to 
service cars sold by Kaiser City. 

* + + 


Nixon Opens Third Lot 


| Nixon Motor Sales, Manchester, 
|N. H., has opened its third used- 


|ear establishment. 
* * : 


Pfeiffer Joins Coble 


| William Pfeiffer has been named 
service manager for Neely Coble 
|Co., Nashville, Mack truck dis- 
|tributor in middle Tennessee. He 
|formerly was with Hippodrome 
Motors. 


* * * 


Niblock Nash Is 32 


Niblock Nash Sales, Inc., Elk- 
|hart, Ind., has celebrated its 32nd 
| anniversary. 

* cd * 


Livingston Names Bowen 


| Wayne L. Bowen has been ap- 
| pointed general sales manager of 
| Livingston Motors (Lincoln-Mer- 
|cury), Denver, according to Jim 
| Livingston, president. Bowen 
' formerly was general sales manager 

of an L-M dealership in Pueblo, 

Colo. 

* * * 


French Boosts Ehlers, 


McGrath and Crane 


J. E. French Co., Dodge-Plym- 
louth dealership in the San Fran- 
|}cisco Bay area, has announced 
three promotions. 

Fred Ehlers has been advanced 
from Burlingame to head the 


‘Continued on Page 43, Col. 1) 
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(Continued from Page 42) 


French fleet, lease and export di- 
vision in San Francisco. 

““Allen McGrath, car sales man- 
ager in Oakland, has been ap- 
pointed truck sales manager in 
San Francisco. Harvey Crane, 
formerly San Francisco truck sales 
manager, has been named manager 
of peninsula activities, with head- 
quarters at Burlingame. 

+. * * 


Leewright Sells to Brown 


Raymond Brown has purchased 
the interest of Byron Leewright in 
a Chrysler-Plymouth dealership at 
Carthage, Tex., and has renamed 
the business Raymond Brown 


Motors. 
= 


Love Buys Interest 


Frank Y. Love has purchased a 
half-interest in Cherry Motors, Inc. 
(Studebaker), Jonesboro, Ark., from 
E. H. Cherry and E. O. Cherry. The 
firm is now headed by Love as 
president. E. H. Cherry is secretary, 
and E. O. Cherry is vice-president. 

a * * 


Lone Star Buys Space 


Lone Star Olds-Cadillac Co., 
Dallas, has purchased 23,250 square 
feet of space for storage and park- 
ing facilities, according to Presi- 
dent N. J. DeSanders. Purchase} 
price, he said, was $65,000. 


* * * 


Denver Buick Expanding 


Denver Buick, Inc., Denver, has 
purchased 11 lots, containing 10 
homes, which will link two build- 
ings owned by the firm. Purchase 
price was listed “in excess of $120,- 
000.” Harold Cohan, president of 
the firm, said the property will be | 
used to enlarge service facilities. 

* ” oe | 


Carlson-Louitt Shift 


Carlson -Louitt, Inc., 6454 N. 
Western Ave., Chicago, has taken 
over the Ford dealership in An-| 
tioch, Ill. Its Chicago operation, in | 
turn, has been taken over by Tau- 
ber on Broadway, 6035 Broadway. | 
Tauber will move to the Carlson- | 
Louitt establishment. 

* * 


Curry Motors Now 


Curry & Schram Motor Co. (De- 
Soto-Plymouth), Charleston, S. C., 
has been succeeded by Curry 
Motors, with Amos L. Curry as 
president; Ernest T. Cook, general 
manager, and Adam Salvo, service 
manager. 


* * 








* 


Soft Drinks to Cars 
Roberts Motor Co., Titusville, 
Fla., now occupies what formerly 
was @ Coca-Cola bottling plant. 
The building was remodeled into 
a showroom and service section. 
x * * 


Lowe Promoted 


G. A. Lowe has been appointed 
sales manager of the automobile 
and truck divisions of Orville Lowe, 
Inc. (Ford), Des Moines. Lowe had 
been a salesman with the firm for 
18 months. 


* * 


* * & 


Hayes Brothers Acquire 


Murray Buick Sales 


Murray Buick Sales & Service, 
Salt Lake City, has been sold to H. 
Norman Hayes and Jerry Hayes, 
sons of Grant E,. Hayes, local 
Studebaker dealer. 


The new firm has been named 
Hayes Bros. Buick. Norman 
formerly was owner of Norman 


Motor Co. (Studebaker), which was 
closed. _while his brother had been, 
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associated with the elder Hayes 


since 1945. 
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Ransom Gets Coast Deal 
William Ransom has been named 
DeSoto-Plymouth dealer in Santa 
Monica, Calif. General manager of 
the dealership will be Phil McNab, 
and R. J. Judd will head the serv- 
ice department. 
+ 


* * 


* * 


Spencer Names Hamilton 
J. W. Hamilton has been ap- 
pointed service manager of Spencer 
Motors (DeSoto-Plymouth), 300 
Avenue E., San Antonio. 
* * * 


Lewis Buys L-M Deal; 


Promotes 2 Employes 

J. C. Lewis Motor Co., Savannah, 
Ga., has purchased Sparks Motor 
Co. (Lincoln-Mercury) 
Ga. It will be operated as Lewis 
Lincoln-Mercury, Inc. 

J. C. Elrod, used-car manager for 
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in Macon, | 


43 


we | McCaskill, and Westfall Oldsmo- 
| | bile, Inc., Fort Worth, incorporated 
by ©. C. Westfall, Jewell Westfall 
and R. G. Dudley. 

Conly Motors, Inc., of Andrews, 
has changed its name to Andrews 
Motors, Inc. 


named vice-president and general 
manager of the new firm. Jack 
| Allen, an accountant in the Savan- 
|/nah office, has been shifted to} 
Macon as office manager and secre- | 
| tary-treasurer of the corporation. | a 
| * * * 


* * * 


Woman a Top Salesman 


At the William Greer Chrysler- 
Plymouth dealership in Los An- | 
| geles, one of the top salesmen is | 
| a woman—Edythe C. Karl. She is 
married and the mother of a 
nine-year-old. 
Bg oa 


Hershberger Carries On 


| ©, A, Hershberger, Chevrolet : hn Shiai ae dee! | 
| dealer in Martinsburg, Pa., for the| western region Lincoin-Mercury Geaiers at) - : 
| past 28 years, has been reappointed | the seventh L-M dealer council meeting in| Lamp Fixtures Listed 

|General Motors’ community re-/ Detroit this year, Lyle A. Byers (right), | h oe ne — ee From 
|lations chairman for the Morrison Berkeley (Calif.) dealer, receives a certifi- S a © Ses ee 


we (a.) Gren. Se ; _| and describing its new fixtures and 
Cove ‘a r cate from Harry Crimmins, Oakland dis |mounting units for sealed-beam 
ee 


____|lamps. Copies of the catalog, No. 


Fennell Joins Honig 


James W. Fennell has been ap- 
pointed general manager of Nash 
California Co. in Los Angeles and 
two Nash dealerships in Santa 
Monica and Glendale, Calif. Spencer 
T. Honig is president of the three 
| firms. 
of | 





* 


L-M Honors Byers— 


In recognition of his representation 


* * * 


* * 


Paper Honors Becherer : a _ |120-58, are available from the 
Becherer Buick, Inc., Monrovia,| ceived charters to do business in| manufacturer. 
Calif., has been chosen by the Mon- | Texas, according to records of the| e - -e 


‘rovia News-Post as its “Dealer of | Secretary of state’s office. 

the Week.” | They are Franta Pontiac Co., Inc., Olson Opens Altoona Lot 

= = Highlands, incorporated by Albert! Olson Buick Co., 2300 N. Branch 
H, Franta, Rosa L. Franta and|Ave., Altoona, Pa., has opened a 


Texas Grants Charters . 
Victor R. Lostak; Kendall Motor | used-car lot at 221 W. Plank Rd., 
Altoona, 


To Three Dealerships Co., Boerne, incorporated by E. W. | 
Three auto dealerships have re-| Jamison, H. A. Jamison and J. S. (Continued on Page 60, Col. 3) 
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for automobile interiors! 














Deiat plastic surfaces! Lovely patterns and colors! It’s 


easy-to-clean Masland Duran for auto seat-cover trim, door and kick 
panels. Resists scuffing. Wears well. Specify and sell the known, 


established quality of these Masland products. 





The Masland Duraleather Company 
Dept. AA, Philadelphia 34, Pa. 


ONLY MASLAND MAKcS DURAN 
THIS TAG IS YOUR PROTECTION 


Xt 
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Wichita Falls Gets New Garbage Trucks— 


Ten 1'%4-ton trucks and one half-ton pickup were delivered to the city of Wichita | 
Falls, Tex., by Steed Motor Co. (Studebaker). Bruce Steed (second from right), partner 
in the firm, presents the keys to M. Huffines, superintendent of the waste and disposal | 


department. At the far right is Thad Steed, a partner. 


Jones on NADA Board 


Dick Jones, 
Jones Motor Co., 
Tenn., has been elected by Stude-|visory committee. 
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president of Dick| baker dealers in Tennessee as their | 
Chattanooga, | representatives on an NADA ad-/| 











—Coming Events= 


Dealer Conventions 
— 20-21 — South Dakota Automobile 
ealers Assn., Aberdeen, South Dakota. 
Sept. 20-22—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyoming. 
Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington. 


Ky. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St. Paul. 
Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 


N. J 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Sept. 27-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel, 
Hot Springs, Arkansas. 

Oct. 2-3—Kansas Motor Car Dealers Assn., 
Hotel Town House, Kansas City, Kansas. 

Oct. 4-4—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 

Oct. 9-10—Pennsy!vania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 11-13 — Mississippi Automobile 
Dealers Ansn., Buena Vista Hotel, Biloxi, 


Miss, 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19=-- Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 
ct. 18-20 —- Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Oct. 22— Connecticut Aufomotive Trades 





SATISFACTI 


“- 





Satisfaction is what you sell, and what sells for 
you. What better way to win satisfied customers, 
than to sell them products you know will satisfy 
. . - products like Quaker State Motor Oil and 
Superfine Lubricants! For almost 50 years 
Quaker State has been known for its high quality, 
its purity, its fine performance. Better than ever 
today—it is your surest way of attracting new 
customers, and bringing old customers back. 





QUAKER 
STATE 


MOTOR OIL 


Ask about the 
Quaker State 
Remind-0-Matic System 
—a proven 
business builder! 











Assn., Inc., Hotel Bond, Hartford. 

Oct. 25-27 --. Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, Biloxi, 
Miss. 

Oct. 25-27 -- Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-14—Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 

Nov. 9-11—Ohio Automobile Dealers Assn., 
Hotel Commodore Perry, Toledo. 

Nov. 9-11 -- Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Nov. 18-19 —- Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30-Dec. 2—Idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Urah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

* + = 


Dealer Auto Shows 
Oct. 10-25—Southwestern Automobile Show, 
Dallas, Texas. 
Jan. 9-13, 1994—NADA convention, Miami 
Beach, Florida. 
Jan. 9-13, 1954—7th Annual NADA Shop 
Equipment Exposition, Portico Annex, 


Municipal Auditorium, Miami Beach, 
Fla. 

Jan. 9-13, I954—NADA Truck Equipment 
Exposition, Miami Beach, Fla. (Held 


in connection with NADA convention.) 
Jan. 30-Feb. 7, 1954—Greater St. Louis 
Automotive Assn., Inc., Exposition Hall, 
Kiel Auditorium, St. Louis. 
March 13-21, 1954— Chicago Auto Show, 
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QUAKER STATE OIL REFINING CORP., OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


International Amphitheater. 
April 17-25, 1954 — Seattle Auto Show. Se- 
attle Civic Auditorium. 
°* ¢ ® 


General 
Sept. 20-22—National Truck Leasing Sys 
tem, Inc., Eighth Annual Meeting, Palm- 
er House, Chicago. 
Sept. 21-23 — Truck Body and Equipmen: 
Assn. Inc., annual convention and dis 
play, Sheraton-Gibson Hotel, Cincinnati 


Sept. 29- Oct. 2—Second National Elec 
trical Industries Show, 69th Regiment 
Armory, New York City. 


Oct. 11-17—Oil Progress Week. 


Oct. 14— Automobile Old Timers, /4th 
Annual Meeting and Dinner, Hote 
Astor, New York. 

Oct. 19-23—National Safety Council Annua 
Congress, Conrad Hilton, Congress, Mor 
rison, Sheraton Hotel, Chicago. 

Oct. 19-23—National Safety Council (Ar 
nual Congress), Chicago, Illinois. 

Oct. 21-31—38th International Motor Ex 
hibition, Earls Court, London, England 

Oct. 26-28 — National Lubricating Greas: 
Institute Annual Meeting, Edgewate 
Beach Hotel, Chicago. 

Oct. 28-30—The American Society of Body 
Engineers, Seventh Annual Technica! 
Convention, Rackham Memorial Build- 
ing, Detroit. 

Oct. 29-30—Society of Automotive Eng 
neers (International Production Meeting 
Royal York Hotel, Toronto. 

Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention 
Plaza Hotel, San Antonio, Tex. 

Nov. 2-4—Society of Automotive Engineer 
(National Transportation Meeting), Con 
rad Hilton Hotel, Chicago. 

Nov. 4-6—Society of Automotive Engineer: 
(National Fuels and Lubricants Meet 
ing), Conrad Hilton Hotel, Chicago. 

Nov. 9-12— American Petroleum Institute 
(33rd Annual Meeting), Conrad Hilton 
Hotel and Palmer House, Chicago. 

Nov. 9-12 — American Petroleum institute 
meeting, Conrad Hilton Hotel, Chicago. 

Nov. 16-i8—American Finance Conference, 
20th Annual Convention, Palmer House, 
Chicago. 





1954 

Jan. 10-13—American Road Builders Assn. 
Annual! Meeting, Chalfonte-Hadden Hal 
Atlantic City, New Jersey. 

Jan. I1-15— Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Feb. 8-11, 1954— Automotive Accessories 
Manufacturers of America Exposition, 
Navy Pier, Chicago. 

March 2-4 — Society of Automotive Engi 





neers (National Passenger Car, Body 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7, 1954—Pacific Automotive Show, 
Seattle Civic Auditorium. 

April 5-7—American Society of Lubrication 
Engineers, Netherland-Plaza Hotel, Cin- 
cinnati, Ohio. 

June 6-11 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
and Ritz-Cariton Hotels, Atlantic City, 


N. J. 

August 16-18—Society of Automotive En 
gineers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting) 
Schroeder Hotel, Milwaukee. 

Sept. 15-17— National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hote! 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, (National Transportation 
Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engineers 
(National Fuels and Lubricants Meeting), 
Mayo Hotel, Tulsa, Okla. 





Materials Center 
Saving Money 


For Auto Firms 


DETROIT.—Detroit business and 
industry has a new “baby” that is 
growing up in a hurry. It’s just a 
year old but already is saving 
thousands of dollars for its proud 
parents. 

The baby’s name — Materials 
Management Center. Address— 
Wayne University. The parents—a 
group of Detroit executives who 
could see that the best and fastest 
way to better materials manage- 
ment would be through establish- 
ment of a center which could pro- 
vide research, testing, and training 
facilities. 

The executive group, headed by 
such men as Del S, Harder, Ford 
Motor Co.; Harvey Campbell, De- 
troit Board of Commerce; and 
Herbert O. Horning, Chrysler Corp., 
formed a committee and requested 
Wayne, a municipal university, to 
establish such a center. 

Promised financial support, 
Wayne, which had already done 
some pioneering work in the field, 
agreed and named one of its top 
professors, Dr. Spencer A. Larsen, 
to direct the new program. 

Objectives of the center: (1) De- 
velop basic principles and im- 
proved methods and equipment 
used in performing the functions of 
physical supply in commerce, in- 
dustry and the military; (2) Assist 
men in obtaining a knowledge and 
understanding of these better 
methods and equipment and pro- 
mote organized teamwork in ma- 
terials management operations; (3) 
Distribute to the consuming public, 
and men at the battle fronts, 4 
larger supply of damage-free goods 
at the lowest cost possible. 
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NEW YORK. — Industrial busi- 
ness pickup during August was not 
as brisk as many had expected, 
according to the monthly report 
made public last week by the busi- 
ness survey committee of the Na- 
tional Assn. of Purchasing Agents. 


Order backlogs are lower, said 
the committee, which found this 
condition was reported by a third 
of the survey group—the largest 
number to make this report since 
June, 1952. 

Production schedules were re- 
ported lower by 22 percent of those 
participating in the survey. This, 
too, was the largest number since 
June, 1952. 


Noting that some of the big in- 
dustrial buyers expect an upswing 
in the fall and winter to be slow 
in developing, the committee said 
this view is supported by the pres- 
ent short-range policy of forward 
buying. Only 24 percent were buy- 
ing 90 days ahead, and there has 
been a slight movement to the 
hand-to-mouth—or 30-day— 
bracket. 

Raw materials inventories are 
down again and there is pressure 
for further reductions, the survey 
found. Executives in charge of ma- 
terials were described as having 
become “very inventory-conscious.” 

The survey called attention to 
only one specific effect of the 

Korean truce, This was a down- 
turn in employment, which was 
described as not general, but 
spotty throughout the country. 


Prices showed a tendency to level | 


off or soften, with many recent 


nominal increases looked on as| 
“market feelers” certain to run into | 


sharp competition which has been 

developing for several months. 
“Overall,” the committee said, 

“the industrial picture is not bad 


for the end of August, a little| 


slower than other postwar years. 





Changing Times 


Canada Conservative on Food, 


Liberal on Cars 


OTTAWA. — Over the past 20 
years, Canadians have hardly 
changed their eating habits, but 
they have increased their expendi- 
tures on transportation by nearly 3 
percent. 

Two decades ago, Canadians 
spent about one-quarter of their 
total expenditures on food, and in 
1952 the figure stood slightly higher 
—at 25.8 percent. 

For transportation, 


which _in- 


cludes purchase of new cars, they 
spent 8.9 percent in 1930 against 
11.7 percent in 1952, according to 
latest Government figures. 





European Aluminum Car— 


A continental body manufacturer, Car- 
rosserie Mich. Conrardy-Bintner, Luxem- 
bourg-Limpertsberg, announces that it has 
developed an aluminum body weighing 
approximately 340 pounds to be mounted 
on an English Morgan chassis. The entire 
car will weight about 1,500 pounds. The 
interior is described as luxurious, and there 
are two special safety seats for children 
in the rear. Maximum speed is given as 
110 miles per hour. The car will be de- 
livered at $3,600 f.0.b. Antwerp. 











Industrial Backlogs Dip 


Business Pickup Not So Brisk as Expected, 
Purchasing Agents’ Survey Shows 


Purchasing executives apparently 
plan to be ready for a jump or a) 
slump and, until a more definite 
trend develops, to operate conserv- 


atively.” 


Significant in this respect was 
the report late in August that the 
index of new orders, compiled by 
the National Machine Tool Build- 
ers Assn. had declined in July to 
246.8, compared with the 1945-47 
base of 100. 
stood at 273.4 and a year before 
it was 376.3. The drop in orders 
indicates that manufacturers are 
revising downward their plans for 
new production, the committee 


said. 


The purchasing agents reported a 
marked trend to leveling off for 
industrial material prices, with 
what was called “uneasy stability.” 
Although a number of higher quo- 
tations on steel-based items were 
noted, buyers felt that much of this 
was market-testing. 
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comfortable stocks and open pro- 
duction facilities available. Conse- 
quently they are doing more shop- 
ping and ordering in smaller quan- 
tities, according to the survey. The 
report said general opinion appears 
to be that prices will tend to soften 
rather than stabilize. 


The survey found that the in- 
ventory position of purchased 
materials is about static com- 
pared to previous months, al- 
though emphasis on lower stocks 
and higher turnover continues. 
Reserve supplies are in better 
balance with production sched- 
ules. The delivery performance 
of producers and distributors is 
better, and buyers believe it will 
continue to improve. 

Listed as major factors in the 
reports of lower payrolls reported 
| for August were cancellations, cut- 
backs and stretch-outs of military 
orders, especially those for air- 
planes. 

Price reductions were noted for 
appliances, used cars, babitt, brass 
and bronze ingots, carboloy tools, 
carnauba wax, coal, copper, cotton, 
ethyl, ether, cattle, grains, glycer- 
ine, housing, fir, low-grade pine, 
oxygen, plasticizers, rubber, rutile, 
fine textiles, tin, welding fittings 





A month earlier it 


Industrial purchasing men have| and copper wire. 








So convinced are we that this book will help you write 
more business, that we will send you the book to use for 
a full month. If in that time it hasn’t actually helped you 
close more sales, it won’t cost you a cent! Have you ever 
heard of a more generous guarantee on any book any- 
where? 


Why do we make this unusual offer? Why does one of 
the world’s largest publishers take the risk of sending 
out thousands of books with this extraordinary guar- 
antee? 


FIRST .. . because SECRETS OF CLOSING SALES is un- 
like any other book on selling you have ever seen before! It’s 
not full of platitudes and “What-you-ought-to-do” advice. 
Rather ... it gives you the actual words to use in any selling 
situation! 


SECOND ... because the techniques in this book have already 
proved profitable to thousands of salesmen throughout the 
country, many of whom have told us just how much the book 
has been worth in dollars-and-cents commissions! For ex- 
ample: Mr. C. Holt of Cicero, Illinois, wrote: 


“This afternoon I used your book to close a sale netting me 
$425 in commissions.” 






TELLS YOU THE EXACT WORDS TO SAY IN 
SITUATIONS LIKE THESE 


who can’t make up his mind. 

How to ridicule a prospect into 
buying—without arousing his 
resentment. 

How to come right out and ask 
for an order. 

How to capitalize on FEAR of 
price changes, FEAR of a busi- 
ness recession, FEAR of over- 
looking a big seller, etc. 

How to spot the one induce- 
ment that will make a pros- 
pect jump at the chance to 
buy. 






What to say when your pros- 
pect balks at the price. 

How to get an order blank 
in front of him without scaring 
him off. 

How to give a@ prospect con- 
fidence to buy. 

How to close a wavering 
prospect by taking positive action 
yourself. > 

How to close him off-guard 
by asking seemingly trivial 
questions, 

How to handle 





the buyer 








FREE 10-DAY TRIAL 


Just fill in and mail the coupon at right for a FREE EXAMINA- 


TION copy of this great sales book. Une nditionally guaranteed to 
help you close more sales or it costs you nothing! 


PLUS—FREE GIFT FOR PROMPT ACTION! Mall coupon today, 
and we’ll send you—at no charge —the famous Prentice-Hall 
SELL-A-GRAMS —a series of three sales-building folders by Elmer 
Wheeler, Walter Horvath, and John L. Beckley. Yours to keep— 
FREE— whether you buy the big book or not! 








Wyatt's Fourth Student Car— 


Mrs. Dorothy Cheatham, in charge of | poses. The Knoxville ordinance also 
driver training at C. H. Friend High School,| was ruled invalid. The Knoxville 
South Boston, Va., accepts a Chevrolet| and Camden ordinances went too 


from Ed Stembridge, of E. J. Wyatt Chev- | far. 


rolet, Inc. This is the fourth vehicle do-| “The 
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State Court Okays 


Chattanooga’s 
$9 Auto Sticker 


CHATTANOOGA. — The Tennes- 
see Supreme Court has ruled that 
the City of Chattanooga’s $5 auto- 
mobile sticker is valid on all issues. 
| Previously, the high tribunal had 
ruled that a $5 auto tax imposed 
by the City of Camden was invalid. 

Chattanooga’s City Attorney Joe 
Anderson explained: “The Camden 
|ordinance was for the purpose of 
| raising revenue. The Chattanooga 
|ordinance is for regulatory pur- 


Nashville ordinance and 


nated by the firm since the program went| the Morristown ordinance, similar 


into effect in 1948. 


Fire Destroys Corsicana | 


|to that of Chatttanooga, were ruled 
| valid by the Supreme Court. 
“The Chattanooga ordinance was 
|reviewed by the Supreme Court in 


CORSICANA, Tex.—The building | 1943. Since then, the Supreme Court 
of Corsicana Motor Co., owned by| has cited the Chattanooga cases 
Louis Tenit, has been destroyed by | with approval in the Nashville case 


fire. Several vehicles were burned. 


GUARANTEED 
TO HELP YOU CLOSE MORE SALES 


in the next 4 weeks . . . OR YOU PAY NOTHING! 


You are invited to send for a FREE-EXAMINATION copy of a book that tells you 
the exact things to do and the words to say to close more sales...the only book now 
in print devoted exclusively to getting your prospect’s name on the dotted line... 


SECRETS OF CLOSING SALES  cssse?’. ron 





















and Mr. W. C. Rowan, Estate Analysis Bureau, Pittsburgh, 
Pennsylvania, said: 


“Glancing through SECRETS OF CLOSING SALES, I no- 
ticed a chapter entitled ‘Pulling the Lost Sale Out of the Fire’ 
which I read at once. The following morning the information 
contained in this chapter enabled me to close satisfactorily a 
$50,000 contract.” 


Now these are just two of the hundreds of letters that sales- 
men have sent us after reading and using SECRETS OF 
CLOSING SALES ... letters that prove without a doubt that 
this is not “just another book about salesmanship.” 


Frankly, we were a bit dubious about publishing an entire 
book about just one phase of selling, even though the subject 
of closing is the most important of all. We weren’t sure how 
salesmen would react. 


But six weeks after the first copies were released we had 
our answer—from salesmen, sales managers and business 
executives all over the country. One salesman wrote to teil 
us how valuable he found the section on Spotting the 
Psychological Moment for a Close. Others have thanked us 
for helpful ideas on Closing Against Strong Competition .. . 
Clinching Sales on Relatively Minor Selling Points . . 
Laying the Groundwork for Repeat Calls ... and handling 
every type of prospect from the blow-hard to the tight-lipped 
fellow you can’t pin down. 

We'd like YOU to try some of these practical closing methods 
during the next month. After all, the only fair test of a book like this 
is whether or not it actually puts more money in your pocket. We 
don’t want you to buy the book unless it’s worth a dozen or a hundred 
times its cost. 


So why not send for a FREE-EXAMINATION copy of SECRETS 
OF CLOSING SALES right now? We're backing up the book with a 
bona-fide, foolproof guarantee. You have everything to gain, and not 
a cent to lose. Mail the certificate RIGHT NOW! 






————-—- == FREE EXAMINATION CERTIFICATE and GUARANTEE? =~ 


PRENTICE-HALL, INC., Dept. M-AN-953 

70 Fifth Avenue, New York 11, N. Y. 

Please send me SECRETS OF CLOSING SALES for 10 days’ FREE 
EXAMINATION. Within 10 days I will either return it and owe 
nothing or send you $3.95 plus postage. Then, after I have used 
the book for a FULL MONTH, if it doesn't actually help me close 
more sales I may return it and you will refund my money in full. 


(Also, send my FREE set of Prentice-Hall SELL-A-GRAMS 
which are mine to keep regardless of whether or not I keep the 
book. } 


Name ..... 
Address ..... 
(SAVE! Send $3.95 with this coupon and we will pay postage. 
Same return privilege and guarantee.) 
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and in two or three other cases. 
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Sims Helped Institute ~~ 7-F¥ 


By Gerhardt Neumann 
Staff Writer 


N INTENSIVE two-year cam- | 


paign for the establishment of 

a Traffic Safety Department in In- 
— diana was brought 

“ig to a successful 


conclusion some) 


years ago. 

The man to 
whom most of 
the credit is 
due is Elson G. 
Sims, president 
of Elson G. 
Sims, Ine. 
(Ford), Vin- 
cennes, Ind., 
who, in his ca- 
pacity as chairman of the traffic 
safety committee of the Automo- 


N. C. Dealers Hike 


School Car Loans 


An increasing willingness on the 
part of dealers to loan driver train- 
ing cars is reported in a recent 
bulletin of the North Carolina Au- 
tomobile Dealers Assn. 


Elson Sims 


The loan of new cars, it is pointed | 


out, “offers dealers an opportunity 
to build good will that is seldom 
equaled.” 

Among those who have expressed 
a desire to participate in the pro- 
gram are Troy Autos, Inc., Troy; 
Westbrook Chevrolet Co. Inc., 
Dunn; Williams Motor Sales, War- 
renton; Boggs Motor Co., States- 
ville; Downtown Motors, Sanford; 
Gardner Motor Co., Smithfield; 
Rockett Motor Co., Old Fort, and 
Shaver Motor Co., Statesville. 


It is estimated that about 200 


dealers in the state will loan cars | 


for use in 280 high schools. This is 
an increase of 100 dealers over last 
year. 


the community. 


| bile Dealers Assn., of Indiana, 
fought for his goal persistently. 


ments in this field of activity. 
Oo + * 

DEALER for 15 years, Sims 

has always taken a lively in- 
terest in the promotion of safety. 
As a member of the Vincennes 
Chamber of Commerce and the 
Inter-Industry Highway Committee, 
| he found many outlets for the reali- 
zation of his ideas. 
| Among the legislative activities 
led or sparked by him was the es- 
tablishment of a 
state committee 
on driver educa- 
tion, for the pur- 
pose of developing 
instructors for 
driver education 
and encouraging 
high schools to 
include such a 
course in their 
curriculum and 
give credit for such training. 

Sims believes that the most es- 
sential ingredient in conducting 
a safety campaign is the willing- 
ness of dealers to lend cars for 
driver training. 

He adds that more cooperation 


Dealer Plaque 


iulso is needed with universities to} 


establish uniform courses in train- 


|ing teachers. 
og he 


IMS sees courtesy as the main 


factor in safety on the high-| 
|ways. He envisions a program in| 
| courtesy education, or as he puts it, | 


“teach motorists to practice the 
| golden rule in driving.” 

He believes that dealers should 
provide a pamphlet on courteous 
driving to ail their customers, 

This would at least make some 
of them stop and think, according 
to Sims, and result in benefits to 


FOR EXTRA HORSEPOWER 
TODAY'S ENGINES INHALE 
FASTER, DEEPER... 


-.. AND MUST EXHALE 
FASTER, QUIETER 


Exhaust and intake valves are open 
longer at the same time, thus causing 


tremendous “run-down” 


noises creat- 


ing new muffling problems—which 


have been solved by AP engineers. 


Sims has been chosen by AUvTo-| 
MOTIVE News as the recipient of its| 
September plaque for his achieve-| 


= Aste 
OVERLAP OF EXHAUST 
AND INTAKE VALVES 


pity 


Fletcher Provides 2 Safety Car 


|. J. Lukehart (center), manager of C. 


| 


7 





J. Fletcher, Inc., Utica, N. Y., delivers two 


Fords for driver education to Louis J. Frani (left), director of safety education, and | 
Elwin S. Shoemaker, superintendent of schools. The cars are on loan for a year. More | 


than 160 high school students and 200 


adults have registered for driver training. 


The cars will be used for classes in New Hartford, Chadwicks, New York Mills and 


Oriskany. 


Good Roads Benefit Cities 


Moses Study Says N.Y.C. Parkway Boosted 
Property Values 501% in 28 Years | 


A new study by Robert Moses, 
New York City park commissioner, 
deals with the influence of public 
improvements on property values 
and, at the same time, dramatizes 
the importance of the automobile. 

The report says that in New York 
City the construction of the Belt 
Parkway System required the re- 


moval of considerable private prop- | 


erty from tax rolls, but within a 
very few years there was an in- 
tensive development of dead adja- 
cent property. 

“The assessed valuation of an 
area within two blocks of the 
Grand Central Parkway,” Moses 
states, “increased 2,038 percent 
between 1925 and 1953, while the 
increase of the whole Third Ward 
through which it passes was 501 
percent. Similarly, the area of in- 
fluence of the Shore Parkway, 
part of the Belt System, shows 
an increase of 76 percent from 
19389 to 1953, against a normal 
increase of 19 percent.” 


The study takes into account 


only the two blocks on their side) 
of the highways being studied. 

The report points out that a trip) 
over the Belt Parkway north of) 
Jamaica Bay reveals vast develop- | 
|ments of meadow lands, previously | 
inaccessible, untouched since the| 
days of the Indian tribes, attribut-| 
able almost wholly to the influence | 
of the Parkway. 


Prior to the construction of the| 
Henry Hudson Parkway and the| 
Henry Hudson Bridge, the report 
| continues, the ridge known as Riv- 
erside was pre-empted by large 
jestates assessed by the acre and 
| yielding only a modest revenue to 
|the city. Today property values 
|have spiraled, and the ridge is 
| now the site of numerous suburban 
| homes and large garden apartment | 
| houses, 

Even midtown Manhattan is 
not exempted from the influence 
of good roads upon real estate 
values, the report shows. When 
the United Nations site was 

| chosen, New York City bought up 





property valued in the millions 
in order to provide adequate 
street approaches. 

“The city will in a short time 
have collected in increased taxes 
more than its expenditures on 


| United Nations approaches,” Moses 


points out. 


Dealers in New York are now 


|saying that no municipality can 


afford to enjoy the luxury of in- 
adequate roads. They recognize 
that well planned highways are a 
boon to the entire economy of the 
section through which they pass. 

Moses also points out that the 
swift movement of local traffic is 
dependent in a large measure upon 
the prevention of the use of streets 
as parking and loading areas. A 
parking authority with powers to 
install and police parking meters 
and to issue bonds supported by 
parking and meter revenue is in 
many municipalities the only meas- 
ure which can furnish relief with- 
out involving city credit, he say. 

To the critics of public improve- 
ments and the “economizers” 
Moses puts the question: 

“Do needed, far-sighted and well- 
built public improvements decrease 
the tax revenue of the city? The 


| answer is an emphatic No.” 


“A fair analysis of such improve- 
ments on adjacent, nearby and 
related property values, in his opin- 
ion, “shows that they usher in 
rapid development of undeveloped 
outlying sections, face-lifting of 
older and decaying neighborhoods 
and incentives to private specula- 


| tive enterprise.” 


* ok * 


H & S Shorts 


The National Safety Council has 
made available additional funds for 
increased consultation service to 
trade associations, local safety 
councils and business groups to 
combat accidents in small firms... 
The chief school officers of the na- 
tion are unanimous in the belief 
that driver training is an integral 
part of education for life adjust- 
ment, according to Ralph Thomas, 
president of the American Automo- 
bile Assn. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


Power in today’s engines has been increased principally by using a 
larger air-gas mixture—in other words, by deeper breathing. 

But this creates new problems of exhaling or exhausting. The larger 
amount of faster moving gas bangs into the muffler with a loud rap. 
At the same time, bigger exhaust valves open with a boom. Finally, a 
longer overlap between the opening of intake and closing of exhaust 
valves adds more noise. 

But AP engineers, working in cooperation with car factories, have 
the answer—a better breathing muffler which exhausts the increased 
air-gas mixture faster, quietly and with less back pressure. 

Shell noises are reduced by ‘“‘fenced-in” silencing—ribbed shells 
which create sound deadening air spaces between shells. “Boom” due 
to bigger exhaust valves is quieted by short chambers between an 
inner and intermediate shell. Sounds due to longer valve overlap are 


Now exhaust problems of today’s 
better breathing engines are 
solved by better breathing AP 


Mufflers. ‘“‘Fenced-in" 


silencing 


(use of air spaces between shells) 
absorbs new shell sounds; noises 
caused by bigger exhaust valves 
are quieted by more high 
frequency tuning; sounds due to 
longer opening overlap between 
intake and exhaust valves are 
silenced by improved low 


frequency chambers. 


silenced by larger, better positioned low frequency chambers. 
Today’s better breathing engines need these better breathing AP 
Mufflers. Contact your AP jobber now. 


THE QP parts CORPORATION 


1082 AP Building > 


Toledo 


i, Ohio 


Manufacturers of: MUFFLERS + PIPES » MIRACLE POWER » dof 123 


oe ae ae ee eS 








AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 ares = 
$36,087,341 in the corresponding | 
period of the 1951-52 fiscal year. 


* * * 


Clark Scholarship 


. . eae . , d CHICAGO. — Clark uipment | 
Wisconsin Riding High |firm’s product, Jalten; its sdtbee: | Co., Buchanan, Mich., ri ae 








News in Brief 


MADISON, Wis.—(UTPS) — For |‘ies: how it is used, and its ap-! lished a $2,000 scholarship fund 
every two motor vehicles registered | plications. at the Illinois Institute of Tech- | 
in Wisconsin a decade ago, there Oe eae nology for students majoring in 
are three today. During the 1942-)| Sweep for Big River materials handling. Known as the 


43 fiscal year, there were 863,042) . ‘ Eugene B. Clark scholarship, in 
motor vehicles, whereas in 1952-53 DAVENPORT, Ia.— Big River| honor of the founder of Clark 


: ; | Equipment Co., Inc., has been ap-| 
registrations rose to 1,293,654. | oa are ge eee | Equipment, it will be awarded | 
2 -s | pointed a franchised distributor for | annually to a junior, 


| Parker Sweeper Co., industrial floor | 





* x + 
This Way to Sales iti ti Conn. Gas Revenue Up 
: | + * * 4 . ? 
eras cheht ee tae te ie Ala. R Ri Annual gasoline tax collections in | Ss a 
ee ae | — a an | Connecticut are more than 29 times| Station Wagon for Fire Department— 


salesmen find their way around in 

the firm’s new gpurehadiag de-|., as a ae Ala. - ae. es the ee een a A 1953 Chevrolet station wagon is delivered to the Bedford (Va.) Volunteer Fire 
partment quarters at 910 S. Michi- | ing to “— ee nae | wane . cauiteal ¢ CES il | Department by Murray Chevrolet, Inc. Guy Murray is shown handing the keys to 
van Ave. it contains a floor plan | Sioner Joe M. Edwards, gasoline} years ago, according to C. E. Small, | tire Chief Henry Turner. 

aa di f the buyi taff |tax collections for the first 11|chairman of the Connecticut Pe- 5 
Se ee ee -| months of the current fiscal year|troleum Industries Committee. He 


vet eee ae (Oct. 1, 1952-Aug. 31, 1953) to-| reported that the six-cent-a-gallon | 500,000 during the last fiscal year,|first year when the tax rate was 
Tire Booklet Issued |taled $38,437,481, as compared to! state and federal tax produced $22,-| as against $734,000 collected in the | a cent-a-gallon. 
NEW YORK. “Winning the | ae aa 
3attle for More Tire Mileage on ems Bar , ae ee re ey 


Passenger Cars,” a booklet pub- | < — 
lished by the Rubber Manufactur- | 
ers Assn., contains hints on obtain- | 
ing maximum service from automo- 
bile tire equipment. 

* * * | 


Master Template Moves | 

GRAND RAPIDS, Mich.— The | 
Grand Rapids branch of Master 
Template & Tool Co., Inc., has 
been moved to larger quarters at 
1855 Turner N. W. The branch is 
managed by Hoyt T. Edwards, 

x * * 


Parking for Savannah 
SAVANNAH, Ga. — A parking 
garage to house 600 to 700 automo- 
biles is planned for downtown 
Savannah by a group of merchants 
who have organized Downtown 
Parking, Inc. 


* * * 


Canada Fills ’Er Up 
OTTAWA. — Imports of gasoline 
from the United States increased 
8.2 percent in 1952 over 1951, the 
Canadian Government has reported. | 
Dollarwise, the 1952 imports totaled | 
$32,801,000. 


* * * 


H&H Named Distributor 

MINNEAPOLIS. — T he appoint- 
ment of H&H Truck Tank Co., 725 
Tonnele Ave., Jersey City 7, N. J., 
as a distributor has been announced | 
by Leo M. Brown, sales manager, 
St. Paul Hydraulic Hoist. 


* * * 








Rutgers Retail Courses 
NEWARK, N. J.—The retailing | 


department of the extension divi- | Powerful Bendix-Westinghouse Air Brakes Provide 
sion of Rutgers University is revis- | ‘ / 
ing its courses to benefit retailers as Sure, Dependable Stops for Rugged Diesel Tankers! 


well as store employes, according 
to Prof. R. H. Light. Specialists in 
many phases of retailing have been 
engaged as instructors. 

cg * * 
























Imagine this if you can. You're behind the wheel of a heavy diesel 
tanker headed north toward San Francisco over California's 
rugged coastal ranges. Here, in addition to normal hazards of the 
highway, you'll encounter mile after mile of steep downgrades 
and sharp, tight curves that at times require maximum braking 
performance. But you're prepared, on this imaginary journey of 
yours, because if you're anything like the men who actually do 
travel this route, you're equipped with Bendix-Westinghouse—the 
world’s most tried and trusted air brakes. That's because these 
mighty brakes, built by the industry's most experienced manu- 
facturer, deliver the extra stopping power and performance that 
assure the safest, surest, most dependable braking control 
and longest service life in the business. And these are factors that 
mean reliable, economical operation on any hauling job—from the 
roughest to the most routine! So why not give your prospective 
truck customers all the benefits of this superior braking perform- 
ance and the savings that go with it? Specify Bendix-Westinghouse, 
the world’s most tried and trusted air brakes! 


Becixdffeshughouste 


AIR BRAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY © ELYRIA, OHIO © BERKELEY, CALIF, 


Lithox Changes Name 
WAPAKONETA, O.— Announce- | 
ment of a change in the name of | 
Lithox Corp. to D. W. Moor Rubber | 
Corp. has been made by D. W. | 
Moor, president. The company | 
manufactures corded rubber floor 
matting and stair treads. | 
r * * 


Coast Warehouse Moves 

PORTLAND, Ore.—Automotive 
Warehouse, one of the largest 
automotive warehousing concerns 
on the west coast, has completed 
moving operations to its new lo- 
cation at 14th Ave. and David St., 
according to Jack Ward, head of 
the firm. 

= + t 


Delpark Filter Bulletin 
LEBANON, Ind.—An eight-page 
bulletin on Delpark industrial 
filters is offered by Industrial 
Filtration Co., Lebanon, Ind. It 





features the various Delpark 
products for filtration of quench- 
ing oils, coolants and paint spray 
booth water. 

cd * + 





Jalten Steel Described 


PITTSBURGH.—A 26-page book- 
let on high-tensile low-alloy steel 
is available from Jones & Laughlin 
Steel Corp., 401 Liberty Ave., Pitts- 
burgh 30, Pa. It describes the 








PISTON RING COMPRESSOR—Takes all 
rings at one time, including skirt rings on 
car pistons. A self-locking ratchet pawl 
prevents premature release. Available in 
three sizes. Zim Mfg. Co., 3037 Carroll 
Ave., Chicago 12, Ill. 


+ * * 





WARM SEAT—The Heat-a-Seat is 
plugged into the cigaret lighter and 
gives a flow of warm air in seconds, it 
is claimed. It is also said to be cool in 
summer. Dennison Heat-a-Seat Co., 14-16 
Johnson St., Newark, N. J. 





AIR-OPERATED JACK—The lLifty has 
wide, sliding, adjustable carriage arms 
with two parallel end brackets which hold 
the vehicle's bumpers without danger of 
slipping, it is stated. The jack permits 
raising to height of approximately 30 
inches. Supreme Equipment Corp., 12415 
Euclid Ave., Cleveland 6, O. 

* * 





BRAKE MANUAL — The new 56-page 
Grey-Rock manual includes complete serv- 
ice data on brakes for all car makes 
from 1953 to 1933. Also included are 
data on power brakes and brakes of 
commercial vehicles. Available at $2.50 


from Grey-Rock division of Raybestos- | 


Manhattan, Inc., Manheim, Pa. 
. * 


Bearing Size “Slide Rules” 


Given to Mechanics 


United Motors Service Division 
of General Motors has started 
distribution of more than 75,000 
“slide rules,” designed to give 
automobile mechanics “finger tip 


selection” of Moraine engine 
bearing sizes. 
The “Moraine Finger Tip 
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NEW PRODUCTS 


Engine Bearing Selector” is only 
four inches wide by nine and a 
half inches long, but will show 
in a matter of seconds the correct 
original equipment connecting 
rod, camshaft and main bearing 
sizes for all GM car, truck, bus 
and diesel models. A Moraine 
Bearing Selector is being sent to 
all automotive dealers and service 
stations in the country that em- 
ploy three or more mechanics. 


fe 





INTERCOM SYSTEM—Two new Voca- | 
tron models—one standard, one long 


range — are offered for multiple service 
operations. They are claimed to give faith- 
ful voice and tone reproduction and are | 
portable. Both have noise-suppressing cir- 
cuits. Vocaline Co. of America, Inc., Old} 
Saybrook, Conn. 





START CONTROL—Gyro Start-Control is | 


a device which is said to provide auto- 
matic starter operation and give a visual 
indication of motor efficiency by use of 
a dash-mounted signal light which changes 
to red when the motor stalls or runs in- 
efficiently. Can be installed on all cars, 
regardiess of type of transmission. Gas 
savings up to 20 percent are claimed. 
Gyro Control., Inc., 9244 W. Olympic 
Bivd., Beverly Hills, Calif. 





® * ® 





PROMOTIONAL ASHTRAY — Features 
baked-in picture of an early-model Ford, 
Cadillac, Oldsmobile or Packard. The tray 
has a golden base. The dealer's name 


out the cigaret. Wagar Industries, 4495 W. 
| 210th St., Cleveland, 2 
+ * * 





| 


| 





| 3000 W. Montana St., Milwaukee 1, Wis. 








RUBBER CLEANER—Delta Rubber Brite 
Concentrate is used to clean tires and 
floor mats and is claimed to restore their 
original appearance. Delta Chemical Co., 


682 S. Cox, Memphis, Tenn. 
x * Ba 





ENTRY ALARM — Announcemat consists 
of an 18-by-30-inch floormat-type switch, 
which is available in two types—‘bare- 
floor” and “‘undercover."’ The latter can be 
concealed under rugs. Door can be held 
ajar for ventilation purposes without affect- 
ing alarm action. Alarm will stop when 
person steps off mat. Mats come with 25 
feet of wire for connection to transformer 
and alarm device. Recora Co., 56 W. 103rd 
St., Chicago 28, Ill. 





ENGINE Preheater — Zero-Start 
signed to eliminate coldweather starting 
difficulties and can be adapted to any 
liquid-cooled engine, it is stated. The unit 
is installed parallel to the circulating cool- 


ing system, and its action is described as | 


that of a coffee pot wherein cold water is 

siphoned into the lower opening of the 

tank and hot water is percolated through 

the upper opening. Phillips Mfg. Co., Inc., 

2816 S. Aldrich Ave., Minneapolis, Minn. 
* * * 


Tape for Marking Purposes 
Offered by Permacel 


A tough, pressure-sensitive tape, 
called Permacel 32, is offered by 


also can be baked in. It features five} Permacel Tape Corp., New Bruns- 
conical receivers which automatically snuff} wick, N. J. 


The product is claimed to be un- 
affected by solvents, acid, grease or 
* *~ * 


| HYDRAULIC TRUCK TAILGATE—The Heiloader can be mounted on any truck. It has 
a lifting capacity of 2,000 pounds. Available are a ramp type and platform—or 
square-edge—type. The gate floor is corrugated for greater load capacity. A power 
|take-off on the truck mechanism provides the hydraulic pump with power. Heil Co., 


lar purposes. 
| * 


| 
|oil, and its quick-sticking qualities 
|make it easy to put down. It comes 


in any desired width and in white, 


|red or yellow. It is recommended 
\for marking machine areas, indi- 


cation of traffic direction and simi- 





ny 


Avr Tank and 
Solenoid Air Valve 





Finger Tip Switch Vacuum Operated 
Ait Compressor 


TWIN AIR HORNS—Claimed to be 32 
times louder than ordinary electric horns. 
Called the Dual-H-Horns, one 18 and the 
other 23 inches long, they are made of 
chrome-plated brass. Air compressor, tank, 
electric solenoid air valve and finger-tip 
switch on the gear shift are included and 
can be easily installed, it is stated. The 
air compressor builds up to 80 pounds of 
pressure. Haynes Sales Corp., 2711 E. 


| Jefferson Ave., Detroit 7, Mich. 
| * * * 


Hoist Pulls, Too 


The Pul-Lift, a chain hoist design | 


which either hoists or pulls, is illus- 
trated and described in Bulletins 
P-260B and P-1260 of the Yale ma- 
terials handling division, Yale & 
Towne Mfg. Co., Philadelphia 15, 





is de-| 





CARGO COOLER — Its basic component 
is a welded aluminum ice bunker with a 
capacity of 1,100 pounds of dry ice. Two 
blower fans control air circulation. For lay- 
over, an accessory transformer is available 
for connection to any power source. Hunter 
Mfg. Co., 1550 E. Seventeenth St., Cleve- 
|land 14, O. 

* 


| Factory-Packaged Flooring 
Resistant to Oil and Grease 


grease has been developed by 
United Laboratories, Inc., 16801 Eu- 
clid Ave., Cleveland. 

Called Sylox, the product is a type 
of oxychloride cement. Each “unit” 
is proportioned and packaged at the 


age depth of one-half inch. It may 


says. 








PARTS CABINET—A new line of parts 
cabinets is offered for storing small or 
medium-sized parts. Single units provide 
from eight to 384 compartments, with a 
maximum of three compartments per 
drawer. They are made in 24 different 
models and available in more than 300 
combinations. Shown here is Model J-32- 
SD with 24 plastic drawers and one large 
steel drawer. It is available in a similar 
combination with up to 120 plastic drawers. 
Akro-Mils, Inc., P. O. Box 989, Akron 9, O. 


A flooring resistant to oil and | 


factory and is designed to cover | 
a predetermined area at an aver-| 


be applied directly over old sur-| 
faces of concrete or wood, United | 





| fully mechanize 





eer 8. ee 


TIRE SERVICE PACKAGE—Consists of a 
specially designed gasoline engine-driven 
air compressor with a complete line of 
Impactools for nut running and air tools 
for bead breaking. The unit is designed to 
road-service tire trucks, 
particularly for fleets. Ingersoll-Rand, 11 


| Broadway, New York 4, N. Y. 
* * * 





Patches Floors in Hurry 


An emergency floor repair, Ston- 
hard Stonfast, is described in a 


folder issued by Stonhard Co., 1306 
Spring Garden St., Philadelphia 23, 
Pa. The company says the material 
will bond to concrete, brick, stone 
and asphalt, and takes about one 


| minute per square foot to install. 
ca * * 





HYDRAULIC HOIST—Model 2426, a twin- 
cylinder hoist, is designed for eight to 
17-foot long platform bodies and eight 
to 10-foot dump bodies. It features a 50- 
degree dumping angle and a new low in 
mounting height. Payload capacity in a 
platform body ranges from 3%, to 6% 
tons, and on a dump body from 4% to 
5% tons. Heil Co., 3000 W. Montana St., 


Milwaukee 1, Wis. 
* - 





TUBING BROCHURE—This 12-page pub- 
lication presents full information on small- 
diameter GM steel tubing, and tables cov- 
ering mechanical properties, diameters, 
tolerances, wall thicknesses and pressure 
tests. Copies on request from Engineering 
Sales Department, Rochester Products divi- 
sion of General Motors, Rochester 3, N. Y. 








RADIATOR FLOW TEST — Model 50A 
Radiator Flo-Test is said to determire 
rapidly, causes of motor overheating. + 
operates on a single electrical outlet ard 
has no water connections. Inland Mf. 
Co., 1108 Jackson St., Omaha 8, Neb. 
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Legislative Roundup 
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(Continued from Page 26) 


quired to pay the 3 percent use tax 
on cars used more than six months 
for demonstration purposes. The 
order also said that automobiles 
and trucks which have been with- 
drawn from stock for use as cour- 
tesy cars, service cars and trucks, 
and for other special purposes, are 
subject to the sales and use tax. 

Auto sales between individuals, 
as well as purchases from dealers, 
were made subject to Pennsyl- 
vania’s new one percent retail sales 
tax by an amendment enacted prior 
to adjournment of the 1953 legisla- 
ture. 

Massachusetts State Tax Com- 
missioner Henry F. Long an- 
nounced that the motor vehicle 
excise tax rate in that state next 
year will be $51.86 per $1,000 valua- 
tion, an increase of $1.44 over the 
1953 rate. 

In the field of highway financ- 
ing, the Kentucky Good Roads 
Federation has suggested a plan 
for revenue-bond financing of 
$162 million in primary highway 
system improvements. The plan 
calls for creation of an author- 
ity to finance and construct 
roads, which would be leased 
back to the State Highway De- 
partment for sufficient rentals to 
amortize the bonds. The highway | 

department would pay the rentals | 

from an earmarked fraction of 
the state gasoline tax. | 

North Dakota groups are consid- 
ering the possibility of submitting 
to the voters next year a “package” 
plan for raising additional money 
to match Federal-aid road funds. 
The plan would include a one-cent 
non-refundable gasoline tax and 
the use of a portion of the state 
sales tax and real estate tax rev- 
enue for highways. 

A six-man committee has been 
created by the Florida State Legis- | 
lative Council to make a study of | 
the State’s highway needs. 

Gov. Dennis J. Roberts announced 
Rhode Island would hire a na- 
tionally known research organiza- 
tion to study highway needs. Cost | 
figures are being studied by the} 
Maine State Highway Commission 
to determine whether higher con- 
struction prices will force a stretch 
out in its accelerated $98 million 
seven-year highway program. 

Bd x ea 


Toll Road Developments 


EPORTS from the toll road 

front include an announcement | 
by Paul L. Troast, chairman of the 
New Jersey Turnpike Authority, | 
that his agency is “ready to pro- 
ceed” with a proposed 8%-mile 
$100 million Newark Bay crossing 
and highway link with the Holland 
Tunnel. 

With further engineering studies 
expected, James W. Shocknessy, 
chairman of the Ohio Turnpike | 
Commission, announced he had 
been advised that a second Ohio 
toll superhighway, which would, 
run approximately 300 miles from | 
Cincinnati to Conneaut, is “prima 
facie possible.” 

To be about 60 miles longer than 
the turnpike now being constructed , 
from Pennsylvania to Indiana! 
across northern Ohio, the pro-| 
posed project could be set up by | 





the commission without further 
legislation. 
The Massachusetts Turnpike | 


Authority announced that its pro- | 
jected 123-mile, $200 million toll | 
superhighway will run from the | 
New York State line at West | 
Stockbridge, where it will link | 
with the New York State Thru- | 
way, to Route 128 at Weston, 
about 12 miles west of downtown | 
Boston. 


A proposed extension of the | 
Pennsylvania Turnpike from a/|} 
point east of Harrisburg to the) 
New York State border, in the| 
icinity of Binghamton, will have | 
‘op priority with the Pennsylvania 
“urnpike Commission as its next 
najor project. Meanwhile, the 
Pennsylvania commission is pro- 
‘eding with construction of a $65! 
million, 33-mile eastern extension | 


to the Delaware River, near Edge- 
ly, from which point a connection 
is planned with a projected link 
with the New Jersey Turnpike. 

Revealing it will need more 
money than available from _ its 
original $96 million revenue bond 
issue for completion of the two- 
lane toll highway now being con- 
structed between Charleston and 
Princeton, the West Virginia Turn- 
pike Commission indicated that the 
amount of the required additional 
financing would be made known in 
October. 

Florida’s State Turnpike Au- 
thority was informed that 68 
southern investment banking firms 
have banded together to consider 
financing the proposed 110-mile toll 
highway from Miami to Stuart or 
Ft. Pierce. 

Similar toll road projects are 
under way or planned in Iowa, 
Kansas, Michigan and Virginia. 

Gov. Lawrence Wetherby of 


Kentucky invited the governors of 
Alabama, Georgia, Indiana and 
Tennessee to meet with him for 
discussion of a proposed toll route 
from Chicago to Florida. The idea 
was first broached at the recent 
National Governors Conference in 
Seattle. 
* . od 


Renewal of Licenses 
Staggered in Alabama 


A bill given final passage by the 
Alabama Legislature provides for 
renewal of driver’s licenses on the 
motorist’s birthday. 

Under the measure, a motorist 
whose birthday is in January will 
get his license in that month when 
it comes up for renewal each two 
years. Under the old law, all li- 
censes expired Sept. 30. 


* * * 
Massachusetts Revises 
Small-Loan Regulations 


Drastic revision of Massachusetts 
regulations covering the small-loan 
business have been announced by 
Timothy J. Donovan, state bank 
commissioner. 





“Hey, Ed! Guess what?” 





tion methods and misleading adver- 
tising, advertising for loans with 
phrases concerning religious holi- 
days and phone solicitation. Com- 
panies would be forbidden to do 


New regulations, among other | business in small loans and those 
things, ban “unreasonable” collec-|in excess of $300 in the same office. 


49 


Diversion of Road Revenue 
Defeated in Alabama . 

Alabama’s House of Represent- 
atives has defeated a proposed 
state constitutional amendment 
which would have nullified in part 
the amendment adopted by voters 
last fall dedicating highway-user 
tax revenues to highway purposes. 

Sponsored by Rep. J. W. Bras- 

sell, Russell, the rejected proposal 
would have turned back the coun- 
ties’ share of motor vehicle li- 
cense tag revenue to county gen- 
eral funds, 
* * * 

Tax on Gross Income 
Proposed in Arizona 

A bill to impose a gross income 
tax on Arizona business firms and 
individuals has been drafted by the 
State legislative council at the re- 
quest of Rep. Robert Brewer, Mari- 
copa Republican, 

Introduction is intended at a spe- 
cial session of the Legislature 
scheduled for October. Patterned 
after an Indiana law, the proposed 
income tax would replace the ex- 
isting sales tax and the net income 
tax. 
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Every truck made 


Models is carefully described, positively identified 
in this great, 1953 TRUCK REFERENCE BOOK. 


Automotive dealers, Insurance and Financial Interests . . 
Get the checked and double-checked facts quickly 


from this easy-to-read, authentic bible of Truck data. 
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The New 1953 Edition of the N.A.D.A. Official Used Car Guide 
TRUCK REFERENCE BOOK 


Available in Limited Quantities! 
PLACE YOUR ORDER TODAY — a book for every key man in your organization. 


Enclose your remittance to avoid delay . . . 





2’s what 


WHEEL BASE — The 
All Wheel Bases listed for light-duty trucks. 


this accurate reference 


because delay might 


mean an exhausted supply before your order could be filled! 


book lists: 


YEAR MODELS — Latest specifications, Factory List or 
Advertised Delivered Price of vehicle with standard equipment 


. and price information for year truck produced. 


the price and weight. 


rating 


standard for each 


IDENTIFICATION —— Serial numbers for each year . 


and locations of motor and serial numbers for each make. 


TONNAGE RATING — Nominal 


required for registration and insurance. 


GROSS WEIGHT — Recommended maximum weight when 
fully equipped. 


. frequently 


WEIGHT — Shipping weight with standard equipment . . . 
often needed for registration. 


TIRE SIZE —— Specified in standard equipment and included 


model or series. 















Used-Car Auction Prices 
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Market Trend 


Wholesale used-car prices continued downward again last week, ac- 
cording to Automotive News’ index, as the overall average price fell 
$38 to stand at $892—another new postwar low. 

The biggest loss occurred in ’53s, the index showed, as they slid off 
$14. Others to lose were ’51s, $13; ’50s, $8; ’49s, $5, and °47s, $10. 

Only three gains were shown—’52s were up $14; '46s, $12, and 48s, $4. 

Activity also slowed down some, according to the index, as the sales 
ratio dropped to 60 percent last week from 61 percent a week earlier. 
At 10 representative auctions last week, 1,098 cars were sold from 
1,826 offerings, At the same auctions a week earlier, 1,253 cars were 


sold from 2,063 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 9.) 

(Prices steady—activity slow. Sold 86 
cars out of 125 offerings.) 


BUICK—’53 RM 4-dr., $2,675*. ‘50 RM 
Riviera sedan, $1,190*, '49 Super 4-dr., 
$690°. 


CADILLAC—’52 (62) 4-dr., $3,375* (ps). 
"48 (62) 4-dr., $1,015*. 
CHEVROLET—’'53 Bel Air 4-dr., $1,795*; 


(210) 4-dr., $1,560. "52 SL Deluxe 2-dr., 
$1,215*. °51 SL Deluxe 4-dr., $1,090*; 
2-dr., $1,015*, $1,040*. "50 FL Deluxe 2- 
dr., $815, $805; SL Deluxe 4-dr., $815. 
‘49 SL Deluxe 2-dr., $615; 4-dr., $740. 


48 FL aerosedan, $520. ‘47 FL 2-dr., 
$450. 

CHRYSLER—’53 NY 4-dr., $2,675* (ps). 
"51 Windsor 4-dr., $1,130*. °50 Windsor 


4-dr., $890°. 


DeSOTO—’53 Powermaster 4-dr., $1,925* 
(ps). °50 Deluxe 4-dr., $840*. ‘49 De- 
luxe 2-dr., $525. '46 Custom 4-dr., $400. 


DODGE—’'53 Meadowbrook 2-dr., $1,515*. 
’52 Coronet 4-dr., $1,460*. '50 Custom 4- 
dr., $710*. 

FORD—’53 Victoria, $1,985*, $2,070*, $2,- 
110*; Custom (8) 2-dr., $1,775. '52 Cus- 
tom (8) 2-dr., $1,230; 4-dr., $1,265*. ’51 
Custom (8) 2-dr., $1,030*. ’50 Custom 
(8) 2-dr., $745*. °49 Custom (8) 2-dr., 
$550, $580, $650°; 4-dr., $530*. 

FRAZER—’48 4-dr., $255*. 












HUDSON—’51 PM 4-dr., $700, '49 Super 
(6) 2-dr., $455. '48 Super (6) 2-dr., $305. 


KAISER—’'48 4-dr., $160. 


MERCURY—’52 4-dr., $1,655*. 
$880*. '49 2-dr., $635. 


NASH—’51 Rambler station wagon, $860. 


"60 4-dr., 


50 Statesman 2-dr., $510; Rambler 
conv., $455*. 
OLDSMOBILE — '53 (88) 4-dr., $2,805° 
(ps); $2,610*, $2,520*. ‘52 (88) 4-dr., 
$1,950*; 2-dr., $1,860*. ’51 (88) 4-dr., 


$1,470*. '47 (66) 2-dr., $340°*. 
PONTIAC—’53 Chieftain (8) 4-dr., $2,360*, 
$2,190*. ‘50 Chieftain (8) 4-dr., $1,005*. 
'49 Chieftain (8) 4-dr., $790*; (6) busi- 
ness coupe, $575. '48 SL (8) 2-dr., $495. 


STUDEBAKER—’53 Commander (8) Star- 
liner, $2,190*. ’'51 Champion 4-dr., $775*. 


WILLYS—’50 Panel, $375. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Sept. 4) 
(Sold 157 cars out of 266 offerings.) 

BUICK—’53 Skylark, $3,600*; RM 4-dr., 
$2,400*; Riviera coupe, $2,250*. '52 Su- 
per 4-dr., $1,200, '51 Riviera coupe, $1,- 
425*. °50 Super 4-dr., $1,020, $1,000, 
$940. 

CADILLAC—’53 (62) club coupe, $4,275*; 
4-dr., $4,225*, $4,155*, $4,125*, $4,100*; 
Coupe, $4,075*. ’51 (62) 4-dr., $2,150; 
(60) 4-dr., $2,475. 

CHEVROLET—'53 4-dr., 2 at $1,930*; Bel 
Air conv., $1,925*, 2 at $1,875; 2-dr., 
$1,765*; (210) 2-dr., $1,680; 4-dr., $1,- 
605. '°52 Bel Air, $1,440; station wagon, 
$1,300; Deluxe 2-dr., $1,230. ’51 SL 2-dr., 
$950, $905; SL Special 2-dr., $825, $800, 
$610; SL Deluxe 2-dr., $975. '50 FL 4- 
dr., $850; conv., $835; 2-dr., $675, $610; 
pickup, $520, $510. 49 FL Special 4-dr., 
$625. '48 FM 4-dr., $510. '47 4-dr., $400. 

CHRYSLER—’52 Windsor 4-dr., $1,350. ’51 

















Windsor 4-dr., $1,030; Deluxe, $1,000. 


"50 4-dr., $850. '49 4-dr., $650. 
DODGE—’53 Coronet 4-dr., $1,100; %-ton, 
$475, "50 Meadowbrook 4-ar., $525. 


FORD — ’'53 Victoria, $2,075*, $1,920*; 
conv., $1,880*; Custom 2-dr., $1,550; 4- 
dr., $1,550; Main 2-dr., $1,420. ’52 Cus- 
tom 4-dr., $1,425, $1,400; 2-dr., $1,350; 
Main $1,030. '51 Victoria, $1,260; Cus- 
tom 4-dr., $1,025; 2-dr., $985, $945, $810, 
$800; conv., $935; station wagon, $800; 
%-ton pickup, $625. °50 Deluxe 2-dr., 
$500. ’'49 Custom 2-dr., $715; 4-dr., $500; 
club coupe, $490. °47 2-dr., $310, $235. 
46 2-dr., $325; Custom club coupe, $310. 
*39 4-dr., $210. 


KAISER—’52 Manhattan 4-dr., $1,355. °51 
Deluxe 4-dr., $600; Special $410. 





— FULLY 


Save yourself costly “come-backs” of mirror heads that 
never stay put. You make a happy customer every time 
when you install the JF BODY- 
MOUNT. It locks the mirror 
head in any desired position 


— yet is fully adjustable. 


v 
ere's the NEW 
BODY=MOUNT 


Cp 5 


A) 


D THAT 
OR SAGS! 


ANY POSITION 


ADJUSTABLE 


Replacement of the mirror head is never a problem — 

you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 
a new mirror head. It’s as easy as that! 


SO AMAZING . . . SO BEAUTIFUL. . . SO PRACTICAL! 
Adds the look of smartness to your showroom cars! 


The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 4%” mirror head 


of selected optical glass that gives you wide angle vision 
at all times. 
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ed MIRRORS / 


Available in non-glare or clear 


Cizch 





LIST $4.65 


If not available thru your Jobber, 


write for catalog. 





JOMA MANUFACTURING CO., INC. 


NEW YORK 72, NEW YORK 


Average Used-Car Prices 


(Compiled by Automotive News) 











Sept. 1953 Aug. July 
Model To Date 1953 1953 
1953... $2,092 $2,098 $2,188 
1952 1,406 1,476 1,571 
1951... 1,067 1,092 1,126 
1950 852 849 878 
1949.... 641 653 676 
1948..... 458 443 485 
1947... 344 361 373 
1946........ 277 282 305 
Overall 
Average $ 892 $ 907 §$ 935 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


LINCOLN—’52 Cosmopolitan 4-dr., $2,100. 


50 4-dr., $975. 

MERCURY—’53 Sport coupe, $2,380*. °52 
coupe, $870. ‘51 coupe, $1,030; 4-dr., 
$1,000, $900. '50 4-dr., $780; coupe, $670. 
'49 4-dr., $700, $540; coupe, $660. ‘48 
4-dr., $330, '47 club coupe, $300. 

NASH—’52 Country Club Rambler, $1,050. 
’51 4-dr., $850; Rambler conv., $750; Su- 
per 4-dr., $450. 50 Super 2-dr., $430. 

OLDSMOBILE—’53 (98) 4-dr., $3,310, $2,- 
910; (98) coupe, $3,150; (88) 2-dr., $2,- 
360. '52 (88) 4-dr., $1,750. ’51 (88) 4-dr., 
$1,300. ’50 coupe, $870. '49 coupe, §$1,- 
100; (98) 4-dr., $850; (76) 4-dr., $640; 
(88) 2-dr., $625; conv., $575. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,650. 
’52 suburban, $1,360; Belvedere, $1,250, 
$1,150; Cambridge 4-dr., $970. '51 coupe, 
$610. '47 4-dr., $210. 

PONTIAC—’ 52 Catalina, $1,850*. ’51 conv.. 
$1,240, $1,150; 2-dr., $1,200. ’50 (8) 2- 
dr., $675. '49 coupe, $700. 


FLINT, MICH. 


(Flint Auto Auction, Inc. Sale every 

Wednesday. Prices are for sale of Sept. 9.) 

(Sold 72 percent of cars offered.) 

BUICK—’52 Special Deluxe 2-dr. sedan, 
$1,450*. ’51 Riviera 2-dr. sedan, $1,450*; 
Deluxe 4-dr. sedan, $1,050, ’50 Riviera 4- 
dr. sedan, $1,065*, $1,025*. ’46 2-dr. se- 
dan, $310. 

CAD C—’51 (62) 4-dr., $2,250*. ‘50 
(61) 4-dr., $2,025*. '49 (60) Special 2-dr., 
$1,600. 

CHEVROLET—’53 Bel Air club coupe, §2,- 
100*. °52 SL Deluxe 2-dr., $1,210*, °51 
Bel Air club coupe, $1,165*; Deluxe 2- 
dr., $940, $900, $800; Deluxe 4-dr., $885. 
’50 station wagon, $950; Bel Air club 
coupe, $930, $780; SL Deluxe 2-dr., $750. 
"46 4-dr., $120. 

DeSOTO—’'53 Fire Dome (8) club coupe. 
$2,200*. ’50 Deluxe 4-dr., $810, $805. 

FORD—’52 Custom (8) 2-dr., $1,300*, $1,- 


285*. °51 Victoria club coupe, $1,120: 
Custom (8) 4-dr., $1,005; 2-dr., $900. 
$815, $715. ’50 Custom (8) 2-dr., $805, 
$625, $610. '49 Custom (8) 2-dr., $585, 


$525. '48 coupe, $315. 

KAISER—’51 Deluxe 4-dr., $815. 
dr., $325. 

MEROURY—’53 Monterey club coupe, $2.,- 
225*. ’51 4-dr., $1,140. ’49 club coupe, 
$560. '47 sedan, $200. 

NASH—’51 Rambler conv., $755. ’48 Am- 
bassador 4-dr., $285; 2-dr., $275. °46 2- 
dr., $205. 

OLDSMOBILE—’52 Super Deluxe 4-dr., $1,- 
800. ’50 (88) 4-dr., $1,065. ’47 (66) se- 
dan, $205. 

PLYMOUTH—’52 Cambridge 4-dr., $1,045; 
Cranbrook 4-dr., $950. '51 Special conv., 
bg Cranbrook 4-dr., $835. '46 4-dr., 

PONTIAC—’53 Chieftain 4-dr., $2,225*, 
$1,950. '51 Catalina club coupe, $1,505. 
"50 Catalina club coupe, $1,185; Chief- 
tain Deluxe 4-dr., $980, $875. ’49 Deluxe 
2-dr., $640. 48 (8) sedan, $470. 

STUDEBAKER —’50 pickup, $475. 


LOS ANGELES 


(Los Angeles Auto Auction, South San 
Gabriel. Sale every Tuesday and Thursday. 
Prices are for sales of Sept. 3 and 8.) 

(Demand dropped off this week along 
with prices on common units. Top cars 
still bring top dollar but must be clean. 
Sold 264 cars out of 548 offerings.) 
BUICK—’53 Skylark, $3,985* (ps); RM 

Riviera 2-dr., $2,850* (ps); Super Rivi- 

era 4-dr., $2,480*%; 2-dr., $2,475*%. °51 

Special 2-dr., $1,280*. °50 Super conv., 

$1,180*, $1,070*; Super Riviera 2-dr., 

$1,175*; RM Riviera 4-dr., $1,045*%. °48 

Special sedanet, $460; Super conv., $385. 

’47 Super sedanet, $395; RM _ sedanet, 

$365. ’46 Super conv., $310; RM sedanet, 

$295; Super 4-dr., $260. 
CADILLAC — ’53 coupe deVille, $5,120* 

(ps), $4,890* (ps); conv., $4,800* (ps); 

(62) coupe, $4,495*; (62) 4-dr., $4,280° 

(ps), $4,095*. ’52 (60) Special 4-dr., $3,- 

860° (ps); coupe deVille, $3,770* (ps); 

(62) coupe $3,650* (ps), $3,580*. ‘51 

coupe deVille, $3,095*, $3,045*, $2,735*; 

(60) Special 4-dr., $2,670*; (62) coupe. 

$2,850*; (61) coupe, $2,645*; (62) 4-dr., 

$2,550*, $2,455*. ’50 conv., $2,345*; (62) 

4-dr., $2,140*. '49 conv., $1,720*. '48 

conv., $1,150*. '47 (62) 4-dr., $590*. 
CHEVROLET—’53 (210) 4-dr., 2 at $1,900, 

$1,805, 3 at $1,800; Bel Air 4-dr., $2.- 

050, $1,955; (210) Townsman, §2,200; 

(210) Handyman, $2,130; (210) Sport 

coupe, $2,035; (210) conv., $1,865; (210) 

club coupe, $1,800. '52 SL Deluxe 2-dr., 

$1,375, $1,020; FL Deluxe 2-dr., $1,230. 

*51 station wagon, $1,445*, $1,280*; Bel 

Air, $1,375*; conv., $1,150*; SL Deluxe 

2-dr., $1,110°; 4-dr., $1,020*, $855; SL 

Special 2-dr., $905. °50 conv., $1,160°*; 

FL Deluxe 2-dr., $920*, $910; SL De- 

luxe 2-dr., $900*; SL Special 4-dr., $800: 

Sedan Delivery, $645, $625. °49 SL De- 

luxe 2-dr., $820; station wagon, $78°: 

FL Deluxe 4-dr.. $755; SL Special club 

coupe, $740, $675; SL Special 4-dr., $699. 

’48 station wagon, $575; FM 4-dr., $505, 

$495. '47 FL 2-dr., $555; FM conv., $395; 

SM business coupe. $365. '46 FL 4-dr., 

$305; SM 4-dr., $290. 

CHRYSLER—’51 Windsor 4-dr., $1,255* 

DeSOTO—’50 conv.. $957*; Custom 4-dr., 
$945*, $910*. $900*, $890*. °47 Deluxe 
roadster, $370*, suburban, $295. 

DODGE—’53 Meadowbrook suburban, $:.- 

000, $1,995; (8) conv., $1,895; Coronet 

(8) club coupe, $1,805*, $1,785. '50 Cor»- 

net 4-dr., $895*. °49 Deluxe 2-dr., $4/). 
FORD—’53 Country Squire, $2,700* (ps). 


"49 4- 


; (8) Country sedan, $2,655* (p:), 
$2,250*, $2,400*, $2,390* (ps); Victor 2. 
$2,480*, $2,295*, $2,285*, $2,270°*, $1,8° 5: 


(Continued on Page 51, Col. 1) 
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(3) Ranch Wagon, $2,300*, $2,180, $2,- 
i50*, $2,140, $2,025, $2,015; (6) Ranch 
Wagon, $2,125*, $2,100; conv., $2,045°*. 
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$1,510; Chieftain (8) Deluxe Catalina, 
$1,320. °50 SL 2-dr., $1,040. 
STUDEBAKER —- "53 Champion Starliner, 
$2,010*. '51 Commander (8) 4-dr., $900. 
Commander 4-dr., $870; Champion club 
coupe, $710. 
WILLYS—’53 %-ton pickup, $1,800, '51 





(Continued from Page 50) Jeep, $715. '49 %-ton, $480. 48 %-ton, 
$515. 
HUDSON—’51 Commodore (8) 4-dr., $990. | MISCELLANEOUS "52 GMC %-ton pickup, 
"49 Commodore (8) 4-dr., $390. | $935 
KAISER—’51 Traveler 2-dr., $765. 
MERCURY—'53 Monterey 2-dr., $2,455°. |  EBENSBURG, PA. 


52 (8) Ranch "Wagon, $1,785*, $1,675; 
(8) Country Squire, $1,785*; Victoria, 2 
at $1,690; (8) conv., $1,545*. '51 Vic- 
toria $1,355*, $1,240*; (8) conv., $1,190*, 
$1,135*; (8) Country Squire, $1,130*, $1,- 
105; Crestline (8), $1,095*; Custom (8) 
2-dr., $1,020; Deluxe (8) 4-dr., $750. '50 
Custom (8) club coupe, $875*; station 
wagon, $795*; Deluxe (8) 2-dr., $790*; 
Deluxe (6) business coupe, $740; Deluxe 
6) 2-dr.. $730*; Deluxe (8) business 
coupe, $710*. ’49 conv., $730*; (8) sta- 
tion wagon, $730*, $665; Deluxe 2-dr., 
$690, $610; Deluxe (8) business coupe, 
$680; (6) club coupe, $565. 


HUDSON—’51 (6) Super club coupe, $795. 
‘50 Pacemaker 4-dr., $640. '49 Commo- 
dore (8) 4-dr., $520*; °46 (6) 2-dr., $180. 

KAISER—’53 Manhattan 2-dr., $1,575*. '51 
4-dr., $1,055*, $795*. 

LINCOLN—’53 Capri conv., $3,565* (ps); 
Cosmopolitan coupe, $3,250*, $3,205*. ’52 
Capri 4-dr., $2,350*; Cosmopolitan coupe, 
$2,345*. 49 conv. , $620*. ’46 club coupe, 
$260°. 

MERCURY—’53 Monterey coupe, $2,500*, 
$2,725*, $2,605*, $2,600*; conv., $2,475*. 
’52 Monterey coupe, $2,020*, $1,890*, $1,- 
865*. °51 club coupe, $1,385*, $1,250*; 
4-dr., $1,355*. °50 club coupe, $1,065, 
$845*. °49 club coupe, $875*, $845*; 
conv., $795*; 4-dr., $755; station wagon, 
$675*. 

NASH—’53 Rambler Country Club, $1,530. 
‘52 Super Statesman, 4-dr., $1,345*; 
Rambler Country Club, $1,125*; conv., 
$945*. °51 Rambler station wagon, $1,- 
025*. ’50 Ambassador Super 4-dr., $660*. 
‘49 Ambassador 2-dr., $460*. 

OLDSMOBILE—’53 Holiday (98), $3,470* 
(ps), $3,200* (ps), $2,820* (ps); Holiday 
(88), $3,075*, $3,170*, $3,075*, $2,900*, 
$2,800*; Super (88) 4-dr., $2,900* (ps), 
$2,500*, $2,895* (ps); (98) 4-dr., §$3,- 
150* (ps), $3,110* (ps); Super (88) 2- 
dr., $2,600*, $2,500*; Deluxe (88) 4-dr., 
$2,520*, $2,210*; 2-dr., $2,180*. '52 Holi- 
day (98) $2,395*; Holiday (88), $2,295*, 
$2,280*; Super (88) 4-dr., $2,175* (ps). 
’51 Holiday (98), $1,770*; Super (88) 4- 
r., $1,595*, $1,410*. 50 (98) conv., $1,- 
050*; (88) club sedan, $1,035*. '49 Holi- 
day (98), $1,175*; (88) conv., $1,045*; 
(98) conv., $835*. °47 (76) 4-dr., $350. 

PACKARD—’52 Mayfair, $1,856*. ’51 (300) 
4-dr., $1,340*. ’50 4-dr., $750*. 

PLYMOUTH—’53 Savoy, $2,150*; Belve- 
dere, $1,945*; Cambridge 4-dr., $1,525, 
2-dr., $1,500. "52 suburban, $1,430; Cam- 
bridge 2-dr., $1,020. °'48 Deluxe club 
coupe, $535; conv., $470. 

PONTIAC—’53 Custom (8) Catalina, §$2,- 
750*, $2,655*; (8) 4-dr., $2,405* (ps), 
$2,370" (ps), $2,295*%, $2,100*, $2,020*; 
(8) 2-dr., $2,370*. ’52 Super (8) Cata- 
lina, $1,725*, $1,655*, $1,625*; (8) 2-dr., 
$1,405*. °51 (8) 4-dr., $950*. '50 Deluxe 
(8) Catalina, $1,320*; (8) 4-dr., $1,145*. 
"49 (8) 4-dr., $695*; (8) Sedan delivery, 
$585*. °46 (8) 4-dr., 2 at $305. 

STUDEBAKER—’53 Commander Starliner, 
$2,250*. °51 Commander coupe, $920*; 
’50 Champion (6) conv., $620. 

WILLYS—’52 2-dr., 2 at $1,045. 

MISCELLANEOUS — ’51 Austin 4-dr., 4 
spd., $695. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 9.) 

(All prices slightly off due to usual 
holiday slump, Sold 63 cars out of 98 
offerings.) 

BUICK—’50 Special 4-dr., $555. °49 Super 
4-dr., $660. '48 Super sedanet, $450. °47 
Special sedanet, $350. 

CADILLAC—'47 (62) 4-dr., $450. 

CHEVROLET—’52 FL Deluxe 2-dr., $1,- 
320*. '51 Deluxe Bel Air 2-dr., $1,250*, 
$900, $920; 4-dr., $800, $880*. '50 Deluxe 
2-dr., $705*, $750; club $760, $790. °49 
SL club, $660. ’°48 FM 2-dr., $430. '47 
FL aerosedan, $350. 

CHRYSLER—’53 NY 4-dr., $2,395*. °48 
Windsor 4-dr., $435. 

DeSOTO—'51 Deluxe 4-dr., $1,005. 

DODGE—’53 Meadowbrook 4-dr., $1,580; 
Coronet 4-dr., $1,675. 

FORD—’53 Main 2-dr., $1,525; Custom 2- | 
dr., $2,125*. °50 Deluxe 2-dr., $690, | 
$785*. °49 Custom 4-dr., $600. | 

HUDSON—’47 Super (6) 2-dr., $190. 

KAISER—’53 Manhattan 4-dr., $1,780*. | 

LINCOLN—’49 Cosmopolitan 2-dr., $375. | 

MERCURY—’52 Monterey 2-dr., $2,000*. | 
49 4-dr., $600*. | 

OLDSMOBILE—’53 (98) 4-dr., $2,900. 

PLYMOUTH—’53 Cranbrook 4-dr., 2 at | 
$1,575, 3 at $1,580; 2-dr., $1,520, "$1,575; 
Belvedere, $1,820. ‘51 Cranbrook 4-dr.. 
$860. '50 Special Deluxe conv., $890. 47 
Special Deluxe 4-dr., $320, station wag- 
on, $245. 

PONTIAC—’50 4-dr., $935. 

STUDEBAKER—’53 Champion 2-dr., $1,- 
605. 


DENVER 


(Denver Auto Auction. Sale every Tues- | 

day. Prices are for sale of Sept. 8.) 

(Prices slightly off, fewer cars offered 
for sale. Percentage ‘of sales down, Sold 

110 cars out of 209 offerings.) 

BUICK—’53 RM Riviera 2-dr., $2,700*. '52 
Super Riviera 2-dr., $1,595*; Special 2- 
dr., $1,270*. '50 Special 4-dr., $805; 
$770. '49 Super 4-dr., $630. | 

CADILLAC—’53 coupe deVille, $4,850°; 
(62) conv., $4,525°. °51 (62) coupe de-| 
Ville, $2,835*. °50 (62) coupe, $2,400°; | 
(62) 4-dr., $2,150°; (61) 4-dr., $1,995. | 

CHEVROLET—'53 Bel Air 2- dr.,' $1,900*, 
$1,865*, $1,815*; (210) 2-dr., $1, '730*, $1,- 
595; (210) 4-dr.. $1,650*, $1,600*; (210) 
club coupe, $1,565; %-ton pickup, $1,- | 
350, $1,285. °52 Sport coupe, $1,275*; SL 
Deluxe 2-dr., $1,175. ’51 Bel Air $1,105. 
’50 FL 2-dr., $600. 

CHRYSLER—’52 Windsor 4-dr., $1,520*. 
’51 Windsor 4-dr., $1,095. "50 Windsor 4- 
dr., $945. °49 Windsor 4-dr., $710; NY 
4-dr.. $445. 

DODGE—’53 Coronet (8) Diplomat, §$2,- 
295*; club coupe, $2,000*; conv., $1,840*; 
4-dr., $1,765*; Meadowbrook 4-dr., $1,- 
455; 2-dr., $1,435. '52 Meadowbrook 4- 
dr., $1,090. 

FORD—’53 Victoria, $2,260*, $2,245*; (8) 
Ranch Wagon, $2,085*, $2, 015; Custom 
(8) 2-dr., $1,975*; Main (6) 2-dr., $1,- 
575. ’52 ‘Ranch Wagon, $1,675; Custom 
(8) 4-dr., $1,405, $1,240. '51 Custom (8) 
4-dr.. $880; (6) %-ton pickup $490. ‘48 
(8) 2-dr., $310. '47 (8) 2-dr., $300. 





"51 2-dr., $1,095, $1,090; 4-dr., $1,050. 
’ . in ’ . . (Ebensburg Auto Auction. Sale every 
50 Sedanet 2-dr., $845. '49 conv., $555. Thursday. Prices are for sale of Sept. 10.) 


OLDSMOBILE—’53 (88) 4-dr., $2,700*, ’52 (Demand up better and percentage of 
(98) 4-dr., $2,075*. '50 (88) conv., $925; | sales up. Prices remain stationary, Sold 
club coupe, $885. °49 (98) 4-dr., $895; | 75 cars out of 98 offerings.) 

(76) station wagon, $705. 46 (88) 2-dr., | pyicK—'50 Super 4-dr., $885*; Special 2- 
$370. dr., $820*, '49 Super conv.. $705. ‘40 
PACKARD—’51 (200) 4-dr., $1,115, $1,005. Special 4-dr., $120. 
PLYMOUTH—’53 Cranbrook club coupe, | CADILLAC—’51 (62) coupe deVille, $2,- 


$1,460*. '52 Cambridge club coupe, §$1,- 960*, '42 (62) 4-dr., $335*. 

055; Concord 2-dr., 2 at $965. '51 Belve- | CHEVROLET—’53 (150) 2-dr., $1,425. '52 

dere, $1,020. SL Deluxe 2-dr., $1,250*. ’51 Bel Air, 
PONTIAC—’53 Catalina, $2,850*; Chieftain $1,255*; SL Deluxe 2-dr., $1,120*; FL 

(8) 2-dr., $2,350°; 4-dr., $2,320*, $2,- Deluxe 4-dr., $920. '50 Bel Air, $925*; 


300*, $2,050; Deluxe (8) 4-dr., $2,295*; SL Deluxe 4-dr., $860, $850; 2-dr., $710; 
Chieftain (8) Deluxe 2-dr., $2,290*. '52 FL Deluxe 2-dr., $830. °49 SL Deluxe 
Chieftain (8) 2-dr., $1,405. °51 Catalina, conv., $575; 4-dr., $835. °48 FL aerocs- 





dan, 2-dr., $510, $500; sedan delivery, | PLYMOUTH—’51 Cranbrook 4-dr., $1,125; 
$375. °47 SM club coupe, $465; FL aero- Cambridge 4-dr., $1,020; club coupe, §1,- 
sedan 2-dr., $450; FM conv., $295, °46 000; Concord 2-dr., $830. '50 Special De- 


SM 4-dr., $335. '41 Special Deluxe 2-dr., luxe 4-dr., $850. 

$110. '40 Special Deluxe 2-dr., $200. PONTIAC—’51 Chieftain Deluxe (8) conv., 
CHRYSLER—’49 Windsor 4-dr., $685, °'48 $1,315*. '48 SL Deluxe (8) 2-dr., $530*, 

Windsor 4-dr., $335*, $510, '47 SL (8) 4-dr., $380; SL (8) Se- 


DeSOTO—’53 Fire Dome (8) 4-dr., $2,200,| ‘anet, $170. "41 (8) 2-dr., $175. 
DODGE—’51 Coronet club coupe, $980*; | STUDEBAKER—’51 %-ton pickup, $510. 


Wayfarer roadster, $830. °50 Meadow- '48 Regal Deluxe Champion 4-dr., $425°*. 
brook 4-dr., $740. '49 Wayfarer roadster, ’46 Champion club coupe, $170*. 
$400*. MISCELLANEOUS—’51 Henry J (6) 2-dr., 


FORD—'51 (8) Victoria, $1,250*; Deluxe|” ¢539 
(8) 2-dr., $1,050*, $880; (8) %-ton pick- : 


up, $710. '50 Custom (8) 2-dr., $725; 

club coupe, $820; F-6 Cab & Chassis, DYER, IND. 

405. "49 (8) 2-dr., $675*; Custom (6) ( 

4-dr., $615*. ‘47 Deluxe (6) club coupe, Scan ie omat Sept, ad a 

$390. °46 Super Deluxe (8) 2-dr., $300. (Market steady on clean cars. Rough 

oe Deluxe (8) 4-dr., $230; 2-dr.,| cars getting caeaper weekly. Sold 162 
HUDSON—’49 Super (6) conv., $500. On Oe ee ree 
MERCURY—’49 4-dr., $745*. BUICK—’53 Super Riviera sedan, $2,500*. 
NASH—’52 Statesman 4-dr., $1,175*. '49| (52 Super sedan, $1,725*, $1,625*; conv., 

(600) 4-dr. $400, $1,890*; RM sedan, $1,950*. ’51 Special 


OLDSMOBILE—’5i (88) 2-dr., $1,375*. °50| Sedan, $1,095; Super sedan, $1,270°. ’50 
(98) Sedanet, $1,000*. °49 (76) club| Special sedan, $650, $685. : 
coupe, $725*; (76) station wagon, $395, | CADILLAO—’53 (62) coupe, $4,385*. °52 
'47 (66) club coupe, $300, °46 (76-6) 2- coupe deVille, $3,450*. °51 (62) sedan, 
dr. $240. $2,400*, $2,585*, $2,265. '49 (62) sedan, 


PACKARD—’48 4-dr., $295. (Continued on Page 52, Col. 2) 
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RESIN yet 


$13 ,l 993° added labor sales 


in one year with Inland Radiator Dept. 


Reports Leading New Car Dealer 


ONLY the passing of time proves or disproves assumptions based 
on theory. Town Auto is making more profit with its Radiator De- 
partment than Treasurer Edwin H. Schadt, estimated when he in- 
stalled Inland equipment in January 1949. 

The decision of Mr. Schadt to devote a part of his service floor 
to an Inland Department and to send Mr. Gene Zimmerman to the 
Inland Training School has paid dividends. By November 1949 ad- 
ditional equipment was required to handle the rapidly increasing 
volume. Mr. Zimmerman, by then a skilled radiator technician, 
trained another man. The Department continued to grow and return 
a substantial profit. 

In November of 1951 the Radiator Department was moved to 
larger quarters. Wholesale as well as retail volume continued to 
increase. 

In 1952 the Department cleaned and repaired 1,341 radiators 
with labor sales of $8,736.30. Recore jobs totaled 115 for an esti- 
mated profit of $1,433. Mr. Schadt estimated dollar volume from 
installation of related cooling system items at $4,463 for labor only. 
In addition a substantial profit was realized from sales of related 
parts such as fan belts, hose, water pumps, new radiators, anti-freeze. 


FREE 
“BLUEPRINT FOR PROFIT” 


Details and prices of required 
equipment and experiences of 
other operators. 

















ABOVE: Mr. Gene Zimmerman 
and his helper, Mr. Frank 
Rozsitch, turn out an increasing 
volume of wholesale and re- 
tail work each month in Town 
Auto Company's new enlarged 
Radiator Department. 














LEFT: Mr. Edwin H. Schedt, 
Treasurer of Town Auto Com- 
pany, Allentown, Pa. made 
the decision to establish the 
profitable radiator department. 








RADIATORS CLEANED 
AND REPAIRED 


ACTUAL $ VOL. CLEANING 
AND REPR. OF RADIATORS 2S i 30° 


RECORE JOBS 
EST. PROFIT ON 
CORE SALES 4 aD od 


EST. $ VOL. INSTALLATION 





















% 963. oe 





These are the facts. You can readily see that the Department 
has paid for itself and earned a good profit. 


Your community offers a similar potential! 


Investigate the radiator repair facilities in your area. Note the 
absence of modern radiator service. Check the newspapers and the 
yellow section of your telephone directory and note that you and 
your competitors are all advertising the same services. Modern radi- 
ator service offers greater profit than these highly competitive 
specialties, 

Many other dealers like Mr. Schadt tell us their Inland Radiator 
Departments are increasingly profitable year after year. Radiator 
Service offers you a new, endeviieaed opportunity for profit in your 
community. Let us send you the details. Write or wire Inland 
Manufacturing Company, 1108 Jackson Street, Omaha 8, Nebraska, 
or phone Harney 1108. 


MAIL THIS COUPON TODAY! 
Inland Mfg. Co., Dept. AN-9 1108 Jackson Street, Omaha 8, Nebraska 
Please send complimentary copy of ‘‘Biveprint for Profit." 


Firm = i inci anti hmastet adi that aeicscinciaccrpaeealh 
Address a sassincna snip ieecnceiiienceiaaa sso 
Cesena bceteanhede Zone- State_ asta 


Te cinemas cti lle eihepcetipahcieta 





By. 


Make of Car Sold ices ae 
Are you now operating a Radiator Department? [) Yes [) No 
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Sellers Sells Buick Deal, 
Keeps Cadillac Business 


Sellers Motor Co., Jackson, 
Miss., has announced the sale of 
its Buick business to Jimmy 
Fowler. 

Sellers will continue to handle 
Cadillac, for which it has been 
a distributor 37 years. 





RAIN OR SHINE 
STAYS ON! 
\2) 


Used Car 
Windshield 
Paint Kit 


Kit holds pint can 
each Yellow and 
White plus one sign 
brush. 


KIT PRICE $595 





Rainy 


Automotive Co. 


USED CAR SPECIALISTS) 
STA. “A” BOX 1037, CLEVELAND 2, OHIO 
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Used-Car Auction Prices 


(Continued from Page 51) 


$1,125, $1,075; $1,150. 
$165. 

CHEVROLET — '53 (210) sedan, $1,645; 
Carry-All, $1,290; Bel Air sedan, $1,850*. 
’51 FL Deluxe sedan, $875; SL Deluxe 
sedan, $905. '50 SL Deluxe sedan, $775, 
$695, $530. ‘47 SM sedan, $320, $390, 
$400. '46 SM sedan, $230, $210, $240. 

CHRYSLER—’50 Royal sedan, $960*, $835, 
$700; NY sedan, $625; Windsor Newport, 
$1,165*. '48 Windsor sedan, $395. 

DeSOTO—’'52 Custom sedan, $1,270. ’51 
Custom sedan, $920. ‘50 Custom sedan, 
$855. '49 Deluxe sedan, $660. 

DODGE—’52 Coronet conv., $1,170; sedan, 
$1,260*. ‘51 Meadowbrook sedan, $910*. 
’49 Coronet sedan, $695, $660. 

FORD—’53 Custom (8) sedan, $1,750*. '51 
Custom (8) sedan, $1,105*, $1,030*, 
$985; Victoria, $1,140. '50 Deluxe (8) se- 
dan, $665, $550; Custom (8) sedan, $700, 
$635, $610 °49 Custom (8) sedan, $550, 
$545. °46 (8) sedan, $300, $215. 

HUDSON—’52 Hollywood, $1,545. ‘50 PM 
sedan, $410. °47 Commodore (8) sedan, 
$200, $195, $165. 

KAISER—’52 Henry J Vagabond, $510. ‘51 
Deluxe sedan, $810, $690, $405. '49 De- 
luxe sedan, $270. 

MERCURY—’53 Sport coupe, $2,150* (ps); 
Monterey coupe, $2,635*. 52 Sport coupe, 
$1,700*, $1,515. ‘51 sedan, $1,130, $1,- 
105. ’50 sedan, $785. 

NASH—’52 Rambler Country club, $1,315*. 
’50 Ambassador sedan, $620. '48 (600) 
sedan, $400, $275. '46 (600) sedan, $130, 
$150. 


conv. ‘41 sedan, 


’ 


OLDSMOBILE—’'53 (98) Holiday, $3,225*, 
$3,100*; sedan, $2,785*. ‘52 (98) Holi- 
day, $2,115*. '51 (98) sedan, $1,635, $1,- 
465. '50 (98) sedan, $1,085, $1,065, $910. 
'46 (78) sedan, $225, $205. 

PLYMOUTH—’'52 Cranbrook sedan, $1,060, 
$1,125, $1,035, $1,150. '51 Cranbrook se- 
dan, 00, $910. '50 Special Deluxe se- 
dan, $695, $680, $625; Deluxe suburban, 
$745, $730. ‘49 Special Deluxe sedan, 
$660, $610, $600, $500, $450. 

PONTIAC—’52 Chieftain Deluxe (8) sedan, 


$1,545*. '51 Chieftain Deluxe (8) sedan, 
$1,115, $1,100, $800. °50 Chieftain De- 
luxe (8) sedan, $995, $805, $800, $740. 


’48 Torpedo (8) sedan, $505. '47 Stream- 
liner (8) sedan, $370, $160. 
STUDEBAKER—’52 Land Cruiser sedan, 
$1,015. '50 Commander sedan, $575, $560. 
$505, $500. '49 Champion sedan, $540. 
’48 Champion sedan, $300, $200. 
WILLYS—’50 station wagon, $320. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction, Sale every 
Tuesday. Prices are for sale of Sept. 8.) 


(Prices steady over last two weeks. 
New-car demand slacking off and are 
harder to sell. Sold 94 cars out of 123 
offerings.) 

BUICK—’53 RM sedan, $2,650*; RM Rivi- 
era sedan, $2,800*, '51 Super sedan, §$1,- 
250°; RM Riviera sedan, $1,525*. ‘50 
Special Deluxe sedan, $1,030*. ’49 Super 
sedan, $750*, $600*. ‘47 Super sedan, 
270; RM sedan, 2 at $330. '46 RM se- 








dan, $260; Super station wagon, $210. 

OAD O—’'49 (62) sedan, $1,185*. °48/ 
(62) sedan, $890*, "41 (61) sedan, $230. | 

CHEVROLET—'53 Bel Air sedan, $2,110*, | 
$2,025*. ‘52 SL Deluxe sedan, $1,270*. | 
’51 SL Deluxe sedan, $985, $930. '50 SL | 
Deluxe sedan, $875, $810; Bel Air sedan, | 
$975*; SL Special sedan, $765. ‘49 SL 
Special sedan, $580; SL Deluxe club 
coupe, $535; SL Deluxe sedan, $760. ‘47 | 
FL Special aerosedan, $430. ‘46 FL se- 
dan, $440. 

CHRYSLER—’50 Royal club, $1,010*. ‘49 
Windsor club, $890*. ‘48 Windsor sedan, 
$485; Special Deluxe sedan, $560. 

DeSOTO—’51 Deluxe sedan, $930. 

DODGE—'51 Coronet sedan, $1,100*; Mead- 
owbrook sedan, $1,010. "49 Coronet se- 
dan, $550*. ‘46 Custom sedan, $240. 

FORD—’53 Crestline (8) conv., $1,950. '52 
Custom (8) sedan, $1,370*, $1,100; (8) 
Victoria sedan, $1,660*. '51 (8) Victoria 
sedan, $1,130; Deluxe (6) sedan, $790. 
‘50 Custom (8) sedan, $820; Deluxe (8) 
sedan, $690; Custom (6) sedan, $620. '49 
Custom (8) conv., $660; Custom (8) se- 
dan, $660, $500; Deluxe (8) sedan, $430*; 
Custom (6) sedan, $540. "48 Super De- 
luxe sedan, $460. ‘46 Super Deluxe (8) 
club, $180; Super Deluxe (8) sedan, $100. 

HUDSON —’48 Super sedan, $410. 

| LINCOLN—’52 Capri sedan, $2,375*. ‘49 

| gedan, $270*; conv., $460°*. 

MERCURY—'52 club, $1,700*. ‘50 sedan, 
$770, $720; club, $800*. '48 sedan, $430. | 
46 club, $370. | 

NASH—’46 (600) sedan, $170*. 

| OLDSMOBILE—’53 (98) sedan, 

| °52 (88) sedan, $2,050*. '49 (76) sedan, 

$660. '47 (76) sedan, $200; (78) sedan, 
$350. '46 (66) conv., $260*. | 
| PLYMOUTH—’'53 Cranbrook sedan, $1,- | 

"52 $1,115*. '51 


| 
| 
| 


$2,625*. | 


| 700. Cambridge sedan, 


Belvedere sedan, $950. 50 Special De- | HUDSON 


luxe club, $800. '48 Special Deluxe sedan, | 


ren 
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we answer ALEMITE €D=2 helps you... 
make new customers! -new sales! -repeat profits! 





Ww STOCK ANOTHER new product with hundreds 
already competing for a place on your shelves? 
Why, to make sales and to make money. There isn’t 
any other reason. And Alemite CD-2 does just that— 
makes sales, and makes repeat sales, because CD-2 is a 
tested, proved, reputable product backed by the best 
known name in lubrication, Alemite. And CD-2 carries 
an unconditional, money-back guarantee. You can’t 
lose. These questions and answers show you why—show 
you how to tap a new market— make a new profit! 


Here are some answers about Alemite CD-2! 


QUESTION: Do the new, heavy-duty oils eed an oil additive? 


ANSWER: Yes, they do. The heavy-duty oils are a step in the 
right direction, but they don’t go far enough. They don’t 
cure ALL the troubles. For example, Alemite CD-2 concen- 
trate is guaranteed to cure sticky, noisy valves and rings, 
free hydraulic valve lifters. CD-2 is a heavy-duty supple- 
ment, not merely an additive. 


QUESTION: Aren’t all additives pretty much alike? 

ANSWER: Absolutely not. There is no product on the mar- 
ket that can do all the things Alemite CD-2 does. CD-2 is a 
concentrate. It can’t dilute oil, but rather, makes good oil 
better. CD-2 goes to all the parts of the engine reached by 







CMA Tam 


Question : Just what does CD-2 do? 


the oil system, cleaning and protecting as it goes. Can’t 
“fade” or boil away like other ordinary additives. 


QUESTION: Is it true that CD-2 lasts longer than other addi- 


tives? 


ANSWER: Yes, it is. Ordinary additives are only good for 200 | 


to 400 miles. Because of their volatility these products are 
consumed in use, leaving the engine without their protec- 


tion, during the balance of the drain period. Not CD-2. 
CD-2 lasts the full life of the oil change, keeping the engine 
clean and quiet all the way. Customers like that—come back 


for more! 


QUESTION: Why is there such a difference in the prices 


charged for additives? 


ANSWER: Very simple — it’s the difference in what is IN the 
additive, if the company selling it is honest. For example, 


Alemite CD-2 sells for $1.35 a pint. That $1.35 buys a con- 
centrated combination of six active ingredients. There are 
no cheap carriers or fillers such as kerosene or diesel fuel. 
CD-2 is composed entirely of necessary, important, active 


ingredients. 
QUESTION: Is CD-2 easier to sell? 


ANSWER: You bet it is! In the first place, Alemite is the best 
known name in lubrication for the very good reason that 
Alemite has been the leader in the field for years. Your cus- 
tomers know the name, Alemite. Second: Strong advertis- 
ing, appearing in national magazines and newspapers coast 
to coast, is telling the CD-2 story. And third: The Alemite 
guarantee protects every can—your customers can’t lose— 


and neither can you with CD-2! 


or money back! 


. Prolongs motor life two to three times! 


6. Gives any good oil extra wear-resisting qualities. 


7. Keeps new motors new. 


.. Theres nothing like it on the market! 


ALEMITE 


REG. U.S. PAT. OFF, 


1826 Diversey Parkway, Chicago 14, Illinois 










Answer: Only Alemite CD-2 does all these things — 


1 

2. Frees sticking and noisy valves, rings, hydraulic valve lifters. 

3. Dissolves and removes lacquer-like deposits on valves, pistons, cylinder walls. 

4. Eliminates rust and bearing corrosion, absorbs moisture caused by condensation. 


5. Eliminates dangerous, power-consuming crankcase sludge. 


| Friday. Prices are for sale of Sept. 11. 


| nesday. 


coupe, $3: 90. 
~'53 Chieftain Deluxe (8) sed: n, 
$2,430*, $2,360*, §$2,350*. ‘51 Chieft: in 
Deluxe (8) sedan, $1,380*%, $1,100*. 50 
Catalina sedan, $1,050*; Chieftain Deluxe 
(8) club coupe, $1,135*. '49 Chieftain I e- 
luxe (8) club coupe, $740; SL (8) sed: n, 


$560. °46 Deluxe business 
PONTIAC 


$510*; sedan, $805*. ‘48 SL (8) conv., 
$580*. ‘47 SL (6) sedan, $375. ‘46 3L 
(6) sedan, $335. 

STUDEBAKER — '51 Commander sed:n, 
$690. "50 Champion sedan, $580*; Com- 
mander sedan, $825*. "49 Champion <e- 
dan, $410, 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
(Sold 70 percent of over 100 entries. 

Prices a bit lower, but quality of cars 

not up to our regular run.) 

BUICK—’52 Special Deluxe sedan, $1,450. 


‘51 Special Deluxe sedan, $1,180. '50 Su- 
per Riviera 2-dr., $1,130*%; Special LDe- 
luxe sedan, $1,070*. 

CADILLAC—’52 (62) sedan, $3,240*. ‘50 
(61) sedan, $1,745*. 

CHEVROLET—'52 SL Deluxe club coupe, 
$1,185. '51 SL Deluxe sedan, $980, $960; 
Bel Air, $1,225. ‘50 SIL Deluxe sedan, 
$775, $770, $680. °49 SL Deluxe sedan 


$730, $720; FL Special sedan, $640. ‘48 
aerosedan, $380. 

DODGE—’'51 Coronet sedan, $1,060*. °'50 
Coronet sedan, $970*. '47 Custom sedan, 
$275. 

FORD — '52 Custom (8) sedan, $1,300; 
Main (8), $1,120. °51 Custom (8) club 
coupe, $955*. ‘50 Custom (8) sedan, 


$710*, $650*. ‘49 Deluxe (8) sedan, $580 
"48 Special Deluxe (8) sedan, $440, $280 


‘53 Hornet sedan, $1,910*. 
HENRY J-—'52 Corsair sedan, $650*. ‘51 
sedan, $455. 
MERCURY—'51 sedan, $1,090*, $1,030. '50 
sedan, $710. 
NASH—’'51 Ambassador sedan, $730. ‘49 


(600) sedan, $450. 

OLDSMOBILE—’50 (88) sedan, $990*; (98) 
sedan, $1,075. '49 (98) sedan, $710, °48 
(98) sedan, $550. 

PLYMOUTH — ’53 Cranbrook sedan, §$1,- 


740*. '52 Cranbrook sedan, $1,015. ’51 
conv., $970. °49 Special Deluxe sedan, 
$615. '48 Special Deluxe sedan, $455. ‘47 


Deluxe sedan, $300. 
PONTIAC—'49 (8) sedan, $725, $650*. 
STUDEBAKER ‘50 Land Cruiser sedan 
$580*, Champion club coupe, $565*. °49 
Champion sedan, $505*. 


DANVILLE, VA. 
(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Sept. 9.) 
(After-holiday sales, entries small and 
activities very good. Sold 36 cars out of 
64 offerings.) 


| BUICK—'47 Super 2-dr., $50, $210; RM 
2-dr., $465. "41 4-dr., $145. 

CADILLAC—'46 (62) 4-dr., $610. 

| CHEVROLET—'51 FL 2-dr., $910; FL De- 
luxe 4-dr., $1,050, $900. ‘48 FL 2-dr., 
$650 

CHRYSLER--'53 NY 2-dr., $2,191*. 

DODGE—'50 Meadowbrook 4-dr., $835. 

FORD—’53 Custom (8) 2-dr., $1,795*, $1,- 


660; Main (8) 4-dr., $1,655. '51 Custom 
(8) 4-dr., $1,010; 2-dr., $1.020. 50 Cus- 
tom 2-dr., $1,345*, $955, $815, $780. °49 
Custom 2-dr., $600, $500. '47 Special De- 
luxe 2-dr., $420. °46 2-dr., $200. 
HUDSON—’47 2-dr., $185. '46 4-dr., $155 
KAISER—’52 2-dr., $850. 
| LINCOLN- "49 4-dr., $510. 
MERCURY—’49 2-dr., $670; 4-dr., $755. 
NASH—’50 Statesman 2-dr., $430. 
PLYMOUTH—'50 Deluxe 4-dr., $650. 
PONTIAC—’50 (8S) 4-dr., $970, $945. 


STUDEBAKER—’53 Champion 4-dr., §1,- 


200 


MISCELLA NEOUS—’49 International Panel, 


$265. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
Prices are for sale of Sept. 9.) 

(Market continues steady at averages 
of past several weeks, Sold 51 cars out 
of 86 offerings.) 








BUICK-—'52 Super sedan, $1.789. ‘51 RM 
sedan, $1,455*, $1,410*. ‘50 Special se 
dan, $520. '49 Super sedan, $690*, 5 
RM sedan, $590*. "48 Super conv., $350 

CHEVROLET—'53 Bel Air, $1.975*. ‘52 
SL Special sedan, $1,100. ‘51 SL Deluxe 
sedan, $1,150*, $1,100, $1,070*, $1,040 
‘50 SL Deluxe sedan, $890, $825: FL 
Special sedan, $760. “49 FL Deluxe se- 
dan, $860, $760 

CHRYSLER-—'50 Windsor sedan, $970. ‘45 
Windsor sedan, $550. 

DeSOTO—'50 Custom sedan, $80. ‘48 De- 
luxe sedan, $490. 

DODGE—'52 Coronet sedan, $1,215. 19 
Custom sedan, $760. ‘47 Deluxe sedan 
$355. 

FORD.-°52 Main (8) sedan, $1,275. ‘5l 
Custom (8) sedan, $1,060, $1,025, ‘50 
Custom (8) sedan, $870, $810. '49 Cus- 
tom (6) sedan, $550. ‘47 Super Deluxe 
(6) sedan, $380. '39 (8) sedan, $160. 

HUDSON—"49 sedan, $540 

LINCOLN—'46 sedan, $200 

MERCURY ~ '51 sedan, $1,090. °50 sedan, 
$750. ‘49 sedan, $670, $610. 

OLDSMOBILE.-’51 (98) sedan, $1,390*. 


"50 (88) sedan, $980*. 

PLYMOUTH—’52 Cranbrook sedan, $1,179. 
‘50 Special Deluxe sedan, $900, $790. 
PONTIAC—'51 Chieftain (8) Catalina, §1.- 
665*. '49 SL (8) sedan, $655. "48 SL (8) 

sedan, $550. '47 sedan, $350. 
WILLYS—’'50 Jeep station wagon, 
MISCELLANEOUS 

pickup, $1,130. 


Rental Firm Contracts 


With Fiat Subsidiary 


ST. LOUIS.— Affiliation of Sadem 
(Lata) Service, a subsidiary of Fiat 
Motor Cars, Turin, Italy, with Na- 
tional Car Rental System has been 
announced by John W. Black jr., 
president of the American organiza- 
tion. 

Fiat cars, either for self-drive or 
chauffeur - driven, will be made 
available, with NCRS accepting ‘he 
Sadem membership for seven cities 
in Italy— Turin, Milan, Padi:a, 
Genoa, Florence, Naples and Rone 
—and two cities in France — Peris 
and Nice. NCRS now is represen ed 


$730. 
"53 Chevrolet ‘-ton 


|in 14 countries, Black said. 
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Used-Car Notes 





NEW YORK. — Tri-city used-car 
dcalers, comprising operators in the 
cities of Johnson City, Endicott and 
Binghamton, all in New York State, 
were granted a charter by the New 
York Used Car Dealers Assn, 

The new chapter is to be known 
as Tri-City Used Car Dealers. 

A meeting was held in Bingham- 
ton, at which the following officers 
of the New York Used Car Dealers 
Assn. were present: 

Joseph I, Wolfe, president; Peter 
Scalia, vice-president; Harry Gott- 
lieb, secretary-treasurer; Tim An- 
spach, Upstate vice-president; 
Charles Haas, Fine’s Auto Sales, 
Albany; Daniel Rosen, general 
counsel; Julian Ostro, executive | 
director; and Henry Carroll of | 
Binghamton. 

The following directors were} 
elected at the meeting by the new 
Chapter: 

Henry Carroll, of Henry Carroll, 
Inc., Binghamton; Don Owens, 
Owens Motor Sales, Johnson City, 
and Maynard Lee, Lee’s Used Cars, 
Endicott. 

Chapters of this kind are being 
created throughout the state by the 


New York Asan. m 

Pa. Groups Seek 
United Front in 
Fight on Taxation 


PITTSBURGH. — Seventy - five 
members of the Western Pennsyl- 
vania Used Car Dealers Assn. met 
recently to discuss measures 
against further taxation of used-car 
sales, according to Sam M. Rosen- | 
zweig, counsel. 

The group will join with dealers | 
in Philadelphia, and then appeal to 
dealers in the center of the state 
to join forces. 

“We are in the process,’ Rosen- 
zweig said, “of combining two sep- | 
arate associations to form the| 
Pennsylvania Used Car Dealers’ | 
Assn.” 

The new organization is expected 
to take shape by Dec. 1, with the| 
main office in Harrisburg. 

The western association is led by | 
Max Pearlman, president; E. Nappi, 
vice-president; Sam Rubin, secre-| 
tary, and Albert D’Alessandro, 
treasurer. 


bit Dieance Plan 


In Receivership 


PHOENIX. — Clark Smith, self- | 
Styled as “Arizona’s largest used- 
car dealer,” has hit a financial reef 
after sailing through $5 million in | 
business in 1951. 

His lot is now occupied by| 
Ray Korte Used Cars. And the! 
Clark Smith Security Plan, which 
was started in August, 1952, has! 
gone into receivership. | 

The plan had promised to pay 4) 
percent on money invested for the} 
financing of autos. In addition to 
investments by 350 persons, Smith 
had invested $17,000 of his own. 
At present, the plan has $25,000 in 
cash, $154,000 in conditional sales 
contracts and $70,000 in paper 
covering autos on hand. 

A director of securities for the 
State Corporation Commission said 
his office had checked the plan and 
found no fraud involved. He also| 
said Smith had voluntarily stopped 
the plan several weeks before it 


went into receivership. 
* x + 


* 








Jayhawk Motors Stages 

Topeka Opening Party 
TOPEKA, Kans. — Jayhawk 
Motors, formerly Dunaway Motors, 
700 W. Sixth St., has held a two- 
day grand opening celebration. Soft 
drinks were served, and there were 
ash trays for the adults and 
balloons for children. 
* + +. 


Montreal Dealers Win 


Test on Zoning Law 


MONTREAL.—Montreal Munici- 
pal Court Judge Pascal Lachapelle 
rejected a charge by the city that 
Boisclair Automobiles, Ltd., of 9925 
Lajeuness street, violated a city 
zoning bylaw by selling used cars 
in a prohibited area. 

‘The decision will affect some 50 
other used-car dealers in the area. 
Juige Lachapelle noted that similar 


charges had been laid by the City 
of Montreal against 50 other used- 
car dealers on Lajeuness street, 
where a bylaw holds that sale of 
new cars only is allowed. 

The judge declared that, while 
the bylaw permits sale of new cars 
but not of used cars in the area in 
question, used-car commerce, in this 
case, was a “secondary business” to 
the sale of new cars. “This,” he 
added, “is the same for all dealers 


in new cars in the area.” 
* * os 


Finds $1,800 Bracelet; 


Gets 10% Reward 


OGDEN, Utah.—Ray Van Baten- 
burg, Ogden used-car dealer, dis- 
covered recently that it pays to be 
honest--$180 worth. 

The auto dealer found a $1,800 
diamond bracelet under the seat of 
one of his cars. 

The bracelet had been lost over 
three years ago. The insurance 
company had paid off the claim and 
the owner had given up all hope of 
its recovery. 


Mr. Robert H. Bernard, 
Chevrolet-Oldsmobile Dealer 
in Libertyville, Illinois talking 
with Pure Oil representative, 
Russell Heap. Mr. Bernard is a 
great booster for that 35,000 
mile Pure Oil lubrication war- 
ranty—for just one big reason: 


He says: 





Batenburg traced the owner, then 


AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 _ 


notified the insurance company. The 
insurance company gave the usual 


reward of 10 percent of the value. 
* * * 


DeFrancis, Rethas, Pirman 


Organize Dealership 
FAIRVIEW PARK, O.— A used- 
car dealership has been opened in 
a modern building here by Tony 
|DeFrancis, George Rethas and 
| Wally Pirman. 
All have had wide experience in 
|dealerships in the Cleveland area. 
* * * 


Hamilton (Ont.) Dealers 


Form an Association 
HAMILTON, Ont.— Used-car 
| dealers here have formed an as- 
sociation, first of its kind in this 
city. The 25 members, comprising 
the majority of city dealers, 
elected Frank Richter as _ presi- 
dent, 
Other officers are: Duke Bird, 
vice - president; Philip Velenosi, 


secretary-treasurer, 
* * 


| Hartford Dealer Held 


|On Auto-Theft Charges 


HARTFORD. — The president of 
|}an East Hartford automobile deal- 


* 


ership has been bound over to Su- 





Satori Opens Glendale Showroom— 


Peter Satori Co., Ltd., dealer and distributor of foreign cars, has opened a new 
| showroom at 143 S. Glendale Ave., Glendale, Calif. Satori recently sold his retail 
| business in Beverly Hills, Calif. 


perior Court under $10,000 bond on Holt Names Hoffman 


| charges of motor vehicle theft. pies 

| Albert J. Berube, head of Karno| tae taain tae” hd supatated 
| Motors Inc., used-car dealers, also | manager of the Holt Used Car Lot 
faces two similar counts in Hart- | No. 3 here, according to Paul Holt 


ford. Court action followed a police | (nor of Holt Enterprises, 


investigation of a complaint of a| a 2 


e wner who said that he spotted | : ‘ ‘ 
boo . | Crawford Sells to Zunich 


|his car, which had disappeared | 
|from in front of his house, on the | PITTSBURGH. — Jack Crawford 
|Karno lot. Berube claimed that he|at 4825 Baum Blvd., has retired 
| had purchased the car in June, but | from used-car selling, and a mem- 
|ecould produce no records of the| ber of his staff, William M. Zunich, 
| purchase. has become president of the prop- 
A subsequent check of the lot un-/|erty and named it Auto City, Inc. 
covered two other cars that report- | Charles F. Boyle is secretary-treas- 
| edly had been stolen in Hartford. urer. 
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“It helps sell cars... 


And Mr. Bernard ought to know! The Ber- 
nard Chevrolet Company of Libertyville, 
Illinois has been selling cars since 1913. And 
cars haven’t been sold anywhere much 


longer than that! 


Naturally he likes anything that helps 


him sell cars. 


And Mr. Bernard says that on a number 


of occasions that 
been “‘a clincher’’ 


35,000-mile warranty has 
for him in making sales on 


new cars. He says he feels that Pure Oil 
Warranty is a plus value that gives him an 


edge over dealers 
Of course, like 


who don’t have it to offer. 
most successful business- 


men, Mr. Bernard does everything he can to 


build his reputation for service. 


For ex- 


ample, he’s modernized his lubricating de- 
partment, with Pure Oil’s help, and uses the 
Pure Sure Master Service Log to advantage. 

One step you can take right now toward 
building your own business is to clip that 
coupon now and mail it today! 


Sales Offices located in more than 500 cities, including: Minneapolis 
Atlanta 


Memphis °* Norfolk ¢ 


Charlotte Birmingham 


It’s a real plus value 
for any car dealer!” 











Use the coupon below to ob- 
tain complete details if your 
place of business is within 
the blue territory on this 
little map of our big country! 


Columbus 
© Miami 


© Madison 


Pensacola 


Chicago 


© Jacksonville 
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New Packard Dealership in San Francisco— 


Automotive City, Inc., 


new Packard dealership in San Francisco, has extensive sales 


and service facilities, plus a three-minute car wash, a restaurant and a repair shop 


with 24 stalls. 


There are two showrooms, facing different streets, and 14 gasoline 


pumps. Barney Norwitt, president, has been in the auto business 30 years. 


Seesibunbirhenipeen Reveals 


3 New Appointments 


The appointments of Kenneth 
May, Los Angeles, as factory repre- 
sentative in the west coast region 
for the Dayton division of 
Standard-Thomson Corp., and New- 
ton Eaton, Wichita, as sales repre- 


Six leading car makers adopt 


ONROE 
POWER: GUIDE 


SENSATIONAL 2-WAY SERVICE AND 
SALES OPPORTUNITY FOR YOU! 











sentative in the western plains 
states, have been announced by 
Lawrence G. Zarbock, sales vice- 


president. 
Zarbock also announced that 
James Neary, Miami, has been 


named as the company’s south- 
eastern states manager. 


Bs Now optional on six makes of cars! 


Here is one of today’s great service and sales 
opportunities! With six car manufacturers 
turning out cars equipped with Monroe Power- 
Guide, a growing number of owners in your 
area will be potential service customers. Add 
to this the sales opportunity offered by after- 





Roy Belnap, president of Belnap 


& Thompson, Inc., Chicago prize 
incentive company, announces that 
Fred C. Gould has joined the firm 
as a vice-president. Gould will be 
active in Detroit. 

Gould started as a salesman in 
the Detroit area in the merchandise 
prize incentive business in 1938. He 
joins Belnap & Thompson after 
having spent recent years as De- 
troit regional manager for Maritz 
Sales Builders. 


* * * 
Boston Hose Opens Depot 
Boston Woven Hose & Rubber 
Co., Cambridge, Mass., has opened 
a new warehouse in Atlanta. Terry 
Hayden has been appointed man- 
ager. 
7 7 . 


Pennzoil Vice-Presidency 


Is Awarded to Clinger 


Arthur W. Clinger has been ap- 
pointed vice-president of Pennzoil 


Co., Oil City, Pa. in charge of 
wholesale marketing. 
Clinger has spent his entire 


Auto Personnel 








business career with Pennzoil, hav- 
ing joined the company in 1928. 
Prior to his latest promotion, he 
served as manager of wholesale | 


marketing. 
* * . 


Ault Gets Executive Post 


In Detroit Gear Division 

T. J. Ault has been appointed 
vice-president and assistant general | 
manager of the Detroit gear di- | 
vision of Borg-Warner Corp., ac- | 
cording to President R. C. Ingersoll. 

Ault, who joined the firm in 1935, | 
formerly was vice-president and 
purchasing agent of the Warner 
gear division. 

* * * 


Fastener Group Fetes Knapp 


In 50th Year with Clark 

Oscar G. Knapp, president of 
Clark Bros, Bolt Co., recently was 
honored by the Industrial Fasteners 
Institute for “50 years of faithful 
service to the bolt, nut and rivet | 
industry.” 

Knapp joined Clark in 1903 as 








tr? The only Power Steering unit dealers can install! 


Monroe’s Direct Action Hydraulic Power- 
Guide is the first practical power steering unit 
for installation by car dealer or service garage. 
Valve and cylinder are contained in one com- 
pact unit—the simplest device yet developed 


ACTION-PACKED SALES KIT 
Monroe furnishes a hard-hitting, sales-producing kit of 


promotion material to franchise holders. Kit includes 
wall posters, window banners, customer mailers, news- 
paper mats—everything for sales results. 





market installation on 1952-’53 Fords, Mercurys 
and 1950-’53 Cadillacs (other makes and models 
soon), and you have a real profit-maker in the 
Monroe Power-Guide franchise. Servicing in- 
structions will be furnished to your organiza- 
tion by our factory-trained experts. 


to take the work out of steering. Surest, safest, 
simplest—Monroe Power-Guide is the out- 
standing development in Power Steering. 
Become power-steering headquarters in your 
area! Write, wire or phone TODAY! 


MONROE AUTO EQUIPMENT CO. 


Monroe, Michigan 











World's Largest Maker of Ride Control Products 





| following 17 years 
|of manufacturing 
| experience in the automotive indus- 
| try. 


an office boy and rose through te 
ranks to the presidency in 1946. At 
present, he is serving as chairman 
of the research and advertising 


committees of the institute. 
* * * 


Stahl Promotes Kwolek 


To Sales Vice-President 


Stanley A, Kwolek has been pro- 
moted from saies 
manager to sales 
vice - president of 
Stahl Metal Prod- 
ucts, Inc., Cleve- 
land, manufac- 
turer of utility 
truck bodies. 
Directors also 
approved plans 
for an addition to 
plant facilities. It 
will be the fourth 
enlargement since 
operations were started five years 





8S. A. Kwolek 


| ago. 


DeSoto Picks City Managers 


In Washington, Cincinnati 


The appointment of Paul J. 
Dougherty as Washington (D. C.) 
city manager for DeSoto has been 
announced by J. B. Wagstaff, 
sales vice-president. 

Dougherty, who joined the firm 
in 1948, had been district man- 
ager of the Washington-Baltimore 
area since 1952, 

Appointed as Cincinnati city 
manager was Calvin J. Murphy, 
former manager of the Cincin- 
nati district. 


* * 


IH Picks Pedersen 


L. M. Pedersen has been named 
zone manager for the International 
Harvester Co. truck dealer territory 
served by the branch at Mankato, 
Minn. He had been wholesale parts 
representative and retail salesman 
at the Eau Claire (Wis.) branch for 


two years. 
7 aa . 


Sheehan, Eisenhauer Upped 


By Houdaille-Hershey 


Thomas H. Sheehan has been pro- 
moted to manager of manufactur- 
ing at Houdaille - Hershey Corp. 
according to ae 
Frank G. Fisher, 
general manager. 
Charles B, Eisen- 
hauer, former 
manager of man- 
ufaecturing, has 
been assigned 
staff assistant to 
Fisher. 

Sheehan joined 
Houdaille in 1950 


T. H. Sheehan 


* * + 


Row Joins Heil Sales 


W. A. Carlson, sales manager of 
the body and hoist division of Heil 
Co., Milwaukee, has appointed H. J. 
Row as sales promotion manager. 
Row formerly headed his own 
manufacturing company in Milwau- 


kee. 
. * _ 


|GMAC Moves Lindsley 
_To Des Moines Office 


Louis H. Lindsley has been ap- 
pointed branch manager of the 
General Motors Acceptance Corp. 
office in Des Moines. 

He succeeds W. E. Skelley, who 
has been made Minneapolis branch- 
manager. Lindsley had been branch 


|manager at Oak Park, IIL, for 
| seven years. 


* * * 


Schwartz Revamps Sign 
The large neon sign in front of 
Schwartz Auto Co. (Packard), Twin 
Falls, Ida., is having its facelifting 
in 10 years. The Schwartz concern, 


|owned by R. L. Schwartz and his 


mother, Maud Schwartz, is housed 


|in the first garage building that 
| was erected in Twin Falls. It was 


built by the late C. E. Lind, first 


Buick dealer in Twin Falls. 


Bonney Forge & Tool Names 


Gahms Sales Representatives 


A father and son, Philip A. Gahm 
and Philip A, Gahm jr., have been 


| appointed sales representatives of 
| Bonney Forge & Tool Works for 


|the New England territory. Roger 


| 0. Bay, sales manager of the ‘ool 


| division, announced. Bonney manu- 
factures mechanics’ hand tools. 

The Gahms succeed Wallace G. 
(Continued on Page 55, Col. 1) 
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(Continued from Page 54) 


Smith jr.. who has been appointed 
sales engineer with American As- 
sociates, Inc., Providence. Prior to 
joining Bonney, the Gahms had 
represented J. H. Williams Tool Co. 


* * * 


Dunlap Heads Indiana Plant 


Of Auto-Lite Battery 

Charles M. Dunlap, a veteran of- 
ficial of Auto-Lite Battery Corp., 
Niagara Falls, N. Y., has been ap- 
pointed plant manager in Vincen- 
nes, Ind. 

Dunlap, joined the company in 
1918 when it was known as JU. S&S. 
Light & Heating Co. Serving in 
Niagara Falls, he was named plant 
controller and office manager in 
1941. 

* + + 
Former Arsenal Commander 


Joins Gar Wood Operation 

Glenn C. Wilhide, recently retired 
from the Army, has been appointed 
Wayne division manager of Gar 
Wood Industries, 


Inc., Way,ne 
Mich., according 
to E. F. Fisher, 
president. Wil- 


hide was cem- 
manding officer 
for the Detroit 
Arsenal from 1951 
until July 1, this 
year. 

During the war, 
Wilhide served as 
chief contracting 

officer for the U. 
U. Ordnance armor-plate plant in 
Gary, Ind., and chief of the tank 
branch of the Detroit Ordnance 
District. 

He also commanded the Ha- 
waiian Ordnance Depot and just 
prior to being named commander 
of the Detroit Arsenal was chief 
of the Service Branch of the Na- 
tional Guard Bureau. 

+ = * 


Westinghouse Shift 


F. M. Sloan, general manager of 
the Westinghouse lamp division, 
has announced the appointment of 
L. J. Fitzpatrick as his assistant. 
Fitzpatrick formerly was assistant 
to the manager of the television- 
radio division, which Sloan served 
as manager of operations until last 
May. 


G. C. Wilthide 


7 * * 
Stinson Reelected President 
Of Airway Products 


J. L. Stinson has been reelected 
president of Airway Products, Inc., 
producer of hydraulics and com- 
ponent parts, valves, and pumps 
used in power steering. 

The company is expanding its 
production and engineering design 
facilities. 

= ~ * 


Chambers to Associates 


Associates Investment Co. has 
appointed Douglas W. Chambers as 
its eastern commercial paper repre- 
sentative, with headquarters at 250 
W. Fifty-seventh St., New York 
City, Robert L. Oare, chairman of 
the board, has announced. Cham- 


bers formerly was with Kidder, 


Peabody & Co. 
* 


McIntyre Is Promoted 
By Standard Products 


Promotion of R. E. McIntyre to} 


executive vice-president of Stand- 
ard Products Co., has been an- 
nounced by J. S. 
Reid, president. 
McIntyre also 
is treasurer and 
a director of the 


Products 10 years 
ago as assistant 
to the treasurer, 
and has been its 
chief financial 
officer for the 

R. E. McIntyre past five years. 
McIntyre spent 10 years with Chev- 
rolet before joining Standard Prod- 


ucts. 
* + * 


Ohio Firm Ups Cochran 


John M. Dolan, general sales 
manager of Hydraulic Press Mfg. 
Co., Mount Gilead, O., has an- 
ncunced the appointment of Dean 
M. Cochran as assistant sales man- 


company. He} 
joined Standard | 











ager. In addition to administrative 
sales activities, Cochran also has 
been named manager of the metal- 
working and process press sales 
division. Since returning to the 
company in January, 1952, he had 
handled sales engineering and ad- 
ministrative duties. 
» x > 


Fruehauf Elects Dean 

Gordon E. Dean, who on June 30 
retired as chairman of the Atomic 
Energy Commission, has been elec- 
ted a director of Fruehauf Trailer 
Co., according to Roy Fruehauf, 
President. 

* * + 


Thompson Appoints Thurston 


To Head New Research Staff 
John F. Thurston has joined 
Thompson Products, Inc., Cleve- 
land, as manager of a newly estab- 
lished market research department 
in the company’s service division, 
E. W. Ackerman, assistant vice- 
president, has announced. 









OTHER SERVICES TO HELP 
YOU MAKE MORE MONEY 


The NATIONAL PARTS & LABOR MANUAL keeps Service 
Departments, Gorages, Body Shops, Insurance Adjusters in- 
formed as to CHANGING prices of parts and how to figure 
time and labor costs at various prevailing wages. Loose-leaf. 
Only $9.50 for full yeor service. REVISIONS FURNISHED AS 


PRICES CHANGE. 


Thurston recently was a consult- 


The BLUE BOOK 


(Executives Edition 
of the Red Book) | 


Deluxe desk edition, 82” | 
x 11”.238 pages.Leath- | 
erette cover. 
identification data and 
epproisals (NATION | 
WIDE). Also appraisals 

on trucks, regardless of 
tonnage capacity rating. 
Ideal for banks, sales- 
finance companies and 
insurance organizations. 
$15.00 year. 


ant on automotive parts supply to 
the secretary of the Army in Wash- 
ington. Prior to that, he nad been 
a sales executive for McQuay-Nor- 
ris Mfg. Co., St. Louis. 


Halverson, Van Every Added 


To Truck Owners’ Board 

Lloyd C. Halverson, National 
Grange economist, and David Van 
Every, traffic manager of Lance, 
Inc., Charlotte, N. C., have been 
elected to the board of directors of 
the National Council of Private 
Motor Truck Owners. 

Halverson succeeds the late Fred 
Brenckman on the council’s board, 
while Van Every succeeds E, M. 
Featherston jr., of Colonial Stores, 
Atlanta, Ga. 


* * * 


Willys Motors of Canada Ups 


Freel to Sales Manager 
Appointment of Frank W. 
Freel as sales manager of Willys 
Motors of Canada, Ltd. has 
been announced by Hickman 

Price jr., president. 

Freel, associated with the auto 
industry for more than 20 years, 
had been in charge of dealer 


organizations and sales activities 











21,1953 Sn 


for Willys in many districts of 
Canada for the last seven years. 
* + * 


Casco Appoints Powell 


Assistant Vice-President 


W. R. Powell has been appointed 
assistant vice-president, automotive 
division, Casco 
Products Corp., 
Bridgeport, Conn. 

Powell joined 
Casco in 1945. He 
had been associ- 
ated with Gener- 
al Electric Sup- 





ply Corp. prior to 
that time, A 
graduate  electri- 
cal engineer of 
— _ Worcester Poly- 
We Sees technic Institute, 
he is a director of the Bridgeport 
Sales Executive Club. 


| * * * 








Satisfaction 


| Miller Goes Over to Dana 


As Manufacturing Aide 

J. R. Miller has been appointed 
to the newly created position of 
staff assistant to J. E. Martin, ex- 
ecutive vice-president of Dana 
Corp., Toledo, to deal with matters 
relating to manufacturing. 


Miller, who has had wide ex- 








MARKET! 


FURNISHES VALUES OF ALL CARS... 
With this Knowledge you can operate Your Business more PROFITABLY! 


The Easy-Selling Days have gone . . . Hard-Selling Days are here! No more “surprise 
packages” . . .Today one must know TRUE VALUES of every buy and every trade-in. 
Help your salesmen and you help yourself . . . Equip EACH of your men with the 
RED BOOK. Some of them will NEED aid in closing deals and the RED BOOK 
can be that sales clincher! That fraction of time in quoting a trade-in price may mean 
the difference between a sale and no sale! Besides, the RED BOOK is impressive to 
customers as it shows them you give authentic allowances and operate a business 
on the basis of the same price to all. 





Single yearly subscription (all editions), $7.00; two 
to four subscriptions, each, $6.50; five to nine, each, 
$6.00; ten or more, each, $5.50. Mail coupon today! 


National Used Car Market Reports, Inc. 
900 S. Wabash Avenue, Chicago 5, Illinois 
Please send RED BOOK for one year: 

Single Yearly Subscriptions.......... $7.00 
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perience in machine-tool manufac- 
turing, since 1945 had been vice- 
president and a director of Beaver 
Tool & Engineering Corp., Royal 
Oak, Mich. 
* * * 
Radiator Specialty Reps 
Herman Blumenthal, vice-presi- 
dent of Radiator Specialty Co., 
Charlotte, N. C., has announced the 
appointment of J. C. Pallamary, H. 
Gimbel jr. and C. L. Frey as dis- 
trict representatives of Solder Seal 
products in the Philadelphia, Miami 
and Denver territories, respectively. 
* * s 


Crescent Picks Hanson 


Crescent Co., Inc., Pawtucket 
(R.I.) manufacturer of wire and 
cable, has announced the appoint- 
ment of E. Oliver Hanson as 
purchasing agent. He formerly was 
purchasing agent for Keeney Mfg. 
Co. and Hartford Steel Ball Co. 


* * * 

St. Paul Hoist Appoints 
Weist Chief Engineer 

Appointment of Darwin S. Weist 
as chief engineer has been an- 
nounced by Frank J. Hasselman, 
division manager of St. Paul Hy- 
draulic Hoist, Minneapolis. Weist 

(Continued on Page 64, Col. 3) 


ACH of Your Salesmen to Face the 
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Today’s problem is better buys and the sale of used cars. The RED BOOK is insur- 
ance against loss by poor judgment or guessing—assurance of profit by KNOWING. 
Such knowledge, ever at your finger tips and conveniently arranged for QUICK 
reference includes: cash value and finance figures; average base or wholesale figures; 
average market values; factory prices on all cars. BUT THAT’S NOT ALL—you 
are provided serial numbers, motor numbers, weights, detailed specification data, 
including insurance symbols. Also truck appraisals on vehicles up to 1% tons 
inclusive. Keeps you informed and confirms your knowledge of used car values. 


Contains | REGIONAL EDITIONS—There’s One for Your Region 





All this information is applicable to YOUR own section . . . all in a compact pocket 
book. Revised editions issued regularly keep you up to date. What a selling tool! 
Invest this low price for each of your men to make them worth more to you! Sub- 
scribe today to maintain volume sales tomorrow! 










The BLUE BOOK TRUCK APPRAISAL GUIDE is the only service 
of its kind, providing current appraisals on all trucks regardless 
of tonnage capacity rating; specifications; freight rates; body, 
cab and equipment sources; etc. Only $9.00 for year. 


Guaranteed 


OR MONEY BACK—our 


policy for 42 years. 


NATIONAL USED CAR MARKET REPORTS, INC. 


900 SOUTH WABASH AVE., CHICAGO 5, ILL. 
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10 or more, each, $5.50 
BLUE BOOK EXECUTIVES EDITION, 
Yearly, $15.00 
Send information on: 
BLUE BOOK TRUCK APPRAISAL GUIDE 
NATIONAL PARTS & LABOR MANUAL 
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Delivery plus C.O.D. Charges. 
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Many Reduce Terms to 18 Months .. . 








Illinois Dealers Tighten Credit 


By L. H. Houck 
Staff Correspondent 
QUINCY, Ill.— Whether some 
dealers can see smoke signals 
farther than others may be a de- 
bated question. But there’s some- 
thing in the wind, market and 
credit-wise, in the area east of here 
to Jacksonville and north to Mon- 
mouth. 


A considerable number of deal- 
particularly those in small 
towns, are tightening up on credit 
terms and asking customers to 
pay up for new cars in 18 months. 

One Big Three dealer told Auto- 
motive News that he grants 24 
months only on extra good credit. 
This dealer also tries, with good 
success, to get more than one-third 
down and goes to great pains to 
explain to the customer how much 
he can save by making a larger 
down payment and paying the rest 
off in a shorter time. 

This dealer is making his regular 
quota of deals in competition with 
other dealers offering 24, 30 and 36 
months. 

Of the several dealers inter- 
viewed who had reduced» their 
terms to 18 months on new cars 
against what has almost become 
standard of 24 months, none 
would admit that they had any 
advance information from their 
factories or that they had been 
advised by finance companies. 

One dealer explained it this way: 
“Prices are not going any higher. 
Since they never stay at one place 
they must go lower. If they go 
lower it will be a few dollars at a 
time. At the present production 
rate, on a deal we make today to 
pay out in 18 months, the last note 
will come due just before the new 
models come out in 1955. 

“If there should be a substantial 


Augusta Lot Shifted 


Padgett & Peiffer Motor Co., Au- 
gusta, Ga., has moved its used-car 
lot from 1114 Reynold St. to 115 
Sand Bar Ferry R Rd. 





drop in prices a year from now and 
the customer has another 12 months 
to go out of 24, he might find his 
car worth less than the remaining 
payments on the open market, If 
he pays it out in 18 months or six 
months quicker, the customer and 
the dealer are just in a whole lot 
better position. 


“It is my personal opinion, and 
I was in business before the war 
when the going was tough, that 
dealers who are granting 30 and 
36 months now are greatly in- 
creasing their chances for a flood 
of repossessions. If there should 
be just an ordinary price drop 
there will be some of those cus- 
tomers who could profit by letting 
their car go back and buy a new 
one.” 


Nationally, auto credit expanded 
$365 million in July, and finance 
companies are scurrying around to 
get new millions to loan on auto- 
mobiles. Statistics show that pay- 
ments are being met more promptly 
than a year ago. Repossessions are 
at a low ebb and delinquent ac- 
counts on auto paper is less than 
2 percent 30 days past due. Auto 
payments are making a better 
showing than all other kinds of 
financing. 

However, all finance companies 
are putting thumbs down on un- 
sound risks, and installment notes 
are being scrutinized more care- 
fully. Some finance companies have 
sold out a few dealers who were 
mortgaged up to the hilt with floor 
plan merchandise and long-term 
deals with consumers. 

Some dealers have too many new 
cars in stock. Studebaker, for one, 
announced a one-third cutback be- 
cause of high dealer stocks. Evi- 
dence of this may be seen in the 
advertising in the metropolitan 
areas where some dealers, such as 
Ford in Peoria and St. Louis, are 
beating the drums by advertising 
that a deal will be made for one- 
dollar profit. 

A . joint a ad _by all the Dodge 





New Passenger Car Registrations, 4 States for August, 1953-1952 


dealers in Kansas City offered a 
flat $300 more than “your car is 
worth.” 


However, dozens of dealers in the 
smaller towns still are not getting 
enough cars to satisfy their demand. 
One Big Three dealer who got two 
units last month complained to the 
zone manager who promised to get 
him more but didn’t. This was be- 
low his quota and might have 
meant that the zone saw a chance 
to dispose of a larger number faster 
through the larger dealers. 

To their credit, it may be said| 
that the dealers who are seeing | 
smoke signals or at least smelling | 
smoke, are all successful veterans. | 





AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 





Holland Signs the Chief— 


A 1953 Dodge Coronet is turned over 
to Fire Chief Matthew Jimenez (left) by 
| Jack Holland, owner of Jack Holland, Inc. 
(Dodge-Plymouth), Hayward, Calif. Holland 
recently sold a Dodge to Hayward's chief 
of Police. He has been operating his deal- 
ership since 1948. 





New Plan Opens Hamlets 
To Packard Dealerships 


DETROIT.—A plan of enlarging 
dealer sales potentials in outlying 
areas too small for regular Packard 
dealerships is being tested in the 
Dallas zone, according to Fred J. 
Walters, marketing vice-president. 

Packard officials are carefully 
watching the test to determine 
the practicality of installing it on 
a nationwide basis, Walters said. 

The program calls for the 

franchising of sales representatives 
outside of the dealer’s normal area 
of operation — but not conflicting 
with another dealer’s area—on a 
contractual basis. 

Compensation for sales of both 
new and used cars is set forth in 
the contract, and the sales repre- 
sentatives are signed on an ex- 
clusive basis. 

The program is being operated 
under the supervision of Paul B. 
Johnston, Dallas zone manager. 
Dealers have already signed more 
than 150 representatives, accord- 
ing to Johnston, and indications 


are that 500 will be added short- 
ly. 

Johnston said dealers throughout 
the zone accepted the plan en- 
chusiastically. 


“They realize that their No. 1) 


problem is one of manpower,” he 
said. “Instead of salesmen beating 
the bushes for prospects, they are 
showroom sitters, waiting for 
people to come in. In most cases, 
they are afraid to demonstrate for 
fear that a customer will come in 
and they will lose a deal. 


This plan is not a substitute for 
the regularly employed dealership 
salesmen; rather, it is a_ plus 
coverage.” 

Walters said the test has been 
adopted by Packard under the 
recently announced five-year 
plan, through which Packard 
President James J. Nance seeks 
to increase the company market 
potential. 

The program calls for intensi- 
fication of sales effort in the 
smaller communities. Packard is 











now projecting one-third of its 
annual sales increases in luxur, 
cars. Thus far, greater retailinz 
progress with top models has been 
in larger cities. Smaller towns have 
traditionally been a strong market 
for medium-priced cars. 

Walters said the program for 
franchising sales representatives is 
not compulsory. Dealers may ob- 
tain a regular presentation from 
the zone office, which fully explains 
the plan to prospective represent- 
atives and gives them the funda- 
mental sales story. 

The “prospecting” section re- 
calls such time-tested methods 
as watching for announcements 
of executives promotions, wed- 
dings and sales of business prop- 
erties, and making lists of promi- 
nent people from the yellow 
pages of telephone directories. 

The plan has brought enthusiastic 
response from many dealers. J. J. 
Dawson, Dawson Motor Sales, El 
Paso, wrote: “This is one of the 
best ideas that has come up, and 
We are going to put it to work im- 
mediately.” Dawson said he ex- 
pected to have 25 sales represent- 
atives under the plan. 

One dealer who adopted the plan 
sold five times more cars in his 
first month than he had the pre- 
ceding month. 


Austin Averages 
142 Miles an Hour 


SALT LAKE CITY.—The Austin- 
Healey Hundred recently achieved 
an average speed of 142.6 miles per 
hour over one mile at Bonneville 
Salt Flats, Utah, in a run held 
under AAA supervision, it was re- 
ported by Austin Motor Co., Ltd., 
Birmingham, England. 

The car has a four-cylinder en- 
gine and is equipped with overdrive. 


It was also reported that almost 
100 percent of the model’s output is 
being shipped to the U. S. 


The run was made on the flat bed 
of a dried-up salt lake at an alti- 
tude of 3,400 feet, at which height 
the engine develops 10 percent less 
than its normal power, and tem- 
peratures often exceed 100 degrees. 
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retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 

ALLSTATE — Four—2-dr. sed., $1,399. 
Six—2-dr. sed., $1,561.18. (Sold only by 
Sears, Roebuck & Co. stores in certain 
areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., 1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
Healey 100 sports conv., $2,985. (Delivered 
at U. 8. ports.) 

BUICK — Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr., Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 


era, $3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505.56; stat. wag., $4,030.73; 
Skylark sports car, $5,000. (Dynafiow 


standard on Roadmaster models, optional 
at $192.50 on all others.) 

CADILLAO — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe de Ville, 
$3.994.57; conv., $4,143.72. Series 60 Spe- 
elal—4-dr. sed., $4,304.88. Series 75 — 8 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

VROLET — One-Fifty — 4-dr.  sed., 
$1,670; 2-dr. sed., $1,613.; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. ‘sed., $1,820; 
cpe., $2,051; conv., $2,175. (Powerglide 
optional at $178.35 on Two-Ten and Bel Air 
models only.) 

CHRYSLER — Windsor—4-dr. sed., $2,- 
492.25 (8-pass., se | cl. cpe., 47. 75; 
stat. wag., 
ar. eed., $2,721; Newport, $3,025.25; conv., 


$3,288.75. Windsor Deluxe—4- | line 





$3,246.75. New Yorker — 4-dr. sed., $3,- 
184.50 (8-pass., $4,369); cl. cpe., $3,155.50; 
Newport, $3,522; stat. wag., $3,932.75. 
New Yorker Deluxe—4-dr. sed., $3,327.50; 
cl. cpe., $3,298.50; Newport, $3,687.75; 


conv., $3,980. Custom I -dr. sed., 
$4,259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 


lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other 
models. Fluid-Torque standard on Custom 
Imperial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor. ) 


DeSOTO—Powermaster 6—4-dr. sed., $2,- 
385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2,- 
024.75; cl. cpe., $1,983; stat. wag., §$2,- 
201.25. Coronet @—4-dr. sed., $2,136; cl. 
epe., $2,109. Coronet V-8—4-dr. sed., $2,- 
244.50; cl. cpe., $2,223; Diplom 32 - 
$2,385.50; conv., $2,519; stat. wag., 
527.50. (Fluid Coupling optional at $20. 0 
on all six-cylinder models except the Mead- 
owbrook station wagon. Gyro-Matic op- 
tional at $130.10 on all models except the 
Meadowbrook station wagon. Gyro-Torque 
optional at $233.50 on V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 


stat. wag., $2,018.90. Customliine 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 —4-dr. sed., 


$1,766.09; 2-dr. sed., $1,717. am bus, cpe., 
$1,613.53; stat. wag., $2,095. Custom- 
8—4-dr., sed., $1, 858. 35: “2 sed., 
$1,809.45; el. cpe., $1,819.50; stat. wag., 


Current Prices on New Cars 


$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 


FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr, sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 


Six 4-dr. sed., $1,890; Zephyr Six conv., 


$2,425. (Delivered at New York port of 
entry.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 


$1,561.18, 


HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 


$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., §2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 
epe., $2,741.99; Hollywood, $3,095.15; 
conv., $3,342.05. (Hydra-Matic optional on 


all models at $178.03.) 

JAGUAR—Mark VII 4-dr. sed., $4,170; 
Mark VII 4-dr. sed., with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 
fied XK-120 cpe., $4,460; XK-120 open 
sports, $4,035; modified XK-120 open 
sports, $4,430; conv., $4,250; modified 
conv., $4,608.50. (Delivered at U. S. ports 
of entry.) 

KAISER — Carolina —4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4 
$2,649.63; club. sed., $2.596.76. 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 

MEROURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed. $2,193.50; spt. cpe., 





$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; conv., $2,609.50; 8- 
pass, stat. wag., $2,825.50. (Mere-O-Matic 


optional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. G/TD — standard conv., 
$2,115; Mark II conv., $2,360. (Delivered 
in New York City.) 

NASH—Rambler Super — Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed. $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador.) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461. ‘71; 2-dr. sed. $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785. 82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra - Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, §2,- 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3.486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim.. $7,100. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on all other models. ) 

PLYMOUTH — Cambridge —4-dr. sed., 
$1,765; cl. sed., $1,727.25; bus. cpe., $1,- 
617.50; stat. wag., $2,064. Cranbrook— 
4-dr. sed., $1,872.50; cl. cpe., $1,842.50; 


| 


stesso 


$145.80 on all models.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Chief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 
sed., $2,060.28; conv., $2,444.21. Chieftain 
8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed., 
$2,193.51; 2-dr. sed., $2,136.32; conv., $2,- 
517.66. Catalinas — Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, $2,379.99; 
Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, §$2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matic optional 
on all models at $178.35.) 

ROOTES—Hillman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699; 
conv., $2,899; Sunbeam Alpine sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 
ered at U. S. coastal ports.) 

STUDEBAKER—Champion Custom -- 4- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 


2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal—4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 


$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; $2,126.52, Com- 
mande 54; 


5-pass. cpe., 


5 $2,315.64, 
matic Drive optional at $231.24 on Cham- 
pion, $243.08 on Commander. ) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Faleon— 
4-dr. sed, $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace-—4-dr. sed. $2,038.82; 2-dr. sed.. 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
ae-otent drive, $2,304.55); 6-cyl., $L- 
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That Old Thrill of Selling 


Former Immigrant Tells How It Helped Him 
To Top of Erie (Pa.) Dealership 


By Paul Hackenberg 
Staff Correspondent 

ERIE, Pa. — The rags - to - riches 
story of Aladar Appel, Erie Dodge- 
Plymouth dealer, reached a climax 
recently when the 
onetime immi- 
grant laborer 
bought out his 
former boss, 
Harry J. Wil- 
liams, to become 
sole owner of Al 
Appel Motors, 
Inc. 

Born in Karls- 
burg, Austria- 

cf Hungary, Appel 
Aladar Appel 
World War I at the age of 11, Ob- 
taining a job in a book and office 
supply store, he continued his edu- 
cation at night school. When he 
was 20, he came to America, arriv- 
ing with only $6. 

“I couldn’t speak a word of Eng- 
lish,” Appel recalls. “For three days 
I spent most of the time riding 
back and forth on New York sub- 
ways, conversing with conductors | 
and passengers with the aid of my 
Hungarian-English dictionary.” 

Then he headed for Sharon, 
Pa., where his uncle lived, but in | 
his rush to get off the train when | 
the conductor called “Sharon,” 
Appel left behind his dictionary. 








He somehow recalled the words @ cm 
“Take me here,” and showed his 
uncle’s address to the taxi driver. i 
Soon he had a job at the Amer- C ee? Or. 


Service Stations, 
Garages Enjoy 


Boom in Canada 


OTTAWA. — The increase in the | 
number of cars on Canadian roads | 
this year is boosting business for 
garages and service stations. 

The dollar volume of their busi- | 
ness increased 11.5 percent in June 
over the same month last year, and 
5 percent over May. The gain for} 
the first six months was 8.6 percent 
over 1952, according to Government 
figures. 

Biggest increase in the first half | 
came in Alberta, with 14.5 percent, 
although Quebec and Saskatchewan 
were close behind with respective 
gains of 14.1 percent and 13.4 per- 
cent. Manitoba had the smallest 
gain, 2.7 percent. 

Estimated dollar sales for the 
first half were $279 million. Of the 
estimated $55,710,000 in business in | 
June, independent dealers received 
$55,413,000. 


Court: Uph olds 


Autocar Sale 


PHILADELPHIA.—Federal Court 
here has refused to set aside the 
sale of Autocar Co. to White Motor 
Co., as requested by a stockholder’s 
suit filed Aug. 31. 

The court also turned down a re-| 
quest for a temporary injunction 
restraining officials from transfer- 
ring Autocar assets to White. 

Autocar was acquired by White 
in an exchange of stock in August. 
A small group of stockholders pro- | 
tested that owners of Autocar com- 
mon shares received far less than 
the actual value of their holdings. 
The court hearings disclosed that | 
White has agreed to sell the Auto-| 
car plant at Ardmore, Pa., to Land 
Holding Corp., Philadelphia. White | 
plans to build a new plant for its | 
Autocar division. 





te a CORP. 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


OT tay 
GENTLEMAN 
Da CTT el he eh eT 


Where Automotive Ownership 


Is Greatest 





was orphaned in| 


ican Sheet & Tube Tin Plate plant 
in Sharon as a 46%-cent-an-hour 
laborer. Later he was transferred 
to loading boxcars, where he 
worked for three years before being 
»romoted to loading foreman. 

In 1933, just as the depression hit 


Ore. Revises Rates 
On Crash Policies 


PORTLAND, Ore.—New rate 
schedules for auto collision insur- 
| ance have been approved by Robert 
| B. Taylor, State Insurance commis- 
| sioner. 


The rate for $50 deductible will 


cent in Portland and 18 percent 
outstate. Cost of $100 deductible will 
drop 22 percent in Portland and 20 
percent elsewhere in the state. 

An increase of 0.4 percent in the 
|cost of fire, theft and comprehen- 
|Sive coverage is also provided for 








be increased approximately 8 per-| 


its lowest ebb, Appel quit his job 
at the tin plate plant, and decided 
to sell Dodges for the Allum-Wil- 
liams dealership in Sharon. 


“My entire life became associ- 

ated with Dodges and Plym- 

| ouths,” Appel recalls, “Selling 

cars was a thrilling experience 
for me, a thrill I still retain.” 


From 1937 to 1941, Appel was 
credited with leading the nation in 
individual Dodge sales, averaging 
500 cars a year. 


Nine years ago the dealership 
moved to Erie. The corporation be- 
came Allum, Williams & Appel, 
with Appel named general man- 
ager. In 1948 Williams and Appel 
purchased the Allum interests to 
become Williams & Appel. 


Now, thanks to a $200,000 deal 
with his former boss, it’s Al Appel 
Motors, Inc. 


| To prove his confidence in the 
future of the auto business, Appel 
has placed a $500,000 order for 
Dodges, Plymouths and Dodge 
trucks, one of the largest orders 
on the Dodge division’s books. 

| A director of three national char- 
| itable organizations, Appel also has 
'been the “angel” for many Erie 
|civic enterprises, such as the Erie 
Playhouse. 





Erie Chamber of Commerce, Public 
Museum and Library, and vice- 
president of the Erie Philharmonic 
Society. Other interests include St. 
John Kanty College, the Crippled 
Children’s Society, Cancer Society, 
Tuberculosis Assn., Jewish Temple, 





Dawson Boasts Loyal Customers— 


Mr. and Mrs. Barry Hagedon stand in front of their new Packard Caribbean, the 
| 14th Packard they have bought from J. J. Dawson, owner of Dawson Motor Sales, 
El Paso, Tex. At right is a 1941 Rolston Packard which the Hagedons bought in 1941, 
and at left is the car they purchased in 1949. 





munity Chest, and recently was 
named to Erie’s Traffic Commis- 
sion, 
Besides all this, he has served as 
chairman of several charity drives. 
“If I am earning a living in a 
community,” Appel declares, “I feel 


Jewish Center and Optimist Club.|it my duty to take an active part 


|}in the new schedules. 


TICA Area automotive filling 

station sales are highest 
among all Metropolitan Areas of 
New York State on a per capita 
basis . . . more than double those 
of the New York City Area (in- 
cluding rich Westchester and Long 
Island); 20% higher than the 
Buffalo or Syracuse Areas. 


That means each thousand of 
advertising circulation you buy in 
the Utica market can sell more 
than in any of the others. 


Experienced automotive men 
know big cities lag behind the 
small ones in sales potential per 
family. But Utica is the only Met- 
ropolitan market in New York 
State that approaches the higher 
average of the non - metropolitan 
counties. That’s why in high sales 
potential markets, like Utica, 
Newspaper Advertising is so im- 
portant in the automotive business. 


HE new car business, the used 
car business and the most suc- 


He is a board member of the! He is an incorporator of the Com-| in its civic functions.” 


swchere can you sell most per dollar ? 


cessful lines in gasoline and acces- 
sories have long been built on the 
firm foundation of adequate news- 
paper advertising ... 


The great name of Cadillac has 
consistently from its very start, 
been advertised through news- 
papers more than through any 
other medium. 


S THERE any greater advertis- 
ing success than Cadillac . 
any car that sells new with greater 
assurance of a high used-car 
value? ... Because everybody, yes 
everybody, has been persuaded to 
hope for a Cadillac some day... 
through the universal appeal 
of newspaper advertising—‘‘Every 

Family Advertising.” 


Yet Cadillac, like other news- 
paper advertisers, has always 
enjoyed the important economy of 
advertising where they have deal- 
ers who can sell Avoiding 
waste where they do not. 


Now, when automotive produc- 
tion capacity approaches sales 
volume, is no time to ignore suc- 
cessful experience. 


No form of advertising that is 
limited in appeal to only those who 
like certain entertainers, or cer- 
tain "shows" or certain types of 
periodicals . . . none of these 
can be "Every Family Advertising”. 
None of these can assure you of 
reaching, at best, more than one 
in three or four of the people... 
Usually less than one in ten. That's 
why successful automotive dealers 
and distributors have always pre- 
ferred newspaper advertising in 
their markets, reaching their 
people ... ALL of their people. 


Ask any J. P. McKinney 
office about automotive sales 
figures on a per capita basis. 
Or about “The Nationwide 
Newspaper Formula” which 
shows the means of obtaining 
essential newspaper coverage 
in every county, sectionally 
and nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


REPRESENTING: The Hartford, Conn., Times 
@ The Williamsport, Pa., Sun, Gazette & Bulletin © 
Binghamton Press e 


@ The Beacon News & The 


400 N. Michigan Ave. 
Chicago 11, lil. 


@ The Danville, Ill., Commercial News 
and in New York State: The Albany Knickerbocker News 


The Elmira Advertiser e 


681 Market Street 
San Francisco 5, Calif. 


@ The Plainfield, N. J., Courier News 


The Elmira Star - Gazette 


@ The Elmira Sunday Telegram ®@ The Ithaca Journal @ The Malone Telegram ® The Massena Observer @ The Newburg News ®@ 
The Ogdensburg Journal © The Ogdensburg Sunday Advance News ® The Olean Times-Herald @ The Potsdam Courier & Freeman 


@ The Rochester Democrat & Chronicle @® 
The Utica Daily Press 


@ The Utica Observer - Dispatch @ 


The Rochester Times-Union 


@ The Saratoga Springs Saratogian 
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Despite Impending Sales Tax Cut... 


Australian Car Registrations Up 


action had been taken on the sales |and the increase in output of Hol- 


By H. Bowden Fletcher 
Staff Correspondent 


YDNEY, Australia—New-car 
registrations in Australia for 
July’ were more than 2,000 greater 
than in any previous month of 1953. 
The total was 14,790, including 
9,301 autos and 5,489 commercial 
vehicles. The best previous 
month’s figure was 12,739 in 
March. The June total was 12,109. 
The sudden increase in the face 
of an expected slash of the 20 per- 
cent sales tax puzzled dealers. It 
had been anticipated that many 
buyers would hold off until after 


Packard Hollywood 
Sold in Bankruptcy 


HOLLYWOOD, Calif.—Office and 
shop equipment and the $25,000 in- 
ventory of Packard Hollywood Co., 
Inc., were sold last week at a bank- 
ruptcy auction. 

The sale was held by order of 
the U. 8. District Court. 





tax. 
* * 


Record Holden’s Profit 


ENERAL Motors - Holden’s has 

disclosed a record annual profit 
of $8,022,000, an increase of $1,500,- 
000 over the previous year. 

Production of Holden vehicles 
was 31,945, compared with 25,177 
the previous year, and the com- 
pany’s sales, including imports, 
rose by 1,840 to 47,345 in spite of 
the fact that total registrations in 
the country declined by 37,454 to 
159,535. 

Income tax took more than 
half of the gross profit, while the 
sales tax on vehicles sold by the 
company gave the Government 
an additional $16 million. Four- 
fifths of the profit has been re- 
invested in the business, while 
the parent company, General 
Motors, has advanced $9 million 
for capital extensions, it was re- 
ported. 


den vehicles was achieved with ap- 
proximately the same number of 
employes as the previous year, the 
company announced. 


For July, the company also re- 
ported delivering 5,573 cars, trucks, 
buses and utility vehicles, an in- 
crease of 343 over June. The total, 
all delivered from plants in the 
five Mainland states, included 4,076 
ears and utility vehicles. 

* * * 


State Insurance Loss 


HE New South Wales State 

Government Insurance Co. has 
reported a loss of approximately $1 
million on third-party motor vehi- 
cle insurance for the year ended 
June 30. 


The company handles 80 percent 
of the business, which is com- 
pulsory. Many other private com- 
panies have withdrawn from the 
field. Rates have been increased but 
have not kept pace with the in- 


Sales turnover was $110 million | crease in verdicts, officials said. 


ra 
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On the Road fo Fairbanks, Alaska— 


Russ Garrett (left), of John F. Ivory Storage Co., Detroit, and Howard Wolchansky, of 
Security Storage of New Orleans, are shown on the Alcan Highway beside a 1953 
Plymouth Cambridge, supplied by Louis Rose Co. (DeSoto-Plymouth), Detroit. They 
said they encountered no mechanical difficulties on the 5,000-mile trip from Detroit 


to Fairbanks. 


Shifts in Salem, Ore. 

State Motors (Packard), Salem, 
Ore., has been sold by E. O. Well- 
ing to Elsner Motor Co. (Willys), 
owned by Harvey Elsner. The 
property formerly occupied by 
State Motors has been taken over 
by the adjacent Stan Baker Dodge- 
Plymouth dealership. Dodge sales 
will continue to be handled at the 
Baker firm’s old location, while 
Plymouth sales will be transferred 
to the building which had housed 
State Motors. 
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Lowering 


Toone nothing that oguals 


SELF-ALIGNING 





They Roll — Won't Bind 


ROLLER BEARING 


AUTOMOTIVE LIFTS 


Maintain Positive Vertical Alignment — Compensate for Off-Center Loads 


Reduce Friction — Use Less Air 


Less Wear on Packing 








SEE YOUR U.S. REPRESENTATIVE OR WRITE FOR COMPLETE INFORMATION 


UNITED STATES AIR COMPRESSOR CO. 


5300 HARVARD AVENUE -« 





CLEVELAND, OHIO 


* * 


Alean Travelers 


Praise Plymouth’s 


Road Performance 


DETROIT.—A trip to Alaska by 
car over the Alcan Highway in late 
spring is a rugged experience, says 
Russ Garrett, of John F. Ivory 
Storage Co., Detroit. 

The trip he described last week 
was made for the purpose of in- 
specting road conditions in 
northern Canada, the Yukon terri- 
tory and many sections of Alaska, 
but was also a test of the 1953 
Plymouth. 

Louis Rose (DeSoto - Plymouth), 
supplied a Plymouth Cambridge for 
the trip. The car was driven more 
than 5,000 miles from Detroit to 
Fairbanks, Alaska. 

From Great Falls, Mont., three 
moving companies, one of which 
was John F. Ivory, took part in the 
survey. Off-line as well as main-line 
roads were inspected. Some roads 
were washed out, others were 
muddy ruts, and in one stretch the 
road was under three feet of water. 

The highway consists mainly of 
clay, dirt and gravel roads, which 
are well cared for, Garrett said. 
However, the Yukon and Alaska’s 
warmest season in history caused 
melting snow to wash out many 
roads. In a 400-mile trip from Ed- 
monton to Dawson Creek in 
northern Alberta, eight days of rain 
turned the road to mud. 

The roads are generally better in 
winter, according to Garrett. Gaso- 
line is available along the way, but 
housing facilities are not always to 
be found. The travelers had to 
spend one night in the car. 

Garrett said the Plymouth seemed 
“particularly adapted to rough 
usage.” A standard Plymouth with 
ordinary tires was used and there 
was no trouble of any kind in per- 
formance or roadability, he re- 
ported. 


Czar Wanted 


Canada Haulers Demand 


Transport Chief 
, MONTREAL. — A regional meet- 
ing of the Automotive Transport 
Assn. of Quebec has unanimously 
voted to demand that Premier 
Maurice Duplessis immediately 
nominate a minister of transport. 

The ministry has been created 
but there has been no appointment 
to the post. 

The truckers were advised by 
their executives not to pay the 
“special permits” asked by some 
municipalities from truckers who 
pass through the areas. Speakers 
said these permits were required 
in such cities as St. Hyacinthe and 
Quebec City. 

Camille Archambault, publicity 
director of the association, said he 
regretted there was no system of 


|}compulsory insurance for truckers 


in Quebec Province. 

Another regret, he said, is the 
lack of uniformity in the “way- 
bills” used by companies in Quebec. 
He said Ontario has a uniform 
system for the trucking industry. 

Archambault said 766,724 trucks 
were registered in Canada last 
year, compared with only 37,000 in 
1922. He said trucks play a vital 
role in transportation because “14,- 
000 municipalities in Canada and 
50 percent of the municipalities in 
Quebec are more than five miles 
away from the nearest railway 
point.” 


Scripture Post Filled 

J. C. Scripture, president of 
Scripture Pontiac Co., San Fran- 
cisco, has announced the appcint- 
ment of Robert Potter as used-car 
manager. 
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Credit Expands Rapidly back 


Canada Sales Exceed 
Last Year’s by 12% 


By M. L. Schwartz 
Staff Correspondent 


OTTAWA.—Both sales and 
financing of new vehicles continued 
to increase during July, the Cana- 
dian government has announced. 

July new-vehicle sales totaled 42,- 
789 units, 12.2 percent more than 
in last July. 

Of the total, 18,620 were 
financed for $33,735,149, compared 
with 18,326 for $31,945,302 in July, 
1952, 


The Government said such 
financing is continuing to rise 
despite warnings that credit is 
being expanded too rapidly. 

In the first seven months of this 
year 120,837 new vehicles were 
financed for $216,776,271, against 
101,363 for $168,040,928 in the like 
period of last year. 


From January through July, 
316,828 new vehicles were sold, 
compared with 250,699 in the com- 
parable 1952 period. 

New-car sales in July numbered | 
34,590, against 29,262 last year, up 
18.2 percent. However, new com- 
mercial vehicles sold dropped to! 
8,199 compared with 8,871 last year, 
down 7.6 percent. 


In the seven-month period, 248,644 
new cars were sold, for $624,431,422 
against 184,615 a year ago, and 68,- 
184 new commercial vehicles were 
sold, against 66,084. 

New-car sales financed involved 
14,873 for $25,945,385 in July, 
against 14,041 for $22,964,737 last 
year. New commercial vehicle 
sales financed in July involved 
only 3,747 units for $7,789,314, 
against 4,285 for $8,980,565 a year 
ago. 

Used - vehicle sales financed de- 


Thomas Reelected | 
AAA President 


At Convention | 


LOS ANGELES.—Ralph Thomas | 
of Detroit was reelected president | 
of the American Automobile Assn., 
and Andrew J. Sordoni, Wilkes- | 
Barre, Pa., was elected senior vice- | 
president at the 5lst annual meet- | 
ing of the organization. 


The 800 delegates, representing | 
more than 4.1 million motorists | 
throughout the nation, reelected 
five vice-presidents and elected one | 
new vice-president. Reelected were | 
Leonard K. Baber, president of the | 
Automobile Club of Virginia; D. K. 
MacDonald, president of the Auto- 
mobile Club of Washington; Bert 
M. Meadow, president of the Ala-| 
bama Motorists Assn.; Glenn W. | 
Stephens, chairman of the advisory 
board of the AAA’s Wisconsin divi- 
sion, and Guy Woodward, president 
of the Washington County (Pa.) 
Motor Club. John Huntington, a 
director of the Rocky Mountain 
Motorists, is the newly elected vice- | 
president. 


W. A. Stinchcomb, president of 
the Cleveland Automobile Club, was 
elected secretary, succeeding John 
A. Rupp, Allentown, Pa. Daniel W. 
Bell and James F. Willett, both of 
Washington, D. C., were reelected 
treasurer and assistant treasurer, 
respectively. 

Three new members were elected 
to serve on the association’s execu- 
tive committee for three-year terms. 
They are Harry J. Bauer, Los An- 
geles; E. Ray Cory, Austin, Minn., 











and William B. Spencer, Provi- 
dence, R, I. 
Russell E. Singer, Washington, 


D. C., continues as AAA executive 
vice - president, and Merritt L. 
Smith, also of Washington, contin- 
ues as assistant secretary. 


Paul E. Ackerman, Dayton, and 
Harry J. Bauer, Los Angeles, were 
elected to three-year terms as di- 
rectors. I. W. Hunt, Lock Haven, 
Pa., was chosen to fill an unex- 
Pired one-year term, and George O. 
Yoke, Pittsburgh, Pa.. was named 
a director to fill the vacancy caused 
by the death of William E. Morgan, 
Pittsburgh. 


clined in July to 47,281 units for 
$39,675,687 from 47,648 for $38,295,- 
203 a year ago. Used-car sales 
financed involved 40,717 units for 
$33,850,599, compared with 41,026 for 
$32,384,123 last year. Used com- 
mercial-vehicle sales financed in- 
volved 6,564 units for $5,825,088, 
against 6,622 for $5,911,088. 

In the seven-month period, 287,- 
568 used vehicles were financed 
for $246,398,415, compared with 
276,559 for $207,562,506 last year. 
Dealers in Nova Scotia led the 

rest of the nation percentagewise 
by selling 1,521 new vehicles in 
July, against 1,255 a year ago, a 
gain of 21.2 percent. Gains also 
were registered in all other prov- 
inces, except New Brunswick, 
where 1,105 units were sold, a 3 
percent decline. 


ALL U. S. CORPORATIONS 








-I¢ 
-2¢ 


loss -3¢ 
—3.5¢ in 1932 


Profits Down, Study Says— 

According to a survey by the National Assn. of Manufacturers, American corpora- 
tions, as a group, have never earned more than five cents on each dollar of their 
sales. In 1952 they earned only 3.8 cents, according to this chart. This was lower than 
the profit margin in the two years preceding the Korean war. The chart figures show 
profits after taxes. 


Loss 





loss 


Prepared by Research 
Dept., NAM, from 
Government Statistics 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








59 


PROFITS IN CENTS PER DOLLAR OF SALES- | Tay Gleanings 


Harvested by 
U. S. in Boston 


BOSTON.—A door-to-door can- 
vass of new and used-car dealers 
and other retail establishments by 
350 agents of the Internal Revenue 
Bureau collected only $310,000 of 
“millions of dollars in delinquent 
taxes,” Thomas E. Scanlon, state 
director, announced. 


He said it was the first of 
monthly checks by agents who will 
be fanned out through New Eng- 
land. Special attention, he said, 
would be focused on dealers at 
summer resorts in the area. 

Purpose of the campaign, Re- 
gional Commissioner Wilber A. 
Callahan said, is to reach business- 
men who have failed to make 
proper tax payments because of 
ignorance or deliberate refusal to 
pay. Agents are instructed to ask 
if an income tax has been field. If 
the answer is “yes,” the agent asks 
to look at a receipt or copy of the 
return. If the copy or receipt is not 
available, the agent notes the name 
and checks the files. 





RIGHT UNDER HIS NOSE 





°°” Socony-Vacuum will help train your °s, 
lubrication men to find extra business 


*., for your other service departments! _.» 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America’s Favorites—Mobilgas and Mobiloil. 
®World’s Greatest Lubrication Experience, 
®@ Exclusive “On-The-Job” Training. 


program the finest of its kind. 


... but does he see it? 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


Here’s what it does: 


®., Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell . . . teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 


°° your customers are satisfied, you and your lubrication 


SOCONY-VA 








SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., 


Mobilg 


men gain an outstanding reputation for quality work. 
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GENERAL PETROLEUM CORP. 
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Kettner Buys Packard Deal in West— 


Jordan Motor Sales Co. (Packard), San Diego, Calif., has been acquired by Kettner | 
Packard Co. Shown at the signing of the franchise are (from left), Carl Whittenton jr., | 
Vice-president; Phil Mallory, district manager; Carl Whittenton sr., president, and Jack | 
Wallen, sales manager. 


Truck Post for Hartsfield 
Felix Doran III, vice-president | announces the appointment of Merl | 
of Doran Chevrolet, Inc., Dallas, | Hartsfield as truck sales manager. | 





CATERPILLAR= 
USER OF HYATT 
ROLLER BEARINGS 
SINCE 1909 





You don’t take chances 
If your rig doesn’t have the stamina to stay on the job, 

the contractors don’t want it! And that’s why Hyatt Roller 
Bearings have been used on Caterpillar-built tractors since 1909, 


Tung-Sol Sales Corp. has opened 
an office and warehouse at 755 W. 
Goodale Blvd., Columbus 8, O. J. N. 
Hoover, Detroit sales manager, will 
transfer the major portion of his 


sales activities to the new address. 
* ok * 


Ableson, Heywood Unite 

Charles Ableson and Kenneth G. 
Heywood have bought the Cadillac- 
Pontiac deal in Iola, Kans., from 
S. M. Mitchell. Ableson is an Iola 
businessman, and Heywood was a 
district manager in Pontiac’s 
Kansas City zone until April, 1952. 


x * * 


| Pittsburgh Papers Give Plug 


To Murdoch Baseball Team 


Murdoch Chevrolet Co., Pitts- 
burgh, and its game-winning 
baseball team have been written 
up in the metropolitan Pittsburgh 
newspapers and the Oakland 
News. 

The team plays its regularly 
scheduled games, plus exhibition 


when you’re building 


(Continued from Page 43) 


| games that take it all over the 

| Murdoch sales territory. 

Coach James Taylor credits 
some of the team’s success to 
management tips from Leo 
Durocher, and Fred Haney, both 
of whom Taylor sought out for 
advice, 

te * * 


GM Institute Grads 


| Fred M. Smith, Monrovia, Calif., 
| was among 190 recent graduates of 
the General Motors Institute, as 
was Richard E. Landfield, who was 
sponsored by Courtesy Chevrolet 
Co., Los Angeles. 
* * * 


Peer Joins Nash of Essex 

Richard J. Peer has joined Nash 
of Essex, Newark, N. J., as man- 
| ager. 


+ * * 
| Raney, Perry Team Up 
| Collins Motor Co. (Dodge-Plym- 
| outh), Kilgore, Tex., has been sold 
|to Kenneth Raney and Garland 
‘Perry by Gene Collins and L. B. 


* 


earth moving equipment. 


Caterpillar uses Hyatts at vital load-carrying positions—transmission, 
final drive gear and pinions—and their superior performance 

has helped to build a world-wide reputation for the big yellow 
machines. Manufactured from select steels and subjected to the 
highest standards of quality control, Hyatts last longer 

under the heaviest loads—with a minimum of maintenance. 

They’re built to be forgotten. 


In the automotive field, Caterpillar’s experience has been duplicated 
many times—for Hyatt is one of the leading suppliers of 

roller bearings for passenger cars, trucks and busses. If you’re 

not already profiting through the use of Hyatts, ask for 

the services of a Hyatt Sales-Engineer. Hyatt Bearings Division, 
General Motors Corporation, Harrison, New Jersey. 


WAT Feour BEARINGS 





Collins. The new owners have 
changed the firm name to Rane - 
Perry Motors. 

x + * 


White to Head ‘Stag Safari’ 


Of California Shriners 

Appointed general chairman of 
a forthcoming “Stag Safari” to 
Las Vegas is Les White, South 
Gate (Calif.) Chrysler-Plymouth 
dealer and Shriner. 

White is the third automobile 
dealer ever named to the official 
Divan of Al Malaikah Temple. He 
was deputy director general of 
the Shrine convention in Los 
Angeles in 1950, Shriners will 
make the trek to Las Vegas by 
three special trains in October. 

* * * 


Cook Lot Saves Space 


Cook Chevrolet Co., Inc., Pitts- 
burgh, has a_ black-topped and 
neon-lighted used-car lot at 2424 E. 
Carson St., and a canopied area 
outdoors for rubbing and washing 
cars, conserving building space. 

* * * 


Peters Adds Lot 


L. A. Peters, Inc. (DeSoto-Plym- 
outh), Pittsburgh, has opened a 
used-car division at 2345 Saw Mill 
| Run Blvd. 


. * * * 

| New Site for Oregon Deal 
The Silverton (Ore.) Pontiac 
| dealership, sold recently to Ray 


Moody, of San Mateo, Calif., now 
|is located in its new quarters in 
the former Bratley Bldg., Second 
j}and Lewis Sts. Leo Fosdick is 


| manager. 


” * * 


Hayes Motor Razed 


An explosion and fire destroyed 
the Hayes Motor Co. establishment 
in Tucumcari, La. Damage was esti- 
mated at more than $50,000. Three 


new autos were ruined. 
+ * * 


Deming Sells Oil Business 

Roy B. Deming will continue as 
a Chevrolet dealer in Plymouth, 
N. H., although he has sold _ his 
| Deming Oil Co. Deming will retain 
ownership of the property occupied 
by the oil business. 

* * + 


Smith Mercury Dealership 


Opens in Grand Rapids 

Robert Smith Mercury, Inc., has 
opened as a new dealership in 
Grand Rapids, Mich. 

Robert Smith jr. is president and 
Robert Smith sr. is executive vice- 
president. The Smiths formerly 
were associated in Robert Smith 
Motor Co. (Dodge-Plymouth). 
| * * * 





Panton Joins Adeeb 


George Panton has been appoint- 
|}ed manager of Leo Adeeb Beach 
| Chevrolet Co.’s used-car lot at 102 
| Thirty-sixth St., Miami. He _ re- 
| Places Casey Jones, who has been 
transferred to the firm’s new-car 
division. Panton was formerly with 
; Southland Chevrolet and Olin’s, 
| both in Miami. 

x * - 


South Bend Lot Opens 


Scherman - Schaus - Freeman 

(Studebaker), has opened a _ used- 

|car lot at 1721 S. Michigan, South 
| Bend. 


* * * 


Bigler Heads Service 


Harold E. Bigler has been ap- 
pointed service manager of Lan- 
phear Motors (Oldsmobile), Provi- 
dence. 


* 


Chadakoin Plans Building 


A new one-story garage and sales 
}room is planned by Chadakoin 
| Motors, Inc., Jamestown, N .Y. The 
dealership recently purchased the 
building it now occupies at 2220 
Washington, St., together with two 
lots immediately adjacent. 

z ~ = 


K-F Deal in Houston 


Houston Kaiser-Frazer Co. is tne 
new name of Dean Wartchow K-F 


Co., Houston. 
* * cal 


* 


Carter Appoints Bishop 


The Carter Mercury dealership 
in Fullerton (Calif.), has an- 
nounced the appointment of 


Dwight Bishop as secretary-treas- 
urer. 
x ~ * 
Genich Heads Accountants 


R. H. Genich, of Merit Chevrolet 
Co., St. Paul, has been elected 


president of the Twin Cities Au‘o- 
.Continued on Page 61, Col. 3) 
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Prices are down! What’s more, you can build 


your long-term automobile cushion program on 


Bemis Burlap—as you prefer it — because 


everything points to a long continuation of the 


favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis && 


General Offices—St. Louis 2, Mo. 


Detroit © Brooklyn @ Chicago @ Indianapolis @ Bosto 


New Orleans @ New York 


“Great” Umbrella Helps Small Lots Too! 


STEVENS BUICK, CONCORD, NORTH CAROLINA Used Car lot 
pictured above is a good example of how a sales minded dealer in a 
small town can make his lot more attractive. No matter where your 
lot is located you will find that the “Great” Umbrella (21 foot spread) 
“Whirlabout”, the “Great” Umbrella that turns, will help your | Id. 
business—attract more attention, more customers and more sales—in | 
addition it offers shade and shelter for cars, customers and sales person- 
nel—a pleasant place to close more deals and make more money. Write, 
wire or call today for full color illustrated booklet that gives complete 
information on the “Great” Umbrellas and tells how dealers from coast 
to coast are using them in their sales and advertising programs. Get 
your booklet today! The McFarland Great Umbrella Company, Division 
of McFarland Awning Corporation, 
Florida—Phone—2-8153. 


and 





742 S. W. 8th Street, 
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motive Accountants Assn. Other of- 
ficers are Patrick McGivern, of 
| Dependable Motors (Dodge-Plym- 
|outh), Minneapolis, first vice-presi- 
|dent; Margaret Moore, of Baring- 
|ton Chevrolet, Minneapolis, second 


u | Vice - president; Fern Spillcke, of 





Miami 





|Kay Motors (Packard), Minnea- 
polis, secretary, and Sena Gronvold, 
of Merit Chevrolet, treasurer. 

+ * + 


Berthy, Vaughan Purchase 
|Charleston Packard Deal 


Charleston Packard, Charleston, 
W. Va., has been purchased by G. 
H. Berthy and R. D. Vaughan, They 
will operate as Broad St. Packard 
Inc. 

Both Berthy and Vaughan have 
|been associated with the auto 
{business for a number of years. 
|The new dealership will be lo- 
|cated on the corner of Broad and 


Washington. 





x * * 


Snider Names Roberts 


| W. S. Roberts has been named 
| used-car manager for Snider Auto 
| Service, Inc. (Studebaker), Indian- 
|apolis. The dealership has two lots. 
| * * * 

|Second Burglary in Month 


Costs Theisen a Car 


Using a skylight to enter Theisen 
Motor Co., Twin Falls, Id., bur- 
glars took a new Lincoln four-door 
sedan from the wash rack. This 
was the second burglary at the 
company in less than a month. 

* * * 


Dolheimer Fetes Staff 


Employes of Dolheimer Motor 
Co.’s DeSoto-Plymouth dealerships 
in Altoona and Tyrone, Pa., held 
their annual picnic at the J. F. 
Dolheimer summer cottage. 
| * * * 


Ireland in Radio 
William Ireland, who recently 
sold his Oldsmobile-GMC dealer- 
ship, has purchased an interest in 
a Radio Station KEEP, Twin Falls, 


| 


* * * 


Gary Firm Remodels 


Fifth Ave. Motors, Inc. (Buick), 
320 West Fifth Ave., Gary, Ind., is 
remodeling its showrooms. New 
and used-car storage space is be- 
ing cut to the minimum, officials 
* | said. 





| * @ 
Dunmire Elected President 
| 


Of Oregon City Dealers 

Dallas Dunmire (Oldsmobile) 
has been elected president of the 
Oregon City, (Ore.) Auto Dealers 
Assn, 

Other new officers are Harrison 
Kellum, vice-president (Nash), 
and John F, Hubach, secretary- 
treasurer (Dodge-Plymouth). 

* * + 


Chrysler Honors Child 


Wilbur H. Child, service manager 
of Verne Orr Motors (Chrysler- 
Plymouth), Pasadena, (Calif.) has 
|been presented with Chrysler 
Corp.’s Tech trophy for five years 
of continuous leadership in the 
Master Technicians Service Con- 
ference. Child, who has been with 
Verne Orr Motors for 27 years, is 
the only recipient of this honor in 
California, officials said. 

x * + 


Spohn Pushes Used Cars 


Spohn Motor Co. (Ford) main- 
tains 10 salesmen at its used-car 
lot, 731 Butler St., Etna, Pa., and 
uses spot ads around sports broad- 
casts over Radio Station WWSW. 

* 


a cf 
Dilley Nash Under Way 
Sid Dilley and Scott McCoy 
have started Dilley Nash Sales 
in Ironton, O. Dilley formerly 
was with a Studebaker dealership 
and McCoy was with White & 
Callicoat (Dodge-Plymouth). 
on * * 


Frederickses in Dual Deal 


Harry F. Fredricks and his son 
and partner, Harold Fredricks, have 
taken over the Chevrolet-Oldsmo- 





bile dealership in McMinnville, 
Ore., from A, A. Anderson, The 
elder Fredericks had _ operated 


a Dodge-Plymouth dealership in 
McMinnville since 1935 under the 
name of Fredricks Motor Co. 
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UNDER-FLOOR VENTILATING 
SYSTEMS now improved with the 
automatic door-closing feature! 
Prevents bruising of tires and 
accidental damage to open doors; 
protects workers and customers from 
tripping or falling. Foolproof, self- 
acting trip securely closes floor 
panel when tube is retracted. 
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CONTACT YOUR JOBBER OR WRITE 


LU, PRODUCTS CO. 


i 4554 Broadway ltl: t OMe 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


One name that means 
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EVERY PROFIT OPPORTUNITY YOURS WITH PENNZOIL 


Cash in on Pennzoil quality by selling the full line of Pennzoil 
products. Coast-to-coast acceptance of Pennzoil motor oil— 
the nation’s fastest-selling premium oil—gives you a ready 
market for all Pennzoil lubricants. 

You'll stock fewer brands, because you can meet any lubri- 
cation need with a Pennzoil product. You'll have less money 
tied up in inventory, because Pennzoil products sell fast. And 
you'll realize more profit through proved Pennzoil merchan- 
dising programs that develop more customers and keep them 
coming back. 

Get the facts now! Contact your nearest Pennzoil distributor 
or write us for his name. 


THE PENNZOIL GOMPANY 01 citv, reumsvivansa 





Surve Si Weak Link . 


AUTOMOTIVE 


Better Sales Studies 
Held Research Need 


NEW YORK.—Methods of deter-,tabulating and interpreting of re- 


mining sales potentials may be the 
weakest. area in marketing re- 
search practice, according to a 
survey published by the American 
Management Assn. 

More than a fifth of the 168 
respondent companies which said 
they did marketing research cited 
determination of sales potentials 
as the area most in need of im- 
provement, 

The study, covering company 
practices in marketing research, 
was conducted last year among 180 
AMA member companies by 
Richard D. Crisp, director of 
marketing research, Tatham-Laird, 
Inc., Chicago. 

Second in frequency of mention 
were suggestions regarding the 
need for improved techniques, in- 
cluding sampling, interviewing, 





*‘Anti-Knock’ Motor Oil 


Marketed by Atlantic 


PHILADELPHIA. — Atlantic Re- 
fining Co. has announced the mark- 
eting of an “anti-knock” motor oil 
at service stations in 17 eastern 
states. 

The oil will prevent formation of 
* combustion chamber deposits which 
‘cause pre-ignition and engine 

knock, Atlantic said. The new oil 
also possesses high film strength, 
oxidation stability, heavy-duty de- 
tergency and protection against rust 
and acid, the company added. 


sults. 

A total of 28 suggestions con- 
cerned the need for improve- 
ment in advertising research, 
particularly for tests to measure 
advertising effectiveness, Other 
advertising activities cited as 
needing improve ment were 
measuring effectiveness of trade- 
paper ads, copy research, 
standard reporting of audience 
measurement in radio and tele- 
vision, standards for media se- 
lection and determining the 
optimum amount of advertising. 
Also mentioned was the need for 
improvement in research on 
salesmen’s activities and sales 
forecasting. 

Analysis of territorial sales po- 
tentials was most frequently listed 
as among the most important 
functions of marketing research. 
Determining the competitive po- 
sition of company products was a 
close second, Analysis of the size 
of the market for specific products 
ranked third. 

Ten cents for each $100 of sales 


was the median expenditure for | 


marketing research in 1952 among 
81 companies reporting expendi- 
tures for this purpose. Six out of 
10 among the firms that said they 
did marketing research planned to 
spend more on that activity in 1953 
than in 1952. 

Median reported salary of the 
top marketing research man was 
$10,000 to $15,000 a year. In near- 
ly three fourths of all respondent 
companies, marketing research 
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Fourth 4-Letter Award for Bough— 


The two Massachusetts dealerships headed by J. Lawrence Bough received Ford 
Four-Letter awards for the fourth consecutive time. The firms are Bough Motors, Inc., 
Milton, and Bough's Dedham Motors, Inc., Dedham. Present at the ceremonies were 
(from left) Richard Ranger, Ford field representative; Bough; Frederick J. Harrington, 
general manager of the Dedham firm, and Frederick J. Finn, sales manager of the 


Milton firm. 


was performed by full-time em- 
ployes specializing in that 
function. 

Complete results have _ been 
published by the association as a 
64-page book entitled, “Company 
Practices in Marketing Research.” 
Copies are available from the 
American Management Assn., 330 
West Forty-second Street, New 
York 36, N. Y., at a price of $1.75 
to members and $2.50 to non- 
| members. 


| Labor Day Accidents 
End in Death for 403 


A total of 403 persons were 
killed in highway accidents over 
the Labor Day weekend. 

The highway toll was well be- 
low the estimate of the National 
Safety Council, which expected 
more than 500 fatalities. 
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Blackhawk Offers 
New Equipment 


For Body Shops 


MILWAUKEE. —When Black- 
hawk Mfg. Co. here recently intro- 
duced its new line of Porto-Power 
body shop equipment, it offered at 
least one answer to dealers who 
want to increase dollar revenues by 
expanding their body shop oper- 
ations. 

Spot checks indicate that a prop- 
erly managed body shop can ac- 
count for a large share of service | 
department profits, as well as af-| 
fording an outlet for an increased | 
volume of parts sales. 


Gillen Motors, Inc. (Lincoln-Mer- | 
cury), Kenmore, N. Y., is expanding 
its body shop for the second time | 
since 1949, It reports that 51 per- | 
cent of total service department | 
volume is derived from its present | 
body shop, and that 60 percent of 
total parts sales resulted from noi! 
shop operations. 

Dealers are becoming more aware | 
of the possibility of added revenues | 
through efficient use of the body | 
shop. In most areas, it is felt, the | 
field is wide open for promotions 
to get the family car dinged out) 
and painted. 


According to the latest available 
information, 82 percent of the na-| 
tion’s dealers offer some body shop 
facilities, but many shops are not 
organized to bring forth maximum 
profit. This picture is expected to 
change as dealers search for a 
steadier source of income that is 
not so dependent on factory pro- 
duction schedules or the buying 
habits of the public. 


The new Porto- Power package | 
offers a complete line of body shop 
equipment that saves time and la- 
bor by maximum use of hydraulic | 
power instead of hand labor, ac-| 
cording to the company. 


Included in the package are five | 
hydraulic jacks, ranging from the} 
bantam size to a 50-ton unit, and} 
a complete set of rams, spreaders | 
and other attachments that cover | 
metal work from a dinged fender | 
to a major frame correcting job sad 
the larger trucks. 


According to the attachments | 
used, and the hook-up desired, hy- 
draulic actuated equipment can re- 
pair auto and truck bodies by pull- 
ing, pushing, spreading, clamping 
or pressing, the company said. In 
addition, multiple combinations of 
two or more units may be used at 
the same time. 


To facilitate the use of this equip- 
ment, Blackhawk publishes a shop 
manual to show how applications 
can be made on a wide variety of 
of usual jobs, and recommends the 
proper sized unit for the job. All 
attachments use standard pipe 
threads, and all lock-on connectors 
and extensions can be speedily as- 
sembled through use of the exclu- 
sive Spee-D-Coupler. 





United Stove Becomes 


United Metal Craft 


YPSILANTI, Mich.—Shareholders 
of United Stove Co. have voted to 
change the firm name to United 
Metal Craft Co. 


The firm is a subsidiary of Gar 
Wood Industries, Inc. It manufac- 
tures stampings and assemblies for 
autos and appliances, hydraulic 
truck equipment, utility tables, 
serving carts and lawn furniture. 


Visualized . 
Trade Show Aide 


NEW YORK.—A used-car export 
market, without dollar limitations, 
is visualized by Gottfried Neu- 
burger, head of International Trade 
Shows here. 

Neuburger said he hopes to have 
ready for the New York Export 
Show, to be held Nov. 16-20, a 
method whereby the purchaser of 
a used American auto in a foreign 
country may pay for it in his own 
currency, while the American dealer 
is compensated in dollars. 

Neuburger said that this could 
have a decided effect upon the 
used-car market in this country. 

Modeled after European trade 
fairs, the show will be the first of 
its kind, presenting all products 
which might be offered for export. 

A partial list of exhibitors reveals 
nearly 100 products to be repre- 
sented. 

A few specials were listed such 
as the first fire-ambulance-patrol 
auto. Another vehicle to be shown 
will be equipped with Northwest- 
ern’s “Powr Pak” four-wheel drive. 

In order to facilitate decisions on 
currency limitations in foreign 
countries, the show has set up a 
section to give expert advice and 
information on dollar financing for 
foreign currency, insurance require- 
ments and export packaging as well 
as directories and governmental in- 
formation. __ 


Now Sinclair 


Motor Oil 
$0 GOOD 
IT’S GUARANTEED 





GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
car manufacturer. 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition. 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspa- 
Pers, on radio and television. 


For complete details, phone or write 


SINCLAIR REFINING COMPANY 
600 Fifth Ave., New York 20, WN. Y. 
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Sought by Indiana, New Jersey, Massachusetts. . . 
$700 Million for Toll Roads 


7 $700 million will be sought 
from investors in the immediate 
future for new or additional financ- 
ing of toll-highway projects in 
Indiana, Massachusetts and New 
Jersey. 

Similar borrowing is likely to 
stem later from toll road plans in 
a score of other states. 

The Indiana Toll Road Commis- 
sion announced plans to place on 
sale during October $225 million to 
$250 million in toll-road bonds, The 
Massachusetts Turnpike Authority 
plans to issue $200 million or more 
such bonds, The New Jersey Turn- 
pike Authority is expected to offer 
about $130 million of its securities 
this fall while the New Jersey 
Highway Authority, a separate toll 
road agency, plans to issue another 
$135 million in bonds around Nov. 1. 

Bids were opened Sept. 15 on a 

new issue of $125 million State- 
guaranteed New York Thruway 
Authority bonds. An initial issue 
of similar size was marketed last 
May by the Authority as part of 
its financing of the half-billion- | 
dollar toll superhighway now be- 
ing constructed between New | 

York City and Buffalo. | 

Other states which may seek new | 
or additional toll-road financing in- | 
clude Colorado, Connecticut, Flori- | 
da, Illinois, Iowa, Kansas, Ken- 
tucky, Michigan, Nebraska, New| 
Hampshire, North Carolina, Ohio, | 
Oklahoma, Pennsylvania, Texas, 
Virginia, Washington, West Vir-| 
ginia and Wisconsin. 

Toll- highway projects involving | 
total costs of $1,563,000,000 are cur-| 
rently under construction or get-| 
ting under way in Connecticut, 
Maine, New Hampshire, New Jer- | 
sey, New York, Ohio, Pennsylvania | 
and West Virginia. 

* + * 
NGINEERING studies of costs) 
and feasibility of new or ex- 
tended toll highways are in prog-| 


Colbert Reviews 
Chrysler Engine 
For Stockholders 


DETROIT.—In a note sent last 
week to Chrysler Corp. stockhold- 
ers accompanying a dividend of 
$1.50 per share, L. L. Colbert, presi- | 
dent, called attention to the supe- 
rior performance and economy of | 
the new type of engine design de- | 
veloped by Chrysler. 

“These engines have recorded su- 
perior performance,” Colbert said. 
“Records for economy of operation 
are among the honors they have 
attained. It is not uncommon for 
these engines, operating either on 
premium or standard grade fuels, | 
to be delivering high-efficiency serv- 
ice after 50,000 miles, without at-| 
tention to valves or removal of | 
carbon. 

More than half a million Chrys- 
ler-designed engines with hemis- 
pherical combustion chambers, have 
been produced, Colbert said. The} 
new-type engine was put in Chrys- | 
ler cars in 1950, in DeSoto in 1951 | 
and in 1952 Dodge began producing | 
the Red Ram. 

“The hemispherical combustion 
chamber head design has been the 
engineering ideal for many years, 
but it was used only in aircraft en- 
gines and in expensive sports and 
custom automobiles,” Colbert said. 

“Chrysler Corp.’s engineering di- 
vision solved the problem of simpli- 
fying the costly and difficult design 
so that it could be produced in the 
volume required by the market for 
our cars, and with the ruggedness 
called for by everyday service. 

“The dome-shaped chambers with 
deep ‘breathing’ characteristics, and 
with spark and valves so grouped 
as to permit the most complete and 
efficient combustion, freed the en- 
gine from dependence on fuels of 
increasingly high octane content. It 
solved problems of carbon and var- 
nish deposits by the cleaning action 
of its superior combustion. Long 
life and sustained power output 
have resulted, 

“Improvement of engines is part 
of Chrysler Corp.’s constant search 
for ways of giving the public the 
best in motor vehicles. These new 
engine designs are under continu- 
ous study for further development 
to keep their leadership in the 
years ahead.” 


ress or have been authorized in 
Colorado, Florida, Illinois, Iowa, 
Kansas, Kentucky, Michigan, Ne- 
braska, North Carolina, Pennsyl- 
vania, Texas, Virginia, Washington 
and Wisconsin, 

Funds are being sought for en- 
gineering studies for a second Ohio 
toll highway, but new laws author- 
izing three more Oklahoma toll 
roads have been stymied by a ref- 
erendum movement. 

Toll roads previously construct- 
ed at a total cost of more than 


Colorado, Connecticut, Florida, 
Maine, New Hampshire, New Jer- 
sey, New York, Oklahoma and 
Pennsylvania, with their revenue 
yields in most instances running 
far ahead of original expectations. 

Among current and prospective 
developments in the field of toll- 
highway financing and construc- 
tion, on a state-by-state basis, are 
the following: 

Florida—A syndicate of 68 south- 
ern investment banking firms is 
ready to take the lead in financing 


from Miami to Stuart or Ft. Pierce 
if engineering and revenue surveys 
| turn out favorably. 

Meanwhile, Florida’s Supreme 
Court ruled that the State’s new 
turnpike act offers no bar to inde- 
pendent construction by Dade 
County of a toll expressway to Mi- 
ami International Airport and does 
not prevent any other county from 
embarking on local toll road or 
bridge projects without specific leg- 
islative sanction. 

ad * + 
NDIANA—Charles Enlow, a 
member of the State Toll Road 
Commission, recently revealed that 
bonds to finance construction of a 
projected cross - state toll highway 
probably would go on sale Oct. 15. 
Completion is expected by the fall 


$600 million are in operation in |a projected 110-mile toll highway !of 1955, he said. The project is ex- 
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Multiple pieces handle like a one-piece 
ring. Rails and spacer are correctly 
assembled and “Unitized” with ad- 
hesive cement. 


Adhesive disappears during first engine 
run. Pieces separate to conform to 
cylinder contours. 
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pected to cost some $165 million, 
plus financing expenses, 

Iowa — State Highway Commis- 
sion has completed arrangements 
for cost and feasibility studies for 
@ proposed toll road, with a final 
report expected to be made next 
spring. 

Kansas — State Turnpike Au- 
thority, created by the 1953 
Legislature, has contracted for 
surveys of a proposed toll road 
from Kansas City to Topeka and 
then to Wichita, with a possible 
link with Oklahoma City later. 
Preliminary estimates indicate 
the cost would exceed $110 mil- 
lion. 

Kentucky—Gov. Lawrence Weth- 
erby has invited the governors of 
several other interested states to 

(Continued on Page 69, Col. 2) 


Heavy duty expander assures perfect 
fit. Tight seal conserves oil, increases 
engine efficiency. 
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Christian Gives Truck to 4-H Club— 

The Hancock County (Indiana) 4-H Clubs and agricultural extension office received | 
a Chevrolet pickup truck from Christian Quality Chevrolet Co., Greenfield, Ind., to help 
them in their work in connection with the Centennial Fair this year. The truck is 
presented by J. S. Christian sr. (left) to Elmo Chatham, county agent. After 10,000 


A 
ye oo 


miles, Christian will present a new truck in exchange for the old one. 


Pitts, Turnbull Advanced 


By Bohn Aluminum 


| Bronze 


dent of Bohn Aluminum & Brass | Division. 


Corp., Detroit, 


Guy Pitts, formerly plant man- | pointed buyer of scrap material for 
ager of Bohn Plants Nos. 5 and 8,| Michigan Smelting and Refining | 


Frank Turnbull has 


has been appointed division man-' Division. 





|ager of the company’s Brass and . 
Division, which 
|Bohn’s Forging Plant No. 5, the 

Two promotions have been an-|Brass Mill Plant No. 8 and the 
nounced by S. D. Den Uyl, presi-| Michigan Smelting and Refining | 
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Auto Personnel 


(Continued from Page 55) 


had served as assistant chief engi- 
neer since January, 1950. 

He will be responsible for the 
engineering of hydraulic hoists and 
dump bodies, Dump-it conversion 
hoists, Pax-all refuse collection 
bodies, Frate-Gate elevating end 
gates and Truck Patrol underbody 
road maintainers. 

+ * aa 


Timmins Added 


Calvin J. Timmins has joined the 
sales engineer force of J. Alex 
Gordon and Co., Detroit representa- 
tive of the Automatic Transporta- 
tion Co,, Chicago manufacturer of 
|electric driven industrial trucks. 

* * 


includes | Dickson Joins Ainsworth 


As Purchasing Director 
The appointment of Robert E. 
Dickson as director of purchasing 
for Ainsworth Mfg. Corp., Detroit, 
has been announced by Warren 
H. Farr, president. 


been ap- | 





Dickson joins Ainsworth after | 


16 years with Burroughs Corp. 
Prior to that he was with Fisher 
Body, Western Electric, Revere 
Copper & Brass and Bohn Alumi- 


num. 
* * * 


Willys Puts Pargeter at Head 


|Of Steel Forge Operation 


forge division in Erie 


Joseph H. Pargeter, veteran of 51 
years in forging operations and 
management, now heads the steel 
forge operation of Willys in Toledo, 
it has been announced by Raymond 
R. Rausch, Willys general manager. 

Previously, Pargeter was general 
manager of the Willys aluminum 


1951. He has been with Willys more 
than 30 years. 


# * a 


Buzzard Replaces Wolcott 


In Seiberling Sales Post 


| 
| 
| 
| 


Daniel R. Buzzard has been 
promoted to manager of 
merchandise distribution for Sei- 
berling Rubber Co., Akron, ac- 


We are saying it 210 million times 
during 1953 in these 7 leading magazines 
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Association advertising, 


consistently stressing the importance 


of using a high quality motor oil, 


is helping to make motorists 


“oil conscious?’ It is a fact 


that more and more car-owners are 


demanding the best motor oil 


they can get to insure full engine power, 


fuel economy and long engine life. 


Meet this growing demand 


by suggesting to your customers: 





To keep the power you bought, 
Use a brand of 100% 
Pure Pennsylvania Motor Oil 
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(Pa.) since 


cording to L. M. Seiberling, sales 
vice-president. Buzzard replaces 
Oliver H. Wolcott, who retired 
Sept. L 

Both Buzzard and Wolcott are 
veterans of the Seiberling organ:- 
zation, When F. A. Seiberling 
founded the company in 1921, 
Wolcott set up the merchandise 
distribution department and Buz- 
zard became assistant manager a 
few weeks later. 

Jesse H. Bert, an employe in 
merchandise distribution for 17 
years, moves up to assistant man- 
ager. 

* * * 


Standard Pressed Steel Puts 


Gruber in Research Post 


Standard Pressed Steel Co., Jen- 
kintown, Pa., has named Raymond 
N. Gruber director of marketing 
research. 

Gruber formerly was sales man- 
ager of the firm’s Unbrako line. He 
is succeeded in this post by Charles 
|S. Betz, former assistant sales 


manager of the line. 
* * a 


Stanley Takes Up Post 


In Walker Mfg. Sales 


R. I. Stanley has joined the 
| original equipment sales division 
| of Walker Mfg. Co. of Wiscon- 
| sin, Racine, Wis., according to 

W. C. Morgan jr., vice-president. 

For the last six years, Stanley 
had served as a distributor of 
materials handling equipment in 
the New England area. Prior to 
that, he was with Perfect Circl 
Co. 


White Appoints Weller 
|To Sales Post in N. Y. 


Harry D. Weller has been named 
|assistant regional manager for 
|White Motor Co. in New York, it 

is announced by 
Yr. ms FORin, 
north Atlantic re- 

gional manager. 
Responsible for 
sales to all fleet 
and national ac- 
counts with head- 
quarters in the 
region, Weller 
will coordinate 
White’s sales op- 
; erations for the 

a. B. Welter region with na- 
tional accounts at their headquar- 
ters and branches throughout the 
country, Tobin said. 

J. C. Wright, former national ac- 
counts manager in New York, has 
joined James Terraneo as distribu- 
tor in Paterson, N. J., operating as 
White Truck & Bus Co., Inc. 


| * * * 
Dodge Names Martin 


To Be Comptroller 


Appointment of Fred C. Martin 
| as comptroller of the Dodge Di- 
| vision was announced last week 
by W. C. Newberg, president. 
Since February, 1948, Martin 
has been assistant general factory 
auditor of Chrysler Corp. He 
joined the corporation in 1925 in 
the factory accounting depart- 
ment of the Highland Park Plant. 


* * a 
|McNeil Heads District 


'For Delco Products 


Appointment of John E. Me- 
Neil. as western district sales 
manager has been announced by 
J. N. Tilbrook, sales manager for 

| the Delco Products division of 
| General Motors. 

McNeil, who has been with the 

| division since 1942 in engineer- 
ing and sales positions, will have 
his headquarters in Los Angeles. 
* * oe 


Colbert Joins ASC 


Automotive Sales Co., Philadel- 
phia, announces the addition of 
Lloyd I. Colbert to its sales force. 
For the past eight years Colbert 
has been sales manager and buyer 
for the Jos. Woodwell Co., Pitts- 
burgh. 

* x * 


Bohn Appoints Walters 


To Engineering Post 

David Walters has been ap- 
pointed chief industrial engineer 
of Bohn Aluminum & Brass 
Corp., according to S. D. Den Uy], 
president. He will serve on the 
staff of the operations manager, 
G. A. Schwenk. 

Walters comes to Bohn from 
Detroit Aluminum & Brass Cor). 
He will make his headquarters 
in Detroit. 
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Chee Philadelphia Inquirer has 
published a booklet on “How to 
Sell More Used Cars with Classified 
Ads.” 

The paper points out that all any 
paper sells is white space. The kind 
of copy the dealer puts in makes 
the difference between a strong pull 
and a weak flop. 


Copy surveys show the best 
copy is 14 times’ more productive 
than the poorest and five times 
more productive than the average. 


If you want to read the booklet, 
the Inquirer has a price of 50 cents 
marked on the cover. Maybe it still 
has some. If you want some of the 
high points, read on: 

Get the buyer’s viewpoint, and 
you have a gold mine. Write spe- 
cific ads about specific cars. 

* * * 


The 5 Points 


. paper takes apart a good 
used-car ad, and says that it 
does this: | 

1. Gets the reader’s attention. 

2. Tells him what the car will do| 
for him—how he benefits. | 

3. Tells him in terms he can | 
understand why the car will 
please him. 

4. Helps the reader believe and 
remember what the ad says. 

5. Asks for action. 

Get the reader’s attention by | 
promising him something sensible, 
use question heads, tie in with) 
news (at your own lot or in the! 
world), use snappy seasonal ads. 

. * * 


He Wants Something 


Aw doesn’t buy a car to fill| 
an empty garage. If you’ve got | 
a car that will give him safe, con- | 
venient, economical transportation, 
tell him about that. Or tell him 
about the thrill of driving a late- 
model Ritzy Blitzy with the new) 
Galloping 8 engine. 

Or appeal to the pride he will 
get out of owning a late Snazzy 6. | 

Take some tips from new-car ad-| 
vertising. High-priced copy writers | 
turn out that stuff. Maybe it will) 
fit your cars. 

Don’t use “r” for radio. Tell him | 


Sale of Mercurys 


In August Sets 
3-Year Mark 


DETROIT.— More Mercury cars 
were sold during August than in 
any month for the past three years, 
reports Joseph E. Bayne, general 
sales manager of Lincoln-Mercury. | 

A buying surge resulted in the) 
retail delivery of 28,840 new Mer-| 
eury cars, the best month since the 
alltime record-breaking months of 
May and June, 1950, Bayne said. 
In those months 33,152 and 32,918 
units were sold. 

Mercury sales in August exceeded 
those in July by almost 4,500, the 
best previous month this year, and 
were far in excess of the best 
month of 1952 when 22,941 were sold 
in December, and the top month of 
1951 with 24,639 sold in May. | 

Used-car sales by L-M dealers 
also hit high peaks, with 45,767 
units valued at $46,082,963 being 
sold, Bayne added. 

Keeping pace with the high sales 
volume, Mercury production ap- 
proached the alltime high, totaling 
35,309. Daily production records 
were broken three times, the last | 
high being set on Aug. 26, when | 
1,750 units were built. 








Correction 


One of the entrants in the | 
Fourth Mexican Road Race was 
incorrectly identified in the Sept. 
14 issue. The Detroit car, which 
is to be driven by Duane Carter 
and Les Viland, is to be entered 
»y Park Motor Sales (Lincoln- 
Mercury), Detroit, and Bill Toia’s 
Speed Shop. 





Merchandising 
Memos to Dealers 


By Bob Finlay 
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“he’ll enjoy the news while driving 
home.” 
. as * 


Ad with an Aim 


F THE car has a feature that 

appeals to a salesman, or a fish- 
erman, or any particular type of 
buyer, direct the ad at him. It takes 
only one buyer for each car. 

For believability, use a natural 
style and don’t exaggerate. Cite 
your record. 

Tell the reader to do it now .. .| 
“Monday Special”... “For Today 
Only.” 

Pinpoint your location in every | 

ad, 





The booklet points out that the 
used-car buyer wants the best 


value in town, not the lowest price. 

So justify your selling price. 
Here’s an example given: 

FORD—’49. A real knockout in gleaming 
gun-metal gray with white-wall tires. 
Mr. Cautious Commuter himself owned 
this Custom 4-door, and believe me, he 
really gave it the best of care: regular 
checkups, garage every night, bath 
every week. Wait'll you get behind the 
wheel, There’s everything you need for 
extra-safe, comfortable driving; 100 
h.p. V-8 engine, backup lights, direc- 
tional signals, clear-toned 8 tube radio, 
a super-duper heater, spotless blue 
plaid seat covers and 5 deep tread 
tires. Bring the family in and look it 
over. You'll see why it’s a real bargain 
at $1,045. 


Cleancut Motors 4680 E. Green St. 
7 * 


® 


On Price Appeal 
r YOU have a real price advan- 

tage on decent cars, be sure to 
use it. But remember that price 
appeal usually makes for hard- 
shopping and suspicious customers. 

Lower prices need as much jus- 
tification as higher prices. 

And here’s a pithy bit of advice 
from the booklet: 

“If you are going to be in busi- 
ness more than six months, TELL 

The Inquirer advises posting the 
ads so the salesmen know what’s 
going on, and starting a scrapbook 
of the ads and the results. 


No-Guarantee 


Sales Hit by 
Scranton BBB 


SCRANTON, Pa.—Jerome K, Mil- 
ler, manager of the Scranton Better 
Business Bureau, reported that 
there has been an increase in the 
number of complaints about used- 
car purchases of prewar and low- 
price models sold on a “no-guaran- 
tee” basis. 

Dealers, he said, defend such 

| transactions on the ground the cars 

| are sold “as is” with the automobile 

| and whatever defects it has becom- 
ing the buyer’s headache once it 
leaves the lot. 

“Some of these units are nothing 
more than a pile of junk metal no 
longer to be identified with their 
original purpose,” said Miller. 

“Again we emphasize,” Miller 
stated, “if you don’t know how to 
buy a used car you have got to 
depend on the integrity of the 
dealer. And if you don’t know the 
dealer, call us. Chances are we 
know him. 

“As in all other cases, it is only 
a few dealers who cause trouble. 
The majority attempt to conduct 


their business in a sound manner.” 
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offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 


paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
a designed for 
t 


the highest known standard 


of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all m 

factories, Write us today 
and we arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-63, Chicago 5, Illinois 











Dyprane Hj 


Meguiar’s MIRROR GLAZE stands alone as the ultimate in a quality auto 
polish. Car dealers from coast to coast find that it “adds the shine that 


sells” to both new and used cars .. . creates satisfied service customers, too. 





tie 


DUNN Stein 


MIRROR GLAZE can do the same for you! 
® 


Meguiar’s MIRROR GLAZE has a planned and proven dealer help program that will 


transform your polish department problem into a profit. Send for your copy today. 





MIRROR BRIGHT POLISH CO. * PASADENA, CALIFORNIA «+ 
EASTERN DIVISION: P. O. BOX 6263, WASHINGTON 15, D.C. °* 


MIRROR GLAZE 


FINE POLISHES SINCE 1901 
OFFICES IN MAJOR CITIES 
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Warns Against Panic at Colo. Parley nes 
Armacost Cites Good Car Outlook 


(Continued from Page 1) 


therefore, again apply the normal 
depreciation ratio, which, in my 
opinion, is 25 and 10 percent for the 
first year and 20 percent for each 
remaining year. 

+ * * 


“TYEALERS, in the main, have 

been unwilling to face these 
facts, and are still in many cases 
attempting to over-price their mer- 
chandise and meeting with public 
resistance,” Armacost said. “There 
is only one solution, and that is to 
take the loss on the present inven- 
tories and merchandise in today’s 
market. It is difficult for many 
dealers to do this because of their 
anxiety to sell new cars. 


“The general public has not yet 
realized that the prewar dollar no 
longer exists. Prior to 1941, it was 
not unusual for a customer to drive 
a car one year and exchange it for 
a new one for $300. I am speaking 
of the lower price class—the volume 
group. Based on the value of the 


present-day dollar, this customer 


should now pay $700 for the first 


year’s usage, because the car which 


when the dealers have courage 
enough to explain these facts to 
the new-car buying public. 


was priced previously at $900 now | “The ownership of a new car each 


sells for $2,000 or more. 


“It is my sincere belief that 
there is no cause for alarm, as 
far as used cars are concerned, 


Sohio Signs Seiberling 


To Supply Atlas Tires 


AKRON.—Seiberling Rubber Co. 
and Standard Oil Co. of Ohio have 
announced the signing of a con- 
tract making the rubber company 
a major supplier of Atlas tires sold 
in Sohio’s service stations through- 
out the state. 


Production of tires for the oil 
company, according to J. P. Seiber- 
ling, president of the rubber firm, 
had been under way for several 
months under a tentative agree- 
ment while contract details were 
being negotiated. Amount of the 
contract was not disclosed. 


|year is a luxury, and dealers are 


beginning to realize that a larger 
share of the cost of this luxury 
should be borne by the new-car 
purchaser. People who purchase 
used cars should not be required to 
pay more for these cars, simply be- 
cause the new-car dealer was overly 
anxious to make a sale and over- 
traded, feeling that he could find 
a sucker for the used car at the 
inflated price. New-car dealers real- 
ize this and are adjusting their 
prices accordingly,” Armacost said. 
+ * * 


T IS time to apply the Golden 
Rule to both business and educa- 
tion, Dr. Kenneth McFarland, con- 
sultant and lecturer for General 
Motors Corp., and the American 
Trucking Assns., said during his 
talk at the convention. 


“Simple | 


ACN CRORE Re 


American Speed Record Now 255 Miles an Hour— 


Willie Young (left), driver, and Bill Kenz, owner, look elated after establishing o 
new American land speed record of 255.411 miles per hour at the National Speed 
Trials held recently on the salt beds of Bonneville, Utah. The.former record estab- 
lished last year was 244.66 miles per hour. The car, equipped with Firestone tires, 
is a twin-engine, 600-horsepower streamliner. Firestone had made special tires for 
the car, which are said to run safely under extreme heat conditions at speeds of 


more than 300 miles per hour. 


old-fashion loyalty, morality and 
religion is what is needed today,” 
he said. 


Bud Darlington jr., director of 


AN ENTIRELY DIFFERENT TYPE OF MOTOR OIL—PREVENTS “KNOCK” AND 
PERSISTENT VALVE LIFTER STICKING IN HIGH COMPRESSION ENGINES 
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A SPECIAL OIL DESIGNED TO DO A SPECIAL JOB 


It's the ri 
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SCT 
of 2 
- KENDALL 
Leadership \ i 


BY THE REFINER OF THE FAMOUS KENDALL, 


Kendall SUPERB prevents formation of troublesome 
combustion chamber deposits which cause “knock,” 


pre-ignition, or after-running. 


SUGGESTED 
RETAIL 


SUPERB eliminates persistent hydraulic valve lifter 


sticking —another source of customer complaints. 


Because of its high V.1I., Kendall SUPERB is an S.A.E. 
1OW-20W-30 motor oil. It offers low consumption— 


is an all-temperature motor oil. 


THE 2000 


MILE OIL 


the Inter-Industry Highway Safety 
Committee, complimented the Colo- 
rado dealers for their cooperation 
in driver training courses in high 
schools. 

Other speakers at the business 
sessions included Cal Newport, 
of Hominy, Okla., president of 
the Oklahoma dealers associa- 
tion; James Moore, legal council 
for the NADA, Washington; Fred 
Potrusch, legal council for the 
Southern California association, 
and Alex Linsday, Denver ac- 
countant, 


Harold N. Pullen (Ford), Fort 
Morgan, was elected president to 
succeed Wayne Orr (Dodge-Plym- 
outh), Colorado Springs. S. M. Mar- 
cus (Studebaker), Denver, was 
elected vice-president, and Tom 
Braden, Denver, was re- elected 
executive secretary-treasurer. 


Regional vice-presidents elected 
are: Dernard Mahoney and Charles 
Hover, both of Denver; G. L. Wick- | 
land of Greeley; Ted Spaid, Limon; 
Henry Chapman, Monte Vista; 
James Paugh, Pueblo; Reed C. 
Miller, Grand Junction, and Claude 
Ferguson, Craig. 

Directors are Vern McCallister, 
Del Norte; Al Quasbarth, Estes 
Park; Gene Markley, Fort Collins; 
L. J. Call, Glenwood Springs; Ed 
Eisenhouer, Grand Junction; W. L. 
Garnsey III, Greeley; Raymond 
Robison, Julesburg; Warren Reese 
Jr., Lamar; Ed Garrett, Loveland; 
W. A. Wills, Pueblo; Verne Shoup, 
Rifle; L. W. Parcell, Silverton, and 
Henry Toller, Trinidad. 


Dyer to Head U P 
Nash K. C. Zone 


DETROIT.—B. M. Dyer has been 
appointed Nash zone manager in 
Kansas City, H. C. Doss, vice-pres- 

on ident in charge of 
sales, announced 
last week. Dyer, 
formerly assistant 
Cincinnati zone 
manager, suc- 
ceeds B. J. How- 
ard, recently de- 
ceased. 

Dyer joined 
Nash Motors in 
June, 1949, as 8 
special represent- 
ative in the Cin- 
cinnati zone. He was named assist- 
ant zone manager in March, 1950. 

Prior to joining the company, 
Dyer worked as an automobile 
salesman, and served as a field rep- 
resentative for several automotive 
companies. 


B. M. Dyer 
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Outlook Good, They D Declare... 


Gloomy Talk Assailed 
By Auto Executives 


(Continued from Page 1) 


other factors, indicate a good 
healthy market for automobiles, 

There is an unfortunate belief 
on the part of some people out- 
side the industry that the return 
of more competitive selling con- 
ditions—for the first time since 
before World War Iil—should now 
be taken as a sign of saturation 
or weakening of demand. 

Just the opposite is true. History 
has shown that the automobile in- 


gloomy ideas about the market for| percent of what we believe will be | dustry has made its greatest strides 


automobiles is beyond me. 
Sure, there are bound to be 


temporary adjustments, but I be- L 


lieve the 1954 auto year will be 
one of the best. 

Our vice-president in charge of 
Nash sales, H. C. Doss, tells me 
there is plenty of 
business available 
for those willing 
to go after it. 
Transportation is 
and will always 
be essential. 
People will al- 
ways need and 
want good new 
cars and good 
used cars. 

€ They will buy 
Geo. W. Mason those cars from 
salesmen with a good product 
who know how to sell and are 
willing to make the effort. 

As I interpret the economic and 
financial reports now being issued, 
there is every reasonable chance 
that next year’s general business 
will be good by previous standards. 

I am an optimist by nature, but 
even if I were a pessimist, I see no 
real basis for misgivings about the 
automobile business in the foresee- 

able future. Nash plans for the com- 
ing months reflect that confidence. 
* ad + 
FFARLOw H. CURTICE, presi- 
dent of General Motors: 

The market for General Motors 
automotive prod- 
ucts remains 
strong, and at a 
very high level. 

I have said 
many times that 
the automobile 
business is a 
highly - competi- 
tive business. It 
has always been 
so, except during 
the period when ; 

a deficit in auto- =. 5. Gee 
mobile transportation was created 
by World War II. 

We now have returned to the 
competitive situation which pre- 
vailed prewar and which requires 
intense selling effort on the part 
of dealers and their salesmen. 


Our business is good. The future 
of the automobile industry is very 
bright. There would seem to be 
little justification for the unin- 
formed predictions on the present 
automobile market situation made 
by persons outside the industry. 

* oa + 


AY RAUSCH, executive vice- 
president of Kaiser-Willys: 
Considering expected normal 
problems in con- 
solidating our two 
sales organiza- 
tions and recog- 
nizing competitive 
conditions in the 
field, our business 
remains good. 
We believe to- 
day’s competitive 
conditions were 
to be expected 
and are a chal- 
R. R. Rausch lenge which hard 
work and intelligent selling, coupled 
with the advantages of our new 
Kaiser-Willys program, will make 
it possible for us to get a larger 
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a good market. 
* * * 

L. COLBERT, president of 
® Chrysler Corp: Our optimism 
about the market for automobiles 
reflects our continuing confidence 
in the steadily 
growing need and 
demand for indi- 
vidual automobile 
transportation. 

There is much 
evidence that a 
sizable market 
will exist for both 
new and used 
cars throughout 
the rest of this 
year and in the 

L. L. Colbert coming year. Our 
population growth, number of 
people employed, and our vastly 
expanding suburban living, among 



































under these highly competitive con- 
ditions. 
+ * + 


H S. VANCE, president of Stu- 
© debaker 


The best answer we can give to 
your inquiry is to 
say that, thus far 
in September, re- 
tail deliveries of 
Studebaker cars 
have been run- 
ning at a rate ap- 
proximately 25 
percent higher 
than for the last 
three months, 
which in turn 

fa showed dealer 
H. S. Vance sales to the pub- 
lic 60 percent ahead of the cor- 
responding 1952 period. 
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1953 STUDEBAKER 


AMES J. NANCE, president of 
Packard: Automobile dealers 
have handled a 50 percent increase 
. in business during 
1953 in the face 
of a tightening of 
bank and con- 
sumer credit. 

Because of the 
new government 

monetary policy, 
it was harder for 
dealers and con- 
sumer finance 
companies to get 
bank loans, which 
caused an in- 
creased burden on the dealers’ 
working capital. 

Aside from monetary consider- 
ations, dealers were faced with 
the first real competitive selling 
since World War II. Most sales- 
men were untried in this com- 
petitive atmosphere and required 
time to adjust themselves, 

Every industry has faced a re- 
adjustment since the war, with the 
auto industry getting its return to 
stiff competition completed only 
during recent months. This indus- 
try has over the years had a repu- 
tation for salesmanship and mer- 
chandising that have in the past 
sustained national business levels, 


J. J. Nance 


REGAL SPOTLIGHT BULLETIN 


Another Regal Exclusive 






ACCESSORY MOULDING KITS — 
FOR CHAMPION, COMMANDER and LAND CRUISER 4 


Protect front fenders and doors from dents and paint chipping 
@ Makes car look even longer and lower 
@ Permits use of contrast color on body area within the moulding, for that “custom 


@ Quickly installed, clips and instructions with each set 


We Will Send SAMPLE KIT 
LY — — Pre-paid 
dnspection — at 
's Net Prices 











@ Sells on sight as a deluxe extra for new cars 
2 Door Commander V-8 Regal Starlight Coupe *« 


2 Door Champion Regal Starlight Coupe 
2 Door Champion Starliner, Hard Top Conv. 


2 Door Commander ¥-8 Starliner, Hard Tow ‘Conv. 


2 Door Commander V-8 Starliner, 


Hard Top Convertible........ AMP-1001 war, 


2 Door Commander V-8 De luxe, 


2 Door Champion Custom....... AMP:1002. $77. 
4 Door V-8 Land Civiser....... AMP1003 7. 


Door Commander V-8 De Luxe. 
Champion De tute 
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and there is no reason to believe 
it will not continue to do so. 
= * 7. 
ENRY FORD II, Ford Motor 
president, was attending United 
Nations sessions in New York last 
week and E. R. Breech, executive 
vice-president, was out of town and 
could not be reached for comment. 
Ford officials, however, have re- 
peatedly expressed confidence in 
the auto outlook. 


DeArmond Publishes Book 


On ‘Ten Trails to Sales’ 


CHICAGO.—“Ten Trails to 
Sales,” a book on the theories of 
practical selling, has been released 
for sale by Lloyd R. Wolfe, pub- 
lisher. 

Written by Fred DeArmond, bus- 
iness consultant and author of 
other articles on selling and sales 
training, the book depicts the ap- 
plications of the time-tested theo- 
ries, according to the publisher. 

Costing $3.50 per copy plus post- 
age, the book may be obtained by 
writing Lloyd R. Wolfe, 111 W. 
Washington St., Chicago 2, Ill. 
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Reo Shares in Truck Contract... 





GM Gets Tank Order; 
Chrysler Loses Out 


WASHINGTON.—General Motors 
last week received Defense Depart- 
ment contracts for the production 
of $285 million worth of tanks and 
trucks. 

The Defense Department move 
eliminated Chrysler from tank 
manufacture, but assigned a share 
of truck production to Reo. 

Army Secretary Robert Stevens 
said the contract for production 
of M-48 tanks had been given to 
GM because its bid was 12 per- 
cent lower than that of Chrysler, 
which has been making the tanks 
at Center Line, Mich., and New- 


ark, N. J. 

The UAW-CIO, however, said 
last week it had learned that the 
Chrysler tank plant in Center Line, 
Mich., will receive a new defense 
contract about the first of the year, 
presumably for production of the 





new T-51 heavy tank recoverer. 
The plant has been scheduled to 


trucks; International Harvester, 
five-ton trucks, and Mack, 10-ton 
trucks. 

In commenting on the tank con- 
tract, Chrysler President L. L. 
(Tex) Colbert said: “All I can say 
now is that we worked very hard 
to get this business. Beside that, 
the statement from the secretary of 
the Army seems to speak for 
itself.” 


Colbert said the Center Line 


taper off production about Nov. 1| plant will be shut down in No- 


with completion of its contract for 
M-47 tanks. 

The union said it received its 
information via an official “leak” 
in Washington. 

The contract for 2%-ton trucks 
was split in spite of the policy of 
Defense Secretary C. E. Wilson to 
limit military vehicle output to a 
single source. GM’s share of the 
truck order will total $85 million, 
while Reo will get $61 million. 

Stevens said the truck contract 
was split because the bids from GM 
and Reo were “practically identi- 
cal.” He added that the Reo bid 
was slightly higher. 

Stevens said these other manu- 
facturers will continue to make 
Army vehicles: Willys, % - ton 


trucks (Jeeps); Dodge, %-ton 


vember, idling 4,000 workers. 

Output of tanks will continue at 
the Newark plant until next April, 
when the plans and tools will be 
placed in storage “near the plant 
so that production can be resumed 
quickly if necessary.” 

GM will build the tanks in its 
plant at Grand Blanc, Mich., where 
some tank work already is being 
done. 


Two Purchase Cathlamet 


Cathlamet Auto Service (Chevro- 
let) Cathlamet, Wash., has been 
purchased by Ed Grubbs and Babe 
Abbott from Iver Klingberg. The 
new owners: are from Astoria, Ore., 
where they were employed in a 
Ford dealership. 





THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 





ECO ISLANDERS ana TIREFLATORS 
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| Chrysler products. 
* 





ABC of Power Brake Installation— 

The power brake offered by Bendix for field installation in popular models is 
composed of Hydrovac (lower right) and fittings kit, with specific instructions. Eleven 
fittings kits cover all cars in which the unit can be installed, with one kit fitting all 


* * 


SOUTH BEND. — Power brake} 
field installations for virtually all | 
passenger cars are now available | 
from Bendix Products Division. 

Announcement that the kits 
would be merchandised nationally | 
through dealers was made by T. A. | 
Kreuser, service sales manager. 

“Bendix is proud to offer power | 
brakes for replacement,” he said. | 
“In doing so, we feel that we are 
meeting a need of the motoring | 
public and contributing to safety 
on the road.” 

“From a dealer standpoint, we 
are offering an unusual opportu- 
nity,” Kreuser added. “Power 
Brakes are a pre-sold product. 
They have enjoyed overwhelming | 
acceptance as original equipment | 
on the higher-priced cars. Now | 
they are available for field instal- | 





lation on virtually all popular 
passenger cars, 


Bendix lists the following fea-| 
tures on the new item: 


1) Ease, safety and positive brak- | 


x + . 


Kit for Bendix Power Brake 
Simplifies Field Installation 


and 11 fittings kits cover all makes 
and models. 

4) Simple installation, requiring 
a minimum of time and skill. 

5) Heavy initial and sustained na- 
tional and trade advertising to 
stimulate the market, plus direct 
mail, sales kits, posters, decals and 
other point-of-sale material. 


The power brake replacement 








step in proper wheel alignment 
is “BALANCED INFLATION."’ 
OT ha 44M eelim: hale labial le te 
sure in both tires in a matter of 
seconds. 





EVERY MINUTE SAVED ON THE JOB MEANS 


~ EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 
each week. 


Hu 





Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 


FREE — 


Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop output. 





JOHN WOOD COMPANY, Bennett Pump Division, Muskegon, Michigan 
Offices in Principal Cities 











ae > a ed : 
Mounting of Hydrovac— 

| No special tools are required for the 
field installation of the new Bendix power 
brake. First step is to mount the Hydrovac 
|in the position specified in the Installo- 


graph enclosed with each kit. Here it is| 


shown being mounted on the firewall. 


j * + x 


ing control, utilizing the operating 
|principles of the Bendix Hydrovac, 
widely used truck power brake. 

2) Adaptability to virtually ail 
cars having hydraulic brakes. 

3) Compactness. One Hydrovac 


Gateway Forms Corporation 


To Handle Auto Leasing 


Gateway Motors, Albany, N. Y., 
has branched into the auto-leasing 
business. 

A new corporation, Gateway 
Truck & Auto Rental Corp., has 
been formed to handle the new 
business. Jack Spitzei: is president 
‘of both businesses. 





| 


Connecting Brake System— 


Second step in the field installation of 
the Bendix power brake is to connect the 
Hydrovac with the car's braking system, 
using the fittings provided. Final step is 
to connect the car's source of vacuum. 


* * * 


unit consists of a Hydrovac and 
a complete fittings kit. The Hy- 
drovac is a self-contained, sealed 
power braking unit with no ex- 
ternal moving parts. It is claimed 
to be trouble-free, requiring no 
service or maintenance. 

The fittings kit contains all the 
necessary tubing, hose, bracket and 
connections. An illustrated Installo- 
graph is packaged with each kit, 
giving the step-by-step procedure. 
No special tools are required. 

Production has been under way 
for some time and ample supplies 
are in the field, according to 
Kreuser. 





BU 


BATTERIES—SPARK PLUGS 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


OTT tame 


: 
Eel Ta » Automotive Advertising 


Where Automotive Ownership 4 


ri 
is Greatest 
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..to INCREASE 
SHOP PROFITS 
nd assure customer 


atisfaction through 
etter repair work 


That's why 70% of the units of this 
pe in use among car dealers are Sun built. 
e SUN Line is complete—offering scientific 
ting equipment of every size and type. 
is enables any car dealer, regardless of 
ve, to have the units that best fit his shop 
beds. Newly engineered 6-12 volt equipment 
now available—or your present equipment, 
rough the Sun Modernization Plan, can be 
ickKly converted to serve vehicles of both 
Itages. Talk to your nearest Sun Repre- 
ntative or write direct to Sun. 
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Sought by Indiana, New Jersey, Massachusetts .. . 


$700 Million for Toll Roads 


(Continued from Page 63) 

confer with him late this month on 
a proposed toll superhighway route 
from Chicago to Florida. First link 
to be built in Kentucky would be 
between Louisville and Elizabeth- 
town, according to the governor. 

Massachusetts—Controversy con- 
tinues over details of the route of 
the projected $200 million cross- 
state toll road, but early action is 
expected toward the issuance of 
revenue bonds to finance the proj- 
ect and start of construction. 

o * 


ICHIGAN — Action on a pro- 

posed toll road from Detroit to 
Toledo is blocked because of un- 
willingness of Monroe to yield jur- 
| isdiction over a freeway from there 
|to Rockwood. The Michigan Turn- 
|pike Authority has turned its at- 
ltention to the possibilities of toll 
| highways from Detroit to Bay City 
jand from Detroit to South Bend. 
| Contracts were let for studies of 
the latter two projects, with initial 
jemphasis on the Bay City-Detroit 
route. 


| New Hampshire — Plans are pro- 


| ceeding rapidly for the Central New 
|'Hampshire Turnpike from Nashua 
ito Concord, for which the 1953 
Legislature authorized a $23 million 


State bond issue. The highway al-| 


ready has been started. 


New Jersey —An early public 
| offering is expected on about $130 
| million New Jersey Turnpike Au- 

thority bends, of which $30 mil- 
lion would be for refinancing 
purposes. The balance would be 
used to finance construction of a 
proposed 8%-mile Newark Bay 
crossing and circumferential 
highway link between the New 
Jersey Turnpike and the Holland 
Tunnel. 


Meanwhile, announcement was 


Antitrust Suit 
Against Cement 


‘Makers Dropped 


WASHINGTON.—An eight-year- 
|old antitrust suit against the Ce- 
ment Institute, Inc., and 89 member 
defendants charged with discrim- 
inatory pricing practices against 
motor freight transportation was 
dismissed without prejudice last 
week by Attorney General Herbert 
Brownell jr. 

Circumstances have changed the 
situation so much since the suit 
was filed in 1945 that the main ob- 
jectives of the suit have been ac- 
complished, and little public bene- 
fit could come from carrying the 


The action, 
pending in the District of Colorado 
since 1945, charged the defendants 
with conspiracy to fix and maintain 
|identical and noncompetitive prices 
on cement through using a multiple 
basing-point, delivered-price system 
based on railroad freight rates only. 

Among primary purposes of the 
suit, Brownell said, were to permit 
buyers to use truck transportation 
without being discriminated against 
in price if they so desired; to 
break up the alleged practice of 
cement firms in refusing to sell 
cement f.o.b. the mill, and to dis- 
solve the Cement Institute. 

It was found by Brownell’s at- 
torneys that most of the cement 
companies now sell their product 





made of plans of the New Jersey 
Highway Authority, a separate 
agency, for issuance of another 
$135 million in bonds. The Author- 
ity’s accelerated program calls for 
completion of its 165-mile, $285 mil- 
lion Garden State Parkway by Dec. 
1, 1954. 

Ohio — Pending before the State 
Board of Control is a request for 
an advance of $650,000 to finance an 





Tool-Die Film Premiere 


Set for Detroit Oct. 15 

DETROIT.—The Detroit premiere 
of the first motion picture to deal 
with the contract tool and die 
industry will be held Oct. 15 at the 
Rackham Memorial Building. 

The 22-minute sound and color 
film, “Tool and Die Making—Key- 
stone of Mass Production,” was 
produced by the National Tool & 
Die Manufacturers Assn. 

The film will be available after 
the premiere for showing to groups 
in the Detroit area. 





engineering survey of the feasibil- 
ity of a second Ohio toll superhigh- 
way, which would run about 300 
miles from Cincinnati to Conneaut 
in northwestern Ohio. The proposed 
second turnpike would be about 60 
miles longer than the one now 
being constructed from Pennsyl- 
vania to Indiana across northern 
Ohio. 
* * * 

Cees — Fae of com- 

pleted referendum petitions car- 
rying 40,000 more signatures than 
required blocked two 1953 Okla- 
homa laws authorizing construction 
of three more toll superhighways in 
the State. 

Pennsylvania—A proposed exten- 
sion of the Pennsylvania Turnpike 
from a point east of Harrisburg 
through the anthracite region of 
the New York State border, in the 
vicinity of Binghamton, is expected 
to have top priority with the Penn- 
sylvania Turnpike Commission as 
its next major project. 

Another extension, to run from 


FOR WANT OF A LIFT A CAR 





case forward, Brownell explained. | 
which had _ been | 


| 





you'll find that BAY-LIFT 


‘ - 


You can’t afford to have cars standing around idle, waiting 
to open up. It costs you in labor and it costs you in customer good will. BAY-LIFT 
has solved this problem for thousands of car dealers from coast to coast. Because 
BAY-LIFT is portable, can go anywhere an air hose will reach whether the auto- 
mobile is outside or on the upper floors. Because BAY-LIFT can raise either front 
or rear to 50 inches in 10 seconds, or hold at whatever workin 
in complete safety. Versatile, rugged and dependable, BAY-LIFT has proven to be 
the most “service-free’’ equipment in the automotive field. Besides, BAY-LIFT does 
not extend beyond the car when in use, can be stored on end in a space 27” square 
when not in use. For everything from steam cleaning to body and fender work, 
joes more jobs and makes you more profit per job. 





__89 


the Pittsburgh area to near Erie, 
may be constructed simultane- 
ously, 

Meanwhile, the commission is 
proceeding with construction of a 
$65 million, 35-mile eastern exten- 
sion to the Delaware River, near 
Edgely, from which point a con- 
nection is planned with a projected 
link with the New Jersey Turnpike. 

Virginia—Although agreeing with 
officials of West Virginia and North 
Carolina to sponsor jointly a pre- 
liminary engineering survey of 
traffic in southwest Virginia, high- 
way Officials of Virginia reportedly 
are cool to the idea of a toll road 
in that area to tie in with toll-road 
plans of the other two states. Vir- 
ginia officials are said to favor im- 


| provement of free roads as a means 


of handling such traffic. 

West Virginia—Revealing it will 
need more than available from its 
original $96 million revenue bond 
issue for completion of the two- 
lane toll highway now being con- 
structed between Charleston and 
Princeton, the West Virginia Turn- 
pike Commission indicated that the 
amount of the required additional 
financing would be made known in 
October. 


STANDS IDLE 





ERD WORLD'S FINEST PORTABLE, PNEUMATIC END LIFT 


for a hoist 


level is desired, 





COMBUSTION f.o.b. the mill, and permit shipment 
TESTER H by truck when so desired. Also, it b Comparison proves BAY-LIFT superiority, so ask your jobber for a FREE demonstration 
was said, the Cement Institute was in your own shop today. Write for name of nearest jobber. 
dissolved in 1946 and there is no 
central organization now engaged 
in coordinating pricing practices in 
CHARGER BC the industry. What BAY-LIFT’s exe/ascue 4-way suspension means to you 
TES \ Gould-National Batteries @ GREATER EFFICIENCY A man does his best when the car stands steady at 
- guess To Build Houston Plant proper working level. 
SAINT PAUL. — Gould - National @ BETTER BALANCE Bay-Lift’s two sets of lifting arms are anchored in 4 






places for maximum balance and safety. 


Batteries, Inc., has acquired a 5%- 
acre site in Houston on which con- 
struction of an automotive battery 
plant will begin next month, Albert 
H. Daggett, president, has an- 
nounced. 

The new plant will cost about 
$750,000 and have a capacity of 
2,000 batteries a day, Daggett said. 

When completed next summer, 
the plant will bring to 23 the num- 
ber of plants operated by the com- 
pany in the U. S. and Canada. 





When work is done at the right level and in complete 
safety you’re sure to effect economies. 


@ MORE ECONOMY 
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New Model Added to Jet Line... 


AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 


Power Boost Marks ’54 Hudsons 


(Continued from Page 1) 
said to be due to Hudson’s new 
“Instant Action” engines with 
super induction — an improved in- 
duction system which increases 
combustion efficiency and provides 
quicker response. 

All ’°54 Hudsons have “Flight- 
Line Styling,” which make the 
new models appear lower and 
longer. Interiors are more luxuri- 
ous than in any models in com- 
pany history. 

Hudson power steering and im- 
proved power brakes are available 
as optional equipment for the ’54 
Hudson Hornets, Wasps and Super 
Wasps. 


* *” * 
LL '54 Hudsons have “step- 
down” design, low center of 


gravity and Monobilt body-and- 
frame construction. 

Hudson claims the “Instant Ac- 
tion” engines, with Super Induc- 
tion, set new standards of power 
and performance for high-com- 
pression engines, Super Induction 
provides an instant surge of 
power at a touch of the accelera- 
tor, which means an added mar- 
gin of safety when an emergency 
arises on today’s crowded high- 
ways, it is said. 

Super Induction results from an 
ingenious departure from ordinary 
combustion chamber design, where- 
by the gas-air fuel mixture is used 
with greater efficiency. The rede- 
signed combustion chamber, to- 
gether with a silent long - dwell 
camshaft, is said to increase power 
production at all speeds, even at 
higher ranges where reserve engine 
power ordinarily begins to diminish. 

Hood lines of the new cars blend 
into a massive, functional air scoop, 
which provides better engine ven- 
tilation. The newly designed grille 
has the Hudson emblem set in the 
middle of the horizontal center bar. 
Frontal lines are designed to give a 
wider, lower-built appearance. 

+ * * 

peel trim adds to free-flowing 

body lines. Highly polished rub 
rails, located below the side panel 
flair, extend from front to rear and 
contribute to the impression of 
lowness. Panels extend from the 
rub rails to the lower edge of the 
rear fender, with a shorter rub rail 
running parallel to the top rail over 
the rear wheel opening. 

Huge, triangular tail lights, visi- 
ble from side as well as rear, are 
set high in the jet-stream rear 
fenders, which give an impression 
of increased car length. The trunk 
lid on the Hornet and Wasp models 
has been redesigned for more beau- 
tiful styling and added trunk room. 
Massive, profile-type rear bumpers 
wrap around the edges of rear 
fenders, giving added protection 
and increased strength. A “built-in” 
license plate frame in the rear 


bumper also acts as a center guard. 

Long-wearing upholstery fab- 
rics in two-tone color combina- 
tions are harmonized with 
exterior car colors. Door panels 
are recessed for added elbow 
room and trimmed in two-tone 

+ + - 





Redesigned Trunk Lid— 


The 1954 Hudson Hornets and Wasps 

feature redesigned trunk lids to provide 
The usable space has 
use of thin hinges 
edges of the trunk 
lid. Jet-stream rear fenders give an im- 
pression of increased car length. 


materials. Door pulls and window 
controls are placed in the re- 
cessed doors. 


Instrument panels have instru- 
ments grouped directly before the 
driver for instant viewing. Dials 
are illuminated by indirect lighting. 
Teleflash signals flash an immedi- 
ate warning if oil pressure or gen- 
erator charging rate drop. Panels 
are color-harmonized with interiors. 

All ’54 Hudsons have huge, one- 
piece curved windshields with no 
center bar to obstruct vision. Wrap- 
around rear windows and elongated 
corner windows provide extra rear- 
view safety. 

* * * 
pope power steering is the 
direct-action, linkage type. It 
takes over when the steering wheel 
is turned as little as two degrees, 
providing as much as 80 percent of 
required steering effort. 

Spring resistance of four pounds 
is said to give a constant “feel of 
the road” and to prevent oversteer- 
ing. 

As an added safety factor, Hud- 
son power steering is designed with 
the same steering ratio and linkage 
as Hudson’s standard Center-Point 
steering system. Even should the 
power assist fail, as it might in any 
car due to accident, the car can 
still be steered manually. 


No seasonal oil change is required 
* a +. 





Hudson Power Brakes— 


For 1954, Hudson offers power brakes 
as optional equipment for the Hornet, 
Wasp and Super Wasp. It is a combined 
vacuum and hydraulic unit, operated by a 
pendulum-type foot pedal, which is claimed 
to reduce braking effort by 65 percent. 
With brake pedal on same level with the 
accelerator, the driver pivots his foot for 


braking action. 
* * 


* 
in the unit. Working parts are 
permanently sealed in oil. 
Hudson’s power brake system 
is a combined vacuum and hy- 
draulic unit operated by a pendu- 
lum-type foot pedal. 

Braking effort is reduced by 65 
percent with the Hudson power 
system. With power brake pedal on 
the same level with accelerator, the 
driver merely pivots his foot with- 
out lifting his heel from the floor 
to produce braking action. The 
power brake pedal travels only one- 
sixth the distance of the pedal 
travel of a conventional braking 
system, greatly reducing brake re- 
action time for emergency stops. 

Hudson’s power brakes provide 
two extra margins of safety if, due 
to accident, the power source should 
fail. A reserve vacuum tank per- 
mits up to three power brake appli- 
cations. In addition, a direct me- 
chanical linkage operates the 
brakes hydraulically without power 
assistance. The hydraulic system is 
equipped with another safety fea- 
ture—a reserve hydraulic fluid tank 
that keeps the hydraulic system 
filled to a safe level at all times. 

* * * 

Tue power brake system has a 

permanently lubricated unit de- 
signed for years of trouble-free 
service. All working parts are 
sealed in oil. The unit is easily 
accessible for service. Under or- 
dinary conditions, only regular 
maintenance checks of the hy- 
draulic system itself is necessary. 

Heading the 1954 Hudson line is 
the Hornet, national stock car 
champion. The Hornet holds every 
national AAA stock car record. 

The ’54 Hornet’s new “Instant 
Action” engine is rated at 160 horse- 
power, with compression ratio of 
7.5 to 1. With Twin-H-Power, mul- 
tiple fueling system available at 


extra cost, the Hornet engine de- 
|livers 170 horsepower. Engine dis- 
| placement is 308 cubic inches. Bore 
is 3-13/16 inches and stroke, 4% 
inches, Aluminum cylinder head is 
standard equipment. 

The Hornet’s L - head, in - line 
engine delivers peak performance 
on regular gasoline, premium- 
priced fuels not being required, 
it is said, The Hornet engine 
offers super-hard chrome alloy 
cylinder blocks. 

Interior of the '54 Hornet is up- 
holstered in new materials, includ- 
ing durable worsted and nylon 
Bedford Cord and trimmed with 
Plasti-Hide. 

The Hornet’s lower-priced run- 
ning mates—the Wasp and Super 
Wasp—offer many of the Hornet’s 
advantages in the medium - price 
field. 

Both Wasp and Super Wasp fea- 
ture “Flight-Line Styling,” the “In- 
stant Action” engines with super 
induction, luxurious interiors and 
“step-down” design with floor re- 
cessed down within the base frame, 
and low center of gravity. 

+ * + 





1 Super Wasp’s interior is 
finished in worsted upholstery 
in check weaves, with choice of 
two color combinations. There is 
a contrasting bolster cloth com- 
bined with leather-grained Plasti- 
Hide trim. Seats are a full 64 inches 
wide. 

With standard cast-iron cylinder 
head, the Super Wasp “Instant Ac- 
tion” engine develops 140 horse- 
power and has a compression ratio 
of 7 to 1. With optional aluminum 
head, it has 143 horsepower, 7.5 to 
1 compression ratio. With Twin H- 
Power and aluminum head, horse- 
power is boosted to 149. Engine dis- 
placement is 262 cubic inches. 

The Wasp’s “Instant Action” en- 
gine has a compression ratio of 
7 to 1 with cast-iron head and 
develops 126 horsepower. With op- 
tional aluminum head, compres- 
sion ratio is 7.5 to 1, horsepower 
129. Engine displacement is 232 
cubic inches. 

Twin H-Power, Hudson’s multi- 
ple fueling system chosen by 
more than 50 percent of Hudson 
buyers since its introduction, is 
available as optional equipment 
for all models except the Wasp. 
Twin H-Power accurately meas- 
ures and distributes gasoline to 
each cylinder, it is claimed. When 
applied to the new “Instant Ac- 
tion” engines, Twin H-Power pro- 
vides lightning -like acceleration 
and sustained flow of power 
through all driving ranges, it is 
said, being particularly noticeable 
in the lower and middle ranges, 
and at low speeds in high gear. 

Dual-Range Hydra-Matic Drive, 
when available, is offered on all ’54 
Hudsons as optional equipment. 

Overdrive is optional on manual 
shift, syncro-mesh transmissions. 

Redesigned trunk lids provide ad- 
ditional luggage space in the new 
Hudsons. Usable trunk room has 
been increased by use of new-type 
thin hinges placed at the extreme 
edges of the trunk lid. This also 
serves to prevent damage to lug- 
gage. Spare tire is located in up- 
right position for easy removal and 
more usable space. 

The '54 Hornets, Wasps and 
Super Wasps are offered in a wide 
range of new solid colors and two- 
tone combinations. 

The Hornet series is available in 
a four-door sedan, club coupe, Hol- 
lywood Hardtop, and convertible 
brougham. 

The Super Wasp is offered as 
a four-door sedan, club sedan, 
club coupe, Hollywood Hardtop, 
and convertible brougham, 

The Wasp is offered as a four- 
door sedan, club sedan and club 
coupe. 

The Hornet and Super Wasp are 
available in 12 solid colors and 12 
two-tone combinations. The Wasp 


offers a choice of 12 solid colors. 
* + * 


The Jets 

LL ’54 Jets have the newly de- 

veloped “Instant Action” en- 

gines with Super Induction, and 

what is said to be the highest 

power to weight ratio in the light 
car field. 

The new Jets are built lower.; 

(Continued on Page 71, Col. 1) 






First of '54 Offerings 






Beauty Marks Jet-Liner's Interior— 


The 1954 Hudson Jet-Liner’s seats, cushioned with foam rubber, are pleated for 
riding comfort. Interior top and seats are finished in antique-white Plasti-Hide with 
contrasting bolsters. Doors are trimmed in matching two-tone combinations. Instrument 
panels are finished in harmonizing colors. 





Lower Silhouette in ‘54 Super Jet— 


The Hudson Super Jet for ‘54 has a lower silhouette, fresh exterior styling and 
“Instant Action" engine with Super Induction. All Jets have room for six passengers. 
Interiors are roomier, with rear-seat passengers having more than two inches of added 
leg room. The Super Jet is available in four-door sedans and club sedans. 





Hudson Introduces Jet-Liner— 


New addition to the Hudson Jet series is the Jet-Liner. The interior is finished in 
antique-white Plasti-Hide with contrasting bolsters in choice of red, blue or green. 
The engine develops from 104 to 114 horsepower, depending on choice of equipment. 


Jets Have Ample Luggage Space— 


Trunk design is accented by Hudson on its 1954 Jets. Lids are key-opening and 
self-locking. 
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Jei-Liner Model Is Added .. . 





Power Boost Marks 


54 Hudson 


Lines 
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Interiors are roomier with rear seat 
passengers having more than two 
inches of added leg room. Interiors 
are more luxurious, with smart up- 
holstery fabrics and trim detail 
usually found in higher-priced cars. 


All ’54 Jets have Hudson “step- 
down” design and lower center 
of gravity. 

All Jet engines have oversize 
bearings and rugged construction 
of the Hornet’s engine. Cylinder 
blocks are of chrome alloy for long 
motor life and minimum oil con- 
sumption. Due to their simple de- 
sign, the Jet’s in-line, L-head engine 
has fewer moving parts and wear 
points, which means lower upkeep 
costs, it is said. 

The Jet’s “Instant Action” engine 
has a@ compression ratio of 7.5 to 1 
with cast-iron cylinder head, and 
8 to 1 with optional aluminum head. 
Premium fuel is not required. Bore 
is 3 inches and stroke 4% inches. 
Displacement is 202 cubic inches. 
The Jet engine develops from 104 
to 114 horsepower, depending on 
choice of equipment. 

+ * * 

WIN H-Power is available as 

extra cost equipment for all 
54 Jets. 

In the Jet, Hudson offers a com- 
pact car. It is an “all-purpose” car, 
designed to fill every passenger car 
requirement. It has ample room for 
six passengers, plus economy and 
safety, it is said. Ease of handling 
is aided by a short turning radius 
—only 19 feet, 10 inches. 

The Jet has a full-size suspen- 
sion system with airplane-type 
double-acting shock absorbers in 
both front and rear. It has inde- 
pendent front wheel coil spring- 
ing of special alloy steel. Dual- 
action front stabilizer bar and 
diagonally mounted rear shock 
absorbers, together with splay- 
mounted rear springs, control 
sway and provide stability on 
curves. 

All Jets have center-point steer- 
ing, which acts directly and equally 
on both front wheels, thus elimi- 
nating “wheel fight” and road 
wander. 

New addition to the Hudson Jet 


Tire Shipments 
Up in Month, 
Production Off 


N EW YORK.—Manufacturers’ 
shipments of 8,232,385 passenger- 
car tires in July were 1.5 percent 
greater than in June, according to 
the monthly report of the Rubber 
Manufacturers Assn. 

Production of passenger tires was 
down 2.7 percent in July to 7,111,- 
880, compared with production of 
7,310,814 the previous month. In- 
ventories at the end of the month 
|Were 11,735,733 tires, a decline of 
8.69 percent from June. 

Shipments of truck and bus 
tires in July totaled 1,322,799, an 
increase of 13.23 percent over 
June, Production was down 15.86 
percent to 1,061,243 tires, com- 
pared with June. Inventories, at 
8,146,823 tires, were down 17.62 
percent from the preceding 
month, 

Shipments of automotive inner 
tubes were 7,287,796 units, an in- 
crease of 5.51 percent over June. 
Production in July was down 9.11 
Percent to 6,394,681 units. Invento- 
ries at 12,097,192 units were 5.57 per- 
cent below the previous month. 


4 Sales Representatives 


Appointed by Plasti-Kote 

Plasti-Kote, Ind. Inc., Cleveland, 
has announced the appointment of 
four sales representatives, 

H. M. Cree Co., Dallas, will cov- 
er Texas, Oklahoma, Arkansas and 
Louisana. H. G. Kitchin & Sons, 
Richmond, Ind., will have Michigan, 
Indiana and KentuckyCliff Remm, 
Jackson, Miss., will be responsible 
for western Tennessee, Alabama 
and Mississippi. Buddy Sales Co., 
Chicago, will service Illinois and 
V isconsin, 








series is the Jet-Liner which offers 
greater luxury and craftsmanship. 
* + * 


XTERIOR of the Jet-Liner is 

comparable to the Hornet. Body 
lines are low and streamlined and 
accentuated by highly polished rub 
rails sweeping from front to rear 
below the side panel flair. Chrome 
moldings run around window open- 
ings, and the huge, one-piece wind- 
shield and rear window. Chrome 
caps adorn large tail lights jutting 
from the extended rear fenders. 


Interior of the Jet-Liner features 


pleated seats, cushioned with foam | gag 


rubber, and the interior top are up- 
holstered in antique-white Plasti- 
Hide. Contrasting bolsters, also in 
Plasti-Hide, are offered in choice 
of blue, red and green, Doors are 
trimmed in matching two-tone com- 
binations. Instrument panels are 
finished in harmonizing colors. 
The Super Jet for ’54 has a 


lower silhouette, redesigned ex- 
terior styling, “salon-lounge” in- 
terior, and new “Instant Action” 
engine with Super Induction. 

Interiors of the 54 Super Jets fea- 
ture upholstery of two-tone worsted 
combined with solid color bolster 
cloth. Interiors come in blue or 
green to harmonize with exterior 
car colors. Door panels are trimmed 
in Plasti-Hide. 

All Jets for ’54 have large lug- 
gage spaces. Trunk lids are key- 
opening and self-locking. 

+ o * 


HE lowest-priced Hudson Jet, 

formerly available as a four- 
door sedan, is also offered as a 
six-passenger utility sedan in the 
’54 series. This two-door Jet is said 
to be ideal car for family, farm or 
business use. With the back seat 
in place, it is a roomy, six-pas- 
senger sedan, With back seat re- 
moved, the trunk divider wall falls 


Cleanup Drives Boosting 
Sales in Some Areas 


(Continued from Page 1) 


July, it is reported. August sales 
reached 8,580, or 847 cars more than 
the July figure. 

* - * 


ea in Birmingham, Ala., 
August sales were reported off 
11 percent from July. August sales 
totaled 1,519. 


After a monthly high of 3,026 
new cars sold in Cincinnati dur- 
ing July, the August total fell to 
2,799 cars. Dealers say that the 
August figure is comparable to 
May and June performances. 

Detroit Automobile Dealers Assn. 
reported last week that August 
sales of new cars in Wayne County 
dropped to 16,060—down 739 cars 
from July’s 16,799. This is the third 

month in a row that sales have 
fallen. 

Ford maintained its lead over 
Chevrolet in the hotly - contested 
area for the month, scoring 4,784 
sales to Chevrolet’s 3,577. 


= * . 


THE majority of cases, used- 
car sales paralleled new-car ac- 
tivity, and the used-car situation 
remains the dealer’s No. 1 problem. 
Those dealers with high used- 
car stocks, as well as a larger- 
than-usual number of new cars 
on hand, are finding the cleanup 
problem a tough nut to crack. 
Dealers, who have held large 
stocks hoping for a break in the 
market allowing them a few dollars 
more per unit, are finding that 
Lady Luck is looking the other 
way. There is very little chance, 
dealers say, that used cars will 
gain in value this year, especially 
with new models to be introduced 
soon. 
7 x ” 
ANY of the factories have real- 
ized, even though at a late 
date, that dealers are holding a 
dangerously high stock of used 
cars, and that the future market 
for used cars is not favorable. 
Many manufacturers are plan- 
ning used-car merchandising 
schools and other aids for the deal- 
er to get into competitive positions. 
They have been keeping a watch- 
ful eye on dealer used-car oper- 
ations for some time, and request- 
ing that dealers rotate stocks com- 
pletely in 20 or 30-day periods. 
* * * 


EALERS, on the other hand, 

are accusing the makers of not 
cooperating with them in view of 
high production rates and continu- 
ing high prices. 

It is now necessary to beat the 
bushes hard to find customers, 
dealers say, because the public 
is not demanding new cars at the 
rate of a year or so ago. 

Profit margins are a topic of 
little or no mention in dealer cir- 
cles currently, because of discount- 
ing and over-allowing on tradeins. 
Many dealers say that price ad- 


Standard gear ratio with manual 
transmissions is 4.10 to 1. For cars 
operating in mountainous terri- 
tory, a special gear ratio of 4.27 
to 1 is offered. With automatic 
transmission, gear ratios of 3.54 
to 1 and 8.81 to 1 are available. 

Dual-Range Hydra-Matic Drive, 
when available, is optional equip- 
ment at extra cost for all 1954 
Jets. 

Body styles include the four-door 
sedan and club sedan Jet-Liner; the 
Super Jet in choice of four-door 
sedan or club sedan, and the Jet as 
a four-door sedan or two-door Util- 
ity Sedan. 

All models offer a wide choice of 
colors. The Jet is available in six 
standard, two optional solid colors 
and four special colors. The Super 
Jet comes in a choice of eight 
standard, four special solid colors. 
The Super Jet comes in a choice of 
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Battery Gains 


Seen in Europe 


SAINT PAUL.—European storage 
battery manufacturers are improv- 
ing designs and production meth- 
ods, but their American counter- 
parts still have a considerable 
advantage on most points, accord- 
ing to Albert H. Daggett, president 
of Gould-National Batteries, Inc. 

Daggett recently returned from 
a six-week tour of battery plants 
in England, Belgium, Germany, 
France and the Scandinavian coun- 
tries. 

He is the third Gould-National 
official to visit abroad this year to 
keep the company abreast of 
foreign battery- making develop- 
ments. 


Maxton Names Hoerath 





















eight standard, four special solid A 
forward to offer a spacious area for| colors and 12 two-tone combina-| John Hoerath has been named 
carrying | tools, sports equipment, | tions, The Jet-Liner is available in| sales manager for the Maxton Chev- 
salesmen’s samples, or extra lug- eight standard, four special solid|rolet dealership in Westerville, O. 
e. ‘ colors and twelve two-tone com-|Guy D. Thomas also has joined the 
The Jet Utility Sedan has up-| pinations. organization. 
holstery fabric with harmonizing 
solid color bolster. Doors are 
trimmed with durable Plasti-Hide. 
A wide range of gear ratios are 
offered in the Jets. The buyer || Wanted Crackerjack Sales Manager 
may select the ratio best suited 
for his individual driving require- 
ments—and at no extra cost. by Ford Dealer in West 
You are probably in a good position now—not necessarily with a Ford 
dealer. Maybe you're handling sales for Chrysler, Packard or some other dealer 
—or are in some other phase of the automobile business. But you're young 
enough to be full of vim and ambition, old enough to have good judgment 
and to win the respect of men who work under you. 
Here's an opening as Sales Manager of a 30-year-old dealership in a major 
Western City. Your earnings on a salary plus profit-sharing basis will top 
$10,000 the first year. If you are the man we want you'll sit down right now 
justing has never been as wide- and write us your qualifications fully—and send a photo if you have one. 
spread as it is now, and that much Don't worry about writing to your present employer. This firm isn't if. Reply 
of the competition is being car- will be held in strict confidence. Address Box 470 Automotive News, 2666 
ried on between dealers of the same Penobscot Bidg., Detroit 26, Mich 
make of car, instead of between S- ° 
different makes of cars. 
———— 
Up to 25% increase 
in Horsepower 
Up to 25% increase 
mM 1 
aya and label 
More Speed and 
Smoother Engine s < 
y aa q 
j ASSURED CUSTOMER SATISFAC- esti 
/ TION WITH GRAND. Precision en- 
gineering, research and laboratory 3 
testing assures you of the finest 2 
product on the market today... 
every purchaser a satisfied customer 
... every installation guaranteed to a 
fit properly. 
It's easier to stock . . . easier to sell 
Grand Duals and Headers. You carry a 
smaller inventory because Grand DOES 
NOT DUPLICATE NUMBERS yet the line is 
complete for most V-8 cars. With Grand 
there's MORE PROFIT . . . QUICKER TURN- 
OVER ...NO LOST SALES! ¢ : 
The systems are designed so stock replace- Be alah ea ae Pe ne ; 
ment type mufflers can be used. : ae 
. DUAL SYSTEMS AVAILABLE FOR THE 
FOLLOWING V-8 CARS 
DUAL 
ouAs HEADER 
SYSTEM 
SYSTEM 
BUICK 1953 
CADILLAC 1950 & 51 1950 & 51 
CHRYSLER 1951 —53 
DESOTO 1952 & 53 
DODGE 1953 
FORD 1935—53 1937 —53 om 
LINCOLN 1949 — 53 1949 — 51 
MERCURY 1939 —53 1939 — 63 
OLDS 1949 —53 1949 — 53 
STUDE 1951 —53 1951 & 52 
2055 Ruby St., Melrose Park, Illinois * { 
XU) 
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FOR SALES RESULTS 
Rietceee -IN OREGON ... 
buy The Oregonian! 


The Oregonian is First in automotive advertising . . . First 
in sales. For assured sales action buy The Oregonian, the 
largest circulation newspaper in Portland and the entire 
Oregon Market.* 
The Oregonian is your best Oregon buy! 

*All Oregon and 7 Southwest counties of Washington 


the Oregonian 


PORTLAND, OREGON 


229,004 Daily —289,542 Sunday 
REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 


ADVERTISEMENT 


STUL TRYING TO RUMBA A 
STIFF VACUUM HOSE Ww THE 


HELL NEVER GET THAT HOSE 
mw A CORUER- why Dow THe 
CHIEF GET IM A FLEXIBLE 

PULLMAN ACCORDIOW +088. 





“Mr. Dealer, a powerful, no-outside bag Pullman Auto-Vac with flexible 
Accordion® Hose, 35’ cord and tools is surprisingly low priced; will 
save you dollars, hours and get cars really clean. See your jobber for 
@ five-minute demonstration.” Pullman Vacuum Cleaner Corp., Boston 
19, Mass, 








Visit the 
FORD ROTUNDA 


WHERE DEPENDABILITY AND 





HOME OFFICE AND PLANT 217 LOCUST AVENUE - 


ENGINEERING KNOW-HOW IS A MUST 
MACTON TURNTABLES HAVE SET 

THE QUALITY STANDARD FOR THE INDUSTRY 
WRITE FOR OUR ILLUSTRATED CATALOG NUMBER TEN 


MACTON MACHINERY COMPANY 
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Central R 


ion Shows Way... 





Intercity Trucking 
Up 13.5% in Quarter 


WASHINGTON. — The American 
Trucking Assns. reported last week 
that intercity truck tonnage was 
13.5 percent greater in the second 
quarter of 1953 than in the same 
period of last year. 

The ATA report, based on 
figures given to the Interstate 
Commerce Commission by 1,409 
Class 1 intercity carriers, showed 
the third consecutive quarterly 
period in which a gain was regis- 
tered over the preceding year and 
contrasted with a 3.4 percent de- 
crease for the same period of 1952. 

Using 1941 as a base of 100, the 
second-quarter index rose to 261, a 
new high for the period, according 
to the report. The previous record 
was 237 established in 1951. 

Increases were general through- 
out the country, the ATA said. Only 
the Pacific region failed to register 





Greater Insurance 


Urged for Trucks 


CHICAGO.—Joseph M. Hayes, 
chief counsel of the Assn. of 
Western Railways, urged that every 
truck be required to carry $250,000 
of liability insurance. 

Addressing 80 officials of the 
Brotherhood of Locomotive Engi- 
neers at a meeting here, Hayes 
said more stringent Federal safety 
laws for trucks are required. He 
cited recent disastrous truck-train 
collisions in which some engineers 
were killed. 

He said that the railroads would 
ask the Interstate Commerce Com- 
mission and legislatures to enact 
their request for more truck liabil- 
ity insurance. 





INC. 


PORT CHESTER, N. Y. 


a gain during this quarter, drop- 
ping 2.7 percent. 


The central region was the leader 
with a gain of 21.2 percent. The 
Rocky Mountain region was close 
behind with an increase of 21.0 
percent. 


Other percentage gains by regions 
over the same period in 1952 were: 
Middle Atlantic, 15.3; south, 13.9; 
northwestern 13.8; New England, 
11.7; southwestern, 7.8; midwestern, 
2.4. 


On a commodity basis, five spe- 
cialized carriers gained over the 
second quarter of 1952. Haulers 
of motor vehicles showed the 
greatest increase, with a gain of 
31.4 percent, followed by carriers 
of heavy machinery with 14.2 per- 
cent. General freight carriers 
showed a rise of 14.1 percent, 
while haulers of liquid petroleum 
products gained 11.9 percent. 
Showing an increase of 5 percent 
were carriers of household goods. 


A drop of 13.6 percent was re- 
ported by carriers of refrigerated 
liquids and the refrigerated solids 
hauls were down 3.7 percent. Build- 
ing materials handled by motor 
carriers dropped 3.6 percent and a 
nominal decrease of.0.5 percent was 
reported by agricultural commodity 
carriers. 

All other specialized carriers 
combined had an increase in ton- 
nage of 17.4 percent over the second 
quarter of 1952. 

Contract carriers fared some- 
what better than common car- 
riers in this period. The former 
showed a gain of 19 percent com- 
pared with an increase of 12.8 
percent by the common carriers. 

The index figures for the second 

quarter by years are: 1938, 55; 1939, 
65; 1940, 75; 1941, 100; 1942, 99; 1943, 
116; 1944, 116; 1945, 118; 1946, 125; 
1947, 141; 1948, 164; 1949, 170; 1950, 
216; 1951; 237; 1952, 230, and 1953, 
261. 


Pension Plans 


Show Record 
Rise to 20,675 


CHICAGO. — With _ 20,675 
Treasury - approved employer 
pension plans in effect June 30, a 
record was established for the last 
year with a net gain of 3,657, ac- 
cording to the Employee Benefit 
Plan Review Research Reports. 

In addition to the 20,675 ap- 
proved plans, there were 1,349 re- 
quests for approval of plans as 
well as 67 applications for termi- 
nations. If all requests are granted, 
a net of 1,282 new plans would be 
added, making the total 21,957. 

Up to June 30, the Internal 
Revenue Service had ruled on 22,- 
069 retirement plan qualifications 
and had approved 1,394 termi- 
nations, which means that 93.7 per- 
cent of the plans which were es- 
tablished are still in effect. These 
totals are cumulative. 

On Jan. 1, 1930, there were only 
110 approved pension and profit- 
sharing retirement plans in effect. 
Only 549 more plans were ap- 
proved during the 1930s, making 
a total of 659 plans in effect on 
Jan. 1, 1940. This means that 96.8 
percent of all pension or profit- 
sharing retirement plans now in 
effect’ have been established since 
1940. 

Sharp growth in pension and 
profit-sharing retirement plans 
came during World War II. In 1942 
favorable tax factors were es- 
tablished under the revenue act 
adopted that year. 

Wage freezes, high corporation 
and excess profits taxes and the 
holding by the courts that benefit 
plans are subject to collective 
bargaining had a strong influence 
on the adoption of plans, the Em- 
ployee Benefit Plan Review Re- 
search Reports explains. 


Morris Sells Firm 


L. B. Morris has sold Morris Mo- 
tor Sales (Ford), Wauseon, O., to 
Peter Cunningham, Detroit. Cun- 
ningham formerly was a factory 
representative. 





Mercedes’ New Model— 


Easy accessibility of engine and radiator 
block, as shown here, is one of the fea- 
tures of Mercedes’ new model 180. Pas- 
senger space has been increased by 22 
percent. The car features front suspension 
support for better roadability, and the 
steering system is said to be free of play 
and provided with automatic adjustment. 
Maximum speed is given as 78 miles per 
hour, and fuel consumption is reported to 
be 27 miles per gallon. The four-cylinder 
car develops 52 horsepower at 4,000 r.p.m. 


L-M Opens Class 
For 26 Dealer 


Representatives 


DE TROIT.—Twenty-six repre- 
sentatives from Lincoln - Mercury 
dealerships throughout the nation 
are attending the first three-week 
session of the merchandising con- 
ference for dealer personnel, which 
started Sept. 14. 

Three more groups will attend 
similar conferences at the Lincoln- 
Mercury general offices in Detroit 
between now and Christmas, 
Michael G. Orlovich, manager, an- 
nounced. 

The objective, he said, is to build 
a better sales organization by mak- 
ing dealers familiar with Lincoln- 
Mercury plans and operations and 
to improve their knowledge and 
practice of every phase of good 
dealership operation. 

Each conference consists of dis- 
cussions, informal lectures and re- 
lated tours held during the full 
working day. While the major em- 
phasis is on sales, other subjects 
are presented to explain their rela- 
tionship to sales—such as product 
planning, engineering and manu- 
facturing operations. 

Tours are included to show actual 
operations at the Wayne assembly 
plant, the Rouge plant, engineering 
and the general parts depot. 

A certificate of achievement is 
presented to each dealership repre- 
sentative who satisfactorily com- 
pletes the session. 

Candidates for the conference are 
selected from Lincoln-Mercury 
dealers, their sons, general man- 
agers, sales managers, department 
managers and leading salesmen. 





Dodge Plans Party 
At Truck Meeting 


CINCINNATI.—Dodge will give a 
reception for members of the Truck 
Body and Equipment Assn, this 
evening (Sept. 21) at the Sheraton- 
Gibson Hotel here during the 
group’s convention. 

Robert W. Peek, Cincinnati re- 
gional manager for Dodge, will act 
as host. 

Fred Sage jr., Detroit, director of 
truck sales engineering for Dodge, 
will address the convention at 4 
luncheon today on the relationship 
of truck manufacturers to the truck 
body and special equipment indus- 


Art on Wheels 


Va. Museum to Circulate 


Its Treasures 


RICHMOND, Va.—A roving art 
gallery, equipped by the Virginia 
Museum of Fine Arts, will start 
making the rounds in Virginia 
Oct. 13. 

It will show rural citizens, paint- 
ings, sculpture, industrial design 
and decorative arts. 

The artmobile, which carries che 
exhibit is a specially built tra-lef 
truck, is as large as state highway 
laws will allow. It was given to 
the museum by private citizens 
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marching in a painful field,” in 
reference to the sharpening of 
competition and the increasing 
necessity for cutting expenses. 

The same tone of optimism, tem- 
pered with caution, was sounded 
by Alan G. Rude, vice-president for 
sales of Universal C.LT. Credit 
Corp. 

+ * * 

UDE told the dealers that the 

automobile market should con- 

tinue sound, since population in- 
creases and the 
53 million vehicles 
now on the high- 
ways would guar- 
antee an annual 
replacement 
market of six to 
seven million new 
cars. 

NADA was 
urged by the 
New York state 
dealers to “per- 
severe with all 
possible speed and resolution” in 
the attainment of a more equita- 
ble factory-to-dealer contract. 

The major public relations 
program of the New York or- 
ganization this year will be a 
state-wide public information 
campaign to emphasize the need 
for better highways in the state. 

A five-point dealer participation 
program on highways was launched 
in dramatic fashion by a 17-year-old 
boy who addressed the convention 
with the teen-ager’s viewpoint on 
highway safety. 

The boy, F. Peter O’Hara of Nor- 
wich, N. Y., warned dealers that 
teen-agers are not fully to blame 
for the high ratio of accidents at- 
tributed to their age group. 

* * * 
H® APPEALED for a great ex- 
pansion of high school driver 
training programs, for a motor ve- 
hicle inspection law in New York 
state, and for better, safer high- 
ways. \ 

“This country is 20 years behind 
in the building of roads,” he said, 
“and if you the voters do not get 
busy soon, it will be five to 10 years 
before we the teenagers can do 
anything about it. 

“This problem is up to you, 
the voters, I think it is your re- 
sponsibility to see that legislation 
be passed to build more roads; 
to see that the revenue received 
from gas taxes and other highway 
use taxes is used more and more 
on building and maintaining a 
better highway system.” 

Copies of this Hamilton College 
(Clinton, N. Y.) freshman’s speech 

will be sent to every high school 
principal by association members, 
with the request that the school 
select the best speaker to give this 
talk, or a similar one, to local serv- 
ice clubs. Tape recordings of the 
boy’s talk will also be made avail- 
able for this purpose. 
* s = 
T= association will also empha- 
size highway needs by: 

1—A series of 15 cartoons which 
illustrate “the tragedy of worn-out 
roads” with humor, The cartoons, 
done by former Yank Magazine’s 
cartoonist Tom Flannery, will be 





Alan G. Rude 
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Se d Seng Ave Conteghons? 


Dealers Warned by NADA’s Bell 


run in every daily and weekly news- 
paper in the state as paid ads. In- 


dividual dealers will sponsor them | 
under the heading, “Road Cracks.” | 
The sponsoring dealer will get his | 


plug in the form of a by-line. 

2.—Envelope stuffer reproduction 
of this cartoon series will be sold 
to dealers at cost, for use in mail- 
ings to customers. 

3.—A series of 39 five-minute 
radio dramatizations of highway 
and safety problems will be spon- 
sored on local stations by dealers 
and local dealer associations. This 
series, to run three times a week 
for 13 weeks, is titled “Signal 79,” 
a reference to a police radio dis- 
patcher’s code signal. The pre- 
pared programs are highly dram- 
atized with liberal use of sound 
effects. They will be sold to deal- 
ers for $6 a program, plus local 
radio time. 

4.—Prepared three-minute and 
five-minute speeches on highway 
needs will be distributed to associa- 
tion members for delivery to their 
local service clubs. The ready-made 
talks contain the latest highway 
statistics for New York state, in- 
cluding the 10-year highway needs 
of each county of the state. 

7 > * 


York state association went on 
record favoring: 


1. Immediate elimination of fed- 
eral excise taxes on automobiles. 


2. Establishment of a motor ve- 
hicle inspection system in state- 
appointed, privately - operated in- 
spection stations. 

3. Enactment of a title law 
which would require all motor 
vehicle liens to be recorded with 
the Motor Vehicle Bureau and to 
be endorsed on registration cer- 
tificate as a prerequisite to the 
validity of any motor vehicle lien. 


4. High fees for dealer plates, 
with the provision that dealers will 
be allowed unrestricted use of 
them, This resolution was adopted 
in conjunction with a closed-session 
discussion by Motor Vehicle Com- 
missioner James A. MacDuff, and 
association counsel Joseph Besch of 
the present ban on the use of deal- 
er plates for pleasure or other bus- 
iness. A proposed revision of the 
state’s vehicle and traffic law, dis- 
cussed at this meeting, will go to 
the Legislature in January, 1954. 


* * * 


'WO members of the state asso- 
ciation received outstanding 
honors at the convention. 

Carl E. Fribley, of Norwich, was 
elected the asso- 
ciation’s 1953 “Au- 
tomobile Dealer 
of the Year,” 
while President 
William A, Frame 
of Mineola was 
reelected for a 
second term. 

Frame (Chev- 
rolet) and Fribley 
(Cadillac-Pontiac- 
GMC) are the two 


Cari Fribley NADA directors 


for New York State. Other officers: 


Fred E, Mason of Malone 





| 
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Cadillac Queen— 


For Detroit's Labor Day parade, Delores Klein, an assembly line worker at Cadillac, 
wos chosen as Miss CIO from 14 girls representing UAW locals. She led the marchers 


in a 1953 Cadillac convertible. 


(Dodge - Plymouth), first vice- 
president; S. J. Reynolds of Syra- 
cuse (Ford), second vice-presi- 
dent; Ben F. Curry of New York 
City (Chevrolet), third vice-pres- 
ident; R. Harold Craig of Albany 
(Dodge - Plymouth), treasurer; 
Chester G. Daetsch of Hamburg 
(Hudson-International), assistant 
treasurer, and Ralph W. Austin 
of Jamestown (Dodge), secretary. 
Fribley, a past president of the 
organization, and current chairman 
of both the NADA and New York 
public relations committees, was 
elected by the mail vote of the 2,200 
member group. 
* * * 
REDERICK M, SUTTER, chair- 
man of NADA’s Industry Rela- 
tions Committee, moderated a panel | 
discussion on factory-dealer rela- 
tions, in which Bell participated. 
Peter J. Kaufman of Mount Vern- 
on, a past president of the associa- | 
tion, was moderator of another | 
panel. discussion on employer-em- | 


ploye relations. Other panel mem-| 


bers were: Judge Vernon F. Mur- 
phy of Mount Vernon; Dealers Ed- 
ward C. Scotti of Huntington and 
F, Curry of New York City and 
representatives of state and fed- 


| : 
N OTHER resolutions, the New | °T#! agencies. 


Irving J. Cole of Utica, directed 
a@ panel on apprentice training, in 
which Dealers Anthony Nelson of 
Utica and Laurence Cook of Buffa- 
lo took part, as well as representa- 
tives of the V. A. and the state 
education department. 


Fribley was chairman of the 
highways and safety panel which 





explained the 5-point highway pro- 
gram, 


Other members of this panel 
were Fred H. Sexauer, chairman 
of the N. Y. State Highway Users 
Conference; Norman Lawson of 
Central Valley, chairman of the 
association’s highway and park- 
ing committee, and Assemblyman 
James A, Fitzpatrick, secretary of 
the state’s highway finance plan- 
ning commission, 

The high school graduates, who 
won the association’s six $500 schol- 
arships in automotive technology, 
were presented to the convention 
by Dr. Laurence L. Jarvie, admin- 
istrative dean for state university 
schools and technical colleges. 

The boys, who will study the 
latest techniques in automotive 
maintenance at state university 
technical schools, received their 
checks at the convention. 

The convention committee 
cluded Fred E. Mason of Malone, 
honorary chairman; Maurice W. 
Devereaux of Plattsburg and G. W. 
| Dodds of Gouverneur, co-chairmen. 

Meetings and business sessions 
were conducted by Mason, presi- 
dent Frame and C. D. Henderson, 
executive vice-president. 





in- | 





Mercurys for Colo. Police— 


F. L. Macarty (left), Denver Lincoln-Mer- 
cury district sales manager, and G. R. 
Carrel, chief of the Colorado state high- 
way patrol, pose with Mercury patrol cars 
recently added to the state's police fleet. 


Vendergriff to Build 


Vendergriff Buick Co., Arlington, 
Tex., has completed plans for a new 
sales and service building. 





IS YOUR NAME IN LIGHTS? 


Whose lights? Every night driver on the road . 


- with new reflective 


Scotchlite flashing out your dealer name from “Travel-Ad” License Frames 
mastercrafted by Bush. Weather-defying Ultra-Krome finish stays = 
‘s- 


years longer! Also baked en letters, emblems! Top 
- free sketches submitted! Write for details 
—_ ‘choice territories still open!) 


manship, sparkling desi 
TODAY! (Salesmen: A 


BUSH DIE CAST PRODUCTS 


6 Dravus St., Seattle 9, Wash. 
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LABOR-SAVER 


CEMPCo 


You Need this. 


LOW COST asc: SAVER IN YOUR SHOP 


PRitomee ta (tet al te) Sd ha Mh lal? a ed: Be) ol oe 


dual 


Lifts and carries— through doorways, 


operating; 


nothing to get out of order. Lowers load gently, at a touch. 


wheels, 


oil drums, etc. 


l-ton, and 2-ton models. WRITE TODAY! 


for 35 years 


builder of machine tools 


/ LEMPCO PRODUCTS, INC. 


LAULPBY | 


NAME __ 
ADDRESS 


.aleading city. 


in narrow aisles. 


MAIL THIS COUPON NOW FOR COMPLETE DETAILS 





is with the LEMPCO MOBILCRANE. 


Quick 


compietely safe. Simple hydraulic pump mechanism; 


Veta else 










Bedford, Ohio 


Gentlemen: Send me prices and full information 
on MOBILCRANES. 








AUTOMOTIVE NEWS, SEPTEMBER 21, 1953 


Car, Truck Output Estimates 





By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 


Week Week dan. 1 dan. 1 
Ended Same Ended Sept. to to 

Sept. 19, Week, Sept. 12, 1953 Sept. 20, Sept. 19, 

1953 1962* 1953* to Date 1952* 1953* 
CHRYSLER ...........0..0..000 15,308 21,643 17,032 46,493 633,690 937,171 
CONOR arcrerccscescsscosscsces cesscveeee 164 1,155 2,144 80,489 123,492 
SED: - sctecesepercsriiensoreren 1478 2,665 1,980 5,058 67,255 99,738 
BOT . cassrscccrssorssenssccoesvee 2,852 74,076 2,261 6,386 170,882 223,763 
Plymou 11,636 32,905 315,064 490,178 
$4,137 102,639 633,101 1,085,662 
26,025 78,765 487,697 830,365 
85 23,466 35,159 
8,027 121,938 220,138 
42,173 131,067 1,238,437 2,193,456 








25,862 225,831 397,376 
1936 7 
80,800 591,740 1,130,584 
6,930 158,658 264,766 
15,539 191,625 320,131 
2,020 85,847 56,070 
sosneesese 48,461 19,562 
2,020 37,386 36,508 
seovestice BR esconsses 
3,439 58,730 60,792 
1,629 95,103 108,736 
919 42,060 71,736 
9,509 106,065 150,754 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 





Week Week dan. 1 dan. 1 
Ended Same Ended Sept. to to 

Sept. 19, Week, Sept. 12, 1953 Sept. 20, Sept. 19, 
1953 1952* 1953* to Date 952* 1953* 

8,691 4,952 16,126 212,046 283,647 

sities «= Sensis, = eal 208 asvetnitiais 

155 146 396 5,815 6,008 

60 64 206 2,158 2,127 

4,050 659 2,114 112,453 716,724 

46 47 153 1,164 1,616 

5,485 7,244 21,571 146,537 222,202 

3,299 1,024 3,421 77,964 89,805 

2,487 1,868 6,048 94,563 92,294 

134 167 577 7,374 8,534 

330 237 710 12,528 11,756 

1,291 204 730 39,802 2 

229 217 7139 8,929 10,772 

2,754 1,553 4,517 73,177 61,987 

307 *—sé«24 753 10,540 10,925 

Total Trucks, U. S..... 23,083 29,368 18,622 58,111 805,258 908,949 





~ Total Cars, Truc 
_U.S.. 


Cars and Trucks, 


9,340 8,217 


138,365 188,577 116,715 355,826 3,699,782 5,573,326 


23,693 267,527 368,961 


U. S. and Canada........ 146,480 147,917 124,932 379,519 3,967,309 5,942,287 
*Revised. omg ge includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, ——, Nash, 
N.B.: Ali U. 


"totem | Eebete cars and trucks for military orders. 





Production Shows Gain 
After Holiday Decline 


(Continued from Page 1) 


osha assembly plant. Before its 

shutdown, Nash was using a total 

of 18,000 workers at the two 
its, 


Today (Sept. 21) both Chrysler 
division and Packard are scheduled 
to resume output, leaving only 
Kaiser and Lincoln assemblies 
down. Lincoln, which has exhausted 
its supply of Hydra-Matics, is all 
but out of production, making only 
a handful of special orders. 

* 


Tos Independents last week 
picked up a few percentage 
points on total output, since the 


Metal Powder 
To Get Cheaper, 
e 

Meeting Hears 

WHITE SULPHUR SPRINGS, 
W. Va—A prediction that it will 
not be long before the price of steel 
powder will be less than that of 
finished steel and may approach 
that of pig iron was made at the 
first fall meeting of the Metal 
Powder Assn. here last week. 

Robert Talmadge, of New Canaan, 
Conn., who directed a panel on the 
outlook for metal powder parts, said 
that new ways are being found to 
produce good powder directly from 
ore and to reduce production costs. 

Clyde Batchelor, of Raybestos 
Manhattan Corp., pointed out that 
the use of automatic transmissions 
and more powerful engines mean 


an expanding market for metal 
powders as clutch and brake ma- 
terial. 


Big Three’s share slipped to 93.3 
percent from 95 percent the previ- 
ous week. 

General Motors took 44.7 percent, 
compared with.43 percent a week 
earlier; Ford took 35.6, against 35, 
while Chrysler Corp. slipped from 
17 percent to 13 percent. 

So far this year U. S, plants 
have turned out 4,664,377 cars and 
908,949 trucks, compared with 2,- 
894,524 cars and 805,258 trucks 
in the like 1952 period. 

At its present pace, the auto in- 
dustry should end this year with a 
total of 6,150,000 cars and 1,200,000 
trucks, which would make 1953 the 
second highest car-production year 
on record. The alltime mark was 
set in 1950 when 6,658,510 cars were 
produced. 

Car output this year already ex- 
ceeds the 1952 total by 7.5 percent. 


Louden Is Purchased 
By Detroit Firm 
FAIRFIELD, Ia. — Louden Ma- 
chinery Co., maker of farm building 
hardware and equipment, has been 
purchased by Mechanical Handling 
Systems, Inc., Detroit manufacturer 
of conveyor systems. 


Purchase price was reported to 
be in excess of $2 million. W. V. 
Casgrain, president of the Detroit 
firm, has been elected new presi- 
dent of Louden. W. L. Fry, associ- 
ated with Louden for many years, 
has been named general manager 
and executive vice-president. 


Swingle Adds Outlet 
Swingle Motor Co. eon 
illac), S. Sixth St., Zanesville, 
oie euctind aaaie naine an Minow 
ville Ave. and Alfred St. 


297,715 2,894,524 4,664,377 | 


Ford Neari 


Chevrolet Capacit 








Race for Top Spot Is Hotter 


(Continued from Page 2) 


Ford will build about 1,200,000 

cars in 1953. Chevrolet will prub- 

ably turn out about 1,500,000, 

however, Ford’s present expan- 

sion program is designed to make 
») it possible, productionwise, to 
close that gap. 


Sullivan said Ford plans to make |as many cars as 


buying them from suppliers. He 
specifically listed generators, start- 
ers, shock absorbers, horns and 
other electrical components. 

From 1949 to 1950, according to 
figures computed by AUTOMOTIVE 
News from registration statistics, 
Ford sold from 78 to 82 percent 
did Chevrolet. 


more of its own parts, rather than | Ford hiked that figure to 85.91 per- 


Glidden Tour 





Leaves Cleveland— 


Pioneer days of the auto industry were brought back to life last week when the 
historical Glidden tour started out from Cleveland for Detroit, with Singer James 
Melton leading the caravan in his 1907 Rolls-Royce. Melton is chairman of the tour 
committee. On its stop in Toledo, the group joined Willys Motors in its golden 
anniversary activities. In Detroit, the participants were feted by General Motors and 
Chrysler Corp. Climax of the tour was the annual Old Car Festival at Greenfield 
Village, held this year in tribute to the 50th anniversary of Ford Motor Co. 





L-M Sales Realign 


Crowley, Daniels and Nadal Are Named 
Assistants to Bayne 






ment 


DETROIT.—A major realignment ;for 22 years, with a broad back- 


of the sales department of the Lin- 
coln-Mercury division of Ford Mo- 
tor Co. was announced last week 
by Joseph E. Bayne, general sales 
manager. 

Three assistant general sales 
managers, with direct responsi- 
bilities for specific functions con- 
nected with the sales of the 
division’s products, have been ap- 
pointed. 

A. H. Crowley, who had been 
manager of product promotion and 
distribution, has been named as- 
sistant general sales manager in 
charge of Mercury sales; Henry B. 
Daniels, formerly western region 
sales manager, has become assist- 
ant general sales manager in charge 
of Lincoln sales; and R. R. Nadal, 
who was manager of product sales 





A. H. Crowley H. B. Daniels 


and services, has assumed the posi- 
tion of assistant general sales man- 
ager for staff activities. 


Replacing Daniels as western re- 
gion sales manager, with headquar- 
ters in Los Angeles, will be George 
S. Coats. Coats had been manager 
of the Lincoln sales department. 

C. L. Hostetler, formerly man- 

ager of the Mercury sales depart- 
ment, assumes a newly created 
post as manager of fleet sales. 
To complete the reorganization, 
R. F. G. Copeland, advertising 
manager since 1948, will take on 
additional responsibilities as man- 
ager of advertising, sales promo- 
tion and 

Crowley has been associated with 
Ford since 1926, starting as assist- 
ant manager of the first Lincoln 
retail store. He has held positions 
in all phases of sales activity con- 
nected with Lincoln and Mercury 


cars. 

Daniels joined the Lincoln-Mer- 
cury division in 1948 and served as 
supervisor of districts until his ap- 
»|pointment as western region sales 
manager in June, 1948. He has been 
connected with the auto industry 


ground in retail selling, engineer- 

ing and sales administration. 
Nadal joined Ford in 1946, and 

has held posts as manager of the 





G. 8. Coats R. R. Nadal 


used-car and truck sales depart- 
ment and general sales assistant 
on the company’s sales and adver- 
tising staff. 

Coats was L-M sales manager in 
the Detroit district from April, 1949, 
to June, 1952. He joined Ford in 
1938 at Minneapolis and has served 
in various capacities. 


Brosnan to Head 
K-W Detroit Zone 


TOLEDO.— The appointment of 
Frank J. Brosnan as zone manager 
of a we created Detroit Zone of 
the Kaiser-Willys 
sales division of 
Willys Motors, 
Inc, was an- 
nounced last week 
by Roy Aber- 
nethy, general 
sales manager. 

The new zone 
office will be lo- 
cated at Willow 
Run, handling 
distribution of 
both Kaiser and 
Willys cars to K-W dealers through- 
out Michigan, with the exception 
of a few counties in the southwest, 
Abernethy said. 

Brosnan’s auto background in- 
cludes 13 years with Chrysler Corp., 





F. J. Brosnan 


where he served in various sales | GM 


and merchandising capacities. He 
joined Kaiser-Frazer in 1947 as 
Philadelphia regional manager, was 
promoted to eastern divisional man- 
ager, then to assistant sales man- 
ager. 

“athe E. Whalen, Ypsilanti, will 
be assistant manager of the Detroit 
Zone, and E, E. Black, Bellville, will 
be service and parts manager. 





cent in 1952, claiming 17.61 percent 
of the total market, compared with 
Chevrolet’s 20.5 percent. 

According to 1953 registration 
figures for the first seven months, 
Ford’s share was 16.33 percent 
and Chevrolet had increased its 
sales to 23.37 of the market. 
Ford production, however, was 
hampered during the spring and 
early summer by shortages result- 
ing from labor trouble in supplier 
plants. 

Both Ford and Chevrolet are 
forging new weapons for the tough- 
ening competition ahead. While 
Sullivan would not discuss new 
models, he said the 1954 Fords 
would utilize the ball-joint front 
suspension introduced this year by 
Lincoln. 

Reliable sources say that Ford’s 
long-heralded overhead-valve V-8 
—with horsepower kicked up— 
will also make its debut in 1954. 

Chevrolet has a new engine re- 
portedly scheduled for public intro- 
duction on its 1955 models. Major 
machines are to be delivered in the 
first quarter of 1954, and some pro- 
duction of the new engine is ex- 
pected before the end of next year. 
The engine, it is reported, will go 
into a new Chevrolet being de- 
signed “from the ground up” under 
the direction of Chief Engineer 
E. N. Cole, formerly with Cadillac. 
These reports indicate that Chev- 
rolet is pacing itself, also figuring 
that the key battle may be two 
years away. 

While these developments have 
been unfolding at the manufac- 
turing level, skirmishes for su'es 
leadership already are being 
fought in the outposts. 

Ford dealers have been promot- 
ing one-day sales campaigns, many 
of which have moved more than 
100 units in 24 hours. 

Chevrolet dealers have as yet 
done nothing so dramatic, but vet- 
erans in the auto business recall 
Chevrolet’s “block system” of the 
halcyon ’20s, when every person in 
the U. S. was supposed to be per- 
sonally contacted by a Chevrolet 
salesman in the course of a year. 

Other footnotes to the 1953 mar- 
ket story indicate what may be 
ahead. In a unique trading deal in 
Arkansas, a Chevrolet dealer 
offered to trade evenly 75 new 
Chevrolets to the State for 75 used 
cars, if three months later he could 
trade 75 more new Chevrolets for 
the first group. 

Chevrolet refused to supply him 
the cars for the second half of 
the transaction. He concluded the 
deal with new Fords. Where he 
got them is his secret, and Ford 
officials have remained mum, 

In Nashville, a private arrange- 
ment was disclosed whereby new 
Fords and Chevrolets were sold 
at attractive discounts to employes 
of an insurance firm. This, some 
dealers believe, could signal the 
beginning of localized price wars. 

With a buyer’s market in full 
flower, many a throat-cutting in 
the fair name of Competition can 
be expected, sales veterans believe. 


Texas Synthetic Plant 
Sets Safety Record 


PORT NECHES, Tex.—A world 
safety record for the synthetic 
rubber industry has been estab- 
lished by the Port Neches synthetic 
rubber plant, built and operated 
for the Government by B. F. Good- 
rich Chemical Co. 

After registering 3,551,981 man- 
hours worked without a lost-time 
accident, the plant received perm- 
anent possession of the President’s 
Cup, Goodrich safety award. The 
plant won the cup in 1950, 1951 and 
1952. 





Auto Stocks 





Sept. Sept. 1953 
16 9 High Low 

Chrysler 655 67% 96% 64 

54% 56% 69% 53% 
Hudson 10% 11% 11 16% 
Kaiser 3 3% 5% 2 
Nash 17% 18% 25% 16% 
Packard 4% 4% 6% 4 
Stude. 23% 21% 48% % 
Average 25.57 27.12 


Compiled from reports of trading on ‘he 
American and New York Stock Exchang*s. 
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A big sales success in its first season 
—now ry at a new, lower price. 
Nothing to equal it for washing the 
car an ‘fer dozens of uses in the 
home. Made of lintless, extra-tough 
Chenille, bleached snowy white. Nicely 
made with elastic cuff and put up in 
a clear plastic bag. Dozen to a carton. 
Eye- catching display rack furnished 


free. 
can’t supply, 


Joost 2 
ng AEE 


Made by 
LAS-STIK MANUFACTURING co. 
Hamilton, Ohio 





If jobber 






LICENSE PLATE 


FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 















Heavy %-inch bolt 

(with T-head and 

square shoulder) 

fastens license plate securely in place. 
Will not lose off. 


PLATED TO PREVENT RUST 
gt ce, 
(Packed 12 to Box) 


eac! 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish Order 
Direct. Write today for free catalog 
of over 200 Houser service items. 


HOUSER 


















Engr. & Mfg. Co 
Bluffton, Indiana 
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Where Automotive Ownership 
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FACTORY APPROVED 


INTERIOR 
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MOVE USED CARS FASTER 
AT HIGHER PRICES! 


less Labor—Quality Work—Low Cost 










Write for Catalogue 
Arndt-Palmer Lab. Inc. 
Michigan 





Melvindale, 









T3—T BUILD SERVICE PROFITS 
Y with personalized 


STEMAC 


DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 
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Ward Is New President... 


Take Safety Initiative, 
N.D. Dealers Urged 


BISMARCK, N. D.— Automobile 
dealers have a great responsibility 
for safety on the highways, the 
North Dakota Autombile Dealers 
Assn. was told at its annual con- 
vention here last week. 


Harold Schafer, president of 
Gold Seal Co., Bismarck, told the 
dealers they have the power to 
correct some of the faults that 
make automobiles killers, and 
that they could force manufac- 
turers to correct safety hazards 
in auto design. 

Some 200 persons were registered 
for the convention at which John 
Ward, Bismarck, was elevated from 
vice-president to president of the 
association. Clifford Hunstad, Car- 
rington, was named vice-president. 
Ward succeeds Clifford Overvold, 
Fargo. 

On the eight-man board of direc- 
tors are F. N. Kielty, Gran Forks; 
Galen Frosaker, Minot; Gilbert 
Saxowsky, Dickinson, and R. M. 
Stoudt, Jamestown. George Dixon, 
Fargo, continues as manager. 


Holdover directors are Fred 
Frederickson, Devils Lake; Paul 
Ingwaldson, Crosby; Charles Whit- 


Worman Named 


K-W Distributor 
For 52 Counties 


TOLEDO.—The appointment of 
Laurel C. Worman, Inc., as Kaiser- 
Willys distributor for 49 counties 
in northern Ohio and three counties 
in northeastern Indiana, was an- 
nounced last week by Roy Aber- 
nethy, general sales manager for 
Willys. 

Worman has been assigned fran- 
chises covering Kaiser, Henry J, 
Willys cars, Jeeps and commercial 
vehicles. 

Laurel C. Worman, president of 
Worman, is a veteran of 37 years 
in the auto business. He opened 
his first dealership in Sandusky, O., 
in 1916, handling Hudson cars. Two 
years later he moved to Toledo. He 
has been an Ohio Willys distributor 
and dealer in Toledo since 1941. 

The Kaiser-Willys retail depart- 
ment will be located at 1621 Madi- 
son Ave., and the wholesale depart- 
ment at 1420 Madison Ave. 

Worman said his company will 
proceed immediately to franchise 
K-W dealers throughout his terri- 
tory, and he expects that they in 
turn will increase their sales and 
service personnel. 


tey, Bismarck, and Lee Agney, 
Wahpeton, 

Schafter warned the dealers that 
they are “selling a murderous 
weapon” and he urged them to 
propose a change in North Dakota 
traffic laws that would “outlaw car 
killing.” 

S. W. Thompson, North Dakota 
highway commissioner, asked for 
the support of the dealers for a 
long-range properly financed 
state highway program. 

After Thompson asked the deal- 
ers to help “sell” the campaign to 
finance better roads, the convention 
adopted the following proposals: 

1. A one-cent non-refundable mo- 
tor fuel tax to be used exclusively 
for the farm-to-market road sys- 
tem. 

2. A five-mill general property tax 
levy for roads. 

3. Setting aside sales-tax money 


5 Auto Makers Hit 


By Cancellation of 
Jet Engine Orders 


WASHINGTON.—Cancellation of 
orders for several thousand jet air- 
craft engines, announced last week 
by Air Force Secretary Harold E. 
Talbott, will affect among others 
Packard, Studebaker, Nash, Buick 
and Chevrolet. 

According to Talbott, the cancel- 
lation will result in savings totaling 
$400 million. 

Charles E. Wilson, secretary of 
defense, told the press that the 
decision would “not affect produc- 
tion of one single plane” in the 
planned buildup of the Air Force 
to 143 wings in 1955. 

It was pointed out that the time 
between overhauls on jet engines 
is increasing through accumulated 
know-how, improved design and 
improved maintenance. Also, the 
attrition rate has been gradually 
decreasing, Talbott said, so that 
fewer engines are needed. 


7 Years of Safety 
SCOTTSVILLE, Va.—The U. S. 
Rubber Co. plant here has com- 
pleted seven years without a dis- 
abling accident. Since the tire-cord 
plant was built in 1946, more than 
:four million man hours have been 
worked in safety. The plant has 
received 18 national, state and com- 
pany safety awards. 





Worman Takes On Kaiser-Willys— 


A new contract for distribution of Kaiser and Willys cars in 49 northern Ohio 
counties and three counties in northeastern Indiana is signed by Laurel C. Worman 
(left), Toledo. Seated beside him is Roy Abernethy, K-W sales manager. Standing 
are Larry Doyle, Willys regional sales representative, and John Raisbeck, assistant 
general manager of the Kaiser-Willys sales division. 





collected by the State for automo- 
biles, accessories, etc., for road pur- 
poses, the total not to exceed two- 
twelfths of the total tax. 

Thompson estimated it would 
take from $10 to $11 million a year 
to support the road program, Of 
this total, $7.5 million would go to 
match Federal funds, and the rest 
would be to repair and improve the 
farm-to-market system. 

The highway commissioner said 
North Dakota drivers are spend- 
ing more on auto insurance than 
on highways. 

“People will go out and pay $3,000 
or $4,000 for a car,” he said, “but 
won’t pay for good roads to drive 
that car on.” 

Another speaker, I. E. Solberg, 
professor of economics at Bismarck 
Junior College, warned the dealers 





75 


that they are entering a period of 
increasing competition. 

“However,” he said, “you don’t 
have to think there is going to be 
another depression.” 


Waco Paper Hails Mitchell 
On His Way to Recovery 


WACO, Tex.—Joe Mitchell, owner 
of Central Motor Co., who is re- 
covering from an illness incurred 
last December, was welcomed back 
recently by the local paper in an 
editorial praising him as a “popular 
business leader.” 

Calling him the man “who built 
one of the greatest auto industries 
in the south,” the editorial said, 
“We need him in Waco now more 
than ever.” 





THE EXTRA-COMFORT SEAT CUSHIONING 
S LEADING CARS 


ie 


‘ee 


THE NATION’ 


GEORGE P. HOOPER 


Aw ry 


EXCEPTIONAL 





OPPORTUNITY 


Automobile Account Executive 


Leading, rapidly-growing advertising agency has exceptional opportunity for 
account executive to contact major manufacturer of passenger cars. 


This man knows the automobile business. 


He should know advertising, too. 


He has probably worked on passenger car advertising and/or sales promotion 
for several years, and is now ready to take the next step up to a position 
of major responsibility. He is young in spirit, and if he has the experience 


outlined, may also be young in years. 


He need not be a copy writer, art director, media expert, or research special- 
ist. He realizes thot there are specialists within his agency, and that his job 
is to interpret the advertising problems to these experts and then present 
their work to the client in professional fashion. 


A real opportunity for growth, both in stature and remuneration, is available 
for the right man. Personnel of the agency know about this ad. 


Send complete resume of background and experience, including indication 
of approximate present earnings, to Box AN 480, Detroit 26, Mich. 








Going Places... 








“I'll say we're going places— WITH AVIS”, 
says A. D. Maxwell, President of Fort Lee 
Motors, Inc. (Ford Dealership) and 
Maxwell Motors, Inc. (AVIS Franchise). 

“We have increased our daily rental 
fleet from 4 cars to 15 cars in less than 
ten months as an AVIS licensee. Our 
daily rental fleet has been supplemented 
by more than 20 units on long-term lease. 
We have maintained a pattern of 
constant expansion since joining the 


AVIS System.” 


Mr. A. D. Maxwell, Ford Dealer, 



















AVIS Licensee, Fort Lee, N. J. 








Excellent dealer franchises are still available 
throughout the country. Write for full details. 
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Paul A. Larson, Vice-president 
AVIS Rent-A-Car System 
10734 Fullerton Ave. 

Detroit 4, Michigan 
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Independents Gain 


As U.C. Sales 
Drop in Detroit 


DETROIT.—August retail used- 
car sales in Wayne County dropped 
off 2,114 units from the July total, 
it was announced last week by the 


Detroit Automobile Dealers Assn. 


According to the report, August 
sales totaled 13,096 as compared to 
15,210 a month earlier. The August 
total, however, is the lowest since 
February of this year, when 11,906 


units were sold. 

Ford was the most popular car 
on the lots, the report showed, 
selling 22.98 percent of the total 
market, or 3,009 cars. Chevrolet 
was second, taking over 13.63 per- 
cent of total sales, or 1,784 cars. 


In third place was Plymouth, with 
1,311 cars, or 10.01 percent of the 


total. 


Nash was the fastest selling of 
the independent lines, with 3.95 per- 
cent of the market, or 518 cars. 
Hudson was close behind with 3.75 
percent of the market (491 cars), 
followed by Studebaker with 3.10 
percent of the market (406 cars). 

Despite a lesser number of cars 
actually re-titled in August, the in- 
dependent makes scored a percent- 
agewise gain over Big Three-pro- 
duced cars, the DADA report 


showed. 


The independent share for Au- 
gust was 16.31 percent of the total 
market, as compared to 15.58 per- 
cent in July. This gain was reflected 
in the Big Three drop from 84.42 
percent of the July total to 83.69 


in August. 


Within the Big Three, GM-made 
cars scored the highest number of 
sales for August with 4,459. Ford 
Motor Co. was second with 3,868, 
and Chrysler Corp. third with 2,633. 

By makes, Wayne County used- 
car sales for August were as fol- 
lows: Chrysler, 332; DeSoto, 278; 
Dodge, 712; Plymouth, 1,311; Ford, 
3,009; Lincoln, 125; Mercury, 734; 
Buick, 874; Cadillac, 209; Chevro- 
let, 1,784; Oldsmobile, 745; Pontiac, 
847; Henry J, 57; Hudson, 491; Kai- 
ser, 281; Nash, 518; Packard, 190; 
Studebaker, 406; Willys, 53; and 


miscellaneous, 140. 


Obituaries 


Will Dammann, 
Service Pioneer 


ROCK ISLAND, Ill.—Will Dam- 
mann, founder and president of the 
died of a heart 
attack Sept. 11. Mr. Dammann was 
the first Ford dealer in Lansford, 
N. D., and also handled implements. 
In 1913 he joined with A. I. Sandbo 
in the manufacture of starters for 
Ford cars and brought the business 
to Rock Island. In 1917, he incor- 
porated the business under its 


Bear Mfg. Co., 


present name. 


Member of the SAE and Automo- 
tive Old Timers, Dammann is given 
eredit for developing the first 
wheel-aligning equipment to be 
made commercially for the service 
trade and was the pioneer of wheel 


balancing. 
B. D. Kunkle, 70, 
Director of GM 


DETROIT.—Bayard D. Kunkle, 
70, a director of General Motors, 
died last week at Henry Ford Hos- 


pital here. 


A GM executive since 1925, Mr. 
Kunkle retired as_ vice-president 
in 1949, but continued active on the 


board. 


He became a member of the pol- 
icy committee and a vice-president 
in 1949, taking charge of the acces- 


sory group. 
* * * 
Miles A. Brightbill 


LEBANON, Pa. — (UTPS) — Miles A. 
Brightbill, 61, president of M. A. Bright- 
wholesale truck 
equipment and bus manufacturing business, 
since 1919, died Sept. 7. He was a director 
of the Truck Body & Equipment Manu- 
Pennsylvania Automotive 
Assn. and Pennsylvania Motor Truck Assn. 


bill Body Works, Inc., 


facturers Assn., 


¥* 


* * 
Floyd E. Kennedy 


HARRISBURG, Pa.—(UTPS)—Floyd E. 
Kennedy, district manager of Hudson Mo- 


tors, died Sept. 9. 
*” x od 


Harold E. Hilts 
WASHINGTON. — Harold E. 


an economic adviser. 


SALESMEN. Wonderful 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for use of a box 


number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE. 


insertion. 


CLOSING: SIX DAYS 


IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


eT 


AUTOMOTIVE NEWS 





HELP WANTED 


opportunity for 
ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 
attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 
Write for information, stating quali- 
fications. Fabric Mfg. Co., Inc., 205 
Thomas St., Newark, N. J. 


BUSINESS MANAGEMENT REPRESENT- 


ATIVES. Large automobile manufacturer 
is interested in men with accounting 
backgrounds to train as business man- 
agement representatives to work with 
dealers in field. College desirable. Good 
salary, excellent opportunity, company 
car furnishd when assigned to field. 
Write Box 3027, c/o Automotive News, 
Detroit 26, giving details of experience 
and personal qualifications. 


OPERATING 
MANAGER 


For several dealerships, coast to coast, 
with ability to operate one of Big Three 
under contract permitting entire purchase 
from bonus. 


@ SALARY RANGE $9,000 to 
$12,000 

@ PERSONAL CAR 

@ TWO WEEKS VACATION 


@ $15,000 LIFE INSURANCE AND 
HOSPITALIZATION 

@ BONUS 15% TO 25% OF NET 
PROFIT BEFORE INCOME 
TAXES 

@ POSSIBLE COMPLETE PUR- 
CHASE IN FIVE YEARS 


Must be mature, fully-experienced, with 
either General Manager or heavy Sales 
Manager experience, large volume. 
Apply with full details and photograph, 
confidential, t 


CENTRAL SERVICES, INC. 


201 Midland Building, Kansas City, Mo. 





FLEET MANAGER. Take complete charge 


of fleet sales. Must have personal ac- 
counts and able to pick up new business. 
50-50 split on profit. Very low overhead. 
Every inquiry will be strictly confidential 
and answered personally. Box 2979, c/o 
Automotive News, Detroit 26. 





WANTED—SERVICE MANAGER. Modern 


shop. Top salary and incentive plan. 
Hammond’s Hudson Sales and Service, 
628 Cedar Lane, Teaneck, N. J. 
Te. 6-7373. 


POSITION WANTED 





MOPAR PARTS MANAGER, Experience in 
handling up to $50,000 stock. Presently 


employed by small dealership. Able to 
set up proper parts operations. Must be 
permanent. Desire change for advance- 
ment. Prefer medium size dealership. 
Prefer southern location, Box 3012, c/o 
Automotive News, Detroit 26. 





Automotive 


Hilts, 70, 
deputy commissioner of the Bureau of Pub- 
lic Roads, died unexpectedly Sept. 5 at his 
home, Silver Spring, Md. Mr. Hilts joined 
the bureau in 1936, serving principally as 
deputy commissioner in charge of design. 
He entered Government service in 1934 as 


SALES MANAGER AVAILABLE — Con- 


sider any state. Box 3028, c/o Automo- 
tive News, Detroit 26. 





ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


News can help you by 


bringing your wants to the attention of 
manufacturers. 
An advertisement in this section will do 


the trick at a nominal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 





DEALERSHIP, 


POSITION WANTED 


MR, DEALER—Do you need a good right 


hand man? Are you looking for an 
energetic, honest, dependable man to 
assume some of your responsibilities? 
Fourteen years automotive experience, 
including management of parts, office 
(some Motors Holding) and sales depart- 
ments. Also assistant and general man- 
agement. Prefer 100 to 400 car contract 
located west of Mississippi. Will accept 
Position as office, sales, assistant or 
general manager or any combination 
thereof. Happily married, 43 years old, 
church member, Good references. Want 
permanent location. Available immedi- 
ately. Box 3008, c/o Automotive News, 
Detroit 26. 


ATTENTION FORD OR GENERAL Mo- 


tors dealers! Hull-Dobbs general man- 
ager desires to make change to privately 
owned volume Ford or GM dealership. 
Know all phases of volume operation and 
how to do it at a profit. Will consider 
any section of the U.S.A, Over 20 years’ 
experience in all phases of successful 
management. Salary and percentage of 
profits deal preferred. Write or wire Box 
3009, c/o Automotive News, Detroit 26. 


SALES MANAGER, at present employed, 


desires to relocate, Looking for dealer 
having used car and general sales 
troubles, Seventeen years’ experience do- 
mestic and foreign automobiles. Proven 
record of volume and fleet operation 
wholesale and retail. Box 3010, c/o Auto- 
motive News, Detroit 26. 


SALES OR GENERAL MANAGER. Am 


qualified through actual experience and 
educational background to manage all 
department heads or any department in 
dealership. Past experience has been with 
a large aggressive Ford dealer. I am 
young, married and accustomed to hard 
work. Desire location in middle Atlantic 
or southern State. Box 3011, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER—Age 30, neat ap- 


pearance, top appraiser, five years’ ex- 
perience. Will stand rigid investigation. 
M. B. Galloway, P. O. Box 846, Holly 
Hill, Fla. 


SALES MANAGER OR GENERAL MAN- 


AGER, formerly GM volume dealer, 
wants position. Fully conversant with all 
types of dealer merchandising. Sales 
training and phases of general manage- 
ment. Young and aggressive. Record 
speaks for itself. Have cash to invest if 
necessary. Free to go anywhere. Replies 
confidential. Box 3013, c/o Automotive 
News, Detroit 26. 


TRUCK SALES MANAGER, 44 years of 


age—18 years’ experience in truck 
business, wants position as sales man- 
ager or a good commission setup on 
retail selling where the potential earn- 
ings will run above $15,000 yearly. Write 
M. G. Dermody, 1820 Nassau Blvd., 
Charlotte, N. C. 


DEALERSHIPS AVAILABLE 7 


WANT A BUSINESS in paradise? New car 


dealership in famous LaJolla, California. 
Key all your resort spots on Pacific 
coast—most modern, attractive facilities 
in area, See Automotive News issue Au- 
gust 17th, page 33. Located main high- 
way between LaJolla and San Diego. 
Perfect all year climate. Lifetime setup, 
ideal location to have your business and 
relax the year around. 250-300 new and 
350 used units yearly. For information 
phone or write Russ Grether or Bob 
Robeson at Russ Grether, Inc., 5535 La- 
Jolla Bivd., LaJolla, Calif. Phone Glen- 
cove 5-6196. 


DEALERSHIP HANDLING STUDEBAK- 


ER, located in prosperous eastern Ne- 
braska community on U. 8S. highway. 
Trading area of over 17,000. Excellent 
building and lot, long term lease—$150 
per month. No receivables or used cars, 
completely equipped shop, A real oppor- 
tunity. Less than $18,000 required—no 
blue sky. Inquiries strictly confidential. 
_ 3019, c/o Automotive News, Detroit 
6. 


WELL ESTABLISHED DEALERSHIP in 


business same city twenty years, serving 
all year-round business trading area— 
75,000. Wealthy residential section lo- 
cated in central N. J. One of the leading 
independents enjoying excellent repair 
business. Capital needed $50,000. Owner 
retiring. Box 3020, c/o Automotive News, 
Detroit 26. 

handling Buick, western 
Kansas town of 12,000 with big trade 
territory. 100 to 150 cars. $20,000 will 
buy inventory and shop equipment. Mod- 
ern building and lct at reasonable rent. 
Factory approval necessary. Box 3021, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





COMPLETE DEALERSHIP, 


CENTRAL 


TEXAS GULF COAST AREA, 





DEALERSHIPS AVAILABLE 


“factory ap- 
proval,’’ including buildings, land, tools, 
and equipment, Western Mass. dealer, 
handling Buick, 18 years; continuous op- 
eration 46 years. Trade area 100,000. 
200-250 sales potential, Always a money 
maker. Valuable real estate on most im- 
portant highway and city location. Low 
operating costs. A real setup and buy 
for one with financial and personal abili- 
ties. Purchase of used cars optional. 
Buick parts at inventory value. Arrange 
for early inspection if interested. Owner 
will retire when sold. Address Box 3016, 
c/o Automotive News, Detroit 26. 


FOR SALE—Dealership handling Nash and 


Ford tractor, farm implements, Will lease 
or sell building. Short distance from Cin- 
cinnati, Ohio. Reason for selling is ill 
health. Box 3017, c/o Automotive News, 
Detroit 26. 


NORTH TEXAS DEALERSHIP, handling 


Ford, available immediately subject to 
factory approval, Hundred car deal. Fully 
equipped used car lot adjoins excellent, 
modern brick building with good show- 
room and shop space under lease, No real 
estate. Parts, accessories, shop and of- 
fice equipment for sale only for cash. 
Prosperous oil, agricultural and industrial 
town of over 3,000, Call, wire, write or 
apply to Earl C. Fitts, F & M Bank 
— Nocona, Texas. Telephone 244 
or 379. 


FOR SALE. Auto agency, handling Stude- 


baker cars, trucks, in st town eastern 

North Carolina. Modern showroom, parts, 

service department. Good lease with 

building. Terms if necessary. Contact 

_ ao Bullard, Bullard Motors, Whiteville, 
+ 


HANDLING DODGE-PLYMOUTH—80 unit 


potential. Puget Sound area. Parts and 
equipment at inventory approximately 
$15,000. Low overhead. Box 3018, c/o 
Automotive News, Detroit 26. 


NEW YORK—‘Big 3’’ fran- 
chise! Well established. Ultra modern ga- 
rage, gas station. Complete, modern fa- 
cilities. Will sell or rent. Box 3014, c/o 
Automotive News, Detroit 26. 





WILL SELL DEALERSHIP handling Lin- 


coln-Mercury—300 cars. Located heart of 
Tenn. Valley industrial area. Trading 
area 100,000. Long lease on modern build- 
ing and adjacent lot. Factory approval 
necessary. Box 3015, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 


BAKER. Well established. Excellent city 
of 100,000 in midwest. Trading area of 
200,000. Modern equipment. No real 
estate. Book value. No blue sky. 200 car 
deal, Box 3001, c/o Automotive News, 
Detroit 26. 


FOR SALE—Dealership, handling Buick, 


in world’s largest gas field. 100 car con- 
tract. $15,000 or inventory. Monthly lease 
—$150. Factory approval required. Rasor 
Buick Co., Carthage, Texas. 


handling 
Buick, Located in progressive community 
—8,000 population. 25 miles from one of 
Texas’ fastest growing cities. Average 
new Buick deliveries, 100 per year. Com- 
plete set up—$20,000. Rent per month, 
$125. Box 3022, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Ford products; 


200 car contract; doing approximately 
$800,000 business yearly; high profit 
every year; parts, accessories, tools, etc. 
approximately $40,000; new building, will 
lease or sell; will sell part interest or all; 
factory approval necessary. P. O. Box 
1702, Louisville, Ky. 


DEALERSHIPS AVAILABLE 


WICHITA, KANSAS—Well established « ea}. 
ership, handling Nash. Single dealer ; oint 
in one of nation’s fastest growing c ‘ies, 
The largest and most profitable i\ash 
deal in Kansas. Total sales 1952, aprrox. 
imately $3,000.000—profits good, A rea) 
opportunity. Buyer need purchase only 
parts and accessory inventories ciong 
with necessary furniture, fixtures and 
shop equipment. No real estate, blue sky 
used cars or receivables to buy. Wire, 
write or phone 2-1435. Byron S‘out, 
Wichita, Kansas. 


FOR SALE—Dealership handling Lincoln. 
Mercury. 100-300 car contract. Located 
in rich farming and resort area of Michi. 
gan, City 20,000, trading area 50,009. 
Long lease on building and adjaceft 
used car lot. Owner has other interest, 
Factory approval necessary. Box 2972, 
c/o Automotive News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP HANDLING STUDE- 
BAKER. Well established profitable 
dealership in central Massachusetts city 
of 25,000. Will sell for parts and equip- 
ment inventory. Satisfactory lease can 
be arranged. Factory approval required. 
Box 2976, c/o Automotive News, De- 
troit 26. 


DEALERSHIP FOR SALE, handling Hud- 
son, including large stock of late mode) 
parts and all the latest modern equip- 
ment. This dealership has good personnel 
and a good service department. Building 
is rented, For full particulars contact 
Box 3030, c/o Automotive News, Detroit 
26. Price is reasonable. Dealership is 
located in eastern Penn. 


DEALERSHIP — Southeastern Ohio han- 
dling one of General Motors leading fran- 
chises and trucks. 50 to 60 units per 
year. Trading area 10,000. New, modern 
building and equipment. Located prosper- 
ous Ohio community on U. 8. highway. 
No used cars or receivables involved. 
Factory approval necessary. Box 3031, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER, Located in heavy industrial 
area of eastern Ohio. 150 car deal. Parts 
and equipment only. Price $25,000 which 
is far under inventory value. Would con- 
sider taking late model used cars as full 
or part payment. Write Box 3032, c/o 
Automotive News, Detroit 26. 





225 CAR DEALERSHIP AVAILABLE IN 
CENTRAL CALIFORNIA 

Handling One of the “Big Three” 
Gross sales over $1,000,000 last four years. 
Have good reputation in area and one of 
the most modern buildings in the automobile 
business. Designed building myself only for 
an automobile agency. Used car operation 
adjoining. Have opportunity to invest in a 
larger deal handling same line in different 
area. No real estate, no accounts receivable, 
no blue sky. Replies held confidential. Must 
have factory approval. 

3006, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET. 
North central Kansas, 120 units, On US 
Highway 81. No buildings to buy, good 
leases. Box 3003, c/o Automotive News, 
Detroit 26. 


MIAMI—Attractive Willys dealership avail- 
able. Contact Willys Miami Motors Dis- 
tributor, 2100 Biscayne Blvd., Telephone 
9-3636. 

DEALERSHIP—FLORIDA, handling Stude- 
baker. Thriving town. At inventory $23,- 
000. C. L. Jordan, Box 746, Palatka, Fla. 











AUTO AGENCIES 


Large, medium and small “Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y 
ULster 2-5600 





FOR RENT 
BUILDING 


140 FEET BY 48 FEET and 56 FEET BY 30 FEET 
with 


SHOWROOM, OFFICES 


AND SHOPS 
Together With 


PARKING LOT 
Across the Street South from Herring Hotel 


AMARILLO, TEXAS 


Write Mrs. Cleo Jenkins 
2814 Washington, Amarillo or Phone 3-0244 
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DEALERSHIPS AVAILABLE 
— 
HALF INTEREST IN 
AUTO AGENCY —°"BIG 3" 
of Washington, D. C. 1952 volume, ap- | 
proximately $500,000. Long established. $25,00) 
cash necessary represents '/2 interest and Yq of 
javentory and equipment. Money to be used 
to obtain 200 car franchise. No good will. 
DAVID JARET COMPANY 
Montague Street Brooklyn, N. Y. 
- UL 2-5600 


— 
DEALERSHIPS WANTED 


@HEVROLET — 200-350 new units. Town 
12,000-40,000. Lower half U. 8S. preferred 
or Pacific northwest. Replies confidential. 
Box 2995, c/o Automotive News, De- 
troit 26. 

DEALERSHIP WANTED. Chevroiet—Nortn 
Jersey. Write full particulars Box 25. 
c/o Paterson Evening News, Patersor 
N. J 












ANY GM OR DUAL also Ford or DeSoto- 
Plymouth in following locations—southern 
California, Arizona, Connecticut. Factory 
approval assured. Replies held confiden- 
tial. Box 3029, c/o Automotive News, 
Detroit 26. 

BIG THREE DEALERSHIP wanted wit. 

75 miles New York City, Hammond, 54 

Riverside Drive, New York, N. 

WAtkins 4-6754. 

DBALERSHIP WANTED. Any of ‘Big 
Three.’’ In Philadelphia area. Have ex- 
perience and will pay cash. Box 2999, 
c/o Automotive News, Detroit 26. 

“BIG THREE’’ DEALERSHIP 

Diego county. George Viner, 

Calif 















in San 
La Jolla, 





MR. FORD or GM DEALER 


. | am interested in your going concern 
if your minimum allotment is 400 units. Am 
dealer at present looking for opportunity to 
enlarge. Can assure factory approval and 
$200,000 capital. Contact me giving full 
details. Your reply will merit immediate at- 
tention and strict confidence. 


fex 2962, c/o Automotive News, Detroit 26. 





INVENTORY SERVICE. Parts and acces- 
Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time heip; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
erganization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


SEAT COVER DISTRIBUTORSHIP, lo- 
cated in southwestern Michigan city. Very 
well established and doing excellent vol- 
ume. Widow wishes to sell for only $8,- 
500. Box 3023, c/o Automotive News, 
Detroit 26. 


USED CAR LOT. Going business, long 
established location. Good frontage on 
busy thoroughfare, Facilities including air 
conditioned sales offices are one of the 
most modern in Miami. Box 3024, c/o 
Automotive News, Detroit 26. 
FOR SALE—Modern service station—Large 
repair and service room. Progressive 
farming community. Very reasonable. 
For information, write Ray R. Friede- 
rich, Rugby, N. D. 

USED CAR LOT FOR SALE, complete— 
120'x100’ on Plymouth Road west 






























Phone Dunkirk 1-1555, Detroit. 


PROFITABLE AUTO 


AGENCIES FOR SALE 


Iinois 
Handling DeSoto—Real Est. Equip., $42,- 
; |. Eq. & Fix., 
Olds-1.H.C.—Impl. R.E. Eq., 
Studebaker—Top Chgo. Sub., 


Minnesota 
Handling Chevrolet—R.E., Equipt., $90,- 
000; Ford—R.E., Equipt., $58,000; 
Oldsmobile with Body Shop, $35,000. 
Nebraska 
| Handling Pontiac — Implements & R.E., 
$16,000; Willys—Iimplements & R.E., 
$11,000. 
Sead for FREE circular 


| MUTUAL BUSINESS SALES 


208 South LaSalle Chicago 4, Ill. 





CARS FOR SALE 








USED CARS 
WHOLESALE | 


100 CAR SELECTION 
AT ALL TIMES 
Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. 


Dodge-Plymouth Dealer 


7 N. Cicero 





Avenue, Chicago, Illinois 


SErkshire 7-3122 


Phone 


Pen: 


° 
Southfield Road. No used cars to buy. | 
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CARS FOR SALE 


WE WHOLESALE 
ALL OF OUR 
USED CARS 


Due to our high class residential area, 
we get many of the cleanest cars in 
Detroit. 


Our Motto 
“HIGH VOLUME AND 
SELL FOR LESS" 
“SEE US TODAY AND SAVE" 


HANEY BUICK 


“ONE OF AMERICA'S LARGEST DEALERS" 


17500 Grand River VE 8-6400 
Detroit, Mich. 





ATTENTION! 
USED CAR BUYERS 





CARS FOR SALE 


USED CAR 
DEALERS 


WE WHOLESALE 


BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Twe Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 





We currently have for sale a nice selection ATTENTION DEALERS!! 


of low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 


WHOLESALE WHOLESALE 


WHERE 
ARE YOU LOCATED? 


We have '51, ‘52 Chevrolets, Fords, 
Plymouths for Sale, available for your 


inspection, RIGHT IN YOUR AREA. 


CLEAN © LOW MILEAGE 


We also maintain a complete se- 
lection of these models in CHICAGO. 


Contact Ben Geller 


EMKAY, INC., 


6850 COTTAGE GROVE AVE., 
Chicago 37, Ill. Museum 4-6969 


WHOLESALE WHOLESALE 





KEN SCHAEFER'S 


The Only ladiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 
N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles’ 


VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 


4 Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 








AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excelient Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 





PARTS FOR SALE 


“ror FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
® Buick 
® Cadillac 
® Oldsmobile 
® Pontiac 
© Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois WaAbash 2-1030 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 











Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0600 St. Louis 9, Mo. 





LINES WANTED 


LINES WANTED 


For Florida, Alabama, Mississippi, Cuba. 
Automotive distributors -Jobbers by experi- 
enced financially sound manufacturer's agent. 
Commission basis. Good references. 

Reply Box 3035 
c/o Automotive News, Detroit 26 








BUSES FOR SALE 
FORD, CHEVROLET, GMC, IHC with 
Wayne special deluxe bodies available 
now. 36 passenger, $2,750; 48 passenger, 
$3,150; 60 passenger, $4,000. All units 
have four turn signals, four 6” flashers, 
two stop lights, six reflectors, fire ex- 
tinguisher, first aid kit, flare set, rubber- 
ized hair back pads, 45 ounce upholster- 
ing, shock absorbers, heater with dual 
defrosters. Priced without federal tax. 


Box 3026, c/o Automotive News, Detroit | 


26. 








. ~ 
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BUSES FOR SALE 


17 


AMBULANCES FOR SALE 





1951 WHITE, 60 passenger; 1946 Ford, 48 
passenger; 1944 Ford, 28 passenger, spe- 
cial seats; 1950 International, 16 pas- 
senger; 1948 Ford, 12 passenger airport 
coach. Box 3004, c/o Automotive News. 
Detroit 26. 


TRUCKS FOR SALE 

USED WRECKER — Heavy duty Holmes 
model W35 mounted on late 1949 Stude- 
baker two ton chassis with new enamel 
finish and four new ground grip rear 
tires. Chassis and wrecker in good con- 
dition. Complete for $1,500. J. R. Hall 
Motor Sales, 228-30 Virginia Ave., Welch, 
W. Va. Phone 210. 


IMMEDIATE DELIVERY (4) 1953 Chev- 
rolet model 6702 chassis with Wayne de- 
luxe 48 passenger body—$3,195 each. 
Add $160 if exemption certificate cannot 
be furnished. Bailey Co., 
Cabot, Ark, 


TRUCKS WANTED 
WANTED FOR EXPORT—Several hundred 
GMC trucks, CCKW 353. Condition im- 
material, x 3025, c/o Automotive 
News, Detroit 26, 








Chevrolet 





TRUCK EQUIPMENT WANTED 


NEW FORD DEALER DESIRES to pur- 
chase wrecker on late model Ford, 1% 
ton chassis. Holmes type of wrecker pre- 
ferred. Condition must be good and price 
right. Call or write Donora Motor Co., 
Phone 1611, Donora, Pa. 


ANTIQUE CARS FOR SALE 


DEPARTMENT OF COMMERCE, Bureau 
of Public Roads, September 4, 1953. 
Sealed bids will received at the Bu- 
reau of Public ds, Equipment and 
Procurement Branch, Room 3015, General 
Services Administration Building, 
and F Sts., N.W., Washington, D. C., 
until 2:00 P.M., October 15, 1953, for 
the sale of one 1904, single cylinder, two 
seater, Cadillac automobile as is and 
where is. Car is in running condition and 
intact. Inspection can be made by con- 
tacting Mr. J. M. Edwards, from 9 A.M. 
to 4 P.M., Mondays thru Fridays at 
Bureau of Public Roads, 1530 Columbia 
Pike, Arlington, Va. Bid forms may be 
obtained by contacting the Equipment 
and Procurement Branch, or at the time 
of inspection. 


DETROIT ELECTRIC, 1,265 miles; 1920 
Maxwell touring; 1922 Studebaker ‘‘Big 
Six’’ touring; 1926 Ford coupe; 1923 
Franklin sedan; 1930 Lincoln Cabriolet; 
1930 Cadillac V-16 limousine. Tip Chis- 
holm, Asheboro, N. C. 











AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





CADILLAC AMBULANCES, 1947 and 1950. 
Two tone paint, roof lights, siren, cot, 
etc, Photos available. Bargain. Box 3034, 
c/o Automotive News, Detroit 26, 


SHOP EQUIPMENT FOR SALE 


|ONE MODEL NO. 525 Rotostand, used 


only three months. Original cost $600, 
yours for $300. Contact Walters and 
Keene Motor Co., Inc., Box 110, Phone 
1010, Pikeville, Ky. 


MISCELLANEOUS 

NYLON SAFETY BELTS. You can walk 
away from an accident with the newest 
‘‘Smoothe’’ nylon automotive safety belts. 
For your car—any make, model. Latest 
harmonizing colors. C.A.A. approved. 
Easy installation to car floor. Only $14.95 
(each person) postpaid. Free literature on 
request, City Lincoln-Mercury Co., 605A 
S. Arroyo Parkway, Pasadena, Calif. 

NATIONAL CASH REGISTER, practically 
new—used only six months. Cost $1,750. 
Sacrifice for $900. Keyboard set up to 
handle large auto sales, parts labor vol- 
ume, Write Box 3033, c/o Automotive 
News, Detroit 26. 

YOUR ADVERTISING MESSAGE imprinted 
on hundreds of give away novelties. Il- 
lustrated folder free. Imos, Dept, AN, 
210 Fifth Ave., N. Y. C. 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce 58t., 
Lynchburg, Virginia. 








Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Depts. 
“Leaders In The Industry" 
Since 1939 





BROOKPARK 
AUTO AUCTION 


A 


5 5 


CLEVELAND, OHIO 
Every Tuesday at Noon 


” - 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from cirport 


Phone Winton i1-9911 


Joe E. Johnson, Manager and Auctioneer 








New Subscription Order 
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Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [ ] | 
for which check is attached [_] or send bill [] 
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| 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Biggest News News in convertibles 
since ~~ gince the I 








Better-Looking, 
Longer-Lasting... TOPS of 


Yes, “‘Orlon”’ is big news in convertibles today —and will 
mean big business in convertibles tomorrow. Why? Be- 
cause “‘Orlon”’ will give your convertible customers ex- 
actly what they’re looking for: tops with real weather and 
wear resistance— proved by up to 34 years of wear testing 
in some of the toughest climates in the country . . . plus 
a really distinguished appearance—a sleek, lustrous look 
that’s easy to keep that way. 


With these advantages, tops of ‘‘Orlon”’ will sell them- 
selves, turn many car buyers into convertible buyers! 


@P> ORLON’ 


ACRYLIC FIBER 


REG. U.S. PAT. OFF. 


KEEP THEIR LUSTER 








R SHAPE 


HOLD THE! 


NKING 
REDUCE STRETCHING. sHRI 


RESIST BALLOONING 


Du Pont ORLON 


Tops of ‘‘Orlon” are being featured on some makes of 
convertibles. Natural-color topping is available now. 
The supply of black topping is increasing. So keep your 
eyes open for it—it’s worth waiting for. 


Service Manager: You can arrange to have tops of 
*Orlon”’ installed on convertibles now on the road.These 
replacement jobs carry a profitable mark-up all around 
—for you and your installer. Make sure your installation 
shop knows about tops of ‘‘Orlon’”’. E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


ORLON is Du Pont’s trade-mark 
for its acrylic fiber. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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